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president’s letter

How can property owners, real es-
tate developers, and service pro-
viders stay competitive in a down 

economy?  By using ultra-broadband to 
make existing properties compelling! 

A unique BBP Applications Work-
shop at the annual FTTH Council con-
ference in Nashville will detail the latest 
answers. Be there Thursday Sept. 25, 
from 8 AM to 1 PM.

This could be one of the most prac-
tical and stimulating sessions you’ve ever 
attended. It will help you successfully cre-
ate strategies that will make any property 
more attractive to residents by incorporat-
ing the latest intelligent technologies.

We also will present our awards there 
for Top Applications of the year.

Heading the workshop is Dr. Herb 
Hauser, president of Midtown Tech-
nologies. Hauser heads a company that’s 
thriving through the housing downturn. 
You’ll also hear John Pierce of InGrid 
Digital Home Protection and Ed Zysz-
kowski, Steeplechase Networks. They’re 
all working with leading developers, 
helping them fashion their own apps.

This special workshop will help own-
ers and developers:

• Boost property values
• Differentiate properties to boost sales
• Maximize return on investment
• Use energy more efficiently 
• Target special demographics’ needs 
• Leverage a property’s broadband net-

works for their own use
• Place the whole Nashville meeting 

into cash-earning context, familiariz-
ing property owners and service pro-
viders with developing trends and the 
latest “technomenities”

The unifying focus is on information sys-
tems – and how they are becoming the 
fourth utility, after water, electricity, and 
HVAC. “Broadband is like blood,” says 
Hauser. As the basis of the information 
system, it is “more important than elec-
tricity.” Hauser adds, “If I can put 15 ap-

plications on one infrastructure, each one 
costs less. That’s the point.” 

Hauser’s projects and clients include 
the Plaza Hotel in New York City as well 
as affordable, large-scale projects – $1.2 
billion military housing involving 2,400 
homes at Fort Ord. Hauser, Pierce and 
Zyszkowski help owners and telecommu-
nications companies build technology  
into properties. 

Two Recession-PRoof MaRkeTs
Hauser is leading the way to harness 
technology to serve people as they age. 
His term for an environment “that in-
teracts with you as you grow older” and 
“compensates to make it easier for you to 
live” is Forward Living.

What about youth? InGrid, founded 
in 2004, is thought of mainly as a “se-
curity” provider. But it’s more. Users can 
operate its system with separate two-way 
keychain remotes, put their own sensors 
on any window, door, or cabinet and re-
ceive automated messages about any ac-
tivity via email, cell phone, or PDA. In-
Grid-equipped buildings can be linked. 
One use: Enabling parents and students 
to monitor each other’s systems. Shentel 
is using InGrid in student housing.

Steeplechase has affiliates across the 
country, from a community-based WISP 
in the Massachusetts Berkshires to wire-
less broadband and security infrastruc-
ture for gated communities in Florida 
and Southern California. It includes 
best-in-class providers in every area. 

Value-added services are critical. From 
the essential, like remote back-up and re-
store, to gaming and video, Steeplechase 
is tracking and working with the market 
leaders. For example, Steeplechase has 
made an economical, high-quality VoIP 
line an integrated feature of every sub-
scriber’s Steeplechase experience.

See the workshop program and  
registration details on page 53.

Don’t Miss Workshop 
On New Applications
Nashville, Thursday Morning September 25,  
At the Annual FTTH Council Conference
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By Steven S. Ross ■ Editor-in-Chief

for the past four years we have, of 
course, been saying that only fiber 
to the home will provide the band-

width and quality of service demanded 
by customers. For the past year we have 
detailed problems cable companies – 
particularly large franchise operators 
(MSOs) – have had even serving exist-
ing customers’ bandwidth needs. Every 
major MSO has rationed at least up-
stream bandwidth, 

We have also described some of the 
technologies cable companies have been 
using to close the gap between what cus-
tomers want, and what current plant can 
deliver. There’s DOCSIS 3.0 of course, 
and private cable operators and satellite 
providers’ turn toward better MDU dis-
tribution schemes such as MFH3.

We reported on various cable experi-
ments with FTTH, noting last October 
that we knew of at least six tests of RF 
Over Glass (RFOG) – all in greenfields. 
But we have also noted cable companies 
distributing video content over Ether-
net-based networks – particularly open-
access muni systems, and over amenity 
providers’ greenfield nets in planned 
unit developments and MDUs.

But until late last fall, a return path 
for RFOG had not been stress-tested. 
RFOG was an incomplete image of ex-
isting DOCSIS 3.0 capabilities. 

Now the picture is complete. It isn’t 
quite as pretty as cable companies would 
like. Down the road, for instance, it 
cannot be expected to deliver the low 
latency of GPON or EPON (important 
for gamers and telepresence), or the raw 
bandwidth. And cable companies will 
have to invest substantial new sums on 
their backbone networks. RFOG is far 
less complicated in the field than coax 
– no active amplification electronics ev-
ery 1,000 feet or so. But it is still more 
expensive to run than its Ethernet com-
petition (new network servicing tests are 
still being released as we go to press), 
and RF does not carry quite as far as 
pure digital, even though it’s all “really” 
digital inside the fiber.

What’s more, RFOG equipment is 
more expensive than GPON or EPON, 
which has seen enough volume world-
wide to drive down prices spectacularly.

Nevertheless, as we describe in detail 
this month, RFOG seems the best way 
in most situations for cable companies 
to move to FTTH because RFOG is 
basically DOCSIS with the DOCSIS 
node moved to individual subscribers’ 
premises. Thus, cable companies can 
run RFOG and existing shared DOC-
SIS nodes together.

It isn’t pretty and it isn’t cheap, but 
it is pretty enough and cheap enough to 
keep cable competitive with telcos. And 
many, many equipment vendors and pro-
viders of network management software 
and test equipment have jumped into 
the field (see our Top 100 list and “Ca-
ble Industry Signals Move to FTTH” in 
this issue for a good sampling).

anD in eURoPe
As this is written, I’m returning from 
a speaking and factfinding visit to Ge-
neva. As we reported in our April cov-
erage of the FTTH Europe conference, 
Switzerland’s first municipality-wide 
FTTH network is just now being built. 
At the engineering school’s innovation 
incubator (where I spoke to municipal 
officials, communications experts and 
investors), in conversations with UN 
staffers, and with a top accounting firm’s 
senior personnel, the view about the 
Swiss situation was dire. The feeling was 
that headquarters personnel continue to 
be located in Zurich and Geneva – the 
two big Swiss financial centers – but 
that lower-level “back office” jobs are 
often elsewhere. 

Bandwidth and cost of service are 
big reasons. The pattern has remained in 
place even as the Euro has risen in value 
faster than the Swiss Franc, making 
Switzerland a generally cheaper place to 
do business than the bordering Euro-
Zone countries (France, Germany, Italy 
and Austria).

The angst is particularly strong in 
Geneva, where the French border closes 
in on three sides and cross-border com-
mutes are almost the norm (Geneva itself 
has a population of only 200,000 while 
another 200,000 live in the mainly 
French suburbs).

The major local Internet and telecom 
company, Swisscom, came in for a great 
deal of scorn, and anecdotes of arrogant 
service and take-it-or-leave it pricing 
abounded. As an American more used 
to hearing anecdotes about poor ser-
vice in France, the turnabout was a bit 
startling although ironically, Swisscom 
is the major provider in nearby French 
towns as well. It’s clearly costing Swit-
zerland economic growth.

I personally felt cheated by Swiss-
com’s overall charges, and about the 
pricing plans available. In Switzerland, 
30 minutes of hotel connect time costs 5 
Swiss francs (about $5) and must be used 
all at once. Four hours cost 19 CHF, and 
also must be used all at once. In France, 
my charge with Swisscom (was 8 euros 
(about $13) for 60 minutes. The time 
could be taken over multiple logins, but 
was not transferable to the airport WiFi 
network a kilometer away.

Exchange rates are distorted now – 
the dollar is worth less than it should 
be in terms of purchasing power. The 
taxes in Switzerland are low – under 8 
percent – and in France they are more 
than double. But even with that cor-
rection, the price would have been $8/
hour in Switzerland and $9/hour in this 
competition-free corner of France. 

Swiss business interests are just awak-
ening and planning fiber overbuilds. I 
doubt Swisscom will be able to get away 
with current practices in a year or two.

Cable and FttH:  
Perfect together

Steve@broadbandproperties.com
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it’s amazing to me what happens to an 
industry when it works together in a 
collaborative way. Think about times 

of crisis for an industry. Every company 
starts communicating about the com-
mon problem, there is suddenly incred-
ible openness and cooperation, and lead-
ers collectively focus on joint solutions.

Why does it take a crisis for compa-
nies to do that? Operators should work 
all the time  with one another on our 
industry’s problems before they develop 
into future crises.

Indeed, we have done a good job 
in the regulatory and legislative arena 
working together. IMCC has gathered 
its leaders frequently to talk about chal-
lenges in Washington and how to han-
dle specific issues. There has been great 
cooperation on key legal topics among 
private cable operators, and I applaud 
(and encourage) such continued efforts.

This type of group effort also oc-
curred a few years ago when WSNet was 
planning to shut down, and the industry 
was grappling with many similar issues.. 
PCOs gathered on weekly calls to talk 
openly about solutions, quick fixes and 
ways to handle the loss of WSNet services. 
It was a moment of great collaboration!

But isn’t something missing when 
we don’t harness this type of openness 
and cooperation in other areas of our 
business? I believe that we are making 
a big mistake by not collaborating more 
regularly on engineering solutions for 
our properties and cable systems. And I 
believe there is a tremendous opportu-
nity to change that.

One of the common complaints I 
hear from PCOs is that they need more 
engineering support and expertise – in-
frastructure, headend, satellite, broad-

band, you name it. All PCOs are work-
ing on similar issues and challenges, 
yet we are not cross-sharing our ever-
developing expertise with the rest of the 
industry. That’s too bad.

Other industries have dealt with 
similar issues and found ways to work 
together, and so have our primary com-
petitors – the big phone and cable guys.

Use THe Mso MoDeL
In the 1920s, AT&T and Western Elec-
tric formed Bell Laboratories to support 
the Bell operating systems and their 
engineers. And more recently in 1988, 
the large franchise cable operators cre-
ated CableLabs as a nonprofit research 
and development consortium, dedicated 
to pursuing new cable TV technologies 
and standards for its key members. 

And look at some of the successful 
initiatives that the cable companies have 
addressed through CableLabs in the re-
cent past. It created DOCSIS, which de-
fines the interface requirements for cable 
modems. It developed new initiatives 
like PacketCable and OpenCable, to 
set industry standards for all operators. 
And it continues to create other R&D 
solutions for franchise operators across 
the US and even across the world.

CableLabs understands that every 
system is different, and that every opera-
tor has different needs and challenges. 
But it has been very effective at harness-
ing its industry’s talent to look for flexible 
solutions to commonly shared problems.

Well, PCOs have commonly shared 
problems too, don’t we? We deal with 
similar issues on our systems, issues that 
demand strong engineering skills. And I 
bet we would benefit from our own ver-
sion of CableLabs.

The spirit of such an effort is built 
around collaboration and openness with 
one another, similar to what we experi-
enced with the WSNet and regulatory 
situations. We must tap into this “spirit” 
and find a way to use this energy to bet-
ter support PCOs’ engineering efforts.

So, what would it look like? I envi-
sion a consortium of engineering leaders 
and experts from around our industry 
who could devote their time to this new 
effort – PCO Labs. The first objective 
would be to identify the short list of 
common industry challenges. What is-
sues are impacting us the most? 

This list can then be given to our 
group of PCO Labs experts to deter-
mine if any current solutions exist, or if 
there is a need for a new approach. And 
if we need a new solution, we have nu-
merous vendors and suppliers ready to 
participate in this process (just as Cable-
Labs does).

I also believe that “PCO Labs” could 
be very helpful in creating engineering 
standards for our industry, something I 
know the real estate community would 
appreciate.

Think about our own version of Ca-
bleLabs. A little collaboration and coop-
eration may help everyone. And we don’t 
need a lab to discover this solution!  BBP

about the author
Bryan J. Rader, former CEO of Media-
Works before selling the company in 2006, 
has recently founded a new firm, Band-
width Consulting LLC, to advise operators 
and providers in the MDU market seg-
ment. Contact Bryan at bryanjrader@ 
yahoo.com or at 636-536-0011. Learn 
more at www.bandwidthconsultingllc.com.

Private cable operators – and property owners and managers – need a “PCO 
Lab” to develop common standards and solutions for the ultra-broadband era

By Bryan Rader ■ Bandwidth Consulting LLC

A New Discovery from the Lab
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M A r K   Y O U r   C A L e N D A r s

“The Broadband Properties Summit 
is one of the best events we work all 
year long. Our return on investment 
is easy to measure as we win deals 
throughout the year because of this 
important event.”

— John Pierce
Vice President of Sales

InGrid Inc.

“I have done a lot of shows over the years in the industry and I cannot 
remember a show where I was able to get a substantial purchase order from an 
attending customer until the Broadband Properties Show in Dallas 2008.”

— Robert Villare
Senior Account Executive PCO Sales

Multicom Inc.

Companies That Have Secured Their Participation:

&  

5 Years of FttH Cornerstone Winners. 
Includes symposium and related activities

Meet a variety of visionaries and community leaders who’ve deployed  
Fiber-to-the-Home over the years . Hear their own experiences and the reports  

of experts in a wide range of fields who’ve been studying them . 

www.bbpmag.com • 877-588-1649

Featuring a Special Program
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Approaching the Zettabyte era:  
Looking Ahead to 2012
Broadband traffic – both on the Internet and within private networks –  
is continuing its explosive growth worldwide, the latest reports say .  
And video is only part of the story .

Cisco expects sixfold iP traffic  
Growth by 2012

iP traffic will nearly double every two 
years through 2012. We’re less than 
four years away from a half-zettabyte 

annual global network traffic volume. 
(A zettabyte is equal to 1,0007 bytes, or 
a trillion gigabytes.) Indeed, Cisco Sys-
tems (www.cisco.com) is projecting that 
global Internet traffic in 2012 will be 
over a thousand times greater than all 
the traffic traversing the U.S. Internet 
backbone in 2000.

Cisco, using its almost unique ability 
to gather and interpret IP network data, 
has developed a model for estimating fu-
ture global IP traffic growth. The Cisco 
Visual Network Index is the company’s 
ongoing effort to forecast the growth and 
use of IP networking worldwide, and it 
is based on Cisco analysis and indepen-
dent analysts’ forecasts. Cisco is basing 
much of its IP NGN strategy on the ex-
pectation that global traffic growth will 
continue to grow at an astonishing rate 
through 2011 and beyond. This traffic 
growth is being fueled by applications 
such as mobile data traffic, business In-
ternet, business IP WAN, consumer In-
ternet, and IPTV/CATV applications. 

Highlights from the current fore-
cast:

• Global IP traffic will increase by 
a factor of six from 2007 to 2012, 
reaching 44 exabytes per month in 

2012, compared to fewer than 7 exa-
bytes per month in 2007. 

• Total IP traffic for 2012 will amount 
to more than half a zettabyte (or 522 
exabytes). 

• Monthly global IP traffic in Decem-
ber 2012 will be 11 exabytes higher 
than in December 2011, a single-
year increase that will exceed the 
amount by which traffic increased in 
the eight years since 2000. 

• Video on demand (VoD), IP televi-
sion (IPTV) and Internet TV will 
account for nearly 90 percent of all 
consumer IP traffic in 2012. 

• Mobile data traffic will roughly double 
each year from 2008 through 2012. 

Driven by HD video and high-speed 
broadband penetration, consumer IP 
traffic will power the overall IP com-
pound annual growth rate (CAGR) 
to 46 percent through 2012. Last year 
was one of phenomenal growth. Total 
IP traffic grew 55 percent during 2007, 
and is estimated to grow by 63 percent 
in 2008. Internet traffic grew 46 percent 
in 2007, and is estimated to increase 51 
percent in 2008.

Traffic from all applications grew 
in volume in 2007, but the traffic mix 
shifted considerably. Peer-to-peer (P2P) 
file-sharing networks are now carrying 
600 petabytes per month more than 
they did this time last year, which means 

there is the equivalent of an additional 
150 million DVDs crossing the network 
each month, for a total monthly volume 
of over 500 million DVD equivalents, 
or two exabytes. 

Despite this growth, P2P as a propor-
tion of consumer Internet traffic dropped 
to 51 percent at the end of 2007, down 
from 60 percent the year before. The de-
cline in traffic share is due primarily to 
the increasing video traffic. A secondary 
factor in the decline is a trend toward 
Web-based file sharing in place of P2P 
file sharing in some regions.

Video now accounts for approxi-
mately one quarter of all consumer In-
ternet traffic, not including the amount 
of video exchanged through P2P file 
sharing. Internet video grew from 12 
percent in 2006 to 22 percent in 2007, 
and will reach 32 percent by the end of 
this year. Internet video will account for 
50 percent of all consumer Internet traf-
fic in 2012. Internet video-to-PC will 
make up the majority of Internet video 
at 40 percent of total Internet traffic, but 
Internet video-to-TV will grow rapidly 
to 10 percent of the total in 2012.

Non-Internet IP video will increase 
more rapidly than consumer Internet. 
The twin trends of on-demand viewing 
and high-definition video are generat-
ing very rapid growth in cable video and 
IPTV traffic transported over IP in the 
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metro rings. Consumer IPTV and CATV traffic will grow at 
a 68 percent CAGR between 2007 and 2012, compared to a 
CAGR of 43 percent for consumer Internet traffic.

Mobile data traffic will double each year from now through 
2012. Mobile broadband-enabled laptops are creating sharp 
increases in mobile traffic. In some parts of the world, mobile 
broadband is becoming a substitute for fixed broadband.

Japan’s mobile data and Internet traffic was still twice as 
high as that of any other region in 2007. However, by 2009, 

Table 1a. Global IP Traffic 2006-2012, 
Source: Cisco, 2008
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Table 1b. Global IP Traffic by Type 2006-2012, 
Source: Cisco, 2008
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Table 1c. Global IP Traffic by Region 2006-2012, 
Source: Cisco, 2008
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Table 2. Global Consumer IP Traffic 2006-2012, 
Source: Cisco, 2008
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Table 3. Global Consumer Internet Traffic 2006-2012
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Source: Cisco, 2008
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Table 5. Consumer Peer-to-Peer Traffic by Region
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Table 6. Consumer Gaming Traffic by Region
Source: Cisco, 2008

0

250

500

2006 2007 2008 2009 2010 2011 2012

Middle East and Africa, CAGR 46%
Central Eastern Europe, CAGR 46%
Latin America, CAGR 43%
Japan, CAGR 36%
Asia Pacific, CAGR 31%
Western Europe, CAGR 28%
North America, CAGR 22%



12  |  BROADBAND PROPERTIES |  www.broadbandproperties.com |  July 2008

North America will surpass Japan in mobile traffic, as will the 
rest of Asia-Pacific.

Internet traffic is growing fastest in Latin America, followed 
by Western Europe and Asia-Pacific. The rapidly increasing In-
ternet penetration and the advent of high-speed connections to 

a greater number of universities and businesses will result in 
Latin America having the highest growth rate through 2012.

Business IP traffic will grow at a CAGR of 35 percent from 
2007 to 2012. Increased broadband penetration in the small-
business segment and the increased adoption of advanced video 

Table 7. Consumer VoIP Traffic by Region
Source: Cisco, 2008
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Table 8. Consumer Internet Video Traffic
Source: Cisco, 2008
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Table 9. Consumer Internet Video-to-PC Traffic
Source: Cisco, 2008
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Table 10. Consumer Internet Video-to-TV Traffic
Source: Cisco, 2008
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Table 11a. Consumer Global Non-Internet IP Traffic
Source: Cisco, 2008
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Table 11b. Consumer Global Non-Internet IP
Source: Cisco, 2008
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Table 12a. Business Internet IP Traffic by Type
Source: Cisco, 2008
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Source: Cisco, 2008
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communications in the enterprise segment will result in a 
CAGR of 35 percent for business IP traffic from 2007 to 2012.

Business Internet traffic will grow fastest in developing 
markets and Asia-Pacific. North America, Western Europe and 
Japan will have slower growth rates. In volume, North America 
will continue to have the most business IP traffic through 2011, 
followed by Western Europe and Asia-Pacific.

GLoBaL iP TRaffic GRowTH 2006–2011
The charts derived by Broadband Properties from Table 1 in 
the Cisco report show the top-line forecast. Global IP traffic 
in 2008 stands at more than 10 exabytes per month, forecast 
to more than quadruple, reaching 44 exabytes per month in 
2012. Consumer IP traffic will exceed 32 exabytes per month, 
business IP traffic will approach 10 exabytes per month, and 
mobility traffic will exceed 1.6 exabyte per month.

In the charts:

• Consumer: includes fixed IP traffic generated by house-
holds, university populations and Internet cafés

• Business: includes fixed IP WAN or Internet traffic, ex-
cluding backup traffic, generated by businesses and govern-
ments.

• Mobility: includes mobile data and Internet traffic gener-
ated by handsets, notebook cards, WiMAX

• Internet: denotes all IP traffic that crosses an Internet back-
bone.

• Non-Internet IP: includes corporate IP WAN traffic, IP 
transport of TV/VoD, and mobile “walled garden” traffic.

The forecast relies on analyst projections for Internet us-
ers, broadband connections, video subscribers, mobile connec-
tions, and Internet application adoption from Kagan, Ovum, 
Informa, IDC, Gartner, ABI, AMI, Screendigest, and Parks 
Associates. 

consUMeR iP TRaffic 2006–2012
As shown in the chart for Table 2, global consumer IP traf-
fic is expected to surpass 32 exabytes per month in 2012. The 
majority of today’s consumer IP traffic is Internet traffic, but 
consumer IPTV and VoD traffic will grow more rapidly at a 
CAGR of more than 68 percent.

The charts for Table 3, Consumer Internet Traffic, encom-
pass any IP traffic that crosses the Internet and is not confined 
to a single service provider’s network. Peer-to-peer (P2P) traffic, 

still the largest share of Internet traffic today, will decrease as a 
percentage of overall Internet traffic. Internet video streaming 
and downloads are beginning to take a larger share of band-
width, and will grow to nearly 50 percent of all consumer In-
ternet traffic in 2012.

In the charts: 

• Web, Email, and Data: includes web, email, instant messag-
ing, newsgroups and file transfer (excluding P2P and com-
mercial file transfer such as iTunes).

• P2P: includes peer-to-peer traffic from all recognized P2P 
systems such as BitTorrent.

• Gaming: includes casual online gaming, networked console 
gaming, and multiplayer virtual world gaming.

• Video Communications: includes PC-based video calling, 
webcam viewing, and Web-based video monitoring.

• VoIP: includes traffic from retail VoIP services and PC-based 
VoIP, but excludes wholesale VoIP transport.

• Internet Video to PC: free or pay TV or VoD viewed on a 
PC, excludes P2P video file downloads.

• Internet Video to TV: free or pay TV or VoD delivered via 
Internet but viewed on a TV screen using a set-top box or 
media gateway.

“Data” may include the download of video files that are not 
captured by the “Internet video to PC” forecast. It includes 
traffic generated by all individual Internet users. An Inter-

Table 13. Mobile Data and Internet Traffic
Source: Cisco, 2008
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net user is defined in the Cisco reports 
as someone who accesses the Internet 
through a desktop or laptop at home, 
school, Internet café, or other location 
outside the context of a business.

PeeR-To-PeeR (P2P)
A large portion of P2P traffic is due to 
the exchange of video files, so a total view 
of the impact of video on the network 
should count P2P video traffic (estimated 
to be approximately 60 to 70 percent of 
P2P) in addition to the traffic counted in 
the “Internet Video to PC” and “Internet 
Video to TV” categories. The chart for 
Table 5 shows the forecast for consumer 
P2P traffic from 2006 to 2012.

inTeRneT GaMinG
The “Internet Gaming” category in-
cludes only the traffic generated from 
playing the game. The download of the 
game is included in “Web, Email, and 
Data.” The BBP chart for Table 6 shows 
the forecast for Internet Gaming from 
2006 to 2012.

Why isn’t Internet gaming traffic 
more significant in 2012? Cisco says 
first-person shooters (FPS) are the most 
bandwidth-intensive games at over 50 
MB per hour of play. However, FPS 
are played by a minority of gamers. The 
most popular games, such as casual on-
line games, non-shooter console games, 
and multiplayer virtual worlds, are sur-
prisingly lightweight in terms of traffic, 
partly because much of the graphical 
processing and rendering occurs on the 
client side, which is downloaded once 
and then does not cross the network 
again after download. 

Voice oVeR iP
This category includes phone-based 
VoIP services direct from a service pro-
vider, phone-based VoIP services offered 
by a third party but transported by a ser-
vice provider, and softphone-based In-
ternet VoIP applications such as Skype. 
The chart for Table 7 shows the global 
forecast for consumer VoIP to 2012.

ViDeo coMMUnicaTions
The “Video Communications” category 
includes Internet video calling, video 

instant messaging, video monitoring, 
and webcam traffic. This segment is 
relatively small for the forecast period, 
but is included for tracking purposes 
because it is expected to experience sub-
stantial long-term growth in the 2012-
2017 timeframe.

inTeRneT ViDeo To Pc
“Internet Video to PC” refers to online 
video that is downloaded or streamed 
for viewing on a PC screen. It excludes 
peer-to-peer downloads, and is distinct 
from Internet delivery of video to a TV 
screen through a set-top box or equiva-
lent device. Much of the video viewed 
on PCs is short-form content, and the 
bulk is made up of free clips, episodes, 
and other content offered by traditional 
content producers such as movie studios 
and television networks.

Global YouTube traffic is estimated 
to have generated 15-20 petabytes per 
month at the end of 2006. Cisco’s esti-
mate for user-generated content viewing 
traffic in that year is approximately 27 
petabytes per month; comScore esti-
mates that in the United States, 10.2 bil-
lion online video streams were initiated 
in December 2007. If each stream gener-
ated 10 megabytes of traffic, the total for 
the United States would be 102 petabytes 
for the month of September, up from ap-
proximately 43 petabytes for the month 
of March 2007. Cisco’s North American 
estimate is 163 petabytes per month of 
Internet video-to-PC traffic by year-end 
2007. Cisco’s Internet-video-to-PC cate-
gory includes a certain amount of traffic 
that is excluded from the comScore esti-
mates, such as videos from government 
Web sites and certain Internet television 
applications such as Joost.

inTeRneT ViDeo To TV
“Internet Video to TV” includes video 
delivered via Internet to a TV screen, by 
way of an Internet-enabled set-top box 
or equivalent device. Examples of de-
vices now available include Apple TV, 
TiVo Series3, and Microsoft’s Xbox 360, 
through which users can download film 
and television content.

At the end of 2007 there were ap-
proximately 10 million Xbox consoles 
in North America capable of download-

ing video. If 30 percent of those con-
soles downloaded 5 hours of content per 
month, that would generate approxi-
mately 30 petabytes per month. Cisco’s 
estimate for Internet-to-TV in North 
America for 2007 is 54 petabytes, the 
remainder made up by Internet-enabled 
STBs and other gaming consoles.

Consumer Non-Internet IP Traffic, 
“Non-Internet IP Video,” refers to IP traf-
fic generated by traditional commercial 
TV services. This traffic remains within 
the footprint of a single service provider, 
so it is not considered Internet traffic. 

In mid-2008, Comcast’s VoD views 
were approximately 300 million per 
month, up from 150 million per month 
in mid-2006. Time Warner’s VoD views 
were 110 million per month, and the 
other cable operators are estimated to 
generate another 250 million, for a total 
of 660 million VoD views per month in 
North America at the end of 2007. As-
suming each view is approximately 30 
minutes, this would amount to approxi-
mately 330 million hours per month, 
which is very close to Cisco’s estimate. 

BUsiness iP TRaffic
The enterprise forecast is based on the 
number of network-connected comput-
ers worldwide. Cisco says this provides 
the most accurate measure of enterprise 
data usage. An average business user 
might generate 4 gigabytes per month of 
Internet and WAN traffic. A large-enter-
prise user would generate significantly 
more traffic, 8-10 GB per month.

Business Internet Traffic is all busi-
ness traffic that crosses the public In-
ternet. The Business IP WAN category 
covers all business traffic that is trans-
ported over IP but remains within the 
corporate WAN, excluding storage or 
backup transfer.

MoBiLe DaTa anD  
inTeRneT TRaffic
Mobile data traffic includes handset-
based data traffic, such as text messag-
ing, multimedia messaging and handset 
video services. Mobile Internet traffic is 
generated by wireless cards for portable 
computers, WiFi hotspots and handset-
based mobile Internet usage.  BBP
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2Q FttH shipments increase  
to 1.9 Million Ports

The quarterly report from Ditt-
berner (www.dittberner.com) says 
there was an 11 percent quar-

terly increase and a 33 percent year-
over-year increase in worldwide FTTH 
ports. Shipments were lower than had 

been predicted, due to a shift in Japan 
to FTTB in MDUs and slower-than-
expected growth in the United States  
and Korea.

Mitsubishi is still the leader in port 
shipments, with Sumitomo second and 

Tellabs third. But Tellabs is not supply-
ing GPON to Verizon. Alcatel-Lucent, 
Verizon’s main GPON supplier now, 
wss fourth and and Nokia Siemens 
(the biggest supplier to Korea Telecom,  
fifth.  BBP

Global Market for Consumer telecommunication  
to reach $2 trillion by 2012

Revenues from consumer telecom-
munication network services will 
grow at a steady annual clip of 

about 5.7 percent, on average, over the 
next five years, reports In-Stat (www.in-
stat.com). The strongest growth will be 
in the broadband and pay TV sectors, 
but 60 percent of total revenue will be 
derived from consumer mobile services, 
the high-tech market research firm says. 

“The digital divide will continue 
to grow. By 2012 broadband penetra-
tion in developed countries will exceed 
85 percent, while developing countries 
languish at less than 10 percent pen-

etration” says Keith Nissen, the analyst 
who authored the report. “Over the next 
five years, 150 million PSTN lines will 
be eliminated; yet total voice revenue 
worldwide will remain steady. The ME/
AFR and CALA regions will experi-
ence high mobile subscriber growth. 
Mobile operators in developed nations 
must look to new 3G applications and 
bundled services for increased ARPU. 
Despite the anticipated rapid growth of 
telco TV services, in 2012, 73 percent of 
total pay TV households worldwide will 
still be cable TV service subscribers.” 

Other highlights:

• The number of VoIP subscribers will 
more than double in the next four 
years.

• 2008 is the year that revenue from 
pay TV services surpasses revenues 
from fixed voice services.

• By 2012 broadband revenue will be 
getting close to fixed voice service 
revenue.

• While the Middle East and Africa 
region has the highest growth rate, 
the Asia-Pacific region will be by far 
the largest market in 2012.  BBP

Digital Home Gateways 
to More than Double by 2011

communications market research 
firm Infonetics Research (www.
infonetics.com) reports that the 

broadband customer premises equip-
ment (CPE) market, which includes 
DSL and cable modems, residential 
gateways, voice terminal adapters and 
voice CPE, dropped 9 percent in 1Q08 
to $1.1 billion, but that the home gate-
way market is still on trrack to more thn 
double over the next three years.

Infonetics’ report, Broadband CPE 
and Subscribers, indicates that the quar-
terly drop is in line with normal first-
quarter softness, and that revenue for 

some emerging segments in the market, 
such as cable broadband gateways and 
VDSL broadband gateways, grew se-
quentially in double and triple percents.

“Softness in 1Q08 broadband CPE 
was in line with expectations, except 
that standard cable modems had a larger 
decline in the quarter than usual,” says 
Mark Showalter, directing analyst for 
broadband networks at Infonetics Re-
search. “Service providers continue to 
use bundled CPE with advanced func-
tionality to entice subscribers into long 
term contracts for broadband access.”

Other highlights from the report:

• The ADSL IAD market segment 
declined significantly in 1Q08 as 
European service providers started 
deploying digital home gateways in-
stead of IADs.

• Thomson remained the worldwide 
leader in overall broadband CPE 
revenue despite a relatively tough 
quarter in 1Q08.

• Motorola is in second position for 
worldwide broadband CPE rev-
enue (and is #1 for standard cable 
modems), followed by ARRIS and 
Cisco.  BBP
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cable, satellite TV and now even 
telephone companies have been 
heavily promoting a variety of 

new services, ranging from high-defi-
nition video to movies on demand. But 
communications industry leaders say the 
best way to attract and keep customers is 
by providing the fastest Internet speeds, 
according to a new Pike & Fischer 
Broadband Advisory Services survey.

The Silver Spring, Maryland-based 
market research company conducted the 

survey over the spring and received more 
than 280 responses from executives, en-
gineers and consultants representing the 
cable, telephone, satellite TV, broadcast 

and technology equipment industries. 
Academics and government regulators 
in the broadband space were also repre-
sented in the survey.

Survey participants were asked to 
rank several advanced communications 
services on a scale of 1 to 5, with 5 being 
the most attractive to customers. High 
data speeds received more rankings 
of 5 than any other service. Nearly 40 
percent of the respondents ranked data 
rates as a top draw. About one fourth of 
participants ranked HDTV service as 
a 5. Digital phone service received the 
fewest top rankings, with  only 9.2 per-
cent of participants ranking it at 5.

“This suggests to us that, while mul-
tichannel video providers may be spend-
ing a lot of their ad dollars promoting 
their high-def channels and their ‘triple-
play’ bundles, they still rely on their 
broadband speeds to seal the deal with 
customers,” says Scott Sleek, director of 
Pike & Fischer’s Broadband Advisory 
Services. “Everyone wants to claim that 
they offer the fastest Internet access, and 
believe that will be more important to 
customers than how many HD channels 
they offer.”

Pike & Fischer, a BNA company, of-
fers a host of legal and business products 
covering the telecommunications indus-
try. The report can be purchased at www.
broadbandadvisoryservices.com.  BBP
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california competitive provider 
SureWest Communications, 
which pioneered FTTH and 

IPTV in the Sacramento area, acquired 
Kansas’ Everest Broadband in Febru-
ary. Recently SureWest announced that 
Everest (which will now operate under 
the SureWest name) will be adding 
10,000 new homes in the greater Kansas 
City area in 2008, including an expan-
sion into several Kansas communities 
that have requested Everest services. 
As many as 8,000 of the new residen-
tial adds will be served by fiber-to-the-
home, with broadband speeds up to 50 
Mbps symmetrical. 

Oxford Networks, a CLEC in 
Maine, recently reported on its fiber-to-
the-business buildout: In Bangor and 
Brewer, its first deployments, Oxford is 
nearing completion of a fiber network to 
the business corridors that will pass 1,200 

potential business customers. By the end 
of the summer, builds passing 1,900 busi-
nesses through Topsham, Brunswick, 
Freeport, Yarmouth, Falmouth and Port-
land are expected to be completed. And 
by year’s end, Oxford will complete addi-
tional fiber networks in South Portland, 
Scarborough and Waterville.

Marquette-Adams Telephone Co-
operative, based in Oxford, Wisconsin, 
currently provides triple play services 
over Occam Networks’ ADSL2Plus 
platform, but the rising demand for 
bandwidth led the company to deploy 
Occam’s GPON solution. Marquette-
Adams, which operates 3,500 access 
lines, plans to achieve its goal of 100 
percent deployment of FTTH in the 
next three to four years. 

“As we developed plans to advance 
our triple play service offerings to our sub-
scribers, we determined that a GPON sol- 

ution made strategic and economic sense 
for the future of our access network,” says 
Bryan Amundson, Marquette-Adams 
CEO. “After a thorough review process, 
Occam Networks’ GPON products rose 
above competing solutions based on its 
ease of deployment, rapid turn-up and 
innovative suite of features.” 

D&P Communications, a Michi-
gan telco that also delivers broad-
band Internet access and video over 
cable, has selected Motorola’s GPON 
solution to build out all-fiber net-
works for delivery of triple play en-
tertainment and broadband services.  
D&P Communications will deploy the 
Motorola AXS2200 Optical Line Ter-
minal and new ONT1400GT optical 
network terminal that are optimized for 
the delivery of IP and RF video enter-
tainment and broadband services. Be-
cause GPON supports RF video, D&P 

Cable providers have been publicly skeptical about FTTH, but they’re  
beginning to admit it has a place in their universe .

By Masha Zager ■ Broadband Properties

Cable Fights and SwitchesCable Fights and Switches

“Us Tareyton smokers would rather fight than switch,” was the tagline of a cigarette ad remembered fondly by 
many of us of a certain age. The photo in the ad showed a man proudly displaying a black eye. The cable indus-
try’s anti-fiber rhetoric, with its unswerving loyalty to coaxial cable and DOCSIS technology, at times evokes 

the Tareyton man’s fighting spirit, if not his dubious grammar or unhealthy habits. 
But at a certain point reality sets in. The reason nearly all of the major FTTH electronics vendors are announcing cable-

oriented PON products (see “Cable Industry Signals Move to FTTH” in this issue) is that they know – and they know the 
MSOs know – FTTH is the endgame for cable. Not only is it the endgame, it’s a small but growing part of the midgame, 
too, with advantages in greenfield and commercial deployments.  

So while the rhetoric continues unabated, cable companies have been quietly experimenting with fiber, in trials or in small 
pilot projects. We note three of them in this month’s roundup. Some are deploying fiber only when a developer insists on it; 
others are using fiber proactively to pursue new markets. But reluctant or not, the cable companies appear to have arrived at 
the point where the question about fiber is no longer “Yes or no?” but rather “How and when?” – MZ

sureWest Brings FttH to Kansas
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will be able to reuse existing video net-
working and RF set-top boxes. 

PBT Communications in South 
Carolina, which began installing Mo-
torola BPON networks in greenfield 
builds in 2005, is now deploying Mo-
torola’s GPON solution, using the same 
equipment that D&P Communications 
is using. 

Lincoln County Telephone Sys-
tem (LCTS), an independent carrier 
in Pioche, Nevada, will deploy Alcatel-
Lucent’s Triple Play Service Delivery Ar-
chitecture, including GPON and service 
routing technologies. Lincoln County 
plans to offer high-speed data, voice, 
video and security services, to its cus-
tomers in Lincoln County. In the new 
town of Coyote Springs, Nevada, LCTS 
will lease capacity to Coyote Broadband, 
which will provide Internet, video and 

data services to all residential and com-
mercial customers. Coyote Springs is a 
new community under development 50 
miles northeast of Las Vegas, spanning 
Clark County and Lincoln County. 
The Coyote Springs Land Development 
Corporation is developing golf resorts 
and commercial properties there, while 
Pardee Homes is the master residen-
tial developer. Klif Andrews, president 
of Pardee’s Southern Nevada Division, 
describes Coyote Springs as a “techno-
logically advanced town that will offer a 
modern Western lifestyle.”

LCTS’ broadband access solution is 
based on the Alcatel-Lucent 7342 ISAM 
FTTU, and the 5526 Access Manage-
ment System for element management. 
LCTS will also deploy Alcatel-Lucent’s 
IP/MPLS infrastructure including the 
7750 Service Router, 7450 Ethernet Ser-

vice Switch, 5620 Service Aware Man-
ager, and 5750 Subscriber Service Con-
troller. Alcatel-Lucent will also provide 
professional engineering services.

Update on Broadweave, the CLEC 
that is purchasing the municipal network 
in Provo, Utah: While the closing did not 
take place on July 1 as scheduled, Broad-
weave says it has taken over operation of 
the system and is making payments to 
cover the city’s bond obligations. Due 
diligence is still proceeding and final 
closing is expected to occur by Septem-
ber 1. Broadweave also announced that 
it would not purchase Veracity, the ser-
vice provider on iProvo that it had previ-
ously announced it would acquire. The 
two companies are “working together … 
on iProvo’s commercial customers,” but 
the details of their arrangement have not 
been finalized. 

“Myth #3: Fiber is the latest 
and greatest technology 
for accessing the Internet,” 

says the Web site of Cox Communica-
tions, which then proceeds to debunk 
that “myth.” But last month, cable indus-
try news media reported that Cox, one of 
the largest North American MSOs, has 
issued a Request for Information for fi-
ber-to-the-premises technologies includ-
ing both RFOG (radio frequency over 
glass) and standards-based PON. Cox 
is reportedly investigating its options for 
providing services in new developments. 
While the company declined to com-
ment on the RFI, it said it had already 
built FTTP networks for some planned 
communities, schools and business parks 
that insisted on all-fiber solutions.

Some cable companies are beginning 
to see fiber more as an opportunity than 
a threat. In a third win for Motorola 
this month, Ontario-based Comp-
ton Communications selected Mo-
torola’s fiber-to-the-home solution for 
the launch of its all-fiber network and 
new commercial service offerings. This 
is the first deployment of Motorola’s 

is Fiber a threat or an Opportunity?

GPON gives cable companies an opportunity 
to target commercial applications requiring 

hundreds of Mbps or even 1 Gbps throughput.

CABLE  
COMPANIES

GPON technology in the cable industry 
and in the Canadian market. Compton 
Communications will use the Motorola 
AXS1800 Optical Access Platform and 
ONT1400GT Optical Network Termi-
nal to expand its market opportunity 
and join the competitive arena of ultra-
broadband commercial service delivery.

“Cable operators have long been 
associated with the delivery of residen-
tial services,” says Brendan O’Hara of 
Compton Communications. “However, 
with the services capabilities provided 
by GPON, and specifically Motorola’s 
proven Cable PON portfolio, we have 
an opportunity to target commercial 
service applications where hundreds of 
megabits or even gigabit throughput is 
required. It’s a new and important mar-
ket for us with promising revenue po-

tential.” Dr. George Simmons, Motoro-
la’s corporate vice president and general 
manager for access network solutions, 
says the company has seen interest from 
several cable companies in using GPON 
for business services. 

Calix, another GPON leader, re-
ports the same trend. Its most recently 

announced GPON sale was to WOW 
Internet, Cable and Phone, the 11th 
largest cable MSO in the United States, 
which intends to use GPON for com-
mercial service. Ron Mattingly, WOW’s 
engineering manager, says the company 
has already been providing business 
services via FTTP in several Midwest-
ern markets, and that GPON offers an 
opportunity to improve on that service 
with more bandwidth, increased flex-
ibility and lower operational expenses.



20  |  BROADBAND PROPERTIES |  www.broadbandproperties.com |  July 2008

The Tullahoma Utilities Board in 
Tullahoma, Tennessee, a munici-
pal FTTH provider, will deploy 

Enablence’s Trident7 Element Manage-
ment System integrated with Great Lakes 
Data Systems’ WinCable subscriber 
management and billing system. The 
combined solution will provide control 
of voice, video and data services directly 
from the billing system, eliminating the 
need for multiple disparate systems and 
allowing TUB to manage its Trident7 
FTTP network without additional me-
diation or provisioning layers. TUB says 
direct provisioning from the billing sys-
tem will allow it to manage triple-play 
service delivery more efficiently, mini-
mize revenue loss and ensure a higher 
level of customer satisfaction.

The Chattanooga (Tennessee) EPB 
board of directors approved an inter-
divisional loan to support its fiber-to-
the-home project. The loan will enable 
EPB to begin purchasing equipment 
to offer high-speed Internet, video en-
tertainment and digital phone to every 
customer in its service area. The back-
bone of EPB’s Smart Grid (fiber to the 
meter) is expected to be completed by 
the end of the summer, and EPB antici-
pates signing up its first FTTH custom-
ers in early 2009. Shortly after the loan 
approval, a second cable industry suit 
against the project was dismissed by the 
county court; a lawsuit by Comcast in a 
different court is still pending. 

The city of Palo Alto, California, 
which conducted a small FTTP pilot 
project several years ago and then issued 
an RFP for a citywide network in 2006, 
has received a second, more detailed 
proposal from the 180 Connect/Packet-
Front consortium that responded to the 
RFP. Another company, Axia NetMe-
dia, has joined the consortium, replac-
ing RBC Capital Markets. The group 
proposes to build and operate an open 
access FTTP system, and turn it over to 
the city after 25 years. The city would be 
required to make its existing dark fiber 
available, but would not otherwise have 
to support the system financially. As we 
went to press, the city council had not 

yet acted on the proposal.
The city of Northfield, Minnesota, 

issued a Request for Proposals for an 
FTTP feasibility study, whose ambitious 
goal is to help the city ensure that “all 
businesses and residents enjoy access to 
an integrated citywide network to pro-
vide high quality, affordable high-speed 
telecommunication services that will 
meet their needs long into the future.” 
The study, which will include a survey 
of residents, will consider whether the 
network should be public, private or a 
public-private collaboration; create busi-
ness cases for a variety of scenarios; and 
evaluate possible technologies and appli-
cations for the network.  

Munis Move Forward with Fiber

MuNICIPALITIES

veNDOr sPOtLiGHt
180 Connect   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .www .180connect .net 
Alcatel-Lucent  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . www .alcatel-lucent .com
Axia NetMedia  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . www .axia .com
Calix    .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   . www .calix .com
Emtelle  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . www .emtelle .com
Enablence  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . www .enablence .com
Fujitsu Australia   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . www .fujitsu .com/au
Great Lakes Data Systems  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . www .glds .com
Huawei Technologies    .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   . www .huawei .com
Motorola    .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .www .motorola .com
NetNordic  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . www .netnordic .no
Occam Networks   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   . www .occamnetworks .com
PacketFront  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . www .packetfront .com
Simplikate  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . www .simplikate .com
Sterlite  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . www .sterlite-industries .com

Last month Verizon submitted a 
request to the Texas Public Utili-
ties Commission to expand its ca-

ble franchise territory in the Dallas-Fort 
Worth area. The proposed cable fran-
chise area – in which Verizon presumably 

intends to deploy its FiOS fiber-to-the-
premises network – includes commu-
nities outside of, though very close to, 
Verizon’s ILEC footprint, marking the 
first time that Verizon would enter the 
fray as a competitive provider. The area 

is already highly competitive, with triple 
play providers including AT&T, Grande 
Communications (a CLEC) and Com-
cast. The addition of FiOS may give 
some residents more broadband choices 
than anyone else in the United States. 

verizon set to enter At&t territory

RBOC  
uPDATE



July 2008 |  www.broadbandproperties.com |  BROADBAND PROPERTIES |  21

noRTH aMeRican TeLcos
D&P Communications www .d-pcommunications .com
Lincoln County  

Telephone System www .lctsys .com
Marquette-Adams  

Telephone Cooperative  www .maadtelco .com
Oxford Networks www .oxfordnetworks .com
PBT Communications www .pbtcomm .net
SureWest Communications www .surewest .com
Verizon Communications www .verizon .com

oTHeR noRTH aMeRican DePLoyeRs
City of Northfield, MN www .ci .northfield .mn .us
City of Palo Alto, CA www .city .palo-alto .ca .us
Compton Communications www .compton .net

France

Andorra

Norway

Canada
United 
Kingdom

India
Taiwan

Australia

New Zealand

Russia

Alaska

states with fresh  
deployment activity.

international  
deployment activity.

DePLOYer sPOtLiGHt

Connexion Technologies www .cnxntech .com 
Cox Communications www .cox .com
EPB (Chattanooga, TN) www .epb .net
Nanofibre Networks www .nanofibre .ca
Tullahoma Utilities Board www .tub .net
WOW Internet, Cable and Phone www1 .wowway .com
Zial Networks www .zial .com

inTeRnaTionaL DePLoyeRs
BSNL www .bsnl .in
GeoMedia Broadband www .geomedia .com .au
H2O Networks www .h2onetworksdarkfibre .com
Neuf Cegetel www .neufcegetel .fr
Openetworks 
Servei de Telecommunications  

d’Andorra www .sta .ad
Sibirtelecom www .sibirtelecom .ru/english
Tafjord Mimer www .tafjord-mimer .no
Taiwan Optical Platform Group 
Telecom Wholesale www .telecomwholesale .co .nz
TFN Media www .taiwanmobile .com
WorldxChange Communications www .wxc .co .nz

Verizon also upped the ante again 
for broadband access, extending its 
maximum Internet tier of 50 Mbps 
downstream/20 Mbps upstream, which 
had been available in specific mar-
kets, throughout its 16-state FiOS In-
ternet service area. The 50/20 Mbps 
service is available in New York and 
Virginia for $89.95 and elsewhere for 
$139.95 a month with an annual service 
plan. President and Chief Operating 
Officer Denny Strigl said at the NXT-

comm conference, “The appetite for 
bandwidth shows no signs of slowing 
down. Neither will we. We’ve already 
had successful trials of the 100-megabit 
home, which will be a reality faster than 
anybody thinks.”

Another new Verizon offering is 
FiOS TV for Business, a subscription-
television service designed for use in 
such locations as medical office wait-
ing rooms, banks, building lobbies, 
restaurants and bars. Monte Beck, vice 

president of business marketing for Ve-
rizon, says, “Judging from the positive 
consumer response we’ve had to FiOS 
TV, it can give a competitive advantage 
to businesses that offer TV viewing to 
their customer.” The service is available 
in parts of the 13 states where residential 
FiOS TV service is available. 

The FiOS network now reaches 10 
million homes and business, and it is 
slated to reach 12 million by the end of 
this year and 18 million by 2010. In a 
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widely quoted (and misquoted) interview, 
Verizon SVP Mark Wegleitner recently 
gave some hints about what comes next. 
Wegleitner said the company expects to 
keep growing its FiOS network beyond 
2010, and to reach considerably more of 

its ILEC footprint than the proportion 
called for in the original plan (approxi-
mately one half) – which isn’t surpris-
ing, given that the massive FiOS deploy-
ment has driven FTTP costs far below 
what they were in 2004. But fiber won’t 

go everywhere; Wegleitner also said that 
for the 30 percent of Verizon territory 
with the lowest population density, LTE 
(a 4G wireless technology) was probably 
a more economical way to deliver high-
speed broadband than fiber. 

connexion Technologies will 
build a FTTH network in The 
Met, a new multi-use develop-

ment in Chandler, Arizona. The Met’s 
network will support high-speed Inter-
net connections, more than 200 digital 
channels of video entertainment and 
Techcierge, a Simplikate application that 
enables concierge services at the touch 
of a button. All of the Met’s homes will 
come equipped with high-tech devices 
from Circuit City. Says Met project 

director Steve Earnhart: “What really 
sets us apart is our ability to deliver 
ultra-high speed – up to 25 megabits 
per second – fiber-to-the-home Internet 
to every owner’s suite – Cox and Qwest 
can’t touch it. Meeting the demand for 
a high-speed connection is critical, es-
pecially considering the technology de-
mands of our residents employed by the 
nearby Silicon Desert companies.”  

In Boise, Idaho, Zial Networks is 
launching an FTTH network for Hazel-

wood Village, a new residential develop-
ment. As Zial Networks president Chris 
Adams explains, “By partnering with 
developers and builders to integrate fiber 
through communities, we are ensuring 
new homes are equipped for the mul-
titude of broadband services available 
now, and for those on the horizon. There 
is a growing need nationwide for wired 
communities that are equipped to sup-
port the rapidly changing technology we 
use to live, work and play.”

A Fiber Oasis in silicon Desert

FTTh 
INTEgRATORS
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norwegian broadband provider 
Tafjord Mimer is building an 
FTTP network in the munici-

palities of Ålesund, Giske and Sula, us-
ing technology from PacketFront. Pack-
etFront’s BECS control and provisioning 
system was selected because it could eas-
ily support multiple service providers; 
Tafjord Mimer’s CEO Frode Siem says, 
“This is important for a regional player 
like us, which can’t be the best at every-
thing, for example, in advanced TV ser-
vices.” PacketFront will also supply its 
ASR-5000 Advanced Services Routers. 
One of PacketFront’s Norwegian part-
ners, NetNordic, will be responsible for 
the network design, delivery implemen-
tation and operations. 

Tafjord Mimer already has about 500 
FTTH customers from a pilot project it 
conducted last year. Customer feedback 
from that project, as well as experiences 
in “everything from marketing and sales 
to laying and splicing cable” provided 
valuable information that the company 
is now putting to use in what it calls the 
“country’s largest Internet infrastructure 
development.”

After announcing the first Eng-
lish “Fibrecity” (Bournemouth) in 
May, H2O Networks followed up in 
June with the first Scottish Fibrecity, 
Dundee. H2O Networks installs fiber 
through Britain’s municipal sewer sys-
tems, using its patented FS System, and 
then sells broadband connectivity. Work 
will begin within the next six months to 
bring fiber to more than 55,000 Dundee 
homes. The Dundee City Council has 

already linked two city center offices us-
ing H2O’s network, and was eager for 
Dundee to be the first Scottish Fibrecity. 
The city has a thriving technology and 
digital entertainment industry, and the 
head of the City Council’s economic de-
velopment committee, Joe Morrow, says 
the project “cements the city’s moves to-
wards becoming a hub for information-
age products and services.”

Neuf Cegetel, France’s leading com-
petitive service provider, signed a new 
frame agreement with Alcatel-Lucent for 
the deployment of fiber-to-the-home in 
Paris. Alcatel-Lucent’s GPON solution 
will be used to provide service to more 
than 100,000 apartments. The project is 
part of an initiative led by the Paris so-
cial housing office OPAC to bridge the 
digital divide in the French capital. Neuf 
Cegetel will offer triple play services, 
including 18 HDTV-ready television 
channels, high-speed Internet access and 
VoIP. Alcatel-Lucent will also provide 
installation and commissioning services. 
Servei de Telecommunications d’An-
dorra (STA) turned up its new all-fiber 
network in May, going live with triple-
play data, IPTV, and VoIP services. The 
network will ultimately provide services 

to more than 45,000 residential and 
business customers throughout Andorra. 
STA’s network is using Enablence’s 
Trident7 solution as an overbuild re-
placement for its legacy DSL network. 
According to Jaume Salvat, Director 
General and CEO of STA, “The new 
Trident7 network represents a huge leap 
forward from the copper network that 
it replaces. The wealth and depth of ad-
vanced services made possible by an all 
data GePON network is unprecedented 
for our customers.” 

Exile to Siberia isn’t as onerous as it 
used to be, now that Sibirtelecom and 
Huawei Technologies, a Chinese manu-
facturer of telecommunications equip-
ment, are building a next-generation In-
ternet network there. Huawei’s GPON 
technology will be used to deliver In-
ternet access, VoIP and IPTV. The bulk 
of the project will be implemented in 
August, and the system will be commis-
sioned in October. 

DoUBLe PLay foR  
enaBLence in Taiwan 
TFN Media will use Enablence’s Tri-
dent7 Universal Access Platform for new 
fiber networks in its cable service areas 

New three-City Muni Network in Norway 

INTERNATIONAL 
DEPLOYMENTS

Before a new homeowner moves in, 
Zial wires the home for all of the latest 
digital amenities. With 100 Mpbs to 
the doorstep and Cat 5 wiring in every 
room, homeowners can have immedi-
ate access to HDTV, Blu-ray, video on 
demand, 5.1 surround sound, and home 
security. Wired homes are also prepared 
for high-bandwidth lifestyle and work 

applications such as distance learning, 
health care monitoring, telemedicine 
and telecommuting. 

Nanofibre Networks has launched 
its regional fiber optic network in Ra-
dium Hot Springs and Spirit Reach, 
British Columbia, Canada. The net-
work, which is open access, is planned to 
serve at least 10 towns in the Columbia 

Valley; the fiber backbone connecting 
the towns is leased from the Regional 
District of East Kootenay. Nanofibre is 
using an active Ethernet solution from 
PacketFront. Currently there is a single 
service provider, CanGo Communica-
tions, which is offering 50 Mbps sym-
metrical broadband access.

Dundee will be the first “Fibrecity” in Scotland;  
a city councilmember says the project will help 

the city become “a hub for information-age 
products and services.”
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in Taiwan. TFN Media is a subsidiary 
of Taiwan Mobile (TWM), the largest 
private telecommunications service pro-
vider in Taiwan. This deployment up-
grades existing copper plant to PON and 
adds high-speed data services for existing 
cable customers. The launch initially tar-
gets 3,000 to 4,000 apartment buildings 
over a three-year period. TFN Media is 
also planning an FTTP rollout for new 
building construction, using Enablence’s 
Trident7 single-family and multiple-
dwelling unit optical network terminals.

Enablence had a second win in Tai-
wan with the Taiwan Optical Platform 
Group (TOP), central Taiwan’s largest 
MSO, whose service areas cover more 
than 600,000 homes passed in the ma-
jor cities of central Taiwan. The compa-
ny’s first FTTx deployment will use En-
ablence Technologies’ Trident7 GePON 
Compact OLT (COLT) platform to of-
fer triple-play services in apartment and 
office buildings. The targeted service 
area will be more than 300 buildings, 

with 20 to 60 subscribers per building. 
Enablence says the COLT platform fits 
with TOP’s FTTx deployment model 
due to its optical network terminal port 
extension capability, which provides for 
cost-effective modular expansion of the 
in-building network. 

BSNL, India’s largest telco, plans to 
install fiber-to-the-home networks in 
about 900 locations across the country, 
according to Sterlite, the vendor whose 
RIBBON-LITE 96F ribbon fiber optic 
cables were selected for the build. BSNL 
also has an RFP out for GePON equip-
ment.

Telecom Wholesale and Worldx-
Change Communications are jointly 
deploying an open access fiber network 
in Kensington Park, a new housing de-
velopment north of Auckland, New 
Zealand. Kensington Park is the pilot 
project for what are expected to be 14 
developments and 3,500 households 
throughout the country where fiber will 
be deployed over the next 24 months. 

Telecom Wholesale is building the fiber 
network, and service provider Worldx-
Change will deliver voice and broad-
band services for new homeowners, 
who will be able to self-provision using 
an online portal. Internet access speeds 
of up to 30 Mbps will be available, and 
WorldxChange has developed its own 
digital VoIP service, which allows us-
ers to control features such as three-way 
calling, voicemail notification and call 
forwarding. Kensington Properties man-
aging director Patrick Fontein says the 
new housing community demonstrates 
how technology can be used to enhance 
modern lifestyles and the environment, 
adding, “We’re very pleased that all the 
homes in Kensington Park are future-
proofed for advances in technology and 
that these advances are achieved with-
out visual impediments such as satellite 
dishes.” Lessons learned from the pilot 
will guide the design and deployment of 
a fiber-based broadband service that will 
be available to all service providers in 
the first half of 2009. These services are 
expected to include variants with speeds 
up to 100 Mbps symmetrical. 

Australian news media report that 
Openetworks, a startup company whose 
mission is to own and manage open-
access fiber networks, will deploy an 
FTTH network to about 700 homes in a 
portion of the Varsity Lakes development 
in Queensland. Fujitsu Australia will be 
responsible for building the network. 

GeoMedia Broadband, an Austra-
lian telecommunications carrier, has 
deployed an FTTH network in the new 
Lakewood Shores housing development 
in Binningup, Western Australia, using 
Emtelle’s fibreflow blown-fiber solution. 
The project provides high-speed broad-
band access to 220 homes (there may be 
as many as 2,000 more homes when the 
development is completed), and involves 
Emtelle’s Direct Install and Direct Bury 
products. According to Emtelle, the de-
veloper made the decision to install a 
FTTH solution “based upon the belief 
that the promise of high-speed, fiber-
based Internet access would attract a 
particular customer base” to the devel-
opment.  BBP

“Let our advance worrying become 
advance thinking and planning.”

— Winston Churchill

Special Multihousing Program 

THE NEW WORLD OF COMPETITION:
  Case studies   Strategies

  Pricing   Marketing

To Exhibit or Sponsor, contact: 
Irene Gonzales at 

irene@broadbandproperties.com, 
or call 316-733-9122.

For other inquiries, call 877-588-1649, or visit www.bbpmag.com

April 27 – 29, 2009
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BackGRoUnD:
Provider name:  

DiamondNet
Public entity owning  

the provider: Sallisaw 
Municipal Authority

fTTH service area: City of 
Sallisaw, Oklahoma 

number of households/
number of businesses 
in current/planned 
fTTH service area: 
Approximately 3,000 
households and 100 to 
150 businesses

number of fTTH 
subscribers: 
Approximately 1,500 
households and 50 businesses

community broadband other than fiber (cable, DsL, 
wireless, etc.): None

inc umbent telco/Mso, 
and their broadband 
offerings: AT&T offers  
DSL and telephone 
service; Suddenlink 
offers triple play 

fTTH neTwoRk 
PRofiLe:
Mil es of fiber backbone: 

All of the fiber radiates 
out of the CO; there 
are 14 Wave7 Last Mile 
Cores (OLTs) in the field 
fed by three fibers 
out of the network 
operating center, and 
all other cores are 
located in the CO 

Miles of fiber access infrastructure: Approximately 100
network architecture: EPON

City of sallisaw, Oklahoma 
DiamondNet 

This month we introduce a new Broadband Properties feature: the municipal fiber deployment snapshot. With the 
number of municipal deployments on the rise, we thought it would be useful for cities currently in the planning stages to learn 
the details of what’s involved in deploying and operating a FTTH system. 

Our thanks to Brad Cameron, network technician at DiamondNet in Sallisaw, Oklahoma, for taking the time to answer our 
questions, and also to Danny Keith, DiamondNet’s network operations manager. Quotes on the next page are from Cameron. 
You can learn more about DiamondNet at www.diamondnetok.com.

- BBP Editors 
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Business model: Retail only
services offered: Video, high-speed Internet access, 

voice, point-to-point connections for businesses
Highest-tier internet access speeds/cost: 10 Mbps 

symmetrical for $159 .99
Take rates: About half of the premises passed take at least 

one service
year deployment started: 2003
year services began: 2004
Time to complete buildout: Approximately one year
economic development impact: None at present

DePLoyMenT TeaM: 
Design: Atlantic Engineering Group, Wave 7 Optics
construction: Atlantic Engineering Group
installation: DiamondNet
integration: DiamondNet

DePLoyMenT DeTaiLs: 
aerial, underground, or both: Both
Method used for underground installation: Mostly 

direct burial, some directional boring and air-blown 
fiber

equipment used for installation: All listed splicing 
equipment and miscellaneous hand tools

Method for connecting fiber: Fusion splicing
splicing equipment: Fujikura Splicemate FSM11S, 

FSM50S 

oPeRaTinG eqUiPMenT:
edge router: Extreme Networks BD 6808 
servers: Dell
fTTH electronics: Wave7 Optics Trident 7 Chassis and 

Last Mile Cores (OLTs)
other equipment vendors: Motorola, Scientific Atlanta, 

Juniper, SonicWall, Cisco, SeaChange
fiber: Single-mode fiber cable from Alcatel-Lucent and 

Corning 
Video headend: Motorola

Testing equipment: Dek Tec, Fluke, Noyes, Acterna, EXFO
onTs: Wave7 Optics GMMR-441, GMMR-121, GMMR- 041, 

GMMR-888, EPON-221, ONU-E888X
Power supply: APC PowerShield, Alpha Technologies, and 

CyberPower Systems
set-top boxes: Motorola DCT6412, DCT6412 III, DCT 6416, 

DCT 2524

key sofTwaRe:
Billing software: Great Lakes Data Systems
network management: Wave7 Optics LMS and EMS, 

Weird Solutions Broadband Provisioner DHCP, 
Motorola video software

softswitch: MetaSwitch, provided by Newroads Telecom
fiber management software: Mapcom

oPeRaTinG ResoURces:
central office personnel: 2
osP personnel: 5
customer service reps: 2 
other: 7 trucks, fiber trailer, Ditch Witch and trailer, 

backhoe

BiGGesT cHaLLenGe:
“Training has been a challenge for our techs . It’s hard to 
find anyone with experience in the fiber optic field .” 

BiGGesT sUccess:
“We are broadcasting local sports on our cable system and 
have connected many new customers because of it . With 
our fiber system we can bring customers live audio and 
video of not only sports but also community events . This 
has been a very popular service for our community, thanks 
to the help from the Sequoyah County Times .”  BBP

Contact Masha Zager at masha@broadbandproperties.
com if you would like your municipal fiber deployment 
to be featured in Broadband Properties.
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The American cable industry 
stands ready to embrace fiber to 
the home, but not by using con-

ventional Ethernet protocols. The indus-
try is leaning toward technology that 
allows delivery of a DOCSIS signal di-
rectly from a cable company’s backbone 
network, through a passive splitter to 
the equivalent of an ONT on the cus-
tomer’s premises. In fact, some vendors 
already build it in to ONTs. Bypassing 
the DOCSIS node, which splits available 
bandwidth among up to 500 premises, 
allows a substantial increase in band-
width for customers who need it. Noth-
ing else changes at the headend or in the 
customer’s home – the same cable modem 
and set-top boxes work with it. Only the 
transmission wavelengths are different. 

The technology is not yet standard-
ized, but it has one catchy name, courtesy 
of ARRIS – RF Over Glass, or RFOG. 
Motorola has been pushing CablePON. 
Cisco’s Service Provider Video Technol-
ogy Group, formerly Scientific Atlanta, 
has been calling it DOCSIS PON, or 
D-PON for short. The Society of Cable 
Telecommunications Engineers calls it 
Advanced Fiber Access and has started 
work on standards for it.

We’ve been reporting on it in passing 
for about a year as franchise cable opera-
tors have experimented with it, mainly 
in greenfield single-family developments 
and with a few business customers. The 
MSOs, generally short of cash, have 
been nervous about the technology and 
about spooking investors over the cost of 

matching Verizon’s FiOS buildout and 
the buildouts of more than 600 smaller 
entities including ILECs, CLECs and 
municipalities. But at all the major in-
dustry meetings this spring – our own 
Broadband Summit, NAB, NXTcomm 
and SCTE – cable executives and tech-
nical personnel finally say they recognize 
the threat posed by fiber to the home, 
especially in the hands of a giant player 
like Verizon.

Those customers targeted for RFOG 
are still limited in number: 

• Greenfield builds, where a DOCSIS-
based hybrid fiber coax (HFC) sys-
tem would cost about the same to 
construct as RFOG – and in some 
cases even more – while having higher 
operating costs and lower reliability. 
In general, dense neighborhoods are 
cheaper to wire with HFC. But costs 
mount as density decreases, because 
coax loops from the DOCSIS node 
to the subscriber need amplification 
every 1,000 feet or so. Also, the cable 

industry is beginning to get substan-
tial pushback from greenfield devel-
opers demanding FTTH.

• MDUs where property owners want 
one broadband distribution system, 
not a mix of fiber and bulkier coax.

• Commercial customers, who want 
more bandwidth (especially up-
stream) than DOCSIS delivers 
through a shared node, or the physi-
cal security and reliability of fiber.

• Cellular backhaul, allowing the 
MSOs to compete more easily in lu-
crative mobile markets.

• Brownfield situations where the ex-
isting HFC plant has to be replaced 
anyway, especially in low-density 
neighborhoods. 

But in most situations, vendors ex-
pect that full PON would be about 
50 percent more expensive than HFC. 
Ethernet-based GPON or EPON would 
probably be less expensive than RFOG 
for the physical build, because compo-
nent costs have been driven down over 

Cable industry signals  
Move to FttH

By Steven S. Ross ■ Editor-in-Chief

Vendors are rushing to roll out RFOG – RF Over Glass – technology;  
it’s essentially DOCSIS without the multi-home DOCSIS node,  
and might accommodate a decade of bandwidth growth .

RFOG has a place in greenfield builds and in 
MDUs that want a single distribution system. 

It will also be used to serve commercial 
customers, to provide cellular backhaul and  

to replace aging HFC plant -- especially in  
low-density neighborhoods. 
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time. But cable companies would then 
have to run the GPON or EPON in par-
allel with HFC, raising operating costs.

LookinG Down THe RoaD
The bandwidth potential of RFOG is 
substantial, but depends on how the RF 
is modulated. The signal to be delivered 
over RFOG would generally be at 1 GHz. 
Using the current norm for non-satellite 
DTV, 8-VSB (8-bit vestigal sideband), a 
6-MHz TV channel can handle about 
19.3 Mbps. Using the full 1 GHz stream 
for data provides over 3 Gbps. Presum-
ably, a cable company would simply use 
its current modulation technology over 
RFOG, to maintain compatibility with 
what it sends through a DOCSIS node 
– and would upgrade an entire section 
of its network with better modulation 
schemes as needed. But it could also use 
a specific modulation scheme for the la-
sers feeding fiber routes meant specifi-
cally for RFOG.

RFOG also uses bandwidth more ef-
ficiently than existing cable technologies 
because the reduction in outside-plant 
electronics and coax loops cuts noise. So 
the bandwidth reserved for entering and 
exiting a signal could be used to carry 
data, especially upstream data.

At present, of course, DOCSIS 
bandwidth is shared by as many as 500 
households on a single DOCSIS node, 
and few networks are running at fre-
quencies as high as 1 GHz. But mov-
ing to RFOG as needed, and upgrading 
network electronics, obviously costs less  
up front than rebuilding entire networks 
from scratch. The downside is that both 
the ITU flavor of telco-style Ethernet-
based PON (GPON) and the IEEE 
flavor (EPON/GePON) aren’t stand-
ing still – and their upgrade paths look 
cheaper and more reliable.

Many cable providers are already us-
ing more advanced modulation to boost 
bandwidth. For instance, 64-QAM 
(quadrature amplitude modulation), 
particularly common in new MDU 
networks fed by satellite headends, al-
lows 27 Mbps in a 6 MHz bandwidth 
slice (4.5 Gbps for 1 GHz, although 
most MDU installations run at lower 
frequencies; 870 MHz is being phased 

in). The latest 256-QAM, in limited use 
now, provides 38.8 Mbps per channel 
or about 6.5 Gbps total. There are other 
modulation schemes as well.

Cox started moving to 1 GHz on its 
network last year and should have most 
of its network converted by now, but has 
kept details of its plans secret – and as a 
privately held company, it can do so. It 
has said it is using 3 GHz for some busi-
ness customers. That technology comes 
from Vyyo, which says several MSOs 
are doing the same thing. But using 3 
GHz for some customers while keeping 
the rest of the network at 1 GHz or at 
the older 700 MHz and 870 MHz stan-
dards requires dedicated equipment at 
the headend and dedicated fiber in the 
field. Some MSOs just string GPON 
or EPON to those customers instead. 
(See this month’s deployment roundup 
for news of cable companies deploying 
GPON to commercial customers.) 

GPON downstream bandwidth, by 
comparison, is 2.4 Gbps, and 9.6 Gbps 
is being tested. RFOG advocates envi-
sion a 1:32 split for residential custom-
ers, just like Ethernet-based GPON 
and GePON, so current downstream 
bandwidth delivered to customers is in 
the same ballpark now. But Verizon has 
made no secret of its upgrade plans for 
FiOS – eventually getting to 40 Gbps 
downstream, 10 Gbps upstream to the 

splitter on a single GPON wavelength, 
or more than 1 Gbps to the typical cus-
tomer. Adding wave-division multiplex-
ing would increase the potential greatly 
– certainly as much as 256-fold. RFOG 
uses two wavelengths down to the cus-
tomer and one back.

RFOG still lags in bandwidth sym-
metry. DOCSIS supports 27 MHz 
upstream and RFOG gets an extra 10 
MHz because it can use the band that 
now buffers noise between upstream 
and downstream. That means about 
120 Mbps shared – and twice that with 
advanced modulation. Upstream band-
width for EPON is the same as down-
stream, and for GPON it is half as much 
– 1.2 Gbps today, typically shared by 32 
customers. So total upstream bandwidth 
would still lag GPON or EPON in a 
typical private-dwelling allocation. But 
commercial customers’ configurations 
could be tweaked to get more upstream 
bandwidth where (and when) needed.

RFOG may also lag in operating 
costs. Alloptic documented a 68 percent 
reduction, compared to HFC. That’s 
good, but still about twice the operating 
cost of GPON. Savings come in electric-
ity and need for calibration sweeps (no 
amplifiers needed on the coax loops) and 
in reliability (fewer components over-
all). Alloptic also predicts, logically, that 
there will be fewer outages over time, 
leading to higher customer satisfaction.

VenDoRs MaRkeTinG  
caBLe-oRienTeD Pon PRoDUcTs 
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key PLayeRs
RFOG is particularly important for 
vendors that concentrated on EPON, 
and that either didn’t make the move 
to GPON or didn’t want to compete at 
the low price points dictated by Verizon 
in purchases for its FiOS build. Alloptic 
was one such vendor. Last year it came 
up with a single-node circuit for the 
customer premises that could handle 
the same signals that cable companies 
usually send to a DOCSIS node. Other 
vendors that announced cable-oriented 

PON last year included ARRIS, Au-
rora Networks, CommScope, Motorola, 
and Wave7 Optics. Calix announced in 
January 2008. Now, the major players 
with RFOG components announced or 
shipping include Alcatel-Lucent, Cisco 
(through its Service Provider Video 
Technology Group), Enablence (which 
absorbed Wave7), Hitachi Telecom, Tel-
labs and TXP. 

Among the major MSOs, Time War-
ner Cable seems to be most interested in 
RFOG. Smaller MSOs such as Arm-

strong Cable, BendBroadband, Bresnan 
Communications LLC and CableOne 
all have announced trials, mainly with 
CommScope. The CommScope Bright-
Path system uses its outside plant equip-
ment with Aurora Networks’ optical 
nodes and headend equipment. Bright-
Path can also be integrated with Har-
monic’s forward path transmitters and 
return path receivers.

Many others at this point are actu-
ally using the Alloptic circuitry. Alloptic 
did not announce the next step – new 
receivers and transmitters for the return 
path, for seamless uploading – until 
May. Wall Street analysts, not seeing 
much immediate market share gain, 
certainly did not bid up Alloptic stock. 
And that’s despite the fact that Alloptic 
is close to releasing its Ethernet-stan-
dard 10 GigE equipment as well. But, 
then again, Wall Street, impressed by 
Verizon’s performance, has only recently 
begun warming to fiber in any form.

Likewise, Wall Street has not been 
friendly to Motorola, which announced 
field trials this spring and expects that 
the technology will eventually lead 
MSOs to GPON. Motorola is playing 
to both its GPON and its cable modem 
strength, but has also announced devel-
opment of back-office management soft-
ware that would allow MSOs to bridge 
the gap to GPON more easily.

Calix has another twist. Its 725 
ONT, which shipped in January, sup-
ports RFOG along with all of the cur-
rent cable RF return path standards, 
including DOCSIS HFC and set-top 
boxes and cable modems, and SCTE 
55-1 and 55-2.

Corning Cable Systems has a new 
OptiSnap connector, billed as a “field-
installable, no-epoxy, no-polish” con-
nector that enables quick and cost-effec-
tive termination of fiber-optic cables in 
CATV deployments.

The bottom line: No matter what the 
technology and what they are calling it, 
the cable industry now sees FTTH as 
inevitable. It’s about time.  BBP

about the author
Contact Steve at Steve@broadband 
properties.com.

Alloptic was the first PON vendor to make a 
major commitment to RFOG; it has now been 

joined by most of the other companies serving 
the US PON market. However, Wall Street 

analysts haven’t rewarded them  
for their foresight. 

“Make the iron hot by striking it.”
— Oliver Cromwell

April 27 – 29, 2009

Smart Move . . .
These fi rst movers are on board. 

They’ve joined the 2009 Broadband Properties Summit as sponsors and exhibitors.

Hitachi
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This year’s listing shows new emphasis on companies that sell equipment 
and software for network monitoring, provisioning, and customer service .

A BBP Staff Report

This year’s Top 100 continues a 
trend from last year, with growth 
in the number of awardees on the 

network management side of the busi-
ness. Most exciting: billing and network 
monitoring software that can seamlessly 
handle the triple play and a whole lot 
more. This year’s listing also rewards 
suppliers of fiber and systems for both 
inside and outside plant – a new class of 
equipment made possible by bend-tol-
erant fiber – and developers of entirely 
new PON technologies.

cRiTeRia
The editors look for organizations that 
are advancing the cause of fiber to the 
premises. The ways they might do this 
are many:

• Deploying fiber networks. We look 
for large deployments, or for innova-

tive business plans and technology 
configurations.

• Helping others deploy networks, by 
supplying key hardware, software, 
design services, construction services 
and so forth.

• Introducing innovative technolo-
gies, even if the technologies have 
not been commercially deployed at 
the time the list is compiled. We’re 
always on the lookout for technolo-
gies that change the rules – by re-
ducing early deployment costs, for 
instance, or making builds signifi-
cantly cheaper overall.

To be listed among the Broadband 
Properties Top 100, organizations can 
be based anywhere in the world, but 
must do at least some business in the 
United States. Last year, we noted that 

Prysmian – a major fiber and copper ca-
ble vendor worldwide (it was spun out of 
Pirelli) was expanding its fiber business 
here, selling such products as its blown 
fiber and massive fiber ribbon cables. 
But it had been making a bigger FTTx 
impact in the US only since 2006. It 
didn’t make the Top 100 last year, but 
was an easy call this time.

Corporate form and overall organi-
zational size are not important. Non-
profit entities such as municipal fiber 
network operators are eligible. Individu-
als are not eligible, but companies with 
as few as three full-time employees have 
been selected in the past four years.

As recently as four years ago, we gave 
special emphasis to organizations with 
the guts to deploy fiber to the home – 
specific housing developers, for instance, 
and VoIP providers. Two years ago, 
the list still included many technology 
companies that certainly enabled fiber 
builds, but whose emphasis was deeper 
in the network – bringing fiber to the 
neighborhood, for instance, or specializ-
ing in carrier Ethernet. We admired their 
network management technologies and 
their contribution to First Mile fiber. 

But the bar continues to rise. Today, 
there’s broad understanding among poli-
cymakers, financiers, real estate owners, 
and developers that the greater risk is 
in not having fiber on the property. So 
being a “fiber pioneer” is not necessar-
ily that courageous. And any company 
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that handles mainly carrier Ethernet has 
to “do more” for FTTH. An example on 
this year’s list is ADTRAN, which re-
peated from last year because its MSAPs 
and routers (some with WiFi and net-
work logical layer 3 switching) help 
enable many business plans for FTTH. 
Another is Pannaway.

Likewise, there are about 600 organi-
zations deploying FTTH now, so deploy-
ers either have to be very large or have to 
show us extra-special business innova-
tion on the fiber front to make the cut. 
Broadweave, Connexion Technologies, 
GVTC, Hiawatha Broad band Commu-
nications, LTS Group, Shentel, Surewest 
and Zoomy Com munications met these 
criteria. Most notable of companies that 
aren’t on the list this year? AT&T.

Also, companies like 3M, for which 
fiber is a small but growing part of the 
business, must continue to innovate and 
expand their fiber-related offerings. But 
this year, it is tough to find a fiber site 
that does not include at least one 3M 
product, and 3M offers welcome sup-
port to the FTTH Council. So 3M 
made the list.

We have a separate listing for dis-
tributors, scheduled for publication in 
late fall. But several distributors such as 
AMT, EMBARQ Logistics, Graybar, 
Pace International, Multicom and Toner 
Cable Equipment make the Top 100 as 
well, by offering VAR services and par-
ticularly compelling product lines – or 
even developing their own products. 
We sometimes, but rarely, list divisions 
of larger companies, where the division 
brand name is particularly well-known. 
Carlon (a vendor of innovative ducts 
and raceways for fiber) is an example 
this year. But Enablence Technologies is 
well enough known in its own right, so 
details of its new Wave7 Optics unit are 
covered in the Enablence listing.

new LisTinGs
Actiontec Electronics is new to the list 
this year, even though it was founded 15 
years ago. Its residential broadband net-
working router provides connectivity at 
speeds of up to 100 Mbps and supports 
remote management and troubleshoot-
ing. The router is the basis of the digital 

home architecture for Verizon’s FiOS. 
ARRIS, on the other hand, made the 
list this year when it acquired C-COR, 
a company that was already there for its 
on-demand video technology.

The extra attention to network 
monitoring hardware and software, and 
to customer service software, led us to 
new Top 100 listings this year for Cali-
ent Networks, EXFO, FiberZone, Great 
Lakes Data Systems, IneoQuest, Pro-
cera, and Spirent.

DIRECTV and DISH Networks 
are both on the list this year, thanks to 
deployment of fiber-based distribution 
systems within MDU complexes.

caBLe sees a Pon fUTURe
Indeed, traditional franchise cable com-
panies have ratified PON in other ways 
as well. Many companies, both old and 
new to our list, are also working on ways 
to allow such companies to deliver signals 
all the way to the premises. The technol-
ogy, generically, is called RF Over Glass, 
and it may be the near-term way for cable 
to match FTTH bandwidth. Companies 
on our list with announced RFOG prod-
ucts include ADC, Alloptic, ARRIS, An-
tronix, Aurora Networks, Calix, Cisco 
(which calls its technology D-PON, for 
DOCSIS Passive Optical Network), 
CommScope, Corning, Enablence Tech-
nologies, Nokia Siemens Networks, 
Occam Networks, OFS, Tellabs, and 
TeraSpan. Will Comcast and other cable 
MSOs deploy enough PON networks to 
make the list next year?

MakinG a DiffeRence
For us, the key tiebreaker question, as 
always, was this: Will this company 
make a difference in the fiber broadband 
industry in the coming year? To put it 
another way: Would the industry suffer 
if this company did not exist? Thus, a 
few component vendors such as Alliance 
Fiber Optic Products, which designs, 
manufactures and markets high-perfor-
mance fiber optic components such as 
thin-film CWDM and DWDM compo-
nents and modules, make the list, even 
though their products are buried deep in 
FTTH vendor offerings such as splitters 
and ONTs, and few of our readers would 
deal with such firms directly. Other ex-
amples are PMC-Sierra and TXP (an-
other new listing this year). MRV sells 
components but also has products sold 
directly to network builders. 

So do Alpha Technologies and Em-
erson Network Power, whose battery 
backup systems are increasingly cru-
cial to residential fiber deployments. 
MetaSwitch would make the list if only 
because so many FTTH network pro-
viders use its hardware for VoIP. But it 
is also moving to enable better network 
management tools and a wide range of 
new broadband services.

In a few cases, we made close judg-
ment calls. New listing Antronix, for in-
stance, is well known in the coax busi-
ness for its splitters and other passives, 
and only recently entered the FTTH/

 1 . Actiontec Electronics
 2 . Antronix
 3 . ARRIS
 4 . Aurora Networks
 5 . Calient Networks
 6 . Design Nine
 7 . Dish Network
 8 . DIRECTV
 9 . EXFO Optical Engineering
10 . FiberZone Networks
11 . Great Lakes Data Systems
12 . Greenfield Communications
13 . GVTC

14 . Hiawatha Broadband
15 . IneoQuest
16 . Kabel-X
17 . MRV Communications
18 . Multicom
19 . Pacific Broadband Networks
20 . Procera Networks  
21 . Prysmian
22 . Radiant Communications
23 . Spirent Communications
24 . TeraSpan
25 . TXP 
26 . Tyco Electronics

new This year
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FTTB market with a bidirectional fi-
ber node. Radiant Communications, 
also a new listing, was mainly a military 
supplier but has increased its civilian 
footprint. Another new listing is Pacific 
Broadband Networks, an Australian 
vendor that only recently entered the US 
market. The field is crowded with many 
good vendors already on the Top 100 
list, such as Blonder Tongue Laborato-
ries, but new off-the-shelf feature sets 
make it ever-easier to deploy or expand 
fiber networks without resorting to en-
gineers. APC, an American-based com-
pany now part of Schneider Electric, 
certainly sells into the FTTH market in 
a big way, but not quite big enough to 
make the list this year.

Tyco had signaled to us last year that 
it was unclear about FTTH. Would its 
division making terrific OSP equipment 
be sold? But even as last year’s Top 100 
reached subscribers, Tyco had reevalu-
ated the strength and growth opportu-
nities in FTTH, rethought its strategy 

and came roaring back. It easily made 
our list this year.

We keep thinking about construc-
tion equipment vendors on the list, firms 
such as Astec Underground, Vermeer, 
TT Technologies and Ditch Witch. Fi-
ber is a small part of their business. But 
as deployments increasingly move into 
urban areas and around built-up MDUs, 
network builders sing their praises ever 
more strongly. Likewise, Kabel-X (with 
its clever technology for removing cop-
per from existing underground sheathes 
and replacing it with fiber) has become 
well field-tested over the past year. It 
now makes our list.

Today, thanks to many companies, 
the cost of fiber-optic deployments is 70 
percent of what it was a year ago – and 
a year ago it was half of 2006 costs. The 
big innovation that echoed through the 
industry since the last Top 100 list is, 
of course, bend-tolerant fiber. We noted 
it last year in lauding Corning Cable 
Systems, and predicted its competitors 

would respond. They did. Corning and 
others also introduced new in-building 
distribution systems, taking advan-
tage of bend-tolerance to cut the size of 
equipment boxes and other inside plant 
equipment. Result: Urban areas because 
new targets for FTTH over the past 12 
months, even as greenfield builds were 
faltering due to the broad economy.

Judge for yourself. And let us know 
about organizations – large and small 
– you think might make a difference a 
year from now. Your nominations led 
us to examine more than 50 companies 
this year, and more than a half-dozen 
made the list – companies we might not 
otherwise have known about. 

about the authors
Our Top 100 list was researched by Mari-
anne Cotter, Rachel Ellner and Kassan-
dra Kania, supervised by Telecom Editor 
Masha Zager and overseen by Editor-in-
Chief Steve Ross. Suggestions for next year? 
E-mail steve@broadbandproperties.com.

3M Company/Communication  
Markets Division www.3M.com/telecom 800-426-8688  Interconnection, fiber management and 

facilities protection products for broad-
band networks

A-D Technologies www.adtechnologies.com 800-847-7661  Materials and equipment for installation 
and protection of telecom and other cables

Actiontec Electronics www.actiontec.com 408-752-7700 Broadband customer-premises equipment 

ADC www.adc.com 952-938-8080; Fiber and copper connectivity products,  
  800-366-3889  structured cabling solutions, wireless 

equipment, professional services

Adesta www.adestagroup.com 402-233-7700  Design, construction and maintenance of 
communications networks 

ADTRAN www.adtran.com 256-963-8000  Solutions for broadband access, outside 
plant, carrier Ethernet, optical access and 
mobile backhaul

Advanced Media Technologies www.amt.com 888-293-5856; Distributor of fiber optic transmission  
  954-427-5711  equipment, headend, IP and QAM  

set-top boxes, cable modems

AFL Telecommunications www.afltele.com 864-433-0333; FTTx electronics, wireless, network  
  800-235-3423  management platforms, fiber optic cable, 

interconnect products, optical connectiv-
ity, outside plant, fusion splicers and test 
equipment, system integration 

company web address Phone Description
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Alcatel-Lucent www.alcatel-lucent.com 908-582-3000  IPTV solutions, broadband access  
equipment, optical switching and  
transport, network management tools, 
optical fiber, fiber cable, connecting 
hardware and accessories

Alliance Fiber Optic Products www.afop.com  408-736-6900  Fiber optic components, electronics and 
integrated modules

Alloptic www.alloptic.com 925-245-7600; RF over Glass (RFOG) and GePON  
  866-255-6784 solutions

Alpha Technologies www.alpha.com 360-647-2360  FTTH power supplies/UPS, broadband 
UPS, power system controllers and 
supervisory, AC and DC generators

Antronix www.antronix.net 609-860-0160  Outside plant, inside plant,  
opto-electronics

ARRIS www.arrisi.com 678-473-2000  Equipment and software for delivering 
advanced services over cable

Astec Underground www.astecunderground.com 865-408-2100; Trenchers, vibratory plows and  
  800-527-6020 directional drilling equipment

Atlantic Engineering Group www.atlantic- 706-654-2298 Fiber optic design, engineering,  
 engineering. com   construction, technical services and 

construction management

Aurora Networks www.aurora.com 408-235-7000  Products supporting cable providers’ 
migration to advanced HFC, fiber deep 
and FTTH networks

Blonder Tongue Laboratories www.blondertongue.com 732-679-4000; Headend equipment, test equipment,  
  800-523-6049  systems design engineering, technical 

training

Broadweave Networks www.broadweave.com 801-407-6000  FTTH and FTTP networks

Calient www.calient.net 408-232-6400  Fiber optic cross-connect systems 

Calix www.calix.com 877-766-3500;  Multiservice access platforms and  
  707-766-3000  software; FTTP and Ethernet  

equipment; enclosures

Canon Broadcast and  
Communications  www.canobeam.com 201-807-3300;  Free-space optics  
  800-321-4388

Carlon www.carlon.com 216-464-3400  Fiber optic, copper and coaxial cable 
protection 

Charles Industries www.charlesindustries.com 847-806-6300  Fiber optic distribution pedestals and 
enclosures, extended-reach DSL systems

Cisco Systems www.cisco.com 770-236-5000  FTTH hardware, set-top boxes,  
cable modems, headends, network  
management systems

Clearfield Inc. www.clearfield 763-476-6866 Fiber management and associated  
 connection.com  components

CommScope www.commscope.com 800-982-1708  Fiber enclosures, HFC cable, fiber optic 
and wireless integration products

company web address Phone Description
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Connexion Technologies www.connexion 919-535-7329 FTTH networks, management of service  
 technologies.net  providers

Corning/Corning Cable Systems www.corning.com; 828-901-5000 Optical fiber, optical fiber cable, coaxial  
 www.corning  interconnect systems, telecommuni- 
 cablesystems.com  cations hardware and equipment

Design Nine www.designnine.com 540-951-4400  Broadband planning and broadband 
project management

DIRECTV www.directv.com 888-777-2454  Satellite services to residential (including 
multifamily unit) and business customers

Dish Networks commercial.dishnetwork.com 800-454-0843  Satellite programming packages for  
business, hospitality and multifamily 
housing 

Ditch Witch www.ditchwitch.com 800-654-6481  Construction equipment for laying fiber

Draka Communications www.drakaamericas.com 800-879-9862  Optical fiber, cabling and connectivity 
solutions 

EMBARQ/EMBARQ Logistics www.embarq.com 913-791-7000;  Voice, data, Internet, wireless,  
  800-755-3004  entertainment

Emerson Network Power www.emerson 440-246-6999; Outside plant enclosures and equipment,  
 networkpower.com 800-800-1280 power systems and turnkey services

Emtelle www.emtelle.com 602-953-6657  Ducted network and air-blown fiber 
technology

Enablence Technologies www.enablence.com 613-270-7860   PLC-based FTTH triplexers and 
diplexers, FTTH central office and 
customer-premises equipment

Ericsson www.ericsson.com/us 972-583-0000  VDSL2 and FTTx solutions, cables  
and interconnect products, network 
management tools, switches, IPTV 
middleware

ETI Software Solutions  www.etisoftware.com 770-242-3620  Software for billing and provisioning, 
prepaid subscriber services, and ad 
insertion

EXFO www.exfo.com 418-683-0211; Portable test and measurement solutions 
  800-663-3936

FiberZone Networks www.fiberzone-networks.com 301-941-1928 Fiber management systems

Foxcom www.foxcom.com  609-514-1800   Broadband fiber optic MDU distribution 
systems, satellite signal transport over 
fiber

Graybar www.graybar.com 800-GRAYBAR Fiber connectivity and test equipment,  
  (472-9227) VAR services

Great Lakes Data Systems www.glds.com; 800-882-7950 Billing and provisioning software for  
 www.cablebilling.com  broadband services

Greenfield Communications www.egreenfield.com 949-248-8898  FTTH design, construction and service 
provision

GVTC www.gvtc.com 800-367-4882  Video, high-speed Internet, security, 
local and long-distance telephone and 
advanced data services

company web address Phone Description
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Harmonic www.harmonicinc.com 800-788-1330; Digital video and fiber optic systems  
  408-542-2500

Hiawatha Broadband  
Communications www.hbci.com 888-474-9995  Internet, cable television, telephone and 

wireless services

Hitachi Telecom (USA) Inc. www.hitel.com 770-446-8820  Optical access solutions, optical  
transport equipment, electronic and  
optical components, wireless

IneoQuest www.ineoquest.com 508-339-2497  IPTV/IP/SDV video quality assurance 
technology

InfiniSys Electronic Architects www.electronicarchitect.com 386-236-1500  Network design, engineering,  
assessment, planning, integration

JDSU www.jdsu.com 408-546-5000  Fiber optic communications components 
and testing equipment 

Kabel-X www.kabelxusa.com 305-392-4123  System for extracting copper core from 
cable and replacing it with fiber optic cable 

KiS www.kis-comm.com 731-986-0178  Engineering and technical services for 
broadband and wireless service providers

Leviton Manufacturing www.leviton.com 718-229-4040  Premises wiring, outside plant, central 
office solutions and home automation 
products

LTS Group www.LTSCompany.com; 206-275-6707 Development, design, deployment,  
 www.comspanusa.net   maintenance and operation of fiber-to-

the-premises and other communications 
networks

MetaSwitch www.metaswitch.com 510-748-8230  Softswitch, application suite, network 
management system

Michels Communications www.michels.us 920-583-3132  Fiber optic network design and  
construction

Motorola www.motorola.com 888-944-HELP; Broadband, video and access  
  866-515-5825  technologies including FTTH,  

metro WiFi, modems, VoIP, home  
entertainment, monitoring 

MRV Communications www.mrv.com 800-338-5316  DWDM, CWDM, switching, routing, 
free-space optics, VDSL, components, 
network management

Multicom www.multicominc.com 800-423-2594  Distributor of broadband products for 
FTTx, MFH2 and the digital transition

Multilink www.multilinkone.com 440-366-6966  Network power supplies, enclosures  
and cabinets, fiber distribution, cable 
management, enclosures, raceways 

Nokia Siemens Networks www.nokiasiemens 404-257-4000 Broadband access equipment for FTTH  
 networks.com  and xDSL architectures

Occam Networks www.occamnetworks.com 805-692-2900  IP- and Ethernet-based Broadband Loop 
Carrier and related telecommunications 
access equipment

company web address Phone Description
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OFS  www.ofsoptics.com 770-798-5555; Optical fiber, optical cable, optical  
  888-342-3743 connectivity products 

On Trac www.ontracinc.net 423-317-0009  FTTx consulting, design and installation 
services

Optelian www.optelian.com 877-225-9428  Optical transport systems for access, 
metro and regional networks, test  
equipment

Optical Cable Corporation www.occfiber.com 540-265-0690 Fiber optic cables

Ortronics www.ortronics.com 877-599-5393  Structured wiring, cable and fiber  
assemblies, associated hardware,  
engineering services

Pace International www.paceintl.com 507-288-1853; Products for commercial-grade satellite  
  800-444-7223 TV, cable TV, home theater and audio

Pacific Broadband Networks  www.pbnamericas.com 703-579-6777 Ethernet and RF optical products to  
  x567  support FTTx and HFC; network  

design, construction and maintenance

PacketFront www.packetfront.com 603-888-5100  Integrated control and service  
provision ing system, subscriber manage-
ment software, routers, home gateways

Pannaway Networks www.pannaway.com 603-766-5100  Ethernet-based FTTH and ADSL access 
products, IP chassis (MSAP), network 
management 

PMC-Sierra www.pmc-sierra.com 408-239-8000  Integrated circuits including FTTH/
PON products, networking chips,  
wireless solutions

Procera Networks www.proceranetworks.com 408-890-7100 Deep packet inspection solutions 

Prysmian www.prysmian.com 800-713-5312; Optical fibers and telecommunication  
  803-951-4800 cables

Radiant www.rccfiber.com 800-969-3427  Fiber cabinets, connectors and adapters; 
multiplexers, optical nodes, transceivers, 
video streaming devices 

Shentel (Shenandoah  
Telecommunications)  www.shentel.com 800-743-6835  Internet access, video, telephony, wireless 

access 

Spirent Communications www.spirent.com 408-752-7100   Tools for remote and field testing of  
next-generation networks

Sumitomo Electric Lightwave www.sumitomoelectric.com 919-541-8100;  Optical fiber cable, fiber management,  
  800-358-7378  cable assemblies, fusion splicers, test 

equipment, interconnect assemblies and 
components

SureWest Communications www.surewest.com 866-787-3937  Digital TV, high-speed Internet access, 
voice and security services

Team Fishel www.teamfishel.com 614-274-8100;  Utility construction and network  
  800-347-4351 installation services

Telco Systems www.telco.com 800-227-0937  Transport and access solutions including 
Ethernet FTTH and Carrier Ethernet

company web address Phone Description
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Telect www.telect.com 800-551-4567  Network power management, outdoor 
enclosures, optical connectivity, cables 
and patch cords, cable management, 
home networking

Tellabs www.tellabs.com 630-798-8800  Transport and access solutions including 
FTTH, digital cross-connects, network 
management 

TeraSpan www.teraspan.com 877-VI-FIBER Fiber optic deployment solutions

Tetra Tech www.tetratech.com  626-351-4664   Network assessment and business 
planning, program and project 
management, property rights acquisition, 
zoning and permitting, design and 
engineering, operations and maintenance 

The Light Brigade www.lightbrigade.com 800-451-7128; Fiber optic training for industry  
  206-575-0404 professionals 

Toner Cable Equipment www.tonercable.com  215-675-2053; Distributor of video distribution  
  800-523-5947  equipment, fiber optic and coax cable, 

fiber links and systems, passives, con-
nect ors, tools, test equipment, amplifiers

TT Technologies www.tttechnologies.com  800-533-2078   Trenchless equipment including piercing 
tools, guided boring tools, pipe bursting 
systems, winches, drills

TXP www.txpcorporation.com 214-575-9300  ONT products, cabinet retrofit solutions

Tyco www.tycoelectronics.com  610-893-9800  Connectors and interconnect systems, 
relays, switches, circuit protection devices, 
touch screens, sensors, wires and cables

Verizon Communications,  
Verizon Enhanced www.verizon.com/fios; 212-395-2121 FiOS fiber optic and DSL-based  
Communities www.verizon.com/  communications services, including  
 communities  video, games, voice, and data

Vermeer Corporation www.vermeer.com  888-837-6337;  Horizontal directional drilling 
  641-628-3141 equipment

Westek Electronics www.westek.com 831-465-3500; Telecom test and measurement test cords, 
  800-526-CORD patch and hardwire cable connectivity

Windstream Communications www.windstream.com 866-961-9463 Voice, data and digital TV services

Zhone www.zhone.com 510-777-7000; Multiservice broadband access  
  877-946-6320  equipment, including integration of 

FTTx, Ethernet in the First Mile and 
wireless access technologies

Zoomy Communications. www.zoomyco.com 970-928-7722  Design, engineering, planning, project 
management, construction management, 
operation and maintenance for fiber-to-
the-home networks

ZyXEL Communications Corp www.us.zyxel.com 714-632-0882; Ethernet switches for fiber deployments,  
  800-255-4101  DSLAMs, CPE, WLAN controller 

system, VoIP, WiMAX, network 
management

company web address Phone Description
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3M company/communication Markets Division
www .3M .com/telecom
800-426-8688

Key Products: Interconnection, fiber management and facili-
ties protection products for broadband networks

Summary: With more than 40 years in the telecommunica-
tions industry, 3M Communication Markets Division offers a 
suite of scalable solutions to communications service providers 
around the world from underground and buried plant, to the 
central office, premises and more. Systems from 3M optimize 
network testing, construction, locating and maintenance for 
faster, more reliable high-bandwidth transmissions; enable 
physical media-layer capabilities for FTTP and DSL deploy-
ments from central office to customer premises; and deliver 
fiber optic technologies to leverage existing infrastructure or 
install new networks. The 3M Communication Markets Divi-
sion is headquartered in Austin, Texas. 

a-D Technologies (formerly aRnco/Dura-Line)
www .adtechnologies .com
800-847-7661 

Key Products: Integrated system of materials and equipment 
for installation and protection of power, CATV, data commu-
nications, electrical and telecom cables

Summary: A-D Technologies (a merger of Dura-Line and 
ARNCO that occurred when both companies were acquired 
by private equity firm Audax Group in April 2007) supplies fi-
ber optic conduit to companies in the telecom, cable TV, power 
and other markets. The company’s customers include AT&T, 
Cablevision, Qwest, Telmex, Time Warner Cable and Verizon. 
Based in Knoxville, Tennessee, A-D Technologies operates 
manufacturing plants in the US, India, Mexico and the Czech 
Republic, and sells its products in more than 30 countries. In 
1981 Dura-Line became the first manufacturer to develop a 
duct for the installation and protection of fiber optic cables, 
and in 2004 it introduced a complete line of fiber optic micro-
duct products. A-D Technologies’ main plant in Elyria, Ohio, 
makes cable-related products and covers product development, 
engineering, testing, manufacturing and administration. Re-
gional manufacturing and warehousing operations are located 
in Kentucky, Nevada, Oklahoma, Utah, South Carolina and 
Mexico. The company provides infrastructure solutions for 
water, gas and power utilities, as well as data communication, 
telecom and CATV, and is committed to meeting the needs 
for new uses of nonmetallic conduit. Recent products include 
Pinpoint, an HDPE resin locatable conduit.

actiontec electronics
www .actiontec .com 
408-752-7700

Key Products: Broadband customer-premises equipment 

Summary: Actiontec Electronics develops broadband connec-
tivity and broadband-powered solutions for communications, 
entertainment, home management and more. Offerings range 
from IPTV-capable broadband home gateways for bringing 
IP-based video services into the home, to DSL modems, wire-
less networking devices, routers and digital entertainment de-
vices. The company designs its carrier-class products to be easy 
to install, manage and use, and sells them through both retail 
channels and broadband service providers. Actiontec’s in-home 
broadband networking router is the basis of the digital home 
architecture for Verizon’s FTTH deployment, providing con-
nectivity at speeds of up to 100 Mbps and supporting remote 
management and troubleshooting. In 2008, the company intro-
duced versatile DSL gateways intended to lower operating ex-
penses for Tier 2 and 3 providers. Actiontec also unveiled its en-
vironmentally friendly DSL modem at NXTcomm08. Founded 
in 1993, Actiontec is headquartered in Sunnyvale, California, 
and maintains branch offices in Colorado Springs, Colorado; 
Shanghai, China; and Taipei, Taiwan. The company has more 
than 200 employees. Revenues for 2007 were $183 million.

aDc
www .adc .com
952-938-8080; 800-366-3889

Key Products: Fiber and copper connectivity products, struc-
tured cabling solutions, wireless equipment and professional 
services

Summary: Communications service providers across the globe 
use ADC products to eliminate bottlenecks in the delivery of 
high-speed, high-quality video, data and voice services to con-

“Broadband service providers 
have demonstrated tremendous 
success in bringing broadband 
connectivity to the home, and 

it is becoming very clear the 
industry’s next step is to focus on  

the next-generation digital home.”
— Dean Chang, president and  
founder, Actiontec Electronics
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sumers and businesses. The company’s network infrastructure 
solutions and services include OmniReach FTTx and Next 
Generation Network Fiber solutions that enable the imple-
mentation of fiber-to-the-premises networks for central office, 
distribution, access, and MDU/CPE applications. The TrueNet 
portfolio provides copper and fiber cable, connectivity and cable 
management solutions for data centers and local area networks. 
The IP-based wireless portfolio includes InterReach in-building 
solutions and FlexWave outdoor solutions for coverage and ca-
pacity in places where carriers and enterprises have difficulty 
delivering wireless voice and data services to their customers. 
ADC employs approximately 11,000 professionals worldwide, 
holds thousands of patents, and had sales of $1.32 billion in 
FY07. Headquartered in Minneapolis, Minnesota, the company 
has sales in more than 130 countries and occupies facilities in 
Australia, Canada, China, Czech Republic, France, Germany, 
Hong Kong, India, Japan, Mexico, Russia, Singapore, South 
Africa, the United Kingdom, and the United States. 

adesta 
www .adestagroup .com 
402-233-7700 

Key Products: Design, construction and maintenance of 
stand-alone or integrated communications networks and 
electronic security systems 

Summary: Headquartered in Omaha, Nebraska, Adesta is a 
systems integrator and project management company for com-
munications networks and security systems. The company 
specializes in the design, implementation and maintenance of 
modern communications networks and infrastructure for pub-
lic and private customers. Adesta has deployed more than 2 
million miles of fiber in more than 140 metropolitan and rural 
areas and completed over 800 electronic security systems in the 
United States, Asia, Europe, Central America and the Middle 
East. The company maintains 11 regional offices throughout 

the US. Customers include regional Bell operating companies 
as well as Frontier Communications, TDS Telecom, Mary-
land Broadband Cooperative, Mid-Atlantic Broadband Coop-
erative, Five College Net, Northern Enterprises/North-Link, 
Boulder Valley (CO) School District, Colorado Springs School 
District #11, Chicago Transit Authority, Connecticut Tele-
communication System and the State of Iowa. Adesta’s revenue 
in 2007 was $79 million and its employee count was 361.

aDTRan
www .adtran .com
256-963-8000

Key Products: Solutions for broadband access, outside plant, 
carrier Ethernet, optical access and mobile backhaul;  
IP business solutions

Summary: Founded in 1985, ADTRAN is a global provider 
of networking and communications equipment with a port-
folio of more than 1,700 products for use in the first mile of 
telecommunications networks. Widely deployed by carriers 
and enterprises alike, ADTRAN solutions enable voice, data 
and video communications across copper, fiber and microwave 
network infrastructures. ADTRAN solutions are currently in 
use by every major US service provider and many global pro-
viders, as well as by thousands of public, private and govern-
mental organizations worldwide. Recent product announce-
ments include the Total Access 5006 Multi-Service Access and 
Aggregation Platform, the Total Access 1124P Outside Plant 
Broadband Loop Carrier and the NetVanta 1335 Multi-Service 
Access Router with WiFi and Layer 3 switching capabilities. 
ADTRAN is headquartered in Huntsville, Alabama, and is 
publicly traded. The company has approximately 1,700 em-
ployees. Sales for 2007 were approximately $477 million.

“The proliferation of Ethernet is allowing service providers to customize 
new service offerings down to the customer level. Now, business and 

residential customers alike can simply and efficiently receive the 
bandwidth they need without boundaries associated with legacy 

services. This flexibility is quickly establishing Ethernet as the  
access layer technology of choice.”

— Jay Wilson, senior vice president and general manager,  
ADTRAN Carrier Networks Division
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advanced Media Technologies (aMT) 
www .amt .com 
888-293-5856; 954-427-5711 

Key Products: Fiber optic transmission equipment, headends, 
IP and QAM set-top boxes, cable modems

Summary: Advanced Media Technologies is a stocking dis-
tributor of high-end broadband products by manufacturers 
such as Motorola, Blonder Tongue, Emcore, Amino and Pa-
cific Broadband Networks. AMT targets emerging broadband 
technologies including digital video, MPEG-2 and MPEG-
4 encoders, point-to-point and point-to-multipoint FTTx, 
FTTH electronics, HDTV products, IPTV set-top converters 
and digital signage. AMT customers include major MSOs in 
the United States and Latin America as well as telcos, PCOs, 
and entertainment and multimedia content delivery companies 
around the world. Started in 1985 under the DX Communica-
tions name, AMT has a large staff of industry veterans who 
can help supply solutions to most technical problems. Located 
in Deerfield Beach, Florida, AMT is a wholly owned subsid-
iary of Itochu International, the North American subsidiary of 
ITOCHU Corporation of Japan. 

afL Telecommunications
www .afltele .com
864-433-0333; 800-235-3423

Key Products: FTTx electronics (PON, point-to-point, and 
DIRECTV MFH3), wireless solutions, network manage-
ment platforms, fiber optic cable, fiber and copper intercon-
nect products, optical connectivity, outside plant hardware, 
fusion splicers and test equipment, and comprehensive system 
integration services

Summary: Headquartered in Spartanburg, South Carolina, AFL 
Telecommunications provides fiber optic products, engineering 
expertise and integrated services to the telecommunications in-
dustry for the transmission of video, voice and data. The company 
supplies both passive and active products and end-to-end system 
integration for first-mile networks. Capabilities include FTTH, 
MDU/Master Planned Community solutions, and wireless (mu-
nicipal, hospitality, specialty venues). As a DIRECTV Master 
System Operator, AFL can offer end-to-end solutions including 
access to DIRECTV programming and services. AFL, which 
has more than 2,000 employees worldwide, is a division of Fuji-
kura Ltd., with manufacturing, sales and administrative offices 
located in the United States, United Kingdom, Japan, Mexico 
and China. The company serves the electric utility, broadband, 
telco, OEM, wireless and private network markets. Its custom-
ers include regional and long distance telephone carriers, electric 
utilities, cable television operators, wireless service providers, 
data communication providers, private network operators and 
equipment manufacturers. Its product brands include Fujikura 
splicers and Noyes test and inspection equipment. 

alcatel-Lucent
www .alcatel-lucent .com
908-582-3000

Key Products: IPTV solutions, broadband access equipment, 
IP routing platforms, NGN mobile network solutions, IMS 
applications, optical switching and transport solutions, service 
integration capabilities, network management tools, optical 
fiber, fiber cable, connecting hardware and accessories, and 
right-of-way solutions

Summary: Alcatel-Lucent, a worldwide telecommunications gi-
ant formed in 2006 by a merger between French telecom equip-
ment vendor Alcatel and Lucent, is a leader in fixed, mobile and 
converged broadband networking, IP technologies, applications, 
and services. The company provides communications solutions 
to telecommunications carriers, Internet service providers and 
enterprises for delivery of voice, data and video applications. 
While it pioneered active Ethernet, it has emerged as a major 
proponent of GPON and continues to supply equipment using 
both that standard and xDSL. Its investment in GPON paid off 
when Alcatel-Lucent became a major supplier for Verizon’s mas-
sive FiOS build; revenue attributed to optical networking grew 
14 percent in 2007. It was already a major supplier for AT&T’s 
VDSL U-verse. With 2007 sales of about $28 billion (a third 
of the revenue comes from North America) and about 76,000 
employees, Alcatel-Lucent operates in more than 130 countries.

“Momentum is building rapidly 
for automated fiber management, 
as indicated by the recent launch 

of the AFCS Forum. With fiber-rich 
deployments such as FTTx and 

metro ROADM underway, facility 
operators are keenly interested in 
the flexible design and operation 

of the fiber infrastructure.  
AFM’s time has come.” 
—Sandy Roskes, VP of marketing and  

business development, FiberZone Networks
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alliance fiber optic Products inc. (afoP)
www .afop .com 
408-736-6900 

Key Products: High-performance fiber optic components, 
electronics, and integrated modules 

Summary: Alliance Fiber Optic Products Inc. (AFOP) de-
signs, manufactures and markets high-performance fiber op-
tic components and integrated modules. These include passive 
optical components such as interconnect systems, couplers and 
splitters; thin-film CWDM and DWDM components and 
modules; fixed and variable optical attenuators; and integrat-
ed subsystems. Based in Sunnyvale, California, the company 
serves communications equipment manufacturers that deliver 
optical networking systems to all three segments of the com-
munications network: long-haul, metropolitan and first-mile 
access. AFOP was founded in 1995, has 800 employees, and 
maintains manufacturing and product development facilities 
in the US, Taiwan, and China. In 2007, AFOP generated sales 
of $33.8 million.

alloptic
www .alloptic .com
 925-245-7600; 866-255-6784

Key Products: RF Over Glass (RFOG) and Gigabit Ethernet 
Passive Optical Network (GePON) solutions

Summary: A privately held company founded in 1999 and 
based in Livermore, California, Alloptic bridges traditional 
telephone, Ethernet and RF video service onto a single, seam-
less, passive optical distribution platform. By bringing together 
the technical worlds of passive optical networking and the 
emerging RF Over Glass (RFOG) standard that is already 
being deployed and tested by some cable companies, Alloptic 
provides a hybrid solution giving operators flexibility to offer 

High-speed Broadband Providers
From among the thousands of great ISPs in North 
America, these firms have shown particular vision in 
expanding residential access to higher-speed broad-
band . Cable and telephone companies listed here are 
offering 10 Mbps or higher (sometimes much higher) 
Internet downstream speeds in at least some markets . 
Satellite and wireless providers are bringing the ben-
efits of broadband to areas unserved by other broad-
band providers . BBP Top 100 companies are in bold . 
Does not include purely municipal systems .

company name  web address

AT&T  www .att .com

Broadweave networks  www.broadweave.com

Cablevision www .cablevision .com

Charter Communications  www .charter .com

ClearWire www .clearwire .com

Comcast www .comcast .com

connexion Technologies  www.cnxntech.com

Cox Communications  www .cox .com

eMBaRq www.embarq.com

FTTH Communications  www .ftthcom .com

Greenfield  
communications www.egreenfield.com

GVTc www.gvtc.com

Hiawatha Broadband  
communications  www.hbci.com

LTs Group/ 
comspanUsa www.comspanusa.net

Mediacom www .mediacomcc .com

Paxio  www .paxio .com

PrimeVision  
Communications www .myprimevision .net

Qwest www .qwest .com

RCN www .rcn .com

Suddenlink  
Communications www .suddenlink .com

surewest  www.surewest.com

Time Warner Cable  www .timewarnercable .com

Verizon  
communications www.verizon.com/fios

Westel Fiber www .westelfiber .com

WildBlue  www .wildblue .com

windstream  
communications  www.windstream.com

Xittel  www .xittel .com

“The broadband industry  
holds the competitive future 
of the US in its hands. The US 
is behind much of the rest of 
the world now, and its ability 

to remain competitive globally 
will hinge on the progress made 

in enhanced connectivity.” 
— Gary Evans, president and CEO,  

Hiawatha Broadband 
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the services they choose in the format they prefer. This hybrid 
PON allows telcos to leverage today’s RF video technology 
while being transparent to Ethernet-friendly PON technology. 
Similarly, the hybrid PON allows cable TV providers to offer 
cable modem service and business Ethernet services – all over a 
single passive fiber optic infrastructure. 

alpha Technologies
www .alpha .com
360-647-2360

Key Products: FTTH power supplies/UPS, broadband UPS, 
power system controllers and supervisory, AC and DC genera-
tors, solar inverters/UPS

Summary: Founded in 1976, Alpha Technologies is a major 
player in power systems to the broadband communications 
industry worldwide. Alpha’s broad line of products provides 
critical power conditioning and emergency backup to cable 
television, data and voice networks. Rapid growth in global 
communications and the connection between system power 
and overall network reliability have created a demand for Al-
pha’s products across a wide array of communications applica-
tions. Alpha’s customer base is in 50 countries and includes 
major cable television system operators, telecommunications 
service providers and full-service communications providers. 
International sales include Europe, South America, Australia 
and the Far East. Currently Alpha, with more than 1,000 em-
ployees, has sales and service centers in the US, Canada, Eu-
rope, the Middle East and Australia. Alpha Technologies is a 
member of The Alpha Group, a global alliance of independent 
companies that share a common philosophy: to create power-
ing solutions for communication, commercial, industrial and 
renewable energy markets. 

antronix
www .antronix .net
609-860-0160

Key Products: Outside plant, inside plant, opto-electronics

Summary: In business since 1980, Antronix develops and 
manufactures active and passive broadband devices includ-
ing line and drop passives, amplifiers, multitaps, splices and 
grounding hardware. It sells its products through distributors 
in the North American and Latin American markets. With its 
strong focus on engineering, Antronix has long counted the 
largest cable companies among its customers. In 2007, the 

company introduced the Antronix Fiber Node (AFN) to help 
service providers bring fiber closer to the end user in order to 
support high-bandwidth services. The AFN allows providers 
to deliver video, data and telephony over fiber to an MDU, 
office building or campus – or even to an individual user  – 
and then convert the signal to RF for distribution. An optical 
return path supports interactive applications. The AFN’s small 
size and robust housing allows it to be placed in locations with 
limited space, such as NID boxes. Headquartered in Cranbury, 
New Jersey, with manufacturing facilities in Taiwan and Chi-
na, Antronix is privately held. 

aRRis
678-473-2000
www .arrisi .com

Key Products: Cable high-speed data and telephony equip-
ment, cable modem termination systems, on-demand video 
and interactive advertising platforms, Universal EdgeQAM 
video delivery, HFC access and transport systems, bandwidth 
management devices, fixed-mobile convergence, OSS and 
network management software 

Summary: ARRIS is a global communications technology 
company specializing in the design, engineering and supply of 
technology supporting triple- and quad-play broadband servic-
es for residential and business customers around the world. The 
company supplies broadband operators with tools and plat-
forms to deliver reliable telephony, demand-driven video, next-
generation advertising and high-speed data services. ARRIS 
products help grow network capacity with access and outside 
plant construction equipment; deliver voice, video and data 
services; and assure optimal service delivery. Last December, 
ARRIS completed its acquisition of C-COR, enabling ARRIS 

“Although today’s 
communication infrastructures 

vary tremendously in terms 
of transport mediums and 

technology, fiber still remains the 
solution of choice for delivering 
reliable, always-on, high-speed 
broadband service to business 

and residential customers  
around the world.”
— Lisa Payne, president, TeraSpan
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to offer a suite of equipment covering all three legs of the triple 
play: TV, telephony and Internet access. Among the platforms 
acquired were C-COR’s On Demand Video and Interactive 
Advertising solutions, the Assurance suite of network manage-
ment and workforce management software products, and the 
HFC Access and Transport portfolio. Headquartered in Su-
wanee, Georgia, ARRIS has R&D centers in Atlanta; Chicago; 
Beaverton, Oregon; Wallingford, Connecticut; Cork, Ireland; 
and Shenzhen, China. It operates support and sales offices 
throughout the world. With 1,977 employees, ARRIS’s 2007 
revenues totaled $992 million.

astec Underground 
www .astecunderground .com 
865-408-2100; 800-527-6020 

Key Products: Trenchers, vibratory plows and directional 
drilling equipment 

Summary: Astec Underground, a subsidiary of Astec Indus-
tries, offers a complete line of underground construction equip-
ment used to construct, maintain and repair telecommunica-
tions networks, including basic copper and fiber optic plant 
and cable television systems. The company manufactures and 
markets Astec utility trenchers and horizontal directional drills 
as well as Trencor heavy-duty mechanical chain trenchers and 
specialty rock excavation machines. Customers include small 
contractors operating a single trencher; large utility providers 
and contractors with fleets of underground construction equip-
ment; horizontal directional drilling specialists; and contrac-
tors building giant cross-country pipelines. Headquartered in 
Loudon, Tennessee, Astec, which has nearly 300 employees, 
operates a 330,000-square-foot facility that includes corporate 
offices, a new research and development center, training facili-
ties, a manufacturing plant and a custom paint facility. 

atlantic engineering Group
www .atlantic-engineering .com
706-654-2298

Key Products: Fiber optic design and engineering (central 
office and outside plant), construction (headend, aerial and 
underground), technical services (splicing, testing and turn 
up) and construction management

Summary: Atlantic Engineering Group (AEG), based in 
Braselton, Georgia, and founded in 1996, provides design, 
engineering, construction, technical services and construc-
tion management for telecommunications providers, primar-
ily municipalities, municipal utilities and independent telcos, 
including Rural Development-funded projects. AEG is not an 
integrator, although it has significant in-house resources. It has 

completed or is in the process of designing and/or building 
16 FTTP deployments using five different electronics solu-
tions. AEG citywide (or city- and countywide) FTTP projects 
include Bristol Tennessee Essential Services; Bristol Virginia 
Utilities; Dalton Utilities, Georgia; Jackson Energy Authority, 
Tennessee; the Borough of Kutztown, Pennsylvania; Craw-
fordsville Electric Power and Light, Indiana; Morristown Util-
ity Systems, Tennessee; North Kansas City, Missouri; Provo, 
Utah; Pulaski, Tennessee; Quincy, Florida; Sallisaw Municipal 
Authority, Oklahoma; Clarksville Department of Electricity, 
Tennessee; Tullahoma Utilities Board, Tennessee and Grant 
County Public Utility District, Washington, and design and 
contracts administration for Lafayette, Louisiana. 

aurora networks
www .aurora .com
408-235-7000

Key Products: Products to support cable providers’ migra-
tion from hybrid fiber cable to advanced HFC, fiber deep and 
FTTH networks

Summary: Founded in 1999 and headquartered in Santa 
Clara, California, Aurora Networks offers a line of optical 
transport products for the high-bandwidth transmission sys-
tems required at the heart of advanced HFC, fiber deep and 

“There is an increasing interest 
in deploying broadband services 
over fiber-based PON networks. 
Over the medium to long term, 

these networks yield the highest 
ROI, even though today upfront 

costs are slightly higher.  
As wide-ranging interoperability 

starts to become established 
with GPON, network build costs 
are expected to drop rapidly. We 
anticipate this happening over 

the next 24 months.” 
— Paul Forzisi, vice president  

of marketing, TXP
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FTTH networks. The line includes headend and hub prod-
ucts; CWDM Ethernet access products; optical nodes; wireless 
bridging; optical splitters and other field passives; and media 
converters for the customer premises. Aurora offers several fi-
ber-to-the-home solutions, including Fiber on Demand, which 
lets cable operators begin almost immediate delivery of data 
services up to 100 Mbps over optical fiber on an individual 
subscriber basis; Fiber-to-the-Premise 5G Node, which, when 
fully populated with four PON modules, can achieve a com-
bined data throughput rate of 4 Gbps to service up to 256 
homes passed; and the FTTH Hub configuration, which sup-
ports industry-standard FTTH architectures, and consists of a 
high-power optical amplifier and an 8-way splitter to distribute 
a 1550 nm downstream signal to eight output fibers. Aurora 
Networks is privately held and venture capital funded. 

Blonder Tongue Laboratories
www .blondertongue .com
732-679-4000; 800-523-6049

Key Products: Headend equipment for video (analog, 
standard digital, high-definition digital, IP), high-speed 
data, telephony, microwave, fiber optic distribution, coaxial 
distribution, test equipment, systems design and engineering, 
technical support and technical training 

Summary: Blonder Tongue Laboratories designs, manufac-
tures and sells products for the acquisition, processing, encod-
ing and aggregation of analog, digital and packet-based video, 
voice and data services. These broadband signals are trans-
mitted via coaxial cable systems, fiber optic networks and IP-
based networks using the company’s distribution product line. 
Blonder Tongue’s customers include franchised and private 
cable operators, lodging/hospitality markets and educational 
and institutional markets (hospitals, prisons and schools). 
In addressing FCC-mandated technology changes, Blonder 
Tongue has developed several new analog-to-digital transi-
tional products. The Technical Solutions Group of Blonder 
Tongue provides system design, installation, technical train-
ing, on-site system engineering and turnkey services around 
the globe for a wide variety of clients. The company, founded 
in 1950 and headquartered in Old Bridge, New Jersey, has 232 
employees and in 2007 had sales of over $33 million. Blonder 
Tongue’s product lines are evolving to focus on the needs cre-
ated by IPTV, digital video and HDTV and are developed by 
an internal engineering staff. 

Broadweave networks
www .broadweave .com
801-407-6000

Key Products: FTTH and FTTP networks

“As a contractor actively involved in deploying all forms of broadband 
networks, I am convinced that fiber is the ultimate medium for the last 
mile of connectivity. Fiber is the only product that allows us to future-

proof the networks and allow for the bandwidth-intensive applications 
that are sure to come in the near future. Fiber also provides adequate 

throughput for interactive virtual presence applications such as 
telecommuting, home shopping, online medical services, distance 
learning and others – applications that allow us to reduce our fuel 
consumption by keeping our cars parked in the driveway. As more 
operators deploy fiber to the premises and as more manufacturers 

introduce new lines of FTTP network components, the cost per passing 
will continue to come down. The operators deploying FTTP have set 

the bar extremely high; the others will ultimately have no choice but to 
follow. With less than 4 percent of the nation’s homes within reach of 

FTTP, we look forward to a very busy future”.
— Glenn Shaffren, VP, Adesta Broadband Networks
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Summary: Headquartered in South Jordan, Utah, Broadweave 
deploys fiber-to-the-premises networks in greenfield communi-
ties. Broadweave Networks’ high-capacity fiber optic networks 
support converged voice, video and data traffic. Under the Tri-
ple-Weave brand, homeowners can receive these services via an 
IP network delivered over a single fiber optic connection. The 
company’s networks support telephone, TV, Internet, movies 
on demand, online gaming, home security, unified commu-
nications and other applications. Businesses can order band-
width by the slice at speeds up to 10 Gbps, as well as enhanced 
data services such as messaging and collaboration; voice ser-
vices, such as unified communications and hosted telephony; 
and video services, such as business TV and video telephony. 
In May 2008, Broadweave announced the planned purchase of 
iProvo, the largest municipally owned fiber-to-the-home net-
work in the US; it will also be the service provider on iProvo, 
which was formerly an open access network.

calient networks
www .calient .net
408-232-6400

Key Products: Fiber optic cross-connect systems (FOCS) 
for central office, POPs, fiber access, carrier hotels, enterprise 
data centers, government networks and test lab and produc-
tion floor automation 

Summary: Calient Networks, which is headquartered in San 
Jose, California, with additional engineering and manufac-
turing operations in Santa Barbara, California, manufactures 
the DiamondWave family of fiber optic cross-connect systems 
(FOCS) for telecommunications service providers worldwide. 
The DiamondWave family consists of: FiberConnect (fiber op-
tic cross-connect system), FiberTest Controller, PXC (photonic 
switches), FiberMonitor (remotely-managed fiber test system) 
and PONConnect (PON fiber management). Calient targets 
Tier 1 through 3 telephone carriers seeking to streamline 
their fiber plant operations and FTTx network operators seek-

ing a competitive operations advantage. Customers include 
AT&T, KDDI, NTT, Verizon, Telx, Terremark, Fujitsu, Ju-

Private cable operators and  
fiber optic amenity Providers

These companies work with property owners and 
developers to provide telecom networks and/or ser-
vices in multifamily housing, planned communities, 
resorts, hotels and student housing .

company name  web address

American Cable Services  www .americable .us

AT&T Connected Communities www .att .com/ 
 communities

connexion Technologies  www.cnxntech.com

Crystal Clear Technologies www .crystalclear 
 technologies .net

DirecPath www .direcpath .com

ERF Wireless www .erfwireless .com

Front Door Networks www .frontdoornet .com

Frontgate Broadband www .frontgatenet-
works .com

FTTH Communications  www .ftthcom .com

Greenfield comm’s www.egreenfield.com

MDU Communications www .mduc .com

Multiband  www .multibandusa .com

Pavlov Media  www .pavlovmedia .com/

Porchlight www .porchlight 
 communications .com

Prime Time Communications www .primetime 
 communications .net

PrimeVision  
Communications www .myprimevision .net

Private Cable Systems www .pvtcable .com

Road9 www .road9 .net

Satellite Management Services www .smstv .com 

shentel  www.shentel.com

TCI  www .tcintegration .com

TotalVision  www .total-vision .net

Verizon enhanced  
communities www.verizon.com/ 
 communities 

Westel Fiber www .westelfiber .com

Ygnition Networks  www .ygnition .com

YRT2 www .yrt2 .net

Zial Networks www .zial .com

Zoomy communications  www.zoomyco.com

“MicroDucts have become 
the preferred pathway of 

many inside plant and outside 
plant applications. They were 

instrumental in helping the major 
communications companies 
bring fiber to the home and  

fiber to the MDU.”
— Tim Grimsley, VP, A-D Technologies
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niper, Nortel, and numerous national research and education 
networks around the world. Calient sells worldwide through 
a direct sales force as well as through partners including EM-
BARQ Logistics, OKI, MRV, Cornet and Edentree. 

calix
www .calix .com
877-766-3500; 707-766-3000

Key Products: Multiservice access management software; 
multiservice access platforms; FTTP central office and 
customer-premises equipment; Ethernet service, transport, 
and aggregation platforms; enclosures

Summary: Calix is the world’s largest equipment supplier 
focused solely on access, and North America’s most widely 
deployed fiber-to-the-premises solutions provider. The Calix 
C-Series multiservice access platform facilitates network trans-
formation through its multiservice over multiprotocol capabili-
ties, because it can support virtually any legacy service while si-
multaneously delivering advanced Ethernet services over both 
copper and fiber. The E-Series includes purpose-built Ethernet 
platforms for delivering advanced services flexibly and cost effi-
ciently, and F-Series products are purpose-built for GPON ser-
vices. The P-Series offers a broad portfolio of optical network 
terminals for residential, business and MDU deployments. 
Calix also offers a full line of enclosures. The Calix access port-
folio is managed by the Calix Management System, which pro-
vides a single network view across the entire network as well as 
advanced management capabilities. Founded in 1999, Calix is 
headquartered in Petaluma, California, with offices in Boston 
and Minneapolis. 

canon Broadcast and communications 
www .canobeam .com
201-807-3300; 800-321-4388 

Key Products: Free space optics 

Summary: Canon Inc., a global $30 billion company operating 
in many markets, pioneered the technology for the Free Space 
Optics line of optical transceivers, which transmit data over the 
air on beams of infrared light. The models in the Canobeam 
series deliver data speeds from 25 Mbps to 1.5 Gbps and cover 
distances from 20 meters to 1,000 meters. Canobeam’s Auto 
Tracking function constantly maintains beam alignment and 
compensates for vibrations in the installation base caused by 
weather and other factors. Like optical fiber, Canobeam sys-
tems are protocol-independent and require no radio-frequency 

permits or licenses, and they are used in FTTH deployments 
in situations where fiber optic cables are impractical. Canon 
recently introduced the Canobeam DT-150 HD for wireless 
uncompressed bidirectional high-definition and standard-def-
inition SDI transmission. The 1.5 Gbps link transmits digital 
HD/SD video, audio, and control signals via Free Space Optics 
at up to one kilometer for sports and other productions. Cano-
beam is marketed by Canon USA’s Broadcast and Communica-
tions Division, headquartered in Ridgefield Park, New Jersey. 

carlon 
www .carlon .com 
216-464-3400 

Key Products: Fiber optic, copper and coaxial cable protection 

Summary: Carlon, the largest division of Lamson & Ses-
sions, a thermoplastic processing company based in Cleveland, 
Ohio, supplies protection for fiber optic, copper and coaxial 
cable. Customers include regional Bell operating companies, 
cable television companies, state departments of transportation 
and the electrical wholesale distributor market. Some of the 
products manufactured for outside plant applications include 
direct-bury multiple-celled conduit for low-voltage use, trench-
less PVC conduit for telecommunications and utility instal-
lations, weatherproof outlet covers, thermoplastic enclosures, 
flexible underground raceways, conduit bodies, utility cable 
protection and organizing devices, fittings, and rigid conduit. 
In the customer premises area, products include floor boxes, 
flexible conduit and wiring device boxes. In the fourth quarter 
of 2007, Lamson & Sessions was acquired for $450 million 
by Thomas & Betts, a supplier of equipment primarily to the 
electric utility industry. 

“It’s critical today for technology 
companies to provide solutions 

that enable their customers  
to compete cost-effectively,  

not only in high-definition and 
digital television services, but 
also in high-speed data and 

telephony capabilities.” 
— Bob Stanzione, chairman and CEO, ARRIS
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charles industries 
www .charlesindustries .com 
847-806-6300 

Key Products: Outside plant fiber optic distribution pedestals 
and enclosures, extended-reach DSL systems 

Summary: Charles Industries designs and manufactures bur-
ied distribution pedestals for fiber optic applications. The com-
pany introduced nonmetallic fiber pedestals to the industry in 
2001 and has continued to provide new solutions for virtu-
ally all fiber deployment architectures. Charles Fiber Distri-
bution Point (CFDP) pedestals offer GR-771-compliant closed 
architecture protection of both ribbon fiber and loose buffer 
tube fiber. CFDP pedestals can accommodate loop-through 
and stub-out distribution cable, branch and drop splices, and 
fusion, mechanical or preconnectorized splicing. BDO open- 
architecture fiber pedestals offer a lower-cost alternative for 
cost-conscious deployments. Charles Industries, which is head-
quartered in Rolling Meadows, Illinois, has about 500 employ-
ees and manufactures all of its products in five US facilities. 

cisco systems
www .cisco .com
770-236-5000 

Key Products: Ethernet equipment and a new DOCSIS-PON 
architecture for fiber-to-the-home deployments; digital set-top 
boxes and accessories, cable modems, headend equipment and 
addressable network management systems 

Summary: Cisco Systems has long provided much of the 
equipment that supports the Internet backbone, but in the last 
two years it has moved into the access network as well. Cisco’s 
E-FTTH (Ethernet fiber to the home) solution, which has 
been deployed by several European providers, includes Ether-
net access switches, aggregation routers and optical network 
terminals. Cisco SPVTG (Service Provider Video Technol-
ogy Group), formerly Scientific Atlanta, also supplies set-top 
boxes and cable modems, transmission networks for home 
broadband access, and digital interactive subscriber systems for 
video, high-speed Internet and VoIP networks. SPVTG is fo-
cused on the convergence of the PC and TV and is extending 
multimedia broadband applications to new platforms. In April, 
SPVTG introduced tru2way hardware and software, including 
its Digital Network Control System Release 4.0 series, Axiom 
middleware implementation and set-top boxes. Last month, 
the company announced new compact, high-density Prisma 
II optics products to improve the performance of existing fiber 
in cable networks as well as a new DOCSIS Passive Optical 
Network (D-PON) architecture that is intended to help cable 
operators upgrade to FTTH technology. Headquartered in 

San Jose, California, Cisco reported revenues of $34.9 billion 
in 2007, up from $28.5 billion in 2006. 

26 clearfield inc. 
www .clearfieldconnection .com
763-476-6866

Key Products: Fiber optic management and associated com-
ponents for independent and rural telcos, cable TV providers, 
utilities and municipal networks 

Summary: Clearfield provides fiber management and con-
nectivity systems for independent telephone, cable television 
and municipal networks. Clearfield, formerly APA Cables & 
Networks, designs and manufactures the FieldSmart fiber 
management platform, which includes its latest-generation Fi-
ber Distribution System (FDS) and Fiber Scalability Center 
(FSC). The FDS and FSC product lines support a wide range of 
panel configurations, densities, connectors and adapter options 
and are offered alongside an assortment of passive optical com-
ponents. Clearfield provides a complete line of fiber and cop-
per assemblies for controlled and outside plant environments. 
Products are designed for optical performance, harsh environ-
ment performance, stability and port density. Headquartered 
in Plymouth, Minnesota, the company has customers that in-
clude more than 400 rural ILECs, MSOs, utilities, municipali-
ties and enterprises. Clearfield had revenues of $20.7 million in 
2007 with 110 employees. 

commscope
www .commscope .com
800-982-1708

Key Products: Cable and connectivity products including 
fiber enclosures, hybrid fiber coaxial cable, fiber optic and 
wireless integration products

Summary: Founded in 1953 as a telephone cable company and 
now a member of the NYSE, CommScope had 2007 revenues 
of $1.93 billion and is a leader in the design and manufacture of 
first-mile cable and connectivity solutions for communications 
networks. It is also the world’s largest manufacturer of coaxial 
cable for hybrid fiber-coax (HFC) applications. Backed by strong 
research and development, CommScope combines technical ex-
pertise and proprietary technology with global manufacturing 
capability to provide customers with high-performance wired 
and wireless cabling solutions. CommScope has five major man-
ufacturing facilities in North Carolina and additional facilities 
in Alabama, Nevada, Texas, Brazil, Belgium, Australia, Ireland 
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Making Your Property Competitive
New Applications: From the Media room to the Laundry room

Another Great BBP Event Scheduled for September

Sponsored by

workshop co-sponsors include:ReGisTeR ToDay!
Visit www.ftthconference.com or call 613-226-9988

workshop Rate:  $210   (Along with Thursday’s workshop,  
which includes breakfast and lunch, this package also includes  
a free pass to attend the FTTH Conference after 11:00 am on 
Wednesday, September 24th .  This entitles registrants access  
to the expo hall, two panels and the closing keynote address .)  

Broadband Properties subscribers receive a discount when 
registering .  Use VIP Code:  BBP2008 and get 10% off listed price .  

Herb Hauser
President
Midtown 
Technologies

Masha Zager
Editor, Applications 
and Telecom
Broadband 
Properties Magazine

John Pierce
Vice President, Sales
InGRID Digital Home 
Protection

ed Zyszkowski
Chief Executive Officer
Steeplechase 
Networks

Hot applications That Pay off for Properties
Being held at the FTTH Conference
Thursday, September 25, 2008
8:00 am – 1:00 pm
Gaylord Opryland® Resort & Convention Center
Nashville, TN

This half day workshop for MDU property owners and managers,  
real estate developers, and service providers will examine 
applications enabled by FTTH which can act as amenities as well as 
revenue sources for providers and network operators .  The workshop 
will cover MDU topics, success stories, selling fiber to the consumers 
and communicating with subscribers .

• Using broadband to improve energy consumption

• Breakthroughs in bringing technology to the older generation

• Understanding the needs of boomers

•  Green buildings and how they can help  
you increase your net operating income

• Genius buildings for genius communities

• Creating a sense of community

• Building customer loyalty

• Forming partnerships with local businesses

• Working with home-based businesses

Session Focus:  
Return on Investment

Herb Hauser is a leading authority on 
deploying technology as a real estate asset 
to enhance ROI . As president of Midtown 

Technologies, Dr . Hauser has been an advisor for numerous projects that 
pushed the envelope in technology-oriented real estate development . 
They range from a $1 .3 billion military housing project at Fort Ord to high-
end luxury apartments, condos, and hotels, and commercial buildings .

Announcing . . .

BBP’s first annual

Broadband 
applications 

awards

#18

  



54  |  BROADBAND PROPERTIES |  www.broadbandproperties.com |  July 2008

2
0
0
8

TOP
100www.bbpmag.com

Broadband
Properties

and Asia. In December 2007, CommScope completed the ac-
quisition of Andrew Corporation and formed Andrew Wireless 
Solutions by CommScope. With the acquisition, CommScope 
added nearly 11,000 employees for a total of 15,000 employees 
worldwide. Andrew Wireless Solutions offers access network 
products such as antennas, cables and connectors, amplifiers, 
repeaters and transceivers, as well as site monitoring software 
and field training. In June of this year, CommScope launched a 
new line of fiber distribution hub cabinets. 

connexion Technologies
www .connexiontechnologies .net
919-535-7329

Key Products: Fiber optic networks (invests, designs, builds, 
and operates); ecosystem management of converged technol-
ogy services

Summary: Based in Cary, North Carolina, Connexion Tech-
nologies uses its own capital to fund and deploy turnkey FTTH 
solutions for single-family, MDU and resort properties. Connex-
ion Technologies leverages its technology investment to provide 
additional revenue opportunities for service providers. Service 
providers arrange with Connexion Technologies to deliver Inter-
net, television, VoD, voice, security and other applications over 
Connexion’s fiber networks, while Connexion takes responsibil-

ity for managing the networks and billing. Connexion currently 
operates networks in more than 170 properties and communities 
across the country. Despite the impact of economic conditions 
on greenfield construction, Connexion has more than 150,000 
committed units with plans for more than 250,000, and is one 
of the largest providers of FTTH after Verizon. 

corning/corning cable systems
www .corning .com; 
 www .corningcablesystems .com 
828-901-5000

Key Products: Optical fiber, optical fiber cable, coaxial inter-
connect systems, telecommunications hardware  
and equipment

Summary: Corning developed the first fiber optic cable for 
communications in 1970 and remains a world leader in spe-
cialty glass and ceramics, creating and manufacturing key-
stone components that enable high-technology systems. The 
company, whose 2007 sales totaled nearly $5.9 billion, is dis-
tinguished by sustained investment in R&D, more than 150 
years of materials science and process engineering knowledge 
and a distinctive collaborative culture. Corning Cable Systems 
develops and manufactures a broad range of optical cable, 
hardware and equipment designed to make FTTx deployments 
faster, easier, more reliable and less costly. Last year Corning 
introduced its ClearCurve product suite, based on ultrabend-
able optical fiber, which solves historic technical challenges for 
telecommunications carriers installing fiber-to-the-home net-
works in multidwelling units and other complicated deploy-
ments. ClearCurve drop cables install as easily as copper or 
coaxial cables while providing the nearly unlimited bandwidth 
of optical fiber and backward compatibility with standard 
cables. Corning Cable Systems Evolant solutions for access 
networks delivers tip-to-tip product and service offerings for 
FTTx, CATV and wireless applications, and its preconnector-
ized solutions have revolutionized the way FTTx networks are 
deployed. The Corning Connected Community Program helps 
homebuilders and developers implement fiber optic infrastruc-
tures into their building plans, while the Corning Total Access 
Program provides design, engineering, furnishing and instal-
lation companies with the tools necessary to ensure successful 
fiber-to-the-home and wireless deployments. Consultants and 
network designers have access to a variety of design tools and 
resources as part of Corning’s FTTxpert Program. Corning is 
a founding member of the recently formed DAS Forum, which 
encourages fiber-fed distributed antenna systems. 

“While some are still debating 
fiber versus wireless, we see 
a long-term need for both 

technologies. Wireless will evolve 
to be primarily a mobile access 
technology, and fiber is needed 
to deliver the high-bandwidth 
services needed by businesses 

and homes. HD video, especially 
HD videoconferencing, is going to 

become increasingly important 
as businesses look for ways to 

reduce travel costs.”
— Dr. Andrew Cohill, president, Design Nine



July 2008 |  www.broadbandproperties.com |  BROADBAND PROPERTIES |  55

Design nine
www .designnine .com
540-951-4400

Key Products: Broadband planning and broadband project 
management

Summary: Design Nine offers a wide array of broadband plan-
ning and broadband engineering services, including fiber and 
wireless network design, needs assessment, and fiber/wireless 
broadband buildout assistance to communities, developers and 
local governments. The firm’s network designs include open ac-
cess and open service broadband networks. Design Nine’s advi-
sory expertise includes broadband planning and development; 
integrated fiber and wireless broadband plans for communities 
and regions; broadband master planning; business and orga-
nization planning for broadband networks, including finan-
cial models and legal and organizational design of community 
broadband systems; technology and telecommunications as-
sessment; project management of broadband and telecom ef-
forts; broadband and technology short courses and seminars; 
and telecommunications planning for residential and commer-
cial developments. Located in Blacksburg, Virginia, Design 
Nine has a branch office in Santa Fe, New Mexico. Custom-
ers include City of Danville, Virginia; Carroll and Grayson 
counties and the City of Galax, Virginia; Vint Hill Economic 
Development Authority; City of Eagan, Minnesota; Santa Fe 
County, New Mexico; City of Newberry, South Carolina; and 
many other public and private sector clients. 

DiRecTV
www .directv .com
888-777-2454

Key Products: Satellite services to residential and business 
customers; network installation and integration

Summary: Headquartered in El Segundo, California, DI-
RECTV delivers satellite services to US residential and busi-
ness customers with a current emphasis on MFU solutions. In 
addition, DIRECTV Latin America has completed its first year 
of operation. DIRECTV has two MFU solutions: MFH2 and 
MFH3. MFH2 is appropriate for properties of all sizes, and for 
existing as well as new construction. It uses single-wire multi-
switch technology and can be implemented as a headend or one 
dish per building solution. MFH3 is designed for properties 
with 150 or more units, and uses IP-based technology requir-
ing the new “I” series DIRECTV receivers. MFH3 includes 
remote network monitoring. Both MFU solutions provide ac-
cess to all of DIRECTV’s programming and services, includ-
ing DVR, all of DIRECTV’s current and planned HD chan-
nels, interactive services and more. In April 2008, DIRECTV 
announced its acquisition of Englewood, Colorado-based 180 
Connect, giving it control of its lead installer in 45 US cities. 
With 12,000 employees, DIRECTV’s revenues were $17.2 bil-
lion in 2007, up from $14.8 billion in 2006. 

Dish network 
commercial .dishnetwork .com
800-454-0843

Key products: Programming packages for business, hospital-
ity and multifamily housing delivered via satellite 

Summary: EchoStar Commercial Services, the division that 
offers Dish Network for business, hospitality and multifam-
ily housing, provides satellite solutions for apartments and 
condos (MDUs), office and retail locations, bars and restau-

network Testing, Monitoring  
and Management services  
(other than private cable operators)

company name  web address
Aricent www .aricent .com

Bandwidth .com www .bandwidth .com

Communication  
Technology Services www .cts1 .com

GHI Telecom Services  www .ghits .com

Korcett www .korcett .com

Packetfront www.packetfront.com
Source Technology www .source-t .com

Steeplechase Networks www .scnets .com

TCI  www .tcintegration .com

Tellabs www.tellabs.com
UTStarcom www .utstar .com

“Demand for video and social 
networking services is driving not 

only major fiber infrastructure 
but also radical new processes 
for constructing, provisioning, 

monitoring, and troubleshooting 
fiber networks. We are in the 

midst of one of the most explosive 
eras for process innovation 

telecom operations has ever seen. 
This is exciting.”  

— Daniel L. Scharre, CEO, Calient  Networks
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rants, hotels, hospitals and assisted living facilities, universi-
ties, government and military facilities as well as creating cus-
tom solutions. Dish offers two bulk programming options for 
MDUs: The Digital Home Plan (DHP) is a shared-dish system 
that allows residents to create their own accounts and select 
preapproved programming packages and equipment of their 
choice. The residents are billed directly from DISH Network 
at standard residential rates. Bulk Programming with Digital 
Upgrades/Neighborhood Value Plan (NVP) delivers a low-cost 
bulk package to the entire complex with individual upgrade 
options. In 2007 EchoStar launched ViP-TV, a wholesale video 
IP transport and distribution platform that can transport more 
than 300 channels of programming to providers. Headquar-
tered in Englewood, Colorado, Dish Network had 13.7 million 
subscribers in 2007, up from 13.1 million in 2006. Revenues in 
2007 were $11.1 billion, up from $9.8 billion in 2006. 

Ditch witch
www .ditchwitch .com
800-654-6481

Key Products: Construction equipment for laying fiber

Summary: Ditch Witch dates from 1949, when the founder 
invented a workable compact trencher. The Ditch Witch or-
ganization specializes in the design and manufacture of high-
quality underground construction equipment. It sells trenchers, 
vibratory plows, pneumatic piercing tools, backhoes, electronic 
tracking and locating tools, horizontal directional drilling sys-
tems, drill pipe, downhole tools, vacuum excavation systems, 
excavator-tool carriers, mini skid steers pipebursting systems, 
and the Zahn family of power utility equipment. Ditch Witch 
Financial Services (DWFS) offers a variety of financing and 
lease options. Headquartered in Perry, Oklahoma, The Ditch 
Witch organization has more than 1,300 employees. 

Draka communications - americas
www .drakaamericas .com
800-879-9862

Key Products: Optical fiber, cabling and connectivity solu-
tions for network operators, telecommunications carriers, 
utilities, installers and enterprises 

Summary: Draka Communications Americas, founded in 
1910 and based in Claremont, North Carolina, provides ca-
bling solutions for a wide range of applications. It is a division 
of the multinational firm Draka, one of the world’s largest op-
tical fiber producers with more than 25 million miles of fiber 
deployed in North America alone. Draka, headquartered in 
Amsterdam, had net sales of $4.15 billion and 9,550 employ-
ees in 2007. In December 2007, Draka purchased the minor-

ity share of its subsidiary Draka Comteq from Alcatel-Lucent, 
merged the two head offices and is now using the name Draka 
Communications for this part of the business. Draka Com-
munications leverages its expertise in optical fiber technology, 
cabling solutions and applications to help providers develop, 
deliver and deploy fiber optic networks. The company’s newest 
single-mode fiber, BendBright, is a bend-insensitive fiber that 
combines the unlimited transmission capacity of optical fiber 
with copper-like flexibility and handling. Because it can with-
stand repeated bending to very small radii and is backward 
compatible with older fiber, BendBright facilitates bending, 
connecting and storing fibers in real-world FTTH and busi-
ness situations. 

eMBaRq/eMBaRq Logistics
www .embarq .com
913-791-7000; 800-755-3004 

Key Products: Voice, data, Internet, wireless, entertainment; 
fiber optic equipment distributor and integrator

Summary: EMBARQ Corporation, headquartered in Over-
land Park, Kansas, offers a complete suite of communications 
services. EMBARQ’s consumer offerings, delivered over fiber 
to the home in some greenfield developments, include local 
and long-distance home phone service, high-speed Internet, 
wireless, and satellite TV from DISH Network. Business ser-
vices include local voice and data, long distance, Business Class 
High-Speed Internet, wireless, satellite TV from DIRECTV, 
enhanced data network services, voice and data communica-
tion equipment and managed network services. EMBARQ 
Logistics, a business unit of EMBARQ, is a supply chain in-
tegrator serving network service providers, manufacturers and 
resellers throughout North America. The company offers ex-
pertise in logistics, engineering, integration and deployment, 
and telecommunications equipment. EMBARQ Logistics 

“As the private cable operator 
market is evolving from a single 

service into a bundled video, 
voice and data service, it’s 

imperative for all of us to keep  
up with the demands for 

increased bandwidth.”
— Jack Hotz, CEO, Foxcom
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stocks more than 30,000 products from more than 1,500 man-
ufacturers, and maintains distribution centers nationwide. The 
FTTH equipment carried by EMBARQ Logistics includes fi-
ber optic cabling, central office equipment, fiber distribution 
systems, network installation solutions and customer premises 
equipment. With approximately 18,000 employees, EMBARQ 
operates in 18 states and is listed in the S&P 500 and in the 
Fortune 500 list of America’s largest corporations. In 2007, the 
company had $6.4 billion in annual revenues. 

emerson network Power
www .emersonnetworkpower .com
440-246-6999; 800-800-1280

Key Products: AC and DC power and precision cooling sys-
tems, embedded computing and power, integrated racks and 
enclosures, power switching and controls, monitoring and 
connectivity solutions

Summary: Emerson Network Power, a business of Emerson, 
specializes in enabling “business-critical continuity” from grid 
to chip for telecommunications networks, data centers, health 
care and industrial facilities. Business-critical continuity is the 
assurance that critical technology investments will not fail due 
to power loss and disrupt a company’s business. Based in Co-
lumbus, Ohio, Emerson Network Power provides solutions and 
expertise in areas including AC and DC power and precision 
cooling systems, embedded computing and power, integrated 
racks and enclosures, power switching and controls, monitor-
ing and connectivity. The company’s solutions for communica-
tions network infrastructure include outside plant enclosures 
and equipment, NetSure DC power systems and turnkey ser-
vices. All solutions are supported globally by local Emerson 
Network Power service technicians. The company has about 
48,100 employees and fiscal 2007 sales of $5.2 billion, and is a 
member of Green Grid. 

emtelle
www .emtelle .com
602-953-6657

Key Products: Ducted network and air-blown fiber technology

Summary: Emtelle, established in 1980 as a vendor of ducted 
networks for the telecommunications industry, is now one of 
the world’s leading providers of blown fiber solutions. Its fi-
berflow line was created in 1993 and now includes one of the 
most extensive offerings of tube bundles, fiber products, ac-
cessories, installation equipment and training courses in the 
field. Emtelle is directly or indirectly present in all important 
fiber-to-the-x markets worldwide. It provides products, exper-
tise and support for creating cost-effective fiber optic networks 
in a wide range of applications including multiple dwelling 
units; Emtelle’s MDU solutions provide optimal fiber optic 
connectivity all the way to the customer premises. The com-
pany’s North American headquarters in Phoenix, Arizona, 
complements the global network of Emtelle offices in Europe, 
the Far East and Australia and develops and supports Emtelle’s 
growing network of partners and deployments across North 
America. Emtelle merged with Dantex in May 2007, and the 
merged company has 270 employees worldwide. In April 2008, 
Emtelle’s chief marketing officer, Tibor van Melsem Kocsis, 
was re-elected to the board of the FTTH Council Europe. 

enablence Technologies
www .enablence .com
613-270-7860 

Key Products: PLC-based FTTH triplexers and diplexers, 
FTTH central office and customer-premises equipment

Summary: Enablence Technologies Inc., a publicly traded 
company, designs, manufactures and sells optical components, 
subsystems and systems. With corporate headquarters in Ot-
tawa, Ontario, Canada, the company recently acquired Albis 
Optoelectronics, Wave7 Optics and ANDevices. Through its 
Network Division, the company provides the TRIDENT 7 
Universal Optical Line Terminals (OLTs), Optical Network 
Terminals (ONTs) and Element Management System. Its Opti-

“We’ve seen a tremendous increase in domestic FTTH by telcos and 
munis; providers quickly realize that automated provisioning is a huge 

benefit to their bottom line, because it ensures that all services are 
accurately activated and billed. Without automated provisioning,  

FTTH services providers’ back-office manual processes quickly collapse 
under their own weight as they fill the pipe taking service orders.”

— Pete Pifer, CEO, ETI Software
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cal Components & Subsystems Division provides FTTx access 
products such as integrated triplexers and diplexers for BPON, 
GPON and GePON splitters. It also offers solutions for the 
metro and long-haul markets. Many of the company’s compo-
nent products apply planar lightwave circuit (PLC) technology 
that integrates 45+ components into a single optical chip to 
support the global rollout of fiber to the home. 

ericsson
www .ericsson .com/us
972-583-0000

Key Products: VDSL2 and FTTx solutions, cables and inter-
connect products, microwave networks, network management 
tools, stations and broadband switches, IPTV middleware

Summary: Ericsson, founded in 1876 and based in Stockholm, 
Sweden (US headquarters are in Reston, Virginia), is a world 
leader in nearly all aspects of telecommunications. Ericsson does 
business in more than 175 countries and is the world’s principal 
supplier of mobile networks. About 50 percent of operators with 
commercial mobile broadband networks have chosen Ericsson 
as their vendor. Ericsson also targets the fixed broadband mar-
ket. Having expanded its fiber portfolio by acquiring most of 
Marconi in 2005 and Entrisphere in 2007, it supplies broad-
band multiservice communications equipment and services to 
fixed network operators. The Ribbonet fiber installation system 
is a flexible and cost-effective method of installing optical fibers 
in all types of networks, including distributed antenna systems. 
The company’s recent acquisitions of Redback Networks and 
TANDBERG Television give it strong positions in the edge 

router and IPTV middleware markets; it has also been success-
ful in markets for VoIP, soft switching and public Ethernet ac-
cess. Ericsson’s services include consulting, systems integration, 
managed services, network deployment and optimization, edu-
cation and technical support services. In June, Ericsson dem-
onstrated the first 10 GPON system for IPTV and introduced 
an 8-port GPON board, effectively doubling its capacity and 
improving cost-effectiveness. Ericsson has more than 70,000 
employees and generated revenue of $27.9 billion in 2007. Net-
works account for about two thirds of Ericsson’s net sales. 

eTi software solutions 
www .etisoftware .com 
770-242-3620 

Key Products: Software for managing telecommunications 
systems, including integrated billing and OSS/provisioning 
automation systems; digital/analog ad insertion platform; and 
prepaid subscriber services management system 

Summary: Founded in 1992 and headquartered in Atlanta, 
Georgia, ETI Software Solutions is a developer of software 
products deployed by more than 100 utility systems and tele-
communications service providers serving millions of subscrib-
ers worldwide. Triad billing and OSS systems offer the ability to 
fully automate provisioning of FTTH, DSL, IPTV, RF video, 
and softswitches. Optional fully integrated modules for Triad 
include order entry/rating, work order management/schedul-
ing, and reporting and billing functionality (Triad énconcert) 
to support advanced telecommunications services providers. 
Since Triad’s debut in 2004, it has been deployed in 30 systems, 
including many of the nation’s largest FTTH services provid-
ers. Recent deployments include two municipal FTTH systems 
– Wilson, North Carolina, and Clarksville, Tennessee.  

eXfo electrical optical engineering
www .exfo .com
418-683-0211; 800-663-3936

Key Products: Portable test and measurement solutions in 
the telecom industry and next-generation network testing and 
monitoring applications

Summary: EXFO, based in Quebec, Canada, provides porta-
ble test and measurement solutions for the telecommunications 
industry as well as next-generation network testing and moni-
toring applications. The telecom division, representing about 
85 percent of the company’s business, offers a full range of test 
solutions and monitoring systems to network service provid-

“Testing of network systems and 
deployed services is no longer 
a routine task within a service 

providers’ operational structure – 
it is a strategic imperative.  

Testing and validation,  
both pre- and post-deployment, 
directly impact subscriber churn 

and revenue potential.” 
— Sean Yarborough, director of strategy, 

business development and  
field test solutions, Spirent
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ers, cable TV operators, network equipment manufacturers 
and component manufacturers in about 70 countries. EXFO’s 
modular AXS-200, FTB-200, FTB-400, IQS-600 (Windows/
PC-based) and InterWatch platforms host a wide range of test 
solutions covering all layers of network infrastructure and ex-
tending across the full technology lifecycle. Earlier this year 
EXFO acquired Brix Networks, expanding its expertise in IP 
service assurance technology, and Navtel Communications, a 
provider of Internet Protocol Multimedia Subsystem (IMS) 
and VoIP test solutions for network equipment manufacturers 
and network service provider labs. 

fiberZone networks 
www .fiberzone-networks .com
301-941-1928

Key Products: Fiber management systems

Summary: FiberZone Networks provides Automated Fiber 
Management (AFM) solutions that allow facility operators to 
deliver new fiber-based services, design and operate networks 
efficiently and flexibly, and improve customer service and net-
work uptime. The foundation of AFM is FiberZone’s patented 
Latched Optical Coupling, which delivers remote control and 
automation to the fiber infrastructure while maintaining the 
attributes and reliability of a manual patch panel. FiberZone 
AFM enables network operators to provision, manage and 
troubleshoot networks end-to-end without having to perform 
on-site servicing. According to the company, FiberZone’s plat-
forms enable improved levels of service and fewer network 
faults, lowering total cost of ownership of the fiber infrastruc-
ture. The FiberZone AFM technology also enables carriers to 
generate new revenue streams through on-demand service pro-
visioning. FiberZone Networks is one of the charter members 
of the Advanced Fiber Connectivity and Switching Forum 
(AFCS) formed in June 2008. Founded in 2003, the company 
is privately held with offices in the United States and Israel.

foxcom 
www .foxcom .com 
609-514-1800 

Key Products: Broadband fiber optic MDU distribution 
systems for video, voice and data; satellite downlink signal 
transport over fiber 

Summary: Foxcom, a division of OnePath Networks, provides 
fiber optic solutions to the MDU first-mile access market and 
the professional satellite earth station and video distribution 
markets. Founded in 1993, Foxcom has two product lines: 

“Network traffic will continue to increase due to the growing usage of 
bandwidth-intensive applications, and service providers are going to see 

deep packet inspection become absolutely necessary for them in order 
to have the accurate information they need to optimize their networks, 

create new services, and provide a better overall quality of  
experience for their users.” 

— Jon Linden, vice president of global marketing, Procera Networks

Video Programming aggregators 
(Linear, VoD and interactive) 

company name  web address
4Com www .4com .com

Accedo Broadband  www .accedobroadband .com

Avail Media www .availmedia .com

Cloverleaf Digital www .cloverleafdigital .com

CSI Digital www .csidigital .net

DiRecTV www.directv.com
Dish network commercial. 

 dishnetwork.com
HITS Quantum www .hits .com

KT Communications  www .ktcom .tv

National Cable Television  
Cooperative www .cabletvcoop .org

National Rural  
Telecommunications  
Cooperative www .nrtc .coop

SES Americom/IP-Prime www .ip-prime .tv

Skyway Connect www .skywayconnect .com

Telechannel www .telechannel .tv

TVN Entertainment  
Corporation www .tvn .com
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point-to-multipoint distribution platforms for the MDU and 
first-mile access market, and point-to-point transport of sat-
ellite signals in Earth stations, broadcast facilities, cable TV 
headends and other satellite gateway applications. In 2008 
Foxcom launched products for both the PCO and the satel-
lite communications markets: the BsmarTV suite, an MFH-2-
ready, triple play deployment platform for the former, and Sat-
Light/Platinum, an SNMP-based technology enabling instant 
RF and fiber optic link control and monitoring via a card level 
LCD display, for the latter. Foxcom has sales and marketing of-
fices in Princeton, New Jersey, supporting customers in North 
and South America, as well as a new office in Durban, South 
Africa, to facilitate technical and customer support on the Af-
rican continent. European operations are handled out of the 
UK offices. Foxcom’s research and manufacturing is centered 
in Israel, which also supports sales in Europe and Asia. Foxcom 
revenues for 2007 grew by more than 25 percent. The company 
has 50 employees worldwide. 

Graybar
www .graybar .com
800-GRAYBAR (472-9227)

Key Products: Fiber connectors, couplers, housings, panels, 
splice trays, fusion splicers, cleaners, test equipment, VAR 
services

Summary: Graybar, a Fortune 500 company, specializes in 
supply chain management services and is a leading North 
American distributor of high-quality components, equipment, 
and materials for several industries. With over $5.25 billion in 
revenue in 2007, Graybar employs approximately 8,600 people 
at more than 250 distribution centers throughout the US, Can-
ada and Puerto Rico. It is one of North America’s largest em-
ployee-owned companies. Established in 1869, Graybar stocks 
and sells hundreds of thousands of items from thousands of 

manufacturers, and can procure, warehouse and deliver almost 
any kind of electrical, communications or data product, com-
ponent or service. Fiber connectivity solutions represent a fast-
growing area in its catalog. Through its distribution network 
and value-added services, including kitting and integrated so-
lutions, Graybar is helping its customers power and network 
their facilities.  

Great Lakes Data systems
www .glds .com; www .cablebilling .com
800-882-7950

Key Products: Billing and provisioning software for cable 
TV, Internet, VoIP, pay-per-view, video on demand and other 
broadband services

Summary: Great Lakes Data Systems was founded in 1980 
by cable professionals to meet the cable industry’s need for re-
liable, intelligently designed billing software. Customers are 
primarily small to midsized cable companies – ranging from 
startup operations to systems with more than 350,000 sub-
scribers – but also include fiber-to-the-home providers, includ-
ing a recent deployment with the municipal FTTH system in 
Tullahoma, Tennessee. Up to 46,000 services such as VoD and 
PPV can be itemized on a single monthly subscriber bill. The 
company’s two largest offices are in Carlsbad, California, and 
Beaver Dam, Wisconsin, but it operates in 49 states, Puerto 
Rico, the Virgin Islands, and 30 other countries. Key products 
include WinCable, for cable billing and subscriber manage-
ment, and WinVoIP, which can provision, import, consolidate, 
manage, report, and bill call detail records from most inte-
grated VoIP vendors’ packages. The GLDS SuperController II 
add-on for pay-per-view can be used along with other billing 
software, and interfaces with most headend equipment and set-
top boxes. GLDS also sells hosted solutions for providers who 
choose not to run billing and provisioning systems in-house. 

Greenfield communications 
www .egreenfield .com 
949-248-8898

Key Products: FTTH design and construction; service 
provider for voice, video, high-speed data and community 
Intranet services

Summary: Based in Southern California, Greenfield Commu-
nications Inc. was formed in 2001 to provide turnkey fiber-
to-the-home solutions for developers of new master-planned 
residential communities. The company has 11 active FTTH 
projects and more than 6,000 customers throughout Califor-
nia and Arizona. Greenfield is currently designing eleven more 
communities and has secured contracts for an additional 22 

“Consumers want more 
bandwidth for new and 

innovative online programs and 
because of this we have seen 

customer demand for Internet 
bandwidth grow by nearly 50 

percent  per year and expect that 
number to increase at an even 
greater pace moving forward.” 

— Steve Oldham, CEO, SureWest
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projects representing more than 250,000 homes. Greenfield 
Connect, a division of Greenfield Communications, provides 
low-voltage structured wiring, home entertainment and au-
tomation packages, and security monitoring. Last year, the 
company announced a distribution agreement with VUDU 
to deliver video-on-demand services to its southern California 
and Arizona customers starting in the fourth quarter of 2007. 
Greenfield will market VUDU to its existing customers, install 
the equipment and provide hands-on tutorials. 

GVTc
www .gvtc .com 
800-367-4882

Key Products: Video, high-speed Internet, security, local and 
long-distance telephone and advanced data services

Summary: GVTC was formed as a telephone cooperative in 
1951 to provide phone service to rural residents of Central and 
South Texas. Today it provides a wide range of services to more 
than 41,000 customers in 11 counties across an area that covers 
approximately 2,000 square miles. GVTC provides high-speed 
Internet, digital TV, phone service and home security monitor-
ing. It was the first telecommunications entity to provide fiber-
to-the-home technology in South Texas. Today, GVTC’s ex-
panding services also include high-definition TV, digital video 
recorder, video on demand, local and unlimited long-distance 

“As service providers pursue 
new revenue streams in a 

highly competitive market, 
finding simple service delivery 

platforms that enable seamless 
deployment will be key. Providers 
must utilize systems that enable 

remote service activation and 
troubleshooting to minimize 

operational costs. The bottom 
line for the service provider is cost 
of service and the bottom line for 

the homeowner is the same.”
— Wayne Williams, CEO,Telect

network Planning, Design, engi-
neering, construction 

(excludes companies that only build networks 
they will own and manage.)

company name  web address
180 connect (DiRecTV) www.180connect.net
adesta www.adestagroup.com
afL Telecommunications www.afltele.com
atlantic  

engineering Group  www.atlantic- 
 engineering.com

corning cable systems www.corning 
 cablesystems.com

Design nine www.designnine.com
DSI Technologies www .dsifiber .com
eMBaRq Logistics  

(eMBaRq www.embarq 
 logistics.com

emerson network  
Power www.emersonnetwork 
 power.com

Fiber-Tel Contractors www .fibertel 
 contractors .com

Gibson Technical Services www .gibsontech .com
Greenfield  

communications www.egreenfield.com
Harmonic www.harmonicinc.com
infinisys electronic  

architects www.electronic 
 architect.com

Inteleconnect www .inteleconnect .com
kis communications www.kis-comm.com
LTs Group www.ltscompany.com
Michels communications www.michels.us
MPNexlevel .com www .mpnexlevel .com
Multicom www.multicominc.com
ofs www.ofsoptics.com
on Trac www.ontracinc.net
Source Technology www .source-t .com
Steeplechase Networks www .scnets .com
TCS Communications www .tcscomm .com
Team fishel www.teamfishel.com
Telect  www.telect.com
Tellabs www.tellabs.com
Tetra Tech www.tetratech.com
US Metronets www .usmetronets .com
Zoomy communications www.zoomyco.com
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calling plans, voice mail systems, fiber-to-the-premises business 
service, and voice over IP in some areas. GVTC is in the midst 
of a five-year, $35 million FTTH expansion project, which 
is replacing copper lines with fiber connections in most of its 
established communities. Because the company is a nonprofit 
entity, any telephone-related revenues over and above operating 
expenses are allocated to member-owners in the form of capital 
credits. For the year 2007, GVTC generated a record-setting 
capital credit payout of nearly $5 million. 

Harmonic 
www .harmonicinc .com 
800-788-1330; 408-542-2500 

Key Products: Digital video and fiber optic systems for net-
work operators 

Summary: Harmonic provides digital video, broadband optical 
networking and IP delivery systems to cable, satellite, telecom, 
Internet and broadcast network operators. Its open standards-
based solutions for the headend through the first mile enable 
operators to offer services such as video on demand, high-defi-
nition digital television, VoIP and, of course, high-speed Inter-
net access. Headquartered in Sunnyvale, California, Harmonic 
also offers services including network planning, system/net-
work management, middleware integration and training. Har-
monic maintains R&D, sales and system integration centers 
worldwide. In 2007, it generated revenues of $312 million and 
employed more than 660 people. Harmonic’s customers include 
Cablevision Systems, Charter Communications, Comcast, Cox 
Communications, DIRECTV, EchoStar, Hearst-Argyle, In-
sight Communications, SES AMERICOM, Sinclair Broadcast-
ing, Time Warner Cable and Yahoo! International customers 
include Aliant, Bell ExpressVu, Canal Plus, Hong Kong Cable 
Television, Ono, PCCW, SaskTel, SkyPerfectTV, Sun Direct 
TV, T-Online (Germany and France), Telefonica, Tiscali UK, 
and Virgin Media. 

Hiawatha Broadband communications 
www .hbci .com 
888-474-9995

Key Products: Internet, cable television, telephone and wire-
less services

Summary: Founded in 1997, Hiawatha Broadband Com-
munications (HBC) offers residential, business and wholesale 
television; Internet; telephone; and media production services 
in southeast Minnesota. Wireless services will be added soon. 
HBC operates both hybrid fiber/coax and fiber-to-the-home 
networks, and has just begun to activate three new fiber-to-
the-home communities in the towns of Rollingstone, Stockton 

and Lewiston. HBC provides a complete video service selec-
tion of more than 100 TV channels (including high-definition 
programming), digital music, pay-per-view (where available), 
and extensive local programming produced by HBC Produc-
tions. Digital video service is available in nine service areas. 
The company has 60 employees, seven retail communities and 
a wholesale division. Annual revenues are $12 million. 

Hitachi Telecom (Usa) inc.
www .hitel .com
770-446-8820

Key Products: Optical access solutions, optical transport 
equipment, electronic and optical components, wireless 

Summary: Hitachi Telecom develops and manufactures opti-
cal access equipment, including GPON FTTP solutions, and 
markets them to customers including telecommunications ser-
vice providers, cable television service providers, municipalities 
and real estate developers. In June, 2008, Hitachi announced 
the Node+Zero family of products, designed to support target-
ed fiber-to-the-premises implementations for cable TV network 
operators. The company also offers ultra-high-speed optical 
networking equipment such as DWDM and SONET systems, 

“As the network moves toward 
a pure-packet model, we’re 
seeing the true potential for 

rapid growth and innovation in 
the next generation of access 
technologies. In addition to 

simpler management of  
high-performance networks, 

pure-packet convergence 
combined with more intelligent 

edge access presents a new 
world of enriched media, service 

differentiation and hyper-
interactivity at the content layer.” 

— Mory Ejabat, chairman and CEO,  
Zhone Technologies 
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and multicarrier power amplifiers for wireless infrastructure ap-
plications. Hitachi Telecom (USA), headquartered in Norcross, 
Georgia, is a subsidiary of Hitachi Communication Technolo-
gies Ltd. and Hitachi Ltd. of Japan. Hitachi Ltd. has approxi-
mately 390,000 employees worldwide and in fiscal 2007 (ended 
March 2008) generated sales of $112 billion. Hitachi Ltd. is 
ranked No. 3 in the electronics, electrical equipment category 
of the Fortune Global 500 for 2007, and 48th overall. 

ineoquest 
www .ineoquest .com 
508-339-2497

Key Products: IPTV/IP/SDV video quality assurance  
technology

Summary: Established in 2001, IneoQuest is a privately held 
company based in Mansfield, Massachusetts, with 115 employ-
ees. Its IPTV/IP Video/SDV quality assurance technology in-
cludes solutions that audit, monitor, analyze and troubleshoot 
digital video from the set-top box to the headend, enabling cus-
tomers in the telephony, cable, broadcast and network equip-
ment industries to improve video quality and reduce operating 
expenses. IneoQuest’s IQPinPoint platform encompasses video 
test and analysis solutions including the Cricket, a remote vid-
eo quality monitoring and service assurance troubleshooting 
tool that enables video network operators to analyze, debug 
and resolve video quality and MPEG errors. IneoQuest also 
offers iVMS, an end-to-end IP video quality management sys-
tem. iVMS delivers a complete view of the health of an IPTV 
network along with rapid, practical, isolation and remote trou-
bleshooting. iVMS integrates with IneoQuest hardware probes 
and analyzers. 

infinisys electronic architects
www .electronicarchitect .com
386-236-1500

Key Products: Multifamily telecommunications network 
design, technology amenity engineering, FTTA Fiber-to-
the-Apartment system, technology assessments, strategic 
technology planning, low-voltage system integration,  
in-building wireless/cellular networks, resident technical 
support services, product design services, service provider 
contract negotiations, project management, social media 
marketing campaigns 

“Our broadband industry is 
experiencing exciting growth 

as bandwidth, telecommuting 
and WiFi put more demand on 

network infrastructures. Quality 
of connectivity, along with test 
and measurement, has never 
been more in the forefront.”

— Michael Hushaw, vice president 
operations, Westek Electronics

fiber-to-the-Home electronics  
(central office and/or  

customer Premises equipment)

company name  web address
aDTRan www.adtran.com
afL Telecommunications www.afltele.com
alcatel-Lucent www.alcatel-lucent.com
Allied Telesis www .alliedtelesis .com

alloptic www.alloptic.com
aurora networks www.aurora.com
calix www.calix.com
cisco systems www.cisco.com 

ECI Telecom www .ecitele .com

ericsson www.ericsson.com 
Hitachi Telecom www.hitel.com
Motorola www.motorola.com
nokia siemens  

networks www.nokiasiemens 
 networks.com

occam networks www.occam 
 networks.com

Packetfront www.packetfront.com
Pannaway networks www.pannaway.com
Pacific Broadband  

networks www.pbnamericas.com
Telco systems www.telco.com
Tellabs www.tellabs.com
TXP corporation www.txpcorp.com
UTStarcom www .utstar .com

wave7 optics  
(enablence) www.wave7optics.com

World Wide Packets (Ciena) www .wwp .com

Zhone Technologies www.zhone.com
ZyXeL communications www.us.zyxel.com
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Summary: InfiniSys helps multifamily developers and proper-
ty owners leverage technology to differentiate their communi-
ties. As independent technology advisors, the company creates 
comprehensive, standards-based amenity solutions for new and 
existing apartments, condominiums, student housing, mixed-
use developments and master-planned communities. InfiniSys 
also represents developers and property owners in negotiations 
with service providers and contractors. Most recently, it has 
been creating social media and online marketing campaigns 
that enable property owners to engage residents and connect 
communities. InfiniSys also works with electronics manufac-
turers and service providers to create new product and service 
offerings. Headquartered in Daytona Beach, Florida, InfiniSys 
has 15 full-time employees.

JDsU
www .jdsu .com
408-546-5000

Key Products: Fiber optic communications components and 
testing equipment including attenuators, circulators, couplers/
splitters/WDMs, detectors/receivers, transmission, amplifica-
tion, wavelength management modules, circuit packs, optical 
test platform

Summary: JDSU is a leading provider of optical products and 
test and measurement solutions for telecommunications service 
providers, cable operators and network equipment manufactur-
ers. It provides the building blocks required for Agile Optical 
Networks (AONs) – enabling systems that can be managed 
remotely and respond dynamically to changes in network traf-
fic patterns. JDSU’s technology portfolio is also central to ap-

plications such as semiconductor manufacturing, document 
authentication, brand protection, biotechnology and decorative 
effects. JDSU was formed in 1999 with the merger of JDS Fitel, 
known for its passive optical components, and Uniphase Cor-
poration, known for its active components and lasers, and it has 
acquired 26 companies since then. JDSU is now one of the larg-
est providers of fiber optic test solutions in the world, thanks to 
its acquisitions of Westover Scientific Inc., Innocor, Casabyte 
Inc., Test-Um Inc., and Acterna. With sales and distribution in 
more than 160 countries, JDSU serves an expanded customer 
base that includes the largest 100 telecommunications and cable 
services providers and system manufacturers worldwide. Based 
in Milpitas, California, JDSU has 7,000 employees dedicated 
to broadband and optical innovation in the communications, 
commercial and consumer markets. Revenue was more than 
$1.39 billion for the fiscal year ending June 30, 2007. 

kabel-X
www .kabelxusa .com
305-392-4123

Key Products: Patented system that extracts copper core from 
cable and allows it to be replaced with fiber optic cable 

Summary: Kabel-X’s process, which is patented in more than 
120 countries, accelerates fiber conversion without having to 
excavate and disturb neighborhoods. A biodegradable fluid is 
injected into one end of an exposed cable. The core is then 
extracted and a fiber cable is inserted into the core area. The 
old copper can be recycled, adding another cost advantage to 
a method that is more efficient and less disruptive than tradi-
tional methods of replacing copper with fiber optic cabling. 
Kabel-X USA, which has 20 employees, was formed in 2006 
and the system was beta tested in North America in 2007. The 
first US deployment is planned for fall 2008. 

kis communications
www .kis-comm .com
731-986-0178

Key Products: Engineering and technical services for broad-
band and wireless service providers

Summary: KiS Communications is an engineering and techni-
cal services company serving broadband service providers. KiS 
engineers, installs, activates and maintains advanced commu-
nications systems using HFC, wireless and FTTH. Technical 
services include headend/hubsite integration and outside plant. 
FTTH-specific services include both inside and outside plant 

“Research and development 
is always well ahead of actual 

product delivery. The secret 
is that there is no secret. 

Relationships with our customers 
help define the products we 

develop. But there is a core to 
what we do, certainly, and that 

core is software. Tomorrow’s 
broadband products will be 

absolutely driven by software.”
— Pete F. Daly, Jr., SVP for sales and 

marketing, Blonder Tongue Laboratories
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work, ranging from installation of fiber gateways to fiber back-
haul for cable companies and telcos. KiS can provide FTTH 
construction and installation services for any size project. The 
company’s clients include Cox Communications, Time Warner 
Cable, Jackson Energy Authority, Reserve Telephone, Grande 
Communications and Trillion Wireless. 

Leviton Manufacturing
www .leviton .com
718-229-4040

Key Products: Premises wiring, outside plant, central office 
solutions and home automation products

Summary: Founded in 1906, Leviton Manufacturing is lo-
cated in Little Neck, New York, and provides voice, data and 
home networking products for industrial, commercial, OEM 
and residential markets as well as basic electrical infrastructure 
and energy management products. Leviton takes fiber con-
nectivity all the way from the central office to the jack inside 
the house, with fiber-to-the-home solutions including optical 
distribution cabinets, pedestals, drop terminals, network inter-
face devices, fiber optic enclosures, optical splice components 
and accessories and fiber optic cable assemblies. The voice and 
data division produces both fiber and copper products at its 
manufacturing complex in Bothell, Washington. Residential 
structured cabling and home control products are offered to 
builders and homeowners through Leviton Integrated Net-
works and Controls. In January 2007, Leviton joined forces 
with Microsoft to offer homeowners a way to remotely control 
lighting and other Z-Wave-enabled home automation schemes 
using many popular consumer electronic products. This year, 
Leviton acquired ControlThink, a home and building control 
software and services company. 

LTs Group
www .LTSCompany .com; www .mycomspan .com
858-566-6030

Key Products: Development, design, deployment, main-
tenance and operation of fiber-to-the-premises and other 
broadband communications networks

Summary: Headquartered in San Diego, California, the LTS 
Group has experience in the fiber-to-the-premises sector as both 
an equity investor and professional services firm. The Com-
munity Networks Group specializes in system design, devel-
opment, deployment and operation of triple-play networks in 
underserved rural communities, and also develops triple-play 
networks for property developers and for communications lo-
cal exchange carriers. The Systems Architecture Design & In-
tegration Group designs communications systems for GPON 

networks including IPTV video components, and provides 
proof-of-concept testing to validate advanced fiber optic tele-
com products and services. The Infrastructure Services Group 
performs engineering, permitting, design, CADD, site devel-
opment, construction fabrication, construction management, 
inspection services, and test and turnup support. The Managed 
Technical Services Group provides OSP and ISP maintenance, 
electronic installation, infrastructure emergency restoration 
and installation/repair of IPTV, POTS and DSL for residences 
and businesses.. In 2007, the LTS Group acquired ComSpan 
USA, a local telecommunications operator based in Roseburg, 
Oregon, to form ComSpan Communications, an advanced 
full-service FTTP network operator in Oregon with a strategy 
of expanding into neighboring states. ComSpan now oper-
ates four fiber-to-the-home networks in addition to its original 
Roseburg network. LTS now has more than 200 employees. 

Metaswitch
www .metaswitch .com
510-748-8230

Key Products: MetaSwitch Class 4/5 softswitch, MetaSphere 
application suite, MetaView network management system 

“Let’s take a look at what 
is happening in 2008: 

telecommuting (if you are lucky, 
considering $4 per gallon for gas); 

Netflix and YouTube delivering 
video over the Net; FaceBook 

and MySpace keeping everyone 
in touch; and my little home of 
three people  uses  40+ GB per 

month and our usage continues 
going up, up, up. Bandwidth is 

the lifeblood of our economy and 
society. Our clients understand 
that and AEG understands it.”

— John Toccalino, president and CEO,  
Atlantic Engineering Group
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Summary: MetaSwitch provides switching and applications 
solutions for both packet- and circuit-switched networks. Its 
MetaSphere applications suite enables a broad set of hosted IP 
communications solutions, while its core session control and 
media/signaling gateway products support Class 4/5 softswitch 
capabilities and its MetaView system simplifies network man-
agement with features like fault management and integrated 
provisioning. Based on open standards including IP Multi-
media Subsystem (IMS), MetaSwitch solutions scale from a 
few hundred to millions of subscribers in both integrated and 
distributed configurations. MetaSwitch has more than 500 de-
ployments in North America, the Caribbean, Latin America 
and Europe, ranging from Tier 1 global carriers to regional 
service providers and including operators of wireline, cellular, 
broadband wireless, cable and fiber networks. In 2007 Meta-
Switch represented 75 percent of its parent company’s revenues 
of $101.8 million, with profits increasing 54 percent from 
the previous year to $21.1 million. The company recently an-
nounced investment funding from Francisco Partners and Se-
quoia Capital, as well as several new major customers. New ap-
plications include CommAssistant, a desktop call management 
application; a solution to simplify carrier deployment of SIP 
devices; and an enhancement to MetaView that includes real-
time voice quality monitoring and advanced call diagnostics. 

Michels communications
www .michels .us
920-583-3132

Key Products: Fiber optic network design and construction

Summary: Michels Communications specializes in fiber optic 
network construction in all sectors of the telecommunications 
industry, from local telephone and long distance companies 
to cable TV providers, education and the enterprise sectors. 
It is one of 15 divisions of the Brownsville, Wisconsin–based 
Michels Corporation, an international engineering and con-
struction contractor serving the energy, transportation, tele-
communications and utility construction industries. The firm 
started in pipelines in 1959, and entered the communications 
industry four years later. It was one of the first to construct 

fiber lines, in 1983. McGraw-Hill’s Engineering New-Record 
has rated Michels as one of the top 10 utility contractors in the 
United States. Another related division is Mi-Tech Services, a 
full-service engineering firm offering FTTx solutions including 
cable restoration, outside plant planning and design, project 
management and right-of-way acquisition.

Motorola Home & networks Mobility and Government 
& Public safety
 www .motorola .com
Motorola Home & Networks Mobility Broadband Solutions: 

888-944-HELP
Motorola’s Government & Public Safety Wireless Broadband: 

866-515-5825

Key Products: Broadband, video and access technologies 
including fiber-to-the-home solutions, metro WiFi, modems, 
VoIP, home entertainment, monitoring and networking

Summary: Motorola Home & Networks Mobility delivers 
advanced broadband services over copper, fiber optic, xDSL, 
hybrid fiber coax and wireless networks. Fiber-to-the-home 
solutions include GPON central office and customer-premises 
equipment. The company’s digital video headend technology 
feeds more than 80 million homes worldwide, targeting home 
networking solutions and services to unite business solutions 
with work-at-home requirements. Motorola’s Government & 
Public Safety wireless broadband portfolio, which is designed 
for performance, reliability and interconnectivity indoors and 
out while delivering IP coverage to virtually all spaces, includes 
mesh, canopy, point-to-point, point-to-multipoint, broadband 
over powerline and WiMAX solutions for private and public 
networks. The newest addition to the portfolio, One Point 
Wireless Suite, offers software products for designing, deploy-
ing and managing outdoor wireless networks. In 2007, Mo-
torola had sales of $36.6 billion. 

“We continue to be optimistic about the future of true broadband 
deployments with fiber-deep architectures. The momentum that started 
in Japan a few years ago has clearly gained traction in the United States 
and is spreading across the globe now to countries in Europe and Asia. 
Leading carriers are setting the pace by utilizing new technologies that 

reduce the cost of deployment.”
— Clark Kinlin, president and CEO, Corning Cable Systems
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MRV communications
www .mrv .com
800-338-5316 

Key Products: DWDM, CWDM, switching, routing, free-
space optics, out-of-band networking, VDSL, MPLS, compo-
nents, and network management

Summary: MRV Communications is a provider of network 
equipment and services and optical components. The compa-
ny’s networking business provides equipment used by commer-
cial customers, governments and telecommunications service 
providers and includes switches, routers, physical layer prod-
ucts and out-of-band management products as well as special-
ized networking products for aerospace, defense and other ap-
plications including voice and cellular communication. MRV’s 
optical components business provides optical communications 
components for metropolitan, access and fiber-to-the-premises 
applications through its wholly owned subsidiary Luminent-
OIC Inc. In April 2008, MRV announced the TereScope TS-
10GE, the industry’s first wireless 10-Gigabit Ethernet system. 
The company also announced that Japanese telecommunica-
tions service provider Softbank Telecom Corp. has chosen the 
Fiber Driver optical multiservice platform as the basis for its Ja-
pan-wide ATM access network and has completed the deploy-
ment across the country. MRV markets and sells its products 

worldwide through a variety of channels, including a dedicated 
direct sales force, manufacturers’ representatives, value-added 
resellers, distributors and systems integrators. MRV’s European 
operations provide network system design, integration and dis-
tribution services. Publicly traded since 1992, MRV reported 
2007 revenues of $448 million. 

Multicom
www .multicominc .com
800-423-2594

Key Products: Fiber optic cables, connectors, receivers, trans-
porters, amplifiers, attenuators, enclosures, splitters, splicers, 
tools, coaxial cables, hybrid fiber and coax systems, optoelec-
tronics, design, and VoIP services

Summary: Multicom is a manufacturer and full-line stocking 
distributor of broadband products for end-to-end integration 
of communications solutions. Established in 1982, Multicom 
has a multimillion-dollar inventory, stocking more than 7,000 
products from more than 85 of the world’s major manufactur-
ers. These products are used to acquire, process and distrib-
ute audio, video, television and data signals over fiber optics, 
copper, and coax cable. The company offers versatile solutions 
for FTTx, MFH-2 and the digital transition. Multicom’s de-
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sign and engineering team has worked throughout the United 
States, Latin America, Spain, Portugal and Europe. Recent de-
sign projects include the Madeira Condominiums on Marco 
Island, Florida; the Norris Inpatient Tower in University of 
Southern California University Hospital in Los Angeles; the 
Puerto Rican Convention Center in San Juan; the National 
Park Seminary in Washington, DC; and the Ohio Reforma-
tory for Women in Marysville, Ohio. Multicom is headquar-
tered in Orlando, Florida, and maintains sales offices, rep 
agencies and subdistributors throughout North America and 
Latin America. 

Multilink 
www .multilinkone .com 
440-366-6966 

Key Products: Network power supplies, enclosures and 
cabinets; fiber distribution and cable management solutions; 
MDU enclosures; raceway and pathway solutions 

Summary: Multilink, which was founded in 1983, continues 
to evolve from a manufacturer of telecommunications network 
components to a worldwide supplier and integrator of end-to-
end bundled solutions. The company’s customers include in-
dependent telcos, regional Bell operating companies, utilities, 
local area network providers and cable TV MSOs. Products are 
designed to meet the needs of both legacy plant and new tech-
nology applications; the company’s new product development 
has been focused on fiber optic–based solutions. Based in Elyr-
ia, Ohio, Multilink is privately owned and has 135 employees.  

nokia siemens networks 
www .nokiasiemensnetworks .com 
404-257-4000 

Key Products: Fixed and mobile network infrastructure and 
services driving IP convergence and providing end-to-end 
solutions 

Summary: Nokia Siemens Networks, which began opera-
tions in April 2007 by combining Nokia’s Networks Business 
Group with the carrier-related businesses of Siemens Com-
munications, is a top-three supplier of communications infra-
structure with strong end-to-end convergence capabilities. Its 
Broadband Access Division offers DSLAMs, carrier switches, 
access switches, narrowband/multiservice solutions and passive 
optical network (PON) solutions. PON solutions include both 
GePON and GPON technologies and allow for different archi-
tectures, such as fiber to the curb, building or home, as well as 
hybrid DSL/FTTC solutions. Nokia Siemens Networks, which 
is headquartered in Espoo, Finland, and has about 58,000 em-
ployees worldwide (5,269 in the US), supports more than 600 
providers and other customers in about 150 countries. It had 

net sales of $19.3 billion (pro forma) in fiscal year 2007. Recent 
announcements included delivery of GePON equipment and 
Ethernet access switches for the expansion of Korea Telecom’s 
fiber-to-the-home network. 

occam networks
www .occamnetworks .com
805-692-2900

Key Products: IP- and Ethernet-based Broadband Loop Car-
rier and related telecommunications access equipment

Summary: Occam Networks’ broadband access solutions em-
power telecommunications service providers to offer IP-based 
triple play services (voice, data and video) over copper and 
fiber. Occam serves more than 280 telcos in North America 
and the Caribbean. Through the use of IP and Ethernet tech-
nologies, Occam enables service providers to build and en-
hance their networks using copper, point-to-point and GPON 
technologies. Occam’s customer list includes US independent 
operating companies, incumbent local exchange carriers and 
competitive local exchange carriers, and it is the leading equip-
ment provider in many of the key markets it serves. Earlier this 
year, Occam announced that FairPoint Communications, the 
eighth largest telco in the US, had selected the company to be 
its lead access equipment partner for a major broadband initia-
tive in northern New England. Other developments at Occam 

“Property developers and owners 
must not only understand the 

electronics and services in their 
buildings, but also how their 
residents interact with those 
amenities and how they use 

the technology to interact with 
others. Convenience and ease 
of use have never been more 

important as features of  
any community’s technology 

amenity package.”  
— Mike Whaling, VP business  

development, InfiniSys
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Networks include the launch of the FTTP Quick Start ser-
vice program designed to help telcos minimize time to rev-
enue, shipment of the two millionth IP-enabled Broadband 
Loop Carrier port, and the deployment of the company’s new 
GPON solutions. In late 2007, Occam completed the purchase 
of Terawave’s GPON assets.

ofs 
www .ofsoptics .com
770-798-5555; 888-342-3743

Key Products: Optical fiber, optical cable, optical connectiv-
ity products including fiber distribution hubs, and specialty 
photonics

Summary: OFS, a Furukawa company, designs, manufactures 
and supplies optical fiber, optical fiber cable, FTTx and optical 
connectivity products and solutions for a wide variety of appli-
cations. Headquartered near Atlanta, Georgia, OFS is a global 
provider with facilities in North America and Europe and sales 
offices around the world. The company’s heritage goes back to 
Alexander Graham Bell and the invention of the telephone, and 
includes technology powerhouses such as AT&T and Lucent 
Technologies. Since 2001 OFS has been a part of Furukawa 
Electric, a global leader in optical communications. Furukawa 
Electric is a multibillion dollar firm founded in 1884. OFS’ key 
brands include the FOX Solution (Fiber Optics to the X), an 
end-to-end FTTx offering to fiber-connect homes, businesses 
and multiple dwelling units; the V-Linx Spool & Play Solu-
tion for MDU applications; the bend-optimized AllWave LEX 
ZWP fiber; the new EZ-Bend Optical Technology that allows 
cables to be bent to a 5 mm radius and be stapled; the ORBIT-
AL fiber management cabinets, and the all-dry Fortex DT and 
AccuRibbon DC cables. OFS can also help optimize network 
designs with its OptiCost FTTx Modeling Services. 

on Trac
www .ontracinc .net
423-317-0009

Key Products: FTTx consulting, design and installation 
services

Summary: On Trac is a communications connectivity compa-
ny providing FTTx contract design, construction, and systems 
management services to the telecommunications industry na-
tionwide. Its corporate headquarters is in Talbott, Tennessee. 
Clients include Dalton Utilities in Dalton, Georgia; Morris-
town Utility Systems in Morristown, Tennessee; Bristol Ten-
nessee Essential Services; Clarksville Department of Electricity 
in Clarksville, Tennessee (with Atlantic Engineering Group); 
Pulaski Electric System in Pulaski, Tennessee; GVTC in New 
Braunfels, Texas; and Outdoor Link (throughout North Amer-

ica). Field and professional services include FTTH splicing and 
installation; mainline fiber splicing; MDU design and instal-
lation; networking for video, voice and data; system audits; in-
ventory control; and scheduling procedures. 

optelian
www .optelian .com
877-225-9428

Key Products: Optical transport systems for access, metro 
and regional networks, test equipment

Summary: With a marketing office in Marietta, Georgia, and 
R&D and manufacturing in Ottawa, Optelian specializes in 
designing and building of ultra-high-bandwidth carrier-grade 
optical transport systems for the telco, CATV and utility in-

customer Premises equipment 
(other Than optical network Terminals) 
includes set-top boxes, modems, routers, resi-

dential gateways, etc.

company name  web address
2Wire www .2wire .com

actiontec www.actiontec.com
Advanced Digital  

Broadcast www .adbglobal .com

Amino www .aminocom .com

aRRis  www.arrisi.com
Aztech www .aztech .com

cisco systems www.cisco.com
Comtrend www .comtrend .com

Eagle Broadband  www .eaglebroadband .com

ECI Telecom www .ecitele .com

Entone www .entone .com

Leviton www.leviton.com
Motorola www.motorola.com
Packetfront www.packetfront.com
Pannaway www.pannaway.com
Pirelli Broadband Solutions www .pirelli .com

Ruckus Wireless www .ruckuswireless .com

Samsung www .samsung .com

Siemens www .siemens .com

Telect www.telect.com
Thomson www .thomson .com

ZyXeL communications www.us.zyxel.com
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dustries as well as for enterprise, educational and government 
markets. The company’s LightGAIN optical transport system 
contains active and passive elements managed by the Light-
GAIN Management System and MGT-100 Management 
card. It includes IPTV transport, GigE extension, regeneration 
(10 Mbps to 10 Gbps) and amplification, OADM, DWDM, 
CWDM, WDM, mode and wavelength conversion, protec-
tion path switching, and splitter technologies supporting up to 
40 Gbps and covering single- to 40-channel deployments. The 
company also provides an extensive selection of optical con-
nectivity solutions and test equipment. Optelian, founded in 
2002, is currently an approved optical transport supplier for 
three of the top seven telcos in the US. It is expanding ag-
gressively overseas, and recently started selling in the Balkans, 
Korea and Nepal.

optical cable corporation
www .occfiber .com
540-265-0690

Key Products: Fiber optic cables

Summary: Optical Cable Corporation is a manufacturer of fi-
ber optic cables primarily sold in the enterprise market, and the 
premier manufacturer of ground tactical fiber optic cable for 
the US military. Founded in 1983, Optical Cable Corporation 
pioneered the design and production of fiber optic cables for 
the most demanding military field applications, as well as fiber 
optic cables suitable for both indoor and outdoor use. The com-
pany’s current broad product offering is built on the evolution 
of these fundamental technologies, and is designed to provide 
end users with fiber optic cables that are easy and economical 
to install, provide a high degree of reliability and offer out-
standing performance characteristics. In June, it purchased the 
Superior Modular Products business unit of Preformed Line 
Products. SMP designs, manufactures and markets copper and 

fiber optic connectivity solutions for the data communications 
market. Optical Cable Corporation sells its products world-
wide for uses ranging from commercial and campus instal-
lations to customized products for specialty applications and 
harsh environments, including military applications. The com-
pany manufactures its fiber optic cables at its ISO 9001:2000 
registered and MIL-STD-790F certified facility located in 
Roanoke, Virginia, New Jersey and Massachusetts, as well as 
in Denmark, Germany and Russia. 

ortronics
www .ortronics .com
877-599-5393

Key Products: Structured wiring, cable and fiber assemblies, 
associated hardware, engineering services

Summary: Ortronics is one of the largest suppliers of prod-
ucts for management of network cable (both copper and fiber), 
and for in-building structured wiring for planned communi-
ties, commercial apartment buildings, MDUs and campus 
environments. The company, originally founded in the US in 
the 1960s, is now a subsidiary of Legrand, based in Limoges, 
France. The combined company’s products (all sold through in-
dependent distributors in the US) include patch panels, patch 
cords, workstation outlets, cable management systems, and 
cross-connect systems for copper and wireless as well as fiber. 
It may have the world’s largest catalog of housing and commer-
cial building products and systems for low-voltage electrical 
installations and broadband networks. Ortronics also partners 
with other Legrand companies like Wiremold, Cablofil and 
OnQ to bring integrated solutions to customers. Operating 
in 70 countries with 2007 sales topping $5 billion, Ortronics/
Legrand has about 35,000 employees, and its catalogs list more 
than 130,000 products.

Pace international
www .paceintl .com 
507-288-1853; 800-444-7223 

Key Products: Products for commercial-grade satellite TV, 
cable TV, home theater and audio along with installation 
tools and supplies; technical support and training 

Summary: Pace provides comprehensive solutions for the de-
livery of broadband services and DIRECTV content for com-
mercial and multifamily properties. Its customized systems 
include DIRECTV’s MFH2 and MFH3 solutions over fiber. 
Pace supports the installation of these systems with techni-
cal support, automated systems tools and materials. Pace’s 
online ordering site, eDistribution, allows customers to view 
and request system designs, track shipments, view inventory 
levels, review their accounts and order components 24 hours 

“Cable operators and carriers of 
all sizes are looking to increase 

revenue from their current 
broadband infrastructure while 

building a next-generation 
strategy that is relevant to their 
current network architectures 

and the business challenges  
they face today.”

— John Lazar, president and  
COO, MetaSwitch
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a day. Pace also provides specialized training at its new train-
ing center in Denver, Colorado. Classes include RF and fiber 
distribution, lead classes on SBCA fundamentals, essentials of 
MDU/SMATV, and MFH1 and MFH2 certifications as well 
as courses in fiber optics. Based in Rochester, Minnesota, Pace 
International services customers in all 50 states and Canada. 

Pacific Broadband networks 
www .pbnamericas .com
703-579-6777 x567

Key Products: Ethernet and RF optical products to sup-
port FTTx and HFC, network design and construction and 
field maintenance services, including turnkey projects and 
networks for special events

Summary: Founded in 1981 as MMT Australia to focus on 
leading-edge broadband transmission technology, the company 
provided Telstra Australia with advanced fiber optic transmis-
sion products for CATV and narrowcasting, and (with NEC) 
was the first company in Australia to offer optical fiber to the 
home. Pacific Dunlop acquired MMT in 1994 and formed Pa-
cific Broadband Networks as a specialized division. In 1997, 
two of the original MMT founders re-acquired PBN from 
Pacific Dunlop. The company has about 70 employees, with 

offices in Australia, China, Korea and Malaysia together with 
distributors in the US (in Blacksburg, Virginia), Europe and 
Southeast Asia. China is its biggest market. PBN supplies such 
products under its Light Link brand as GePON optical  line 
terminals and optical network terminals; RF and optical de-
sign services; single or multichannel video, audio contribution 
or distribution links; 1310 nm and 1550 nm optical lasers, ED-
FAs, couplers, CWDM and WDM; optical satellite transmis-
sion solutions; and a comprehensive range of HFC products.

Packetfront
www .packetfront .com
603-888-5100

Key Products: Integrated control and service provisioning 
system, subscriber management software, routers, home 
gateways

Summary: A pioneer in open-access broadband networking, 
PacketFront develops advanced purpose-built solutions for 
fiber-to-the-home networks. PacketFront enables fully au-
tomated networks where many service providers can deliver 
competing services over a shared infrastructure. The company 
is committed to advancing technical and business innovation 
for open-access networks. PacketFront’s products include the 
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BECS control and provisioning system, Advanced Services 
Routers (ASRs), the SMT subscriber management tool, the 
HMT helpdesk management tool, and premise-placed multi-
service switches (DRGs). PacketFront has over 75 commercial-
ly deployed networks worldwide, including some of the largest 
city network deployments. Headquartered in Stockholm, Swe-
den, PacketFront recently moved its North American facility 
to Denver, Colorado. PacketFront also operates branch offices 
in the Netherlands, Norway and China. 

Pannaway networks
www .pannaway .com
603-766-5100

Key Products: Ethernet-based access products, optical line 
terminals, optical network terminals, ADSL equipment, IP 
chassis (MSAP), broadband network management

Summary: Founded in 2002 and located in Portsmouth, New 
Hampshire, Pannaway Networks delivers broadband access 
solutions that enable its 300-plus telecommunications service 
provider customers to seamlessly evolve their legacy networks 
to Ethernet and IP. Pannaway’s Service Convergence Network 
architecture is designed to help service providers compete more 
effectively and ensure a next-generation network that will sup-
port emerging bandwidth-intensive services and applications 
for decades to come. Pannaway’s family of Ethernet-based ac-
cess and network management products enable telcos to deploy 
services including DSL, FTTP (via Active Ethernet or GPON), 
VoIP, IPTV and Business Broadband. The company’s flagship 
Multi-Service Access Platform (MSAP) is currently being 
widely deployed around the US. In 2007, Pannaway acquired 
the access division of TelStrat International, the first company 
in North America to deploy 2.4 GPON-based FTTH from 
a full-service broadband loop carrier platform. Recent prod-
uct announcements include the Broadband Access Switch-150, 
which allows carriers to offer backhaul services to mobile op-

erators over “pseudowires” and to transition T1-based services 
from legacy platforms. 

PMc-sierra
www .pmc-sierra .com
408-239-8000

Key Products: Integrated circuits including FTTH/PON 
products, networking chips, wireless BSC/BTS solutions, 
system-on-chip digital home convergence solutions, Fibre 
Channel and SAS/SATA storage chips, laser and multifunc-
tion printer chips, microprocessors, and SERDES devices

Summary: PMC-Sierra provides more than 250 different 
semiconductors for metro, access, FTTH, FTTN, wireless, 
storage, laser printers and fiber access gateway equipment. In 
March, PMC-Sierra announced availability of complete refer-
ence designs for 10 Gbps IEEE 802.3av EPON optical line ter-
minals and optical network units (central office and customer-
premises equipment, respectively). The company also integrates 
third-party commercial transceivers, reducing OEMs’ time to 
market. As the only supplier with millions of GPON devices 
in field deployment and a portfolio of home gateway devices 
that supports all major high-speed FTTx technologies, includ-
ing GPON and GePON, PMC-Sierra supports fiber access de-
ployments in all geographic markets using any network topol-
ogy. Customers include the leading equipment manufacturers 
worldwide that provide storage, fiber-to-the-home, wireline and 
wireless solutions for enterprises and communications network 
providers. The company offers worldwide technical and sales 
support and has a network of offices throughout North Ameri-
ca, Europe, Israel and Asia. PMC-Sierra is publicly traded and 
its corporate headquarters is located in Santa Clara, California. 
Its 2007 revenues were $449 million.

Procera networks 
www .proceranetworks .com 
408-890-7100

Key Products: DPI solutions for accurate traffic awareness, 
control and protection for complex networks

Summary: Procera’s PacketLogic product suite is a deep-packet 
inspection (DPI) solution built around the company’s advanced 
traffic identification and classification engine, Datastream 
Recognition Definition Language (DRDL). The suite con-
sists of a hardware platform, software modules and a statistics 
server. The PacketLogic hardware platforms range from the 
entry-level 4 Mbps PL5600 through PL7600 and PL7620 up 
to the high-end 80 Gbps PL10000. Software modules include 
LiveView, Filtering, Traffic Shaping, Statistics and Web Statis-
tics. The PL1200 Statistics server aggregates traffic data for fur-
ther analysis. As fully integrated solutions, PacketLogic prod-

“We have taken advantage of 
the housing market downturn 
to improve efficiencies and cut 
costs that will enable us to be 
a stronger company when the 

market picks up.”
— Mike Powers, president and  

CEO, Greenfield Communications



the most powerful technology amenity available...       
                                   all in a tiny strand of glass.

Take control of the market by offering buyers a superior technology experience that exceeds 
their expectations. With a fi ber-optic network in your community, entertainment and 
communication services are delivered to each residence at the speed of light. Even better --- 
it is all available at no cost to you.  Discover how the fi ber revolution can help you... 
www.connexiontechnologies.net.

TELEVISION  HD  TELEPHONE  INTERNET  WIRELESS
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ucts give network managers access to relevant network traffic 
intelligence that enables network optimization, creation of new 
services and protection against malicious behavior. Founded in 
2001 and headquartered in Los Gatos, California, Procera has 
more than 400 customers.

Prysmian
www .prysmian .com 
800-713-5312; 803-951-4800

Key Products: Optical fibers and telecommunication cables

Summary: Headquartered in Milan, Italy, with US headquarters 
in Lexington, South Carolina, Prysmian has multiple produc-
tion facilities worldwide and supplies a comprehensive portfolio 
of state-of-the-art products to the telecom industry: optical fiber 
(G 651, G 652, G 655), optical cable, copper cable, FTTx passive 
solutions, Sirocco blown fiber systems, premises/data cable and 
connectivity hardware. With its two business divisions, Energy 
Cables and Systems (cables and systems for underground and 
submarine power transmission and for underground power dis-
tribution) and Telecom Cables and Systems (optical cables and 
fibers and copper cables for video, data and voice transmission), 
Prysmian boasts a global presence with subsidiaries in 35 coun-
tries, 54 plants in 21 countries, 7 research and development cen-
ters in Europe, North America and South America, and more 
than 12,000 employees. In 2008, Prysmian Cables and Systems 
secured a new contract to supply the first phase of a fiber-to-the-
home network in the southwestern German town of Schwerte. 

Radiant communications
www .rccfiber .com
800-969-3427

Key Products: Fiber cabinets, connectors and adapters; mul-
tiplexers, optical nodes, transceivers, video streaming devices 
and other products for transporting data and video over 
Ethernet and fiber optic cables

Summary: Founded in 1985, Radiant Communications designs 
and manufactures communications products that transport data, 
video, and audio over high-speed Internet, Ethernet and fiber op-
tic cables. Its video streaming over IP systems began with early 
MPEG-1 devices and now include state-of-the-art MPEG-2 and 
MPEG-4 devices. Fiber optic devices include patch and splice 
cabinets, connectors and adaptors, low back reflection attenua-
tors, and single-mode and multimode assemblies. Radiant’s sys-
tems are used worldwide by cable television companies, broad-
cast television networks, telecommunications firms, and private 
and government institutions and facilities, and are deployed in 
settings ranging from the New York Stock Exchange to IBM 
headquarters to airports, universities, highways and military 
installations. Radiant Communications Corp. manufactures its 

equipment in South Plainfield, New Jersey, and maintains sales 
offices in Georgia, New York and Wisconsin.

shentel (shenandoah Telecommunications) 
www .shentel .com 
800-743-6835 

Key Products: ISP services, telephony, wireless, long-dis-
tance, Internet, and cable TV services in the mid-Atlantic and 
southeastern US 

Summary: Shenandoah Telecommunications is a 105-year-old 
diversified company providing both regulated and unregulated 
telecommunications services through its wholly owned subsid-
iaries. These subsidiaries provide wireless personal communi-
cations services as a Sprint PCS Affiliate of Sprint Nextel, as 
well as cable television, video, Internet and data services, local 
exchange and long distance telephone services, security, sale of 
telecommunications equipment, fiber optics facilities, paging 
and leased tower facilities. Shentel has emerged as a key play-
er in the broadband market, offering local and long-distance 
voice, cable TV, Internet and data services on an exclusive and 
nonexclusive basis to multiple-dwelling units in mid-Atlantic 
and southeastern regions. Shentel was selected to provide voice, 
video, security and Internet services over fiber to Preston Lake, 
an upscale residential, retail and office development in Har-
risonburg, Virginia. The company employs over 400 people. 
For the year ending December 31, 2007, net income was $18.8 
million, an increase of 63.7 percent compared to $11.5 million 
for 2006 after excluding a one-time investment gain. 

spirent communications
www .spirent .com
408-752-7100 

Key Products: Remote diagnostics, handheld solutions and 
lab test solutions to evaluate performance of next-generation 
technologies

Summary: Spirent provides tools for service management and 
field testing of new communications services and applications, 
as well as enabling large companies and governments to secure 
and manage their networks. In addition, Spirent’s engineers 
provide counsel to many of the leading communications stan-
dards organizations and have pioneered testing of Ethernet 
networks, IP telephony, VPNs, triple play, CDMA applica-
tions, and location-based services. Currently, Spirent is help-
ing to test the first deployments of next-generation networks in 
Asia, Europe and North America. Areas of expertise include: 
broadband networking (DSL, gigabit Ethernet, and IP), con-
vergence (VoIP, IP VPNs, IPTV), next-generation Internet 
(IPv6), wireless (CDMA, UMTS, location-based services), en-
terprise networks (load testing, system performance, network 
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security) and satellite navigation (GPS, GLONASS, Galileo). 
Spirent’s operational headquarters are in Sunnyvale, Califor-
nia. The company, which has 1,500 employees worldwide, had 
revenues of $417.14 million in 2007.

sumitomo electric Lightwave
www .sumitomoelectric .com
919-541-8100; 800-358-7378

Key Products: Optical fiber cable, fiber management systems, 
cable assemblies, fiber cabling systems, fusion splicers and 

equipment, test equipment, interconnect assemblies and 
components

Summary: Sumitomo Electric Industries is listed in the latest 
Cable Industry Analyst report as the world’s largest fiber optic 
cable manufacturer. While Sumitomo may not be a household 
name in the US, it is well known among major carriers and 
service providers. The American branch, Sumitomo Electric 
Lightwave, based in Research Triangle Park, North Carolina, 
specializes in tailored network solutions for the public commu-
nications and enterprise network markets, and also serves equip-

company name  web address
3M company www.3M.com/telecom
a-D Technologies www.adtechnologies.com
aDc  www.adc.com
aDTRan  www.adtran.com
afL Telecommunications  www.afltele.com
alcatel-Lucent  www.alcatel-lucent.com
alliance fiber optic  

Products www.afop.com
antronix www.antronix.com
calient networks www.calient.com
calix  www.calix.com
carlon www.carlon.com
Channell Commercial  

Corporation  www .channellcomm .com

charles  
industries Ltd.  www.charlesindustries.com

cisco systems  www.cisco.com
clearfield www.clearfield 

 connection.com
commscope  www.commscope.com
corning cable  

systems www.corningcable 
 systems.com

Draka  
communications www.drakaamericas.com

emerson network Power  www.emerson 
 networkpower.com

emtelle  www.emtelle.com
ericsson  www.ericsson.com
fiberZone networks www.fiberzone- 

 networks.com
Fujitsu Network  

Communications  us .fujitsu .com/telecom

company name  web address

Harmonic www.harmonicinc.com

Leviton   www.leviton.com

Motorola www.motorola.com

MRV communications www.mrv.com

Multicom www.multicominc.com

Multilink www.multilinkone.com

nokia siemens  
networks  www.nokiasiemens 
 networks.com

Nortel Networks www .nortel .com

occam networks www.occamnetworks.com

ofs  www.ofsoptics.com

optelian www.optelian.com

ortronics/Legrand  www.ortronics.com

Pico Macom  www .picomacom .com

Prysmian  www.prysmian.com

Radiant communications www.rccfiber.com

RadUSA (RAD Data  
Communications)  www .radusa .com

SENKO Advanced  
Components  www .senko .com

sumitomo electric  
Lightwave  www.sumitomoelectric.com

Telect  www.telect.com

Tellabs  www.tellabs.com

Teraspan www.teraspan.com

TXP www.txpcorp.com

Tyco electronics  www.tycoelectronics.com

westek electronics www.westek.com

Zhone Technologies  www.zhone.com

ZyXeL communications www.us.zyxel.com

fiber Management   
includes cabinets, cross-connect panels, splitters, aggregators, pedestals, connectors, duct, conduit, etc.
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ment manufacturers. Its target customers include ILECs, CATV 
providers, public network providers, contractors, systems inte-
grators and enterprise network operators, as well as equipment, 
component and contract manufacturers. Sumitomo recently 
introduced hybrid fiber bundles to its FutureFLEX blown-fiber 
LAN infrastructure, yielding a threefold increase in efficiency. 
Another new product, the Lynx CustomFit Splice-On Connec-
tor, which is compatible with a wide array of existing splicer and 
fiber holder brands, eliminates the need for customers to invest 
in specially designated splicer equipment. Its new automated 
cleaver – an industry first – and its unique dual-heater splicers 
are designed to substantially cut deployment costs. Sumitomo 
Electric Lightwave is a privately held company associated with 
Sumitomo Electric Industries (SEI), established in 1897. 

surewest communications 
www .surewest .com 
866-787-3937 

Key Products: Full range of digital TV, high-speed Internet 
access (up to 50 Mbps symmetrical), data transport, local and 
long-distance telephone services as well as a new remote home 
security monitoring service, delivered over fiber-to-the-home 
and DSL access networks

Summary: SureWest, the major telecom player in the Sacra-
mento area, is one of the largest fiber-to-the-home providers in 
the United States with over 28,000 customers in the Sacramen-
to/Roseville corridor. The company sold its wireless operations 
to Verizon in May and is expanding its broadband business, 
as evidenced by its recent acquisition of Everest Broadband, a 
data, video and voice provider in the Kansas City area, which 
more than doubled its triple-play customer base. A new venture 
for the company this year is its Remote Monitoring Service, 
which allows consumers to monitor and control homes devices 
from anywhere in the world through a computer or wireless 
device. Today SureWest has 800 employees in Sacramento and 
an additional 185 in Kansas City. Broadband revenues rose to 
$69.2 million in 2007, up from $60.2 in 2006, a 15 percent 
increase. The company services 96,900 residential broadband 
subscribers, 6,000 business subscribers as well as 110,200 tele-
com access lines. 

Team fishel
www .teamfishel .com
614-274-8100; 800-347-4351

Key Products: Utility construction and network installation 
services

Summary: With more than 70 years of experience in the tele-
communications industry, Team Fishel specializes in design 

and construction of first-mile residential fiber optic networks. 
Customers include telecommunications and broadband com-
munications providers, gas distribution companies, electrical 
utility companies, government agencies, public and private en-
terprises, commercial and residential developers, general con-
tractors and educational institutions. Team Fishel’s Corning-
certified FTTx designers and network engineers work closely 
with customers to design the optical access architecture, secure 
rights of way and all the required permits with the municipal-
ity, and coordinate with the developers and other utilities. By 
designing residential duct systems and using joint trench in-
stallation techniques, Team Fishel provides cost-effective FTTx 
delivery systems and new revenue opportunities for greenfield 
deployments. Established in 1936, Team Fishel now has 22 
offices nationwide and 1,520 “teammates,” or employees. The 
company is headquartered in Columbus, Ohio.

Telco systems
www .telco .com
800-227-0937

Key Products: TDM multiservice transport and access prod-
ucts, multiplexers, distribution hubs, transport terminals and 
digital cross-connectors 

Summary: Founded in 1972 and based in Foxboro, Massa-
chusetts, Telco Systems, a wholly-owned subsidiary of BATM 
Advanced Communications, integrates transport, access and 
packet technologies onto industry-leading platforms. Its car-
rier-class transport and access solutions for IP and TDM net-
works are sold in carrier, service provider and enterprise mar-
kets. The product suite includes solutions for Metro Ethernet 
Access Rings, residential and enterprise VoIP, FTTx, intelli-
gent demarcation and Ethernet service delivery, SONET, WiFi 
and legacy service backhaul. The solutions include a large in-
stalled base of TDM, SONET, VoIP, VDSL, and 10 Mbps/100 
Mbps/Gigabit Ethernet products. Telco Systems is committed 
to developing transport, access, and packet products for carri-
ers’ central offices, colocation centers and points of presence, 
as well as enterprise solutions for FTTH, SOHO, hospitality, 
education, and MTU/MDU. In February 2008, Telco Systems 
acquired Charles Industries’ broadband multiplexer product 
line. 

Telect 
www .telect .com 
800-551-4567 

Key Products: Network power management, outdoor enclo-
sures, optical connectivity solutions, cables and patch cords, 
cable management solutions, home networking solutions 

Summary: In addition to central office communications so-
lutions including cable management, connectivity, fiber optic 
distribution, power distribution, racks and cabinets, Telect of-
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fers outside plant solutions for housing network equipment, as 
well as structured cabling systems for the home or small office. 
Services include systems integration and custom product de-
velopment. Telect is a privately held company headquartered in 
Liberty Lake, Washington. The company, which manufactures 
most of the products it sells, also has facilities in Plano, Texas 
(manufacturing and systems integration), Guadalajara, Mexi-
co (manufacturing), Southampton, UK (sales and service), and 
Wroclaw, Poland (manufacturing). Its 700 employees include 
sales representatives all over the world. 

Tellabs
www .tellabs .com
630-798-8800

Key Products: Optical transport systems, optical network 
terminals, multiservice access platforms, access and data net-
working, multiservice edge routers, managed access, digital 
cross-connects, transport switching, network management, 
voice-quality enhancement

Summary: Tellabs, based in Naperville, Illinois, enables service 
providers to deliver high-quality voice, video and data services 
over wireline and wireless networks around the world. The com-
pany serves 30 out of the world’s top 35 service providers. Tellabs’ 
customers are wireline, wireless and cable/MSO service provid-
ers, system integrators and original equipment manufacturers 
worldwide, including T-Mobile Hungary, NTT Communica-
tions (Japan), Telekom Malaysia, TeliaSonera (Finland), Telstra 
(Australia) and Vodacom South Africa. Tellabs has been the 
market leader in North American fiber access markets, thanks 
in large part to Verizon contracts; that arrangement is now end-
ing. More than half of the world’s wireless calls are made on 
networks owned by Tellabs’ customers. The company has about 
3,550 employees and in 2007 generated sales of just over $1.9 
billion. Tellabs is part of the NASDAQ Global Select Market, 
Ocean Tomo 300 Patent Index and the S&P 500. Tellabs prod-
ucts address customers’ needs in mobile backhaul, consumer 
broadband, enterprise data services and converged transport. 

Teraspan 
www .teraspan .com
877-VI-FIBER

Key Products: Fiber optic deployment solutions

Summary: Headquartered in Vancouver, Canada, TeraSpan 
provides a complete deployment solution that is scalable to 
meet present and future network requirements. TeraSpan de-

velops, manufactures and sells its products to customers that 
have been trained and certified to deploy the technology. The 
company serves markets including FTTH builders, telecom 
carriers, cable operators, municipalities, public utilities, enter-
prises, health care providers and education. As the global leader 
in vertical inlaid fiber solutions, TeraSpan sells and markets 
products in the US, Europe, Asia, Australia, New Zealand, 
Central America and South Africa, either directly or through 
partners. In 2008, TeraSpan announced that it signed an agree-
ment with Alcatel-Lucent to distribute its vertical inlaid fiber 
products in Nordic and Baltic countries of Europe. The com-
pany also continues to research and develop passive outside 
plant, inside plant and undersea applications. It also develops 
specialized hybrid conduit systems to accommodate multiple 
cable types such as fiber/coaxial cable combinations. 

fiber and fiber cable
These firms supply optical fiber for fiber-to-the-home 
deployments . 

company name  web address

3M company www.3M.com/telecom
aDc  www.adc.com
afL Telecommunications  www.afltele.com
alcatel-Lucent www.alcatel-lucent.com
Belden  www .belden .com

commscope  www.commscope.com
corning, corning cable  

systems  www.corning.com;  
 www.corningcable 
 systems.com

Draka communications www.draka 
 americas.com

emtelle  www.emtelle.com
ericsson  www.ericsson.com
Fiberoptic Systems  www .fiberoptic 

 systems .com

General Cable  www .generalcable .com

Multicom www.multicominc.com
Nexans  www .nexans .com,  

 www .nexansinterface .com

ofs  www.ofsoptics.com
optical cable corporation  www.occfiber.com
Prysmian  www.prysmian.com
sumitomo electric  

Lightwave  www.sumitomo 
 electric.com

Timbercon  www .timbercon .com
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Tetra Tech 
www .tetratech .com 
626-351-4664 

Key Products: Communications services including network 
assessment and business planning, program and project man-
agement, property rights acquisition, zoning and permitting, 
design and engineering, and operations and maintenance 

Summary: Based in Pasadena, California, Tetra Tech employs 
more than 8,500 people in 275 offices worldwide. Tetra Tech 
provides development and deployment for wired communica-
tions systems. It plans, designs, permits, constructs and main-
tains cell phone, coaxial cable, and fiber optic networks. The 
company began in 1966 as an engineering company devoted 
to waterways and coastal areas, but branched out in 1997 to 
include communications services and now installs fiber optic 
networks worldwide. Tetra Tech is also a leading provider of 
specialized management consulting and technical services in 
the areas of resource management and infrastructure. In 2007, 
the company had revenues of $1.55 billion. 

The Light Brigade 
www .lightbrigade .com
800-451-7128; 206-575-0404

Key Products: Fiber optic training for industry professionals, 
focusing on design, installation and maintenance

Summary: Founded in 1986, The Light Brigade is an indepen-
dent training organization that serves the fiber optic industry 
by tailoring its education and skill-building programs to the 
needs of the entire range of fiber optics professionals. Courses 
are developed to target the training needs of technicians, engi-
neers, installers, supervisors, network designers, managers and 
consultants. Clients include telecommunications manufactur-

ers and network carriers; state, local and federal governments; 
electrical, telecom and data communications contractors; 
engineering and research institutes; schools, universities and 
colleges; medical facilities; aerospace companies; national and 
international military organizations; small to large commercial 
enterprises; utilities; information technology services; and end 
users. In addition to theory, terminology and hands-on skills, 
the courses cover fiber optic issues and how they impact future 
technologies and trends. The Light Brigade’s state-of-the-art 
training facility is located in Tukwila, Washington. Every year 
The Light Brigade, which employs 30 people, provides more 
than two hundred courses both nationally and internationally. 
The company writes, films, and produces DVDs, interactive 
CD-ROMs, CDs and videos for internal staff development. 
Classroom training incorporates traditional presentation along 
with DVD-based educational materials featuring footage from 
live sites and installations. The hands-on courses provide top-
of-the-line equipment and offer optional Fiber Optic Installer 
(FOI) and Outside Plant Certification (FOI-OSP) and credits 
through the ETA and BICSI. 

Toner cable equipment 
www .tonercable .com 
215-675-2053; 800-523-5947 

Key Products: Headend equipment, MPEG encoders, digital 
signal processing products, fiber optic cable, fiber links and 
systems, FTTH, coaxial cable, passives, connectors, tools, test 
equipment, amplifiers

Summary: Toner Cable Equipment is a large stocking dis-
tributor of television signal distribution equipment used by the 
cable television industry, private cable operators, the hospitality 
industry, educational facilities, business broadcasters and other 
markets. Toner provides a complete range of equipment for the 
digital transition, including QAM demods, digital processors 
and MPEG encoders. It has provided several large systems and 
educational facilities with hundreds of headends as well as sys-

“The demand for bandwidth will continue unrelenting, driven by more 
video applications with increasing definition, including HD video 

telephony and HD video teleworking. Within two or three years we will 
see 100 Mbps symmetrical speeds for the home, and one Gbps per home 

in the next decade for leading-edge services. Now Tier 2 and 3 MSOs 
are beginning to deploy FTTH using traditional DOCSIS and RF video 

technologies, over time resulting in two fiber networks to each home in 
most areas – one telco and the other MSO.”

— John George, director, systems and applications engineering, OFS
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tems to support the digital transition. The largest distributor 
of equipment for Adtec Digital, Olson Technology, Blonder 
Tongue, RL Drake, PBN, Sadelco and Z-Band, Toner offers 
solutions for comprehensive TV signal distribution over fiber, 
coax, unshielded twisted pair and FTTH systems. Founded 37 
years ago and employing 41 people, Toner Cable Equipment 
serves both government and international clients, offering ex-
pertise in a wide variety of international technical standards, 
formats and requirements. In addition to its headquarters in 
Horsham, Pennsylvania, Toner has divisions in the UK and 
Latin America. 

TT Technologies 
www .tttechnologies .com 
800-533-2078 

Key Products: Trenchless equipment including piercing tools, 
guided boring tools, pneumatic, static and lateral pipe burst-
ing systems, pipe ramming tools, bentonite mixing systems, 
constant-tension winches, directional drills and mini direc-
tional drill rigs 

Summary: For over 40 years TT Technologies has been an 
innovator in trenchless technology, beginning with pneumatic 
boring tools. Today, with more than 200 patents worldwide, 
TT specializes in trenchless applications for pipe pulling, pipe 
ramming, pipe bursting, sliplining and directional boring. The 
company offers a nationwide network of regional customer ser-
vice offices and distribution locations to ensure the proxim-
ity of products and expertise to any customer. It also presents 
comprehensive, hands-on training seminars at its corporate of-
fices in Aurora, Illinois, as well as regional shows, seminars and 
demonstrations throughout North America each year. 

TXP 
www .txpcorporation .com
214-575-9300

Key Products: ONT products, retrofit services

Summary: TXP Corporation is an original design manufac-
turer (ODM) for the telecommunications industry. Its ONT 
Solutions business unit develops and markets a family of carri-
er-class optical network terminal products to both independent 

company name  web address

alcatel-Lucent www.alcatel-lucent.com
Allot Communications www .allot .com

Amdocs www .amdocs .com

Anritsu www .anritsu .com

Arbor Networks www .arbornetworks .com

Aricent www .aricent .com

aRRis  www.arrisi.com
Bivio Networks www .bivio .net

C9 Networks www .c9networks .com

calient networks www.calient.net
calix www.calix.com
Capanis Networks www .capanis .com

cisco systems  www.cisco.com
Comarch www .comarch .com

Communications Data Group www .cdg .ws

Comverse www .comverse .com

Convergys www .convergys .com

ECI Telecom www .ecitele .com

ericsson www.ericsson.com 
eTi software solutions www.etisoftware.com
FiberZone Networks www .fiberzone-networks .com

company name  web address

Fine Point Technologies www .finepoint .com

Great Lakes Data systems www.glds.com

Harmonic www.harmonicinc.com

Highdeal www .highdeal .com

HP  www .hp .com

Logisense www .logisense .com

Martin Group www .martin-group .com

MetaSwitch www .metaswitch .com

MRV communications www.mrv.com 

optelian www.optelian.com

Packetfront www.packetfront.com

Phoenix Broadband  www .phoenix 
 broadband .com

Procera networks www.procera.com

Sandvine www .sandvine .com

Telcordia www .telcordia .com

Tellabs www.tellabs.com 

UTStarcom www .utstar .com

Xangati www .xangati .com

Zeugma Systems www .zeugmasystems .com

ZyXeL communications www.us.zyxel.com

Management solutions 
includes oss and solutions for network monitoring, optimization,  

provisioning, service management, subscriber management, billing, etc.
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local exchange carriers and OEMs. The latest enhancement to 
TXP’s line of ONTs – which terminate passive optical net-
works at the home or business location and enable integrated 
voice, video and high-speed Internet access – is standards-com-
pliant RF return capability, which paves the way for TV servic-
es offered by telcos over GPON. Based in Richardson, Texas, 
TXP also provides custom engineering kits to enable ILECs 
to upgrade their local access service delivery infrastructure at 
minimal cost and time through its Retrofit Solutions business 
unit. The company’s 2007 revenue was $10.9 million.

Tyco electronics
www .tycoelectronics .com 
610-893-9800

Key Products: Connectors and interconnect systems, relays, 
switches, circuit protection devices, touch screens, sensors, 
wires and cables

Summary: Tyco Electronics supplies passive electronic compo-
nents to many different markets. The Telecom Outside Plant 
business unit is headquartered in Kessel-Lo, Belgium, with ma-
jor operating units in the US (Pennsylvania and North Caro-
lina), China (Shanghai) and Spain (Valencia), and includes 
research and development, manufacturing, sales and market-
ing. The unit offers components for fiber optic, copper, copper 

connect and coax, and mobile networks, with solutions ranging 
from the headend to the customer premises. Fiber optic products 
include exchange elements, external plant elements, customer 
premises elements, modular cable products, optical components 
and cable assemblies, raceway systems, building blocks and ac-
cessories, and duct seals and accessories. In 2007 Tyco had sales 
of $13 billion to customers in more than 150 countries. The 
company has more than 7,000 engineers and worldwide manu-
facturing, sales and customer service capabilities. 

Verizon communications
Verizon Enhanced Communities
 www .verizon .com; www .verizon .com/fios; www .verizon .
com/communities  
212-395-2121

Key Products: FiOS fiber optic and DSL-based communica-
tions services, including video, games, voice, and data

Summary: Verizon Communications, based in New York, 
markets the services delivered over its fiber-to-the-premises net-
work under the FiOS brand name. At the end of the first quar-
ter of 2008, the FTTP network had passed 10.4 million prem-
ises with 1.8 million FiOS Internet customers in about 2,000 
communities – three-quarters of all FTTH customers in the 
US – and more than 1.2 million FiOS TV customers. Verizon’s 
high-speed FiOS Internet service offers residential connection 
speeds up to 50 Mbps downstream and 20 Mbps upstream 
throughout the FiOS footprint. FiOS TV service includes HD 
TV and DVR options and 10,000 video-on-demand choices, 
70 percent of which are free. In addition to FiOS, Verizon of-
fers DSL-based high-speed Internet service to residential and 
commercial customers. Verizon Enhanced Communities, a 
business unit of Verizon Communications, signs access, ser-
vice and marketing agreements with developers of single-home 
complexes, new apartment and condo and co-op high-rises, 
privatized military housing, student housing and small com-
mercial properties. VEC also retrofits multifamily properties 
with the company’s most advanced services, including FiOS 
TV. Verizon had 232,000 employees as of March 2008, and in 
2007 generated operating revenue of $93.5 billion, up 7 percent 
from 2006 and more than 30 percent from 2005.

Vermeer corporation 
www .vermeer .com 
888-837-6337; 641-628-3141 

Key Products: Horizontal directional drilling equipment 

Summary: Located in Pella, Iowa, Vermeer Corporation is a 
manufacturer of agricultural, construction, and environmental 
equipment. The company’s long history of involvement in the fi-
ber optics installation industry began with its 1991 launch of the 

“The robust property network 
– while vital to any successful 

project – has traditionally been 
used solely for the delivery of 

communications services.  
It’s rewarding to see our clients 

capitalizing on all the other 
ways that they can use the 

same infrastructure to conserve 
energy, monitor critical building 

locations, deliver unique 
entertainment experiences  

and otherwise improve both 
property operations and 

residents’ lifestyles.”
— Richard Holtz, CEO, InfiniSys
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Vermeer lineup of Navigator horizontal directional drills. Vermeer 
drills have been instrumental in installing fiber optics around the 
world. Navigator HDD units combine durable construction with 
intelligent technology and high torque, and are well suited to the 
underground installation of telecommunications lines without 
excavation or trenching, helping to ensure minimal environmen-
tal disruption. Vermeer has 2,000 employees. 

westek electronics inc. 
www .westek .com 
831-465-3500; 800-526-CORD (2673) 

Key Products: Telecom, medical and OEM test and measure-
ment test cords, patch and hardwire cable connectivity 

Summary: Founded in 1986, Westek manufactures custom fiber 
and coax test and patch cabling, cable assemblies, fiber jumpers, 
attenuators, adaptors, patches, cleaning kits, multi-breakouts, 
multi-fiber pullers (fiber connector insertion removal tools), web 
slitter kits and tech support laptop kits as well as the patented 
Tel-Line Tester & Tel-Line Tester Pro with onboard 5-Pin Fuse 
Testing. Westek uses highly durable, lightweight, state-of-the-
art materials to manufacture and customize its cables and com-
ponents as well as electronic test kits for communications sys-
tems. Westek can either work from client conceptual drawings 
or assist clients in generating designs. Clients include Qwest, 
Verizon, AT&T and Fortune 1000 OEM clientele. Registered 
with Lloyd’s Register Quality Assurance. Based in Santa Cruz, 
California, Westek has more than 100 employees worldwide. 

windstream communications
www .windstream .com
866-961-9463

Key Products: Voice, data and digital TV services

Summary: Headquartered in Little Rock, Arkansas, Wind-
stream Communications offers telephone, broadband Internet 
access and satellite-based digital TV services to customers in 16 
states. The company is building fiber-to-the-home networks in 
new subdivisions within its service areas in at least nine states. The 
first FTTH network, in Canton, Georgia, was deployed in sum-
mer 2006, and dozens of others were announced subsequently. 
Windstream was formed through the spinoff of Alltel’s landline 
business and merger with VALOR Telecom and has 7,500 em-
ployees. Last year, the company acquired CT Communications. 
The merger adds approximately 132,000 access lines and 31,000 
broadband customers, nearly doubling Windstream’s presence in 
North Carolina. Windstream had approximately 3.2 million ac-
cess lines and 871,000 broadband customers at the end of 2007. 
The company has about $3.3 billion in annual revenues.

Zhone Technologies 
www .zhone .com 
510-777-7000; 877-946-6320 

Key Products: Telecommunications equipment for multi-
service broadband access, including multiservice platform 

Test equipment

company name  web address

3M company/communication  
Markets Division www.3M.com/telecom

aDc www.adc.com
afL Telecommunications  www.afltele 

 communications.com
Agilent  www .agilent .com
Anritsu www .anritsu .com
Applied Instruments  www .appliedin .com
Blonder Tongue  

Laboratories www.blonder 
 tongue.com

corning/corning  
cable systems www.corning.com;  
 www.corningcable 
 systems.com

emerson  
network Power  www.emersonnetwork 
 power.com

eXfo www.exfo.com
Fluke  www .fluke .com
ineoquest www.ineoquest.com
Ixia www .ixiacom .com
JDsU www.jdsu.com
Multidyne Video & Fiber  

Optic Systems  www .multidyne .com
optelian www.optelian.com
RADCOM www .radcom .com
SENKO Advanced  

Components  www .senko .com
spirent communications www.spirent.com
sumitomo electric  

Lightwave www.sumitomo 
 electric.com

Sunrise  
Telecommunications  www .sunrisetelecom .com

Symmetricom  www .symmttm .com
Telecast Fiber Systems  www .telecast-fiber .com
Tektronix www .tektronix .com
Tellabs www.tellabs.com
westek electronics www.westek.com
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integration of FTTx, Ethernet in the First Mile and wireless 
access technologies 

Summary: Zhone Technologies Inc. provides multiservice ac-
cess network solutions to more than 700 network operators. 
The company offers a fully integrated portfolio of MSAP, 
FTTx, EFM and WiFi access technologies, enabling services 
such as residential and business broadband, VoIP and high-def-
inition IPTV. Zhone’s converged multiservice access platform 
helps operators rapidly deploy premium services over copper, 
fiber and wireless networks while improving network agility 
and reducing costs. Zhone has 460 employees, with corporate 
headquarters in Oakland, California, and offices worldwide. 
Zhone’s manufacturing facilities, which are based in the US, 
are wastewater- and emission-free. The company’s revenues for 
2007 were $173.4 million.

Zoomy communications
www .zoomyco .com
970-928-7722

Key Products: Design, engineering, planning, project man-
agement, construction management, operation and mainte-
nance for fiber-to-the-home networks

Summary: Zoomy Communications partners with develop-
ers to provide new residential communities with an amenity 

built on a fiber-to-the-home (FTTH) network and a suite of 
communications, entertainment and lifestyle services. In the 
US housing downturn, Zoomy continues to build out its ex-
isting communities, and is also providing design, engineering 
and construction management services for municipalities that 
are building FTTH, as well as for network builders in existing 
communities. Zoomy is also expanding its services internation-
ally. Zoomy delivers advanced telecommunication networks 
capable of delivering ultra-high-speed Internet, television 
(HDTV, IPTV and traditional CATV), phone service (tra-
ditional telephone and VoIP), alarm monitoring, community 
Web portals, WiFi hot spots and home automation services. 
Zoomy then aligns its technology with service providers that 
supply the best in entertainment and connectivity, customized 
and fully integrated with its fiber optic solutions. The company 
ranks in the top five in the US in FTTH deployments for new 
real estate developments, and is one of a handful of experi-
enced, independent firms capable of providing and delivering 
this full suite of services and capabilities for homeowners. The 
Company’s CEO, Diane Kruse, has served as the Chairman of 
the FTTH Council. 

ZyXeL communications
www .us .zyxel .com
714-632-0882; 800-255-4101

Key Products: Ethernet switches for fiber deployments,  
xDSL DSLAMs and CPE, WLAN controller system, security 
solutions, VoIP, WiMAX, network management, Carrier 
Ethernet

Summary: ZyXEL Communications, founded in 1989, is a 
manufacturer of broadband connectivity and Internet prod-
ucts. Last year ZyXEL moved into the FTTH supplier business 
with Ethernet switches; it provides carrier-grade aggregation, 
access and premises solutions for gigabit and fiber deployments. 
Its broad line of IP networking solutions includes access multi-
plexers, customer premises equipment, Internet security, wire-
less LAN and VoIP equipment. This enables high-performance 
network services for the telco, cable operator, ISP, small- to 
medium-sized business, residential/SOHO, and institutional 
MTU/MDU markets. Customers include Sprint, Time Warner, 
Char ter, Earthlink, Chunghwa Telecom, Deutsche Telekom, 
France Telecom, Telefónica Brazil, Telia and Verizon. ZyXEL 
is headquartered in Hsinchu, Taiwan, and maintains offices in 
Ana heim, California, in Europe and in Asia. The company has 
over 2,900 employees worldwide and sells its products in more 
than 150 regional markets in 70 countries through more than 
70 distributors. Revenue rose in 2007 to approximately $500 
million.  BBP

“Consumer behavior is changing, 
and service providers face 
unprecedented challenges 
in meeting these consumer 

demands – and doing so more 
efficiently than their competitors. 

Calix sees its role as helping 
them to transform their networks 

and business models as quickly 
as possible without breaking 
the business. The end goal is 
clear – a single unified access 

infrastructure, all Ethernet  
and fiber rich, over which all 

services flow.”
— Carl Russo, president and CEO, Calix



Clearfield is changing the way you think about fiber management.

 

 

To learn how you can take the headache out of OSP fiber 

deployment, visit www.ClearfieldConnection.com for a 

copy of our whitepaper or to participate in our on-line 

seminar, The FieldSmart Fiber Management Philosophy: 

“Reduce Headache, Cost and Risk.”

  800.422.2537       
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worried about your video deals 
in light of the FCC’s recent 
Exclusives Order1 banning ex-

clusive service agreements between video 
providers and owners of multiple-dwell-
ing unit buildings? The FCC sought to 
facilitate competitive entry into MDUs 
by alternative video providers. The or-
der (now under appeal by the cable and 
apartment industries) applies both pro-
spectively to bar the formation of new 
exclusive service agreements, and retroac-
tively to bar the enforcement of exclusiv-
ity clauses in existing service agreements. 

This article explains how owners 
may, in some circumstances, take ad-
vantage of this opportunity by way of a 
less well known FCC order dealing with 
the location of the “demarcation point” 
for cable’s inside wiring.

a scenaRio: BRinGinG in  
coMPeTiTiVe PRoViDeRs
Consider this circumstance: In 2005, 
an MDU owner signed an exclusive 10-
year service agreement with a franchised 
cable operator (the “MSO”). Now the 
owner wishes to take advantage of the 
FCC’s Exclusives Order to bring in a 
competing video provider (perhaps a 
private cable operator distributing direct 
broadcast satellite programming, or a 
telephone company in the video busi-
ness, both referred to in this article as 
“PCOs”). While the Exclusives Order 
doesn’t authorize the owner to terminate 
the MSO’s contractual right to serve its 
resident-subscribers, it does allow the 
owner to contract with the alternative 

provider, who 
will compete head-
to-head with the MSO and thus provide 
residents with a choice.

Also assume that the alternative pro-
vider will agree to invest in the build-
ing only on condition that it have access 
to the existing wiring leading from the 
junction boxes to the individual units 
(the “home run wiring”) as well as the 
in-unit wiring (the “cable home wir-
ing”). However, the incumbent MSO 
refuses to share any wiring; the contract 
gives the MSO ownership and control 
over all inside wiring for the duration of 
the agreement, and also allows the MSO 
to remove the wiring upon termination 
or expiration of the agreement.

This would seem to be a perfect oc-
casion for the owner to invoke the FCC’s 
“unit-by-unit” home wiring rules (found 
at 47 C.F.R. § 76.804(b)), which allow 
the owner to force the incumbent video 
provider to sell, abandon or remove ev-
ery segment of home run wiring that 
leads to a resident who prefers a PCO’s 
service over that of MSO, in order that 
those home run wires can be made avail-
able for the PCO’s use.

The MSO, 
however, rejects the 

owner’s attempt to invoke the unit-by-
unit rules, and raises the following three 
objections: 

1 The FCC rules do not apply at all 
because the service agreement gives 
MSO the right to control and main-
tain all the inside wiring. Therefore, 
one requirement for application of 
the unit-by-unit rules (that the in-
cumbent have a “legally enforceable 
right to maintain any particular 
home run wire dedicated to a par-
ticular unit … against the MDU 
owner’s wishes …”2) is missing, and 
the rules do not apply.

2 The FCC rules do not apply because 
the service agreement specifically ad-
dresses the disposition of home run 
wiring, by giving the MSO the right 
to remove that wiring upon termi-
nation of the MSO’s service. In its 
1997 Report and Order, the Com-
mission was careful to emphasize: 
“Where the parties’ contract clearly 
and expressly addresses the disposi-
tion of home run wiring, our proce-
dures will not apply.”3

MDU Owners Can Hit  
a Home run
Where’s the demarc? The FCC may have ordered an end to video exclusivity, 
but franchise operators still have some leverage over MDU property owners 
– unless they know about another FCC rule, the Sheet Rock Order .

By Carl Kandutsch ■ DirecPath LLC

Bit by the fcc’s new  
exclusivity order? MDU owners may,  

in some circumstances, take advantage of a 
less well known fcc order concerning  

location of the “demarcation point”  
for cable’s inside wiring.
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3 Even if the unit-by-unit rules do ap-
ply, the FCC-mandated procedure 
gives the incumbent the option to 
remove the home run wiring, and 
that is what the MSO intends to do, 
rather than make it available for use 
by a competitor.

The MSO adds that it would cer-
tainly rather invest tens of thousands 
of dollars in legal fees than give up one 
inch of wiring to the PCO.

Each of the MSO’s three arguments 
is valid. If the matter were to end up in 
court, the MSO would likely prevail, 
leaving the property owner with a large 
legal bill and building residents with no 
choice among competing providers.

a soLUTion:  
THe sHeeT Rock oRDeR
Nevertheless, a different and more fa-
vorable outcome may be available to the 
property owner who takes the time to 
become familiar with another FCC rul-
ing, issued a few months prior to the Ex-
clusives Order.

In June 2007, the FCC issued its so-
called Sheet Rock Order,4 ruling that 
where cable inside wiring is hidden be-
hind drywall at the point 12 inches out-
side of any dwelling unit in an MDU 
building, the “demarcation point” is lo-
cated at that point where the wiring first 
becomes “physically accessible.” That 
point generally is at the junction box, 
telecommunications closet or other cen-
tral distribution facility. 

The practical effect of this rule is 
that wiring formerly classified as “home 
run wiring” is now reclassified (in most 
circumstances – wherever the hallway 
wiring is concealed behind sheetrock) 

as “cable home wiring,” so that its dis-
position is governed not by the FCC’s 
Home Run Wiring Rules (47 C.F.R. §§ 
76.804), but by the Cable Home Wiring 
Rules (47 C.F.R. § 76.802). These two 
sets of rules operate quite differently, in 
ways that are pertinent to the hypotheti-
cal scenario outlined above.

soMe DefiniTions
In order to understand how the Sheet 
Rock Order has affected application of 
the Inside Wiring Rules, we must review 
three crucial definitions:

“Home run wiring” is defined as 
“the wiring from the demarcation point 
to the point at which the MVPD’s wir-
ing becomes devoted to an individual 
subscriber or individual loop.”5 In gen-
eral, the Home run wiring runs from 
the junction box through the building’s 
hallways to the individual unit.

“Cable home wiring” is defined as 
“the internal wiring contained within 
the premises of a subscriber which be-
gins at the demarcation point. Cable 
home wiring includes passive splitters on 
the subscriber’s side of the demarcation 
point, but does not include any active 
elements such as amplifiers, converter or 
decoder boxes, or remote control units.”6 
In other words, cable home wiring is the 
wiring on the subscriber’s side of the de-
marcation point, including the wiring 
inside an individual dwelling unit.

“Demarcation point” means “For 
new and existing multiple dwelling unit 
installations with non-loop-through 
wiring configurations, the demarcation 
point shall be a point at (or about) twelve 
inches outside of where the cable wire 
enters the subscriber’s dwelling unit, or, 
where the wire is physically inaccessible 
at such point, the closest practicable point 

thereto that does not require access to the 
individual subscriber’s dwelling unit.”7

The FCC’s Sheet Rock Order ruled 
that wire located behind sheet rock is 
“physically inaccessible,” such that in 
this circumstance, the demarcation 
point is the location, moving away from 
the individual unit, where the wire is 
physically inaccessible. Again, in most 
cases that location will be at the junction 
box or other central distribution facility, 
no matter how the demarc is designated 
in the contract.

The net result of this relocation of the 
demarcation point is to radically expand 
that portion of the in-building wiring 
designated as “cable home wiring,” and 
to radically shrink – or eliminate alto-
gether – that portion of the wiring des-
ignated as “home run wiring.” 

To put it another way: Because the de-
marcation point constitutes the bound-
ary between cable home wiring and 
home run wiring, in any MDU building 
where the hallways are encased in dry-
wall, the cable home wiring begins at the 
wall plate inside the unit and runs all 
the way to the junction box (rather than 
to a point 12 inches outside of the indi-
vidual unit). Thus, there is no such thing 
as “home run wiring.” Rather, all of the 
“horizontal wiring” on each residential 
floor is, as a result of the Sheet Rock Or-
der, nothing but cable home wiring.

caBLe HoMe wiRinG RULes
To return to our hypothetical scenario, 
suppose that instead of invoking the 
FCC’s unit-by-unit rules for home run 
wiring, the MDU owner instead decides 
to use the procedures outlined in the 
FCC’s rules for cable home wiring. As 
described below, the cable home wiring 
rules are significantly more favorable 

fcc exclusivity rules do not apply if a service agreement may give 
Msos the right to control all inside wiring, or if it specifically  

addresses the disposition of home run wiring. and even if the  
unit-by-unit rules do apply, the incumbent could remove the home  

run wiring rather than make it available for use by a competitor.  
But you may be saved by the fcc’s sheet Rock order.
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to owners and more efficient than the 
home run wiring rules.

The cable home wiring rules apply 
“upon voluntary termination of cable 
service by an individual subscriber” in 
an MDU. When the subscriber contacts 
the incumbent to terminate service, the 
incumbent must give the subscriber an 
opportunity to purchase the cable home 
wiring at the per-foot replacement cost. 
If the subscriber declines to purchase, 
and either the MDU owner or the alter-
native provider has notified the incum-
bent that the alternative provider wishes 
to use the wiring, the owner or the alter-
native provider may purchase the cable 
home wiring at the replacement cost. 
Only if no party wishes to purchase it 
may the incumbent remove the cable 
home wiring (47 C.F.R. §76.802).

Therefore, the owner’s first step is to 
notify all residents that beginning on a 
date certain (arranged in coordination 
with the PCO), they may choose to ter-
minate the MSO’s service in favor of the 
PCO’s service. Those wishing to exer-
cise that choice are advised to notify the 
MSO of their decision either in writing, 
by e-mail or via telephone.

If in response to subscriber termina-
tion notices, the MSO fails to inform the 
subscribers of their option to purchase 
the cable home wiring (which, after the 
Sheet Rock Order, includes all the in-
side wiring from the wall plates to the 
junction box) at its per-foot replacement 
cost, that wiring “shall be considered 
abandoned, and the incumbent may not 
prevent the alternative provider from us-
ing the home run wiring immediately to 
provide service” (47 C.F.R. § 76.802(e)).

On the other hand, if the MSO does 
properly inform the subscribers of their 
purchase option, and a subscriber de-
clines to purchase the wiring, the MDU 
owner or the PCO (or both together) 
may purchase it at the per-foot replace-
ment cost.

Either way, the PCO may gain access 
to the incumbent MSO’s existing inside 
wiring without waiting for the various 
deadlines described in the FCC’s home 
run wiring rules. Furthermore, the MSO 
“must take reasonable steps to … ensure 
that an alternative service provider has ac-
cess to the home wiring at the demarcation 
point” (at the junction boxes). The MSO’s 
failure to cooperate in transitioning to the 
PCO would violate this obligation, giving 
rise to a complaint to the FCC.

How an Mso coULD fiGHT Back
Now let’s consider how moving the de-
marc point affects the MSO’s three ob-
jections, described above, to the MDU 
owner’s attempt to invoke the unit-by-
unit home run wiring rules:

1 The fact that the service agreement 
gives the MSO the right to control and 
maintain all the inside wiring is irrel-
evant to the application of the home 
wiring rules. Those rules vest certain 
rights in the video subscriber, and the 
subscriber is not a party to, or bound 
by, the service agreement between the 
MSO and the MDU owner.

2 The fact that the service agreement 
specifically addresses the disposition 
of home run wiring or cable home 
wiring does not preempt applica-
tion of the FCC rules for cable home 
wiring. Again, the cable home wir-

ing rules were promulgated as a con-
sumer protection measure, and are 
unaffected by provisions contained 
in an agreement to which the sub-
scriber is not a party.

3 Unlike the rules for home run wir-
ing, which allow the incumbent to 
remove the home run wiring in lieu 
of offering it for sale, the rules for ca-
ble home wiring specifically require 
that the wiring be offered for sale to 
the subscriber (or to the MDU owner 
or the alternative provider) prior to 
the incumbent exercising the re-
moval option. This fact significantly 
diminishes (relative to the home run 
wiring rules) the incumbent MSO’s 
bargaining power in negotiating dis-
position of the inside wiring.

Thus, none of the MSO’s three ob-
jections is a valid defense to application 
of the FCC’s cable home wiring rules, 
which, following the Sheet Rock Order, 
now apply to all of the “horizontal wir-
ing” in an MDU building, assuming the 
wiring is located behind drywall. The 
procedure outlined above provides the 
MDU owner with a much more efficient 
means of gaining control over existing 
inside wiring for the purpose of bringing 
competition to buildings no longer sub-
ject to exclusive access agreements.  BBP
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if the Mso fails to inform  
subscribers of their option to purchase  

the cable home wiring at its per-foot 
replacement cost, that wiring is considered 

abandoned, and the incumbent can’t  
prevent the new provider from using it.  

The new provider or the MDU owner will do 
the actual wiring purchase, of course.
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Lawyers on the Dallas Broadband 
Summit’s annual panel of legal 
leaders said property owners and 

service providers have to be extra-care-
ful in light of FCC rulings on exclusiv-
ity and inside wiring, and in light of 
changing broadband technologies. But 
they insisted that both sides have plenty 
of latitude to write contracts that make 
good business sense while protecting the 
signers as well as tenants. In broad out-
line, they called for tightly written con-
tracts – but not for going to court. In 
a “trust but verify” mode, they insisted 
that most disputes can still be handled 
by a phone call.

The panel was moderated by Mary 
Kane, Senior Counsel at Comcast.

Others on the panel were:

Matt Ames, Lawyer with Miller & 
Van Eaton, PLLC

Ian Davis, Lawyer, Munsch, Hardt 
Kopf & Harr 

Mark Farrell, Senior Counsel, 
AT&T

Gil Geldon, Senior Legal Counsel, 
Verizon 

Dan Glivar, Lawyer for Holland and 
Hart and Time Warner Cable 

Art Hubacher, Lawyer, Costlow & 
Hubacher 

Carl Kandutsch, Lawyer, DirecPath 

Linda Trickey, Senior Legal Counsel 
at Cox Communications

HiGHLiGHTs of THe  
PaneL DiscUssion:
Hubacher: From the property owner 
standpoint, there are obviously some 
things you just wouldn’t do that you 
would have done a couple years ago. 
One is that you’re not going to sign an 
exclusive service contract with a fran-
chise cable provider. 

The FCC is still considering extend-
ing the ban on exclusivity clauses to pri-
vate cable operator contracts. So as of to-
day, April 30th, as a property owner you 
can still do an exclusive cable contract 
with a private cable operator. But just 
know that could change, and the word 
“exclusive” could get stricken from that 
contract. So discuss with your private 
cable operator the impact such a ruling 
would have on your contract. From the 
standpoint of a property owner it would 
probably make sense to avoid it. 

There is another big question hov-
ering over all of the contracts we have 
been negotiating recently: “What will 
the next step be? Is the FCC going to 
demand an end to exclusive market-
ing contracts or are they going to take 
some action in respect to both [types 
of] contracts, marketing and access?” 
Obviously, if you have existing proper-
ties whose contracts are coming up for 
renewal you can’t wait around forever. 
There is a lot of uncertainty. But the 

it’s All in the Contract: All-star Legal Panel 
Charts the Best Course for Providers and 
MDU Owners

Hubacher: From the property owner’s 
standpoint, there are obviously some things 

you just wouldn’t do that you would have 
done a couple years ago. One is that you’re 

not going to sign an exclusive service contract 
with a franchise cable provider. 

Legal Leaders Panel. Left to right: Matt ames, Lawyer with Miller & Van 
eaton, PLLc; Linda Trickey, senior Legal counsel at cox communications; 
carl kandutsch, Lawyer, DirecPath; Mark farrell, senior counsel, aT&T; Dan 
Glivar, Lawyer for Holland and Hart and Time warner cable; Mary kane, 
senior counsel, comcast (at podium); art Hubacher, Lawyer, costlow & 
Hubacher; Gil Geldon, senior Legal counsel, Verizon; ian Davis, Lawyer, 
Munsch, Hardt kopf & Harr. Photo by Steve Ross.
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bottom line is, you still have to do con-
tracts. And it is impossible for any of the 
attorneys up here to envision every pos-
sible scenario that could take place. 

You still have to do your best to get 
a contract that you’re happy with and 
that your provider can live with, to ne-
gotiate some of the terms about some of 
the possible things that could happen 
from future FCC actions. But you have 
to move forward with deals. Don’t let 
the uncertainty prevent you from do-
ing what you need to do to get service 
contracts done. If you have a good rela-
tionship with a provider and something 
changes down the road that makes a 
provisional contract you sign now iffy, 
pick up the phone and call the provider 
and work something out.

eXcLUsiVe MaRkeTinG
With respect to exclusive marketing, it 
is an open issue. I don’t think the FCC 
has anything in the record that would 
let it ban exclusive marketing, and there 
does not seem to be anyone in favor of 
such a prohibition. But if they do, there 
are ways of addressing it. I’ve dealt with 
almost every attorney up here to come 
up with solutions. They aren’t perfect, 
no one walks away perfectly happy, but 
they’re contingencies in case something 
like that does happen. 

Davis: Unlike my Washington, DC, 
brethren, I’m the redneck on the panel. 
How can I resolve these things and be 
creative? Address what happens given 
the possible combination of new tech-
nologies whether it be FiOS, whether it 
be users’ DIRECTV dishes or an MDU 
satellite hookup or all in combination. 
Put together strategies that are ethical, 
to be able to continue to do business 
without having a massive impact on 
your profits.

Farrell: Property owners want to 
provide choice, and that’s what their 
residents want. They want to choose 
who they can use. In terms of entering 
into contracts, I think the same consid-
erations apply: You want to enter into 
a contract with a company you know 
is going to be around for a long time, a 
company that provides a breadth of ser-
vices, like Internet access. One can see 
where a lot of residents of apartments 
use their computers outside the home – 
at the coffee shop, to travel. Does a pro-
vider you’re entering into an agreement 
with have a lot of WiFi hotspots? And, 
long-term, who’s going to be the best 
provider at your property? 

Sure, the FCC is looking at exclusive 
marketing. Most people who have com-
mented to the FCC in that proceeding 
say they believe exclusive marketing is 
fine and that it should be permitted. 

Looking at comments on bulk, most 
of the providers think bulk deals are 
good. There are some consumers who 
said bulk deals aren’t good. You can put 
provisions in the contract and if the FCC 
comes out with a rule that you can’t have 
exclusive marketing or you can’t have a 
bulk deal we’ll renegotiate the deal so 
it’s mutually beneficial to all parties. 

Glivar: I’m not sure the owners 
would all agree. At the end of the day, 
the take I have on it is the FCC says you 
can’t do exclusive video deals with cable 
companies and ILECs and CLECs. At 
the end of the day, I think everyone on 
this panel knows you can’t do exclusive 
deals. You can’t write it into contracts. 
But we also agree that the ruling doesn’t 
change the world greatly. I think there 
are different perspectives on whether it 
gives owners more options or not. 

Kandutsch: I represent a PCO, so 
this rule as of now doesn’t apply to us. But 

I agree with everybody who says that the 
impact of the exclusive rule is not [there] 
from our perspective because we see that 
fewer and fewer of the larger property 
owners are willing to make an exclusive 
agreement anyway. So even before this 
ruling came out we were thinking about 
how we can adjust our business model to 
accommodate that real-world fact, and 
we believe we can compete with others 
without exclusive agreements. 

I think the next thing that needs to 
be done from a public policy point of 
view is that on the one hand you see the 
government opening up buildings to 
competition and on the other hand we 
still have two parallel sets of wiring rules, 
one for telecommunications and one for 
video. That doesn’t make any sense.

aPPLyinG insiDe wiRinG RULes
Kane: Wiring seems to be the greatest 
source of confusion in the market right 
now. When are the inside wiring rules 
applied?

Hubacher: The FCC inside wiring 
rules apply only when the inside wiring 
is owned by the provider. If the build-
ing owner owns the inside wiring, those 
rules are not a factor.

Kane: So when the owner owns the 
wiring and the owner is bringing in 
broadband providers, what should the 
owner take into consideration?

Davis: When the property owner 
owns the wiring and there’s an incum-
bent on the property using the wiring, 
the first thing you have to do before you 
deal with a new provider is to look at 
your contract to see what rights you have 
given the incumbent in the first place. If 
you have given the incumbent an exclu-
sive right to use the owner-owned wir-
ing, then you don’t want to put yourself 
into breach of contract by allowing the 
new provider to use that same wiring. 

In a perfect world each child gets its 
own toy. You may want to figure out a 
way to share and if at all possible put 
blankets in your contract about partici-
pating using reasonable efforts and those 
sorts of things. But if you can figure out 
a mechanism by which you don’t have 
to let the children share, then that’s ter-
rific. You had better think about it now 
because it will come up and you will get 

Farrell: You can put provisions in the 
contract and if the FCC comes out with a rule 

that you can’t have exclusive marketing or you 
can’t have a bulk deal, we’ll renegotiate the 
deal so it’s mutually beneficial to all parties. 
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a call from someone saying the cable 
lockbox was invaded by a third party. 
The answer may be to put a third box 
between the two.

sHaRinG infRasTRUcTURe
Kane: I don’t think the FCC ever envi-
sioned that the two providers would have 
to share one coax. When they came out 
with these rules they were thinking only 
about having choice at the property level 
and they weren’t thinking about the fact 
that there’s only one piece of coax go-
ing to one particular unit and it’s not 
feasible to have one provider providing 
video and another provider providing 
Internet access or phone over that same 
piece of coax. This has brought all kinds 
of confusion. 

It is difficult to advise your staff on 
what they can and should be doing in that 
kind of scenario. I may be long retired be-
fore we get an answer on that one. I think 
everyone here has experienced, because of 
the confusion, people looking at the rules 
one way and others another way. Well, 

because of the Sheet Rock Rule, should 
I cut open an incumbent provider’s box 
and help myself to the coax? In fact, that’s 
not what the rules say. 

Davis: We’re in a transitional period 
right now, I agree, and none of us really 
knows exactly how this will work out. 
If I were an owner, I’d have two main 
concerns. One, just the general ugliness 
of the property it creates when you’ve 
got wall boxes broken into or additional 
boxes on the building and just more 
clutter, and the other is just the ability 
to use the wiring and having residents 
upset because they thought they could 
get two different services from two dif-
ferent providers. 

The industry – not the owners in my 
view – has to work out a solution to this 
in a way the owner doesn’t have to get 
involved so we’re serving the same cus-
tomer at the end of the day. 

Kandutsch: I think it’s important 
to make a distinction between existing 
properties and new construction. If you 
do want an open property with two or 

more providers, plan your infrastruc-
ture so that you’re not trying to juggle 
them using one set of wiring. Think 
about what you want for your property 
and build accordingly. Look at your 
contracts. Look at wiring that’s avail-
able. Look at the headaches that may 
ensue and the possible solutions if you 
only had one set of wiring and tried to 
have providers share. Where it becomes 
far less manageable is on an existing 
property. Unless you’re contemplating 
an overbuild, you’ve got to deal with the 
wiring that’s already there. You’ve got to 
deal with contracts that are already in 
place. You’ve got to deal with providers 
who are already in place.

PRoViDeR TRansiTions
Glivar: The FCC rule for use of wiring 
in provider transitions doesn’t work. I 
would not want to be in the crosshairs of 
a wiring dispute between two providers. 
So I would make sure that any providers 
coming in with their proposals told me 
how they are going to cover costs of the 



tHe LAW

90  |  BROADBAND PROPERTIES |  www.broadbandproperties.com |  July 2008

wiring over which they are going to pro-
vide services. If you’re going to be using 
the incumbent’s wiring, are you buying 
it from him? In my contract they own 
it and may have removal rights for 90 
days. I don’t want my residents worrying 
if they’re going to have services for the 
next 90 days. 

Davis: Hopefully your contract al-
ready addresses what happens with that 
wire. From an owner’s perspective this 
is becoming more and more of an issue. 
I don’t want to be between DirecPath 
and Time Warner; I want somebody to 
give me an indemnity and I want the 
providers to sort it out. If you get into 
a dogfight over the wiring, I’m out of it. 
There will no service discontinuation. 
You guys go to court and fight it out. 
All I care about is getting proper service 
from the service providers.

Question from floor: If I’m a pro-
vider and someone else is going into the 
router closets, to me that negates my 
whole service operation. Believe me, 
you’re opening a can of worms when you 
take nonexclusivity. You’re going to be 
left in a very hard place if you have two 
providers and someone cuts the cable of 
someone else. 

Trickey: In practical terms, no one 
wants the customer to be out of service. 
Yet the new provider comes in and cuts 
a wire and somebody has to come and 
repair that   – but I think the incumbent 
is going to look to the new provider and 
say, “I had to roll a truck. I’ve had to 
come out and repair this cable. It’s your 
fault; you need to pay up.”

Question from floor: One of the 
things you’re now addressing is that it’s 
hard enough to manage one provider. If 
you have seven providers you’re going to 
have a management person coming in to 
make sure those providers don’t come in 
and do damage to any wiring closets. 

Farrell: This goes back 20 years; it’s 
nothing new. When the FCC issued in-
side wiring rules for voice service in the 
mid 1990s they really didn’t see that that 
wiring could be used for video service. 
… In the commercial market you have 
pressure from tenants saying, “I want 
this company in the building” to pro-
vide service and that’s really what drove 

that market to open up. But in residen-
tial situations I don’t know how it plays 
out. Clearly owners are feeling pressure 
to bring the competition in, but at a cer-
tain level once you’ve got triple play in 
the building you’ve met the basic need 
and you’re not under the same pressure. 
The individual resident in an apartment 
building has a lot less market power than 
the law firms in an office building.

Davis: We’ve got a lot of problems 
with clients that are in this world al-
ready. In commercial space providers are 
arguing over building access statutes. 
But in my experience with multifamily 
buildings, providers there are far less li-
tigious and are, for lack of a better word, 
considerate of other providers’ facilities. 
And if you run into a situation – and 
we’ve run into it a few times – when the 
MSO calls me and [says] someone cut 
into my wiring or someone cut into my 
lockbox or someone’s using my wiring, 
it’s OK, we facilitate a solution so we 
don’t run into this over and over again. 

The providers have done a very good 
job of working with each other in large 
part because they are emphasizing hav-
ing good relationships with the property 
owner’s marketing directors and senior 
folks, so when you get a gripe it’s a phone 
call and not the litigation, threats, let-
ters and all that good stuff. In my role, 
if I hit that point then my contract has 
already failed to do its job. 

consUMeR MisPeRcePTions
Geldon: One of the unfortunate things 
from the FCC rule last year was some 
of the press that accompanied it and 
the misperceptions that evolved. Head-
lines screamed, “FCC opens up apart-
ment buildings.” Well, that’s not really 
the case. What the FCC did was very 
specific. It banned one type of clause in 
service contracts. It did not mean that 
suddenly everyone has a right to pro-
vide service to a property. The property 
owner should still control access to the 
property and should still be able to ar-
range and negotiate the terms and con-
ditions of that access. 

Unfortunately residents saw the head-
lines and all of a sudden thought that on 
November 1 last year they should be able 
to call and be able to get any service un-

der the sun that they wanted because the 
FCC did this magical thing. That’s not 
the case. If DIRECTV does not have a 
contract on that property the resident 
can’t get DIRECTV through the build-
ing’s network. If there is no agreement 
with Verizon to supply FiOS on that 
property the resident can’t just call and 
get FiOS. There has to be this process. 

Ames: If the provider puts the ONT 
in the unit you basically have given up 
control over all three services – voice, 
data and video. That’s at least the posi-
tion that Verizon has taken – on a unit-
by-unit basis you’ve lost control. Thus, 
a provider absolutely has motivation to 
put the ONT in the apartment if he 
can. One of the difficult things in writ-
ing contracts is, you don’t know if there 
are a lot of open questions that could be 
decided in a regulatory ruling as these 
things bubble up. 

Look at the conflict between the inside 
wiring rules on the cable side versus the 
telephone side. If you’re a cable company 
dealing with an ILEC, which set of rules 
applies? That heightens the uncertainty 
but it also makes it an imperative that you 
do what you can to set up a contractual 
mechanism. And if the company is insist-
ing that it is “paying for it and owns it,” 
are you going to let them in, and what are 
the terms of the agreement?

Davis: The situation you’re describing 
was why a number of us were up in arms 
three or four years ago, because we didn’t 
know how the FCC was going to imple-
ment it and everyone thought they were 
going to demand an exclusive agreement. 
That’s not how the real-world implemen-
tation has gone down. At this point if 
there is negotiated a licensing agreement 
of limited term that relates to facilities 
within your building, and after a certain 
term they can go away at your request so 
the public isn’t held captive beyond five, 
seven, nine years or whatever it is, it is 
OK. But as an owner you have them do 
the FTTH including additional Cat 5E 
so if you choose one day to dispose of the 
FiOS system you have the ability to get a 
service box if that’s your election. 

Hubacher: Both Ian Davis and I 
advise our clients that if you do let Ve-
rizon, or AT&T for that matter, install 
facilities all the way into the unit, in the 
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practical world will you ever terminate 
their access rights and make them move 
their facilities? Maybe not, but you can 
in your documents and in your contract 
include enough language so that at a 
certain point you have enough leverage 
to negotiate a new contract – leverage 
to say “I do have this right to terminate 
your license and make you move your 
facility.” Maybe in the real world you 
never do make them remove their facili-
ties. But in a contract you work hard to 
carve out that right so that down the 
road you have not conceded your future 
rights and you can go back to the ne-
gotiation table. Remember, the idea of 
negotiating now and working hard at 
contracts now is that five years down the 
road you have not lost all your rights. 

Geldon: Just because we have an 
ONT to the unit does not mean we 
have a customer. The market’s a power-
ful force. The only way we can provide 
service is if the customer wants us.

Trickey: One other point with the 
customer confusion if you have an in-
cumbent provider and a new provider 
coming in: you as owners may be able 
to help with that, because I’m not sure 
the providers are doing a very good job 
during their sales pitch of explaining the 
impact to the resident of what will hap-
pen if they then order services from the 
new provider. Do they understand it’s 
one or the other? 

So as owners if you have an incum-
bent and you’re bringing another pro-
vider in, you may be able to help with the 
education of your residents and you can 
work with both providers to explain that 
they’re not going to be able to have, say, 
Cox video and Verizon Internet with the 
same piece of coax. So there are things 
that are going to have to make decisions 
on, and isn’t it wonderful that they have 
a choice of one or the other, but they’re 
not going to be able to have both. 

That might help prevent some of the 
confusion where you have the provider 
coming out and hooking up the services 
and then they call the other provider 
and ask what happened to my such-and-
such service.

The most perfect environment would 
be the developer building the property 
and having his own electronics interact 

and his own fiber to every unit. Resi-
dents could then mix providers over the 
same fiber.

Hubacher: There’s no situation that’s 
like any other situation. Every property 
is different. Every infrastructure is dif-
ferent. Every contract is different. Every 
provider is different. You know that’s 
one of the things that makes our jobs 

different. We’re not doing the same 
thing from year to year. Things change 
in this industry. Infrastructure technol-
ogy changes. Services change. So it’s 
a case-by-case process. You have to do 
your due diligence. You can’t pigeonhole 
everything by imagining that this rule, 
or that regulation, will cover you across 
the board.  BBP
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n addition to changing the way 
we study, play, work and commu-
nicate, the Internet is now likely 
to affect how and where we will 

spend our senior years. Whether we are 
working or playing on the Internet to-
day, by tomorrow we may be counting 
on our network connection for physician 
consultations, medication reminders and 
emergency response. Network-enabled 
health monitoring and care is an area of 
high demand, rapid growth and quick 
evolution of potential new services. 

Five out of six (84 percent) Ameri-
cans over the age of 50 expect an im-
mediate family member to move into 
a senior living community within the 
next 10 years, while 24 percent over 
the age of 65 expect the same for them-
selves, according to a new national sur-
vey of American attitudes on assisted 
living released by the Coalition to Pro-
tect Choice in Senior Living (CPCSL). 
Members of the “sandwich generation,” 
with both growing children and aging 
parents, are trying to keep everything in 
balance, including influencing their par-
ents’ choice between assisted living and 
staying at home longer. Internet-based 
solutions can support either choice, of-
fering seniors, their families and com-

munities different paths leading to the 
same goals: dignity, care and commu-
nication. My organization, Steeplechase 
Networks Inc., works with a variety of 
telehealth partners to provide services 
over fiber or wireless broadband connec-
tions that will make these goals achiev-
able for all. 

Building Bridges with FiBer
Seniors choose between independent liv-
ing and care facilities based on their fi-
nancial resources, geographical proxim-
ity, age and health, among many other 
factors. But every choice reflects certain 
basic desires: Seniors want to maintain 
their independence as much as possible 
and still access the care they need when 
they need it, without burdening their 
families. Family members want the 
highest quality of care while staying in-
formed about the seniors’ needs. Com-
munities want to maintain the partici-
pation of this educated, consuming, and 
voting constituency. 

Independent living communities and 
assisted living communities try to bridge 
residents’ desire for independence with 
the need for some support and care, and 
position themselves to handle transitions 
toward the latter. Fiber-based connec-

tions can support the services that allow 
the bridge’s span to extend, thereby ex-
tending independence, enhancing care 
and ensuring communication. 

The fact that fiber provides the con-
nectivity enabling these services – and 
thereby extends the time that seniors can 
spend in their homes or in the communi-
ties of their choice – is a good argument 
for including fiber to the home when 
planning the development of senior hous-
ing MDUs. And, of course, it’s equally 
important to include FTTH in the con-
struction of homes for younger families 
– “the sandwich generation” – in order to 
complete the communication link.

delivering the right Content
The most compelling senior-oriented 
offerings allow instant two-way com-
munication backed up by monitoring of 
key data stored for medical review. The 
information to be monitored and stored 
may include medication dispensing and 
usage, exercise, sleep times, blood pres-
sure, glucose levels, meals and nursing 
visits. One of the providers we work 
with, Link-to-Life, offers both personal 
emergency response and health moni-
toring services. “Delivering our health 
monitoring services over broadband was 
a logical next step, and the Steeplechase 
platform allows us to do that seamlessly,” 
says Lawrence Rosenthal, chairman and 
CEO of Link-to-Life. 

Interactive exercises that allow track-
ing of mental performance and cognitive 
abilities are another class of interesting 
applications. These services can transmit 
results from a home connection back to 

Broadband for  
Health Monitoring
New broadband applications installed in housing and care facilities help 
seniors live more independently.

By Mary Farley ■ Steeplechase Networks

Five out of six (84 percent) Americans over  
the age of 50 expect an immediate family member  

to move into a senior living community within the next 
10 years, while 24 percent over the age of 65 expect 

the same for themselves.
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a central station for emergency response 
and notification or to a portal that fam-
ily members can access on a regular or 
as-needed basis. From a campus con-
nection like a senior living community, 
a nursing station can provide the moni-
toring and management of the data and 
distribute it as needed. 

In communities where wireless cov-
erage is ubiquitous, emergency response 
technologies can track wandering or 
“man down” problems within a few 
meters. These applications can also be 
tracked on mobile devices so that family 
members are never out of touch. 

Steeplechase looks for cutting-edge 
applications to serve this market and 
works with proven telehealth partners 
to continue to broaden the offerings and 
deepen the end-user experience. Other 
services in development or recent de-
ployment include videoconferencing be-
tween patients in their homes and phy-
sicians in their offices for medical and 
psychological consultations. In addition 
to eliminating tedious visits to the emer-

gency room and long delays in waiting 
rooms, these services allow distant fam-
ily members to “attend” virtually as well 
as providing for the easy and accurate 
exchange of information. As health care 
providers develop care plans for patients, 
family members can participate, under-
stand, and actively support next steps 
because of their active and engaged role 
in the process. 

Is monitored living an Orwellian 
nightmare? The people who are using 
it don’t feel that it is. For many seniors 
and their families, health monitoring 
expands choices and adds significantly 
to their peace of mind. In fact, decision 
makers are placing the level of connec-
tivity and available services high on their 
checklist of requirements for a home or 
senior community. What used to be a 
“feature” is now a necessity in the eyes 
of those who are committed to indepen-
dence, care and communication. 

Steeplechase Networks looks for com-
munities that want to differentiate them-

selves by connecting residents with the 
services they need. Fiber networks dem-
onstrate a commitment on the part of a 
developer or a community to meet the 
needs and desires of residents today with 
the capacity to sustain the needs and de-
sires of tomorrow. Steeplechase provides 
marketing services, back-shop support, 
and ongoing maintenance to help these 
communities achieve their business and 
program goals. You need to build the 
right bridges and deliver the right con-
tent to cross this generation gap.  

ABout the Author
Mary Farley is the Operations & Planning 
Executive for Steeplechase Networks Inc., 
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s providers introduce ad-
vanced services over their 
networks, customers’ ex-
pectations rise accordingly. 

Broadband subscribers expect speedy 
downloads. Video subscribers expect 
great picture quality. Voice subscribers 
expect conversations without annoying 
pauses or echoes. And when subscribers 
don’t get what they expect, they’re quick 
to call tech support.

But providers’ technical support reps 
don’t always have the necessary tools to 
solve service problems. It’s difficult to 
determine why a broadband connec-
tion has slowed to a crawl, for example. 
Has a neighbor availed herself of the 
subscriber’s WiFi connection? Or is the 
subscriber’s own computer running pro-
grams he isn’t aware of? Typically the 
support rep asks a few basic questions, 
then escalates the problem to a network 
engineer – who must generally start over 
from square one, and who may not have 
an easy time diagnosing the problem, 
either. Even sending a truck out to the 
subscriber’s house doesn’t always pro-
duce the desired results.

“Only the desperate and the brave 
call,” says David Messina, marketing 
VP at Xangati, a startup company that 
hopes to make customer support encoun-
ters more satisfying for service providers 
and customers alike. “But you want us-
ers to end the call with something being 
achieved. It’s not a good place for service 
providers to be.”

visiBility At the suBsCriBer level
Xangati, a privately held company based 
in Cupertino, California, launched its 

first product in 2007 – an appliance 
that sits on the service provider’s net-
work and gathers detailed information 
from the routers about the applications 
that each subscriber is using. (Though 
Xangati doesn’t install hardware or soft-
ware at the customer premises, the appli-
ance maintains a fixed identity for each 
subscriber even in the absence of fixed 

IP addresses.) The company originally 
conceived of its appliance as a trouble-
shooting tool for network engineers and 
network operations staff. It would collect 
baseline information to establish normal 
behavior for each network element, sub-
scriber and application, and then send 
alerts to network operators whenever be-
havior fell outside of normal parameters. 

Optimizing the Broadband  
Experience – in Real Time
If subscribers aren’t getting the service levels they expect, can you tell 
them why? Xangati can.

A BBP Staff Report

This Xangati output screen shows bandwidth use by type of service.
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The Xangati appliance was a suc-
cess on its own terms, but the company 
quickly found it had overlooked an even 
more pressing need: a problem-solving 
tool for front-line customer support 
reps. “There was no network equivalent 
of Ctrl-Alt-Delete,” Messina says, re-
ferring to the keystrokes that bring up 
Windows Task Manager, which shows 
status information for each process and 
application running on a PC. So in 
March of this year, Xangati introduced 
Virtual Task Manager, software that 
presents subscriber-level data in a format 
accessible to support staff. 

Support reps using Virtual Task 
Manager can see in real time which 
applications are active and how much 
bandwidth they are using. They can work 
with subscribers on the phone to recreate 
or replay symptoms and investigate the 
subscriber’s recent history in detail. If 
necessary, they can drill down into any 
related application, server or peer. 

“there’s A What-Box upstAirs?”
Primelink, a New York State CLEC that 
was one of the first companies to trial 
Virtual Task Manager, says senior engi-
neers who once spent nearly all of their 
time on reactive escalation issues have 
cut that time in half. The engineers are 
also discovering some surprising causes 
for customer complaints. “In one case,” 
says Frank Koniszewski, an IP network 
engineer at Primelink, “the Xangati ap-
plication enabled us to track down a 
recurring performance problem to an 
Xbox gaming server the subscriber’s 
teenage son had installed surreptitiously. 
Whenever the son fired up the server to 
play games with his friends, the home 
Internet connection was flooded and be-
came extremely sluggish.”

Another early user, Harris Miller, 
manager of engineering at EATEL (a 
Louisiana ILEC), says his company was 

frustrated by being unable to resolve 
complaints about network performance 
degradation. Virtual Task Manager 
“lets us be more helpful and take owner-
ship of the problems,” he says. EATEL 
began by using Virtual Task Manager 
reactively, but Miller says the company 
is now taking proactive steps as well: 
“We’re seeing a lot of parents who aren’t 
aware their kids are running BitTorrent 
and other peer-to-peer programs, and 
we’re educating them about what they 
can do to secure the home connection. 
We’re finding out people’s computers are 
infected with viruses and they don’t re-
alize it till they can’t function, so we’re 
educating them about security. When 
there is a spammer, we can zoom in on 
them faster…and mitigate an attack be-
fore it knocks the server down.”

Sometimes support reps determine 
that response time is slow because the 
user doesn’t have enough bandwidth. 
Miller says, “There may be a legitimate 
need to upsell to a faster connection 
speed. If it’s not a peer-to-peer or virus 
issue, they may really be saturated. So 
it puts us in a position to upsell while 
we’re correcting the problem – spinning 
a negative to a positive.”

EATEL has made an effort to pro-
tect customers’ privacy, and Miller says 
customers don’t perceive Virtual Task 
Manager as a privacy threat. Reps ask 
for permission before running tests, and 
they explain to customers that all they 
can see is the header package, not the ac-
tual sites the customer is visiting or the 
contents of what is being downloaded. 
They also explain that malware running 

on the customer’s computer may expose 
the customer to identity theft.

An inFrAstruCture-AgnostiC 
produCt 
Because Virtual Task Manager is infra-
structure-agnostic, it can be used by pro-
viders with any type of access network. 
Xangati is marketing the product – di-
rectly and through value-added resell-
ers – to local exchange carriers, includ-
ing wholesalers; to cable providers; and 
even to private operators like universi-
ties. At current pricing levels (the entry 
price point for the base platform is about 
$35,000), the company says its product 
is economical for providers with between 
1,000 and 100,000 subscribers, taking 
into consideration the savings in support 
costs and the benefits to customer reten-
tion and loyalty. A hosted service, which 
the company is considering, might be 
suitable for even smaller providers. 

Xangati also recently introduced 
what it calls a “24/7” program, a quick-
start methodology for launching Virtual 
Task Manager that promises users seven 
major insights into their networks in 24 
hours. One reseller reports that it was able 
to detect a spambot on the network of a 
customer within hours of installation.

In addition, Xangati is looking for 
synergies with other vendors’ products. 
A recently announced three-way integra-
tion with Calix Management System and 
ClearAccess TR-069 CPE Management 
Application gives support reps insight not 
only into the network applications that a 
subscriber is using but into the location of 
the subscriber’s premises and the broad-
band access devices on site – and then al-
lows them to remotely control the home 
network and customer premises equip-
ment so they can fix problems without 
sending a technician to the site. Accord-
ing to Miller, “The integrated workflow 
that the Calix-Xangati-ClearAccess solu-
tion offers would give us the most direct, 
cost-effective, and easy method for fixing 
any performance problem, whether the 
source is in the access network or in the 
subscriber home.”   

“If it’s not a peer-to-peer or virus issue, they may 
really be saturated. So it puts us in a position to 

upsell while we’re correcting the problem – spinning a 
negative to a positive.”

Xangati tracked a recurring performance problem 
to an Xbox gaming server the subscriber’s son had 
installed surreptitiously. Whenever the son fired up  

the server to play games with his friends,  
the home Internet connection was flooded and  

became extremely sluggish.
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MDU/MTU TecHnoLoGy

scaling broadband services is a 
challenge for owners of multifam-
ily and multitenant buildings. De-

mand for bandwidth and reliability con-
tinues to increase, and high-bandwidth 
services command premium rentals in 
many areas. But building owners are re-
luctant to invest in expensive infrastruc-
ture ahead of demand – especially if that 
demand takes time to materialize, as in 
today’s slow real estate market. 

Building owners need the flexibility 
to add or subtract bandwidth quickly in 
order to meet fluctuating demand – and 
to pay only for the bandwidth that is 
actually used. Several new offerings at-
tempt to meet that need with a variety of 
technologies. Two vendors we’ve spoken 
with recently are Mushroom Networks, 
which creates scalable bandwidth by 
bonding together multiple small broad-
band connections, and Rainbow Broad-
band, which takes the opposite approach, 
dividing fiber’s enormous bandwidth.

MeeTinG THe  
MUsHRooMinG DeManD 
Earlier this year, Mushroom Networks 
(www.mushroomnetworks.com),  a 
startup company spun off from the 
University of California at San Diego, 
released its Truffle broadband bonding 
network appliance, a device that aggre-
gates Internet connectivity. The Truffle 
lets building owners combine multiple 
DSL, cable modem, cellular broadband 
or T1 services to provide higher-speed 
and more reliable Internet access for 
tenants. For around $3,000, a building 
owner can aggregate as many as six In-
ternet sources with a combined through-

put of up to 65 Mbps. Truffles are stack-
able, so owners can add more boxes to 
meet higher demand. Mushroom is also 
willing to custom-build appliances for 
higher throughput. 

On the back of the Truffle, a four-
port LAN switch provides aggregated 
throughput that can be distributed 
within the building via Ethernet, WiFi, 
Cat 5 cable, coax, or any other medium. 
The device can be installed in a few min-
utes and is managed via a simple Web 
interface. Building owners can either 
bundle the service into the rent, or bill 
tenants directly. 

Cahit Akin, Mushroom’s CEO, 
says the device offers several benefits to 
building owners. First and foremost, it 
enables them to scale bandwidth to the 
building as it is needed. “You don’t have 
to pay for the big pipe before you have 
subscribers,” Akin says. “You can grow 
gracefully.” Second, they can add value 
to their buildings by providing faster In-
ternet service than is available elsewhere 
in the neighborhood. Each tenant can 
have access to the full bandwidth if there 
is no contention for it. (However, qual-
ity-of-service features are built into the 

Truffle, so that VoIP, for example, takes 
priority over file downloads. Building 
owners can even restrict certain types of 
traffic to specific ports and lines, so that 
power users’ P2P traffic doesn’t slow 
down traffic for other users.)

Another important advantage of 
bonding multiple access lines is that it 
increases the reliability of the connec-
tion. “It’s better than having a single 
line, because if that fails you’re in panic 
mode,” Akin says. “You’re still able to 
connect to the Internet [if one line goes 
down] because the box can use the up-
and-running lines.”

new seRVices Via MUsHRooM 
Mushroom also markets the Truffle to 
service providers, who can use it not only 
to provide high-speed services without 
putting additional hardware into the 
core network, but also to develop new 
service offerings such as “boosted T1” – 
a T1 line bonded to a DSL line. Com-
bining the reliability and upload speed 
of a T1 with the cost-effective download 
speed of DSL could create a package 
that is attractive to small businesses. 

Another new offering for service 
providers might be aggregated T1 lines. 

New Options  
for Big Broadband

By Masha Zager ■ Broadband Properties

Property owners looking to supply residential and commercial tenants with 
high-speed Internet access now have more choices than ever before .

Mushroom networks creates scalable 
bandwidth by bonding multiple small 

broadband connections; Rainbow 
Broadband takes the opposite approach, 
dividing up fiber’s enormous bandwidth.
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Akin explains, “Some companies want a 
secondary T1 as a backup; with this type 
of device, you get to use your backup 
line and you still have failover, because if 
one line goes down, the device schedules 
all traffic to the up-and-running line.”

RainBow oVeR ManHaTTan
In New York and some other cities, mul-
titenant commercial buildings suffer 
from a bandwidth imbalance. Class-A 
buildings, which are generally fiber-con-
nected, have plenty of bandwidth while 
smaller, less prestigious buildings have 
trouble obtaining adequate connectivity. 
In the traditional New York City econ-
omy, financial institutions and corporate 
headquarters occupied the Class-A build-
ings while small manufacturers occupied 
the loft buildings. But today, the small 
businesses seeking loft space are likely 
to be high-tech media and design firms, 
which are more dependent on connectiv-
ity than manufacturers ever were. 

Russ Hamm, a former music producer 
who had been involved in bringing fiber-
based broadband to New York’s largest 
media companies, saw several years ago 
that smaller and midsized media compa-
nies were having difficulty surviving in 
the city. They couldn’t afford the rents 
in Class-A buildings – and didn’t need 
most of the amenities these buildings of-
fered – but they did need the bandwidth. 
Even small media companies had to 
transfer very large files, and their broad-
band choices usually consisted of T1 and 

DSL. “They would start the file at night 
and come back in the morning, and it 
still wasn’t finished,” says Robbie Schiff, 
Rainbow Broadband’s CEO. Hamm 
went on to found Rainbow Broadband 
in 2004, with the aim of transmitting 
bandwidth wirelessly from fibered build-
ings to the unfibered ones. 

Today Rainbow Broadband leases fi-
ber to eight networked hub buildings in 
Manhattan (four or five more hubs will 
be added soon) and uses fixed WiMAX 
to beam bandwidth from the roofs of 
these tall buildings to other buildings 
in their line of sight, covering most of 
Manhattan and nearby parts of Brook-
lyn, Queens and New Jersey. Receivers 
can be placed outside or even inside 
windows as well as on rooftops – an ad-
vantage in smaller buildings with land-
mark status where visible receivers may 
not be permitted.

Rainbow sells the bandwidth either 
directly to commercial tenants or to 
building owners, who then resell it to 
their tenants. In addition to pure con-
nectivity, it also sells VoIP service and 
offsite file storage.

Rainbow subscribers can access the 
Internet at speeds up to 100 Mbps sym-
metrical, but the typical connection is 
about 10 Mbps, with a few customers at 
about 30 Mbps. “We fit in nicely,” Schiff 
says. “What’s offered [by competitors] is 
T1 and DSL, and then DS3 at 40 Mbps 
– and we’re in between.” The result is 
that small and midsized enterprises can 

now run their businesses as if they 
were in Class-A buildings. 

Another advantage for 
tenants is speed of provi-
sion. Temporary bandwidth 
increases can be put in 
place within 24 hours, and 
permanent ones take only 

a little longer. Schiff says, “If 
you need 10 Mbps in Manhattan, you’re 
lucky if you can get your needs met in 
four to six months. But our turnaround 
time is 48 hours for a lit building, or 
seven to 10 days if it’s not lit. This is a 
big value proposition for businesses that 
are moving. They need something no 
one else can provide within that time.”

Yet another need that Rainbow meets 
is for redundancy – which is now re-
quired for Sarbanes-Oxley compliance, 
as well as being an industry best prac-
tice. “A hedge fund can lose $500,000 a 
day if it can’t get on the Internet,” Schiff 
points out. Reliability is an issue even in 
fiber-fed buildings, and it can’t be ad-
dressed by buying bandwidth from com-
peting providers, which generally carry 
service over the same fiber. Rainbow’s 
WiMAX service is about as reliable as 
T1, and the redundant ring connecting 
the hubs guarantees that if one hub has 
a problem getting back to the primary 
point of presence, there’s always another 
pathway. A year ago, when a steam-pipe 
explosion in midtown Manhattan closed 
most nearby businesses, Rainbow’s cli-
ents continued to operate.

Today, close to a third of Rainbow 
subscribers are primarily interested in 
redundancy, says Schiff. But many of 
them eventually switch to Rainbow as 
their primary connection because of its 
cost, quality of service and reliability. 

While Rainbow has been operating 
only in the New York area to date, Schiff 
says the company will soon begin look-
ing at other East Coast cities where it 
might offer similar services. “This model 
will work in a lot of older cities,” he says, 
“because so many of them are built on 
copper wires.”  BBP

about the author
You can reach Masha Zager at masha@
broadbandproperties.com.

quality-of-service features are built into  
the Truffle, so that VoiP, for example,  

takes priority over file downloads when 
tenants share bandwidth.
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From BBP Wires 

OAKLAND, CA – The  new SkyZhone 
system from Zhone Technologies (www.
zhone.com) is designed to address the 
cost and performance challenges stand-
ing in the way of metro WiFi. As the 
first metro WiFi solution to utilize the 
802.11n WiFi standard, an all-MIMO 
antenna architecture, integrated DSL 
backhaul and line powering, it has the 
capacity and reliability to deliver true 
municipal and commercial multiservice 
WiFi networks, according to Zhone.

SkyZhone vastly increases overall 
network capacity, coverage and reliabil-
ity when compared to the traditional so-
lutions used in many of the first outdoor 
WiFi projects. The system also enhances 
the economics of metro WiFi by giving 

network engineers the ability to leverage 
existing network backhaul facilities and 

greatly expand feasible locations for ra-
dio placement.

Available in both combined and 
standalone configurations of 2.4 GHz 
or 4.9 GHz, SkyZhone is designed to si-
multaneously serve both licensed public-
safety and unlicensed general-purpose 
applications. Additionally, SkyZhone 
features integrated DSL backhaul and 
integrated line powering of each radio.

SkyZhone is currently in trials or 
already deployed in more than 10 net-
works globally, supporting applications 
including municipal public safety, video 
surveillance, consumer use broadband 
access, and campus/resort environments. 
For example, ACD.net, Mid-Michigan’s 
largest independent phone and internet 
provider, has selected SkyZhone to de-
ploy networks in the cities of Lansing 
and Springfield, Michigan.

Zhone Releases Metro WiFi System  
with Integrated Backhaul

From BBP Wires 

LAS VEGAS – Ericsson (www.ericsson.
com) demonstrated the first 10 Gbps 
GPON system for IPTV, with four 
times the bandwidth of existing GPON 
systems, at last month’s NXTcomm08 
in Las Vegas. Ericsson also introduced 
the 8-port GPON board as the latest ad-
dition to the EDA 1500 GPON system, 

effectively doubling its capacity and im-
proving cost-effectiveness. 

The EDA 1500 is a key component 
of Ericsson’s IPTV access infrastruc-
ture, supporting maximized bandwidth 
efficiency, guaranteed instant channel 
change, and robust security. Ericsson 
says it has the highest switch capac-
ity on the market and offers both the 
highest density and the fastest GPON 

available in the same physical footprint, 
with speeds up to 10 Gbps. The doubled 
capacity of the 8-port GPON board 
means the EDA 1500 Optical Line Ter-
minal can now serve more than 7,100 
homes; deployments will begin in early 
2009. The 10 Gbps GPON system will 
be available commercially once the tech-
nology standard is defined. 

Ericsson Demonstrates 10-GPON System

From BBP Wires 

HICKORY, NC  – CommScope (www.
commscope.com) is launching a new 
line of fiber distribution hub (FDH) 
cabinets in 144, 288, 576 and 864 fiber-
count configurations. CommScope al-
ready has a line of cabinet enclosures for 

VDSL networks, but this represents its 
first foray into fiber cabinets. 

The CommScope FDH cabinet line 
provides for total management hardware 
using a simple front access design – ter-
mination, interconnection, and splitting 
are located in one compartment. Another 
unique feature is the open door alarm 

system. Service providers are immedi-
ately notified in the case of unauthorized 
access to the cabinet as soon as the door 
is opened. Technicians are dispatched to 
assess and remedy the situation before 
damage is irreparable. Trial models of the 
cabinets are available now, with general 
availability planned for later this year. 

CommScope Launches Fiber Distribution  
Cabinets and Customer-Premises Equipment



SumitomoBringing Fiber “To-The-Premises”  
& “In-The-Premises.”

At Sumitomo, we’re committed to tailoring your fiber optic 
network by providing new and cost effective solutions that 
offer the highest quality and most reliable products to drive 
fiber closer to the end-user. Driven by Ingenious Dynamics, 
Sumitomo is dedicated to superior customer service and 
continuous innovation. For decades, we’ve provided the 
most advanced fiber types, cables, splitters, fusion splicing 
equipment & accessories, and termination solutions to fit 
your particular topology and network vision.

Bringing Fiber-TO-The-Premises…
Broad range of loose-tube and  
ribbon distribution cables, including  
Dri-Tube® 100% gel-free cable. 
Ribbon cables feature Sumitomo’s 
leading easy-peel technology.
Newly designed PureAccess® bend- 
insensitive drop cables, including 
Sumitomo’s new ribbon drop cable 
for even faster and better last-mile 
deployment.   
The  industry’s only dual-heater 
FastCat™ Single and TuffCat™  
Mass Fusion Splicers, which improve 
splicing efficiency by over 80%, join 
the TomCat™ family…the world’s 
most popular FTTx handheld splicers.

Introducing the Lynx CustomFit™  
Splice-on Connector

Customized field terminations are 
now made possible with the Lynx 
Splice-on Connector.  Eliminates 
need for maintaining inventory of 

varying lengths of preterminated jumpers for quick and accu-
rate permanent connectorizations without gels or adhesives. 

Bringing Fiber-IN-The-Premises…
Sumitomo’s FutureFLEX® Air-blown 
Fiber® System is North America’s 
first and most advanced “bundled” 
air-blown fiber infrastructure for 
the enterprise network. It’s been 
adopted by the world’s foremost 

enterprise networks, including the Pentagon, CNN, ESPN, 
ConocoPhillips, McCarran International Airport, Johns 
Hopkins University, Mayo Clinic, and many others that have 
discovered the overwhelming benefits of FutureFLEX over 
conventional cabling.
Provides bandwidth-on-demand for immediate scalability, 
quick upgrades, and fast project turn-around times whenever 
and wherever fiber is needed. Eliminates dark fiber, work site 
disruptions, and the need to forecast future technology and 
network growth. The point-to-point infrastructure offers virtually 
unlimited network capacity and allows for fast and easy instal-
lation into secure areas. Saves significant time and labor costs 
for continuously positive ROI. Visit www.futureflex.com.

Panels and Interconnection 
Fusion Splicers 
Splice Closures 
Riser-Rated Cables 
FTTH Distribution & Drop Cables 
Hostile Environment Cables 
Ribbon Cables 
Loose-Tube Cables
FutureFLEX® Air-blown Fiber® System

Visit www.sumitomoelectric.com or call us at 800-358-7378. Our customer service staff is ready to assist you.

THINK RIBBON…THINK SUMITOMO
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From BBP Wires 

LAS VEGAS – Alloptic (www.alloptic.
com), which develops RF Over Glass 
(RFOG) and passive optical networking 
(PON) solutions, announced a modular 
optical network terminal for business 
and backhaul applications. “Business 
subscribers demand a very wide vari-
ety in the services they need, ranging 
from many T1s for wireless backhaul, 
to mixed TDM and Ethernet for small 
businesses, to gigabit Ethernet for data 
centers and ISPs,” says Shane Eleniak, 
vice president of marketing and business 
development at Alloptic. “Using our 
new Xgen9000 ONT, carriers have the 
ease and flexibility to deploy a common 
ONT and then choose the services their 

subscribers need, thanks to pluggable 
interface cards. Our customers also have 
found that the service demands at end-
user locations often change. By provid-
ing exceptional flexibility in configur-
ing the ONT, our customers are able to 
cost-effectively respond more quickly to 
capture a greater share of revenue.” 

The Alloptic Xgen9000 unit offers 
four expansion ports to deliver up to 20 
T1/E1 circuits and 24 voice lines along 
with 17 Ethernet ports and RF video 
control. All modules are hot-swappa-
ble, and redundant optical network 
ports are available for high-availability  
SLA requirements. 

Alloptic also released a new ONT for 
MDU applications, the Xgen7500, which 
provides 24 ports of industry standards-

compliant VDSL2+, each delivering 
POTS plus up to 100 Mbps of DSL ser-
vices. “The challenge with serving MDU 
and MTU customers is the abundance of 
twisted pair (CAT 3) copper in the last 
100 to 1,000 feet,” Eleniak says.  “Tra-
ditionally, PON vendors required CAT 
5 drops from the distribution closet to 
the customer. The reality is that in urban 
environments, that is typically not prac-
tical and often just not possible. With 
our Xgen7500 ONTs Alloptic is now 
enabling network operators to offer cus-
tomers FTTH-like services without the 
expense of replacing the copper drops or 
in-building wiring. Since the ONT is en-
vironmentally hardened, it’s also suited 
for the outdoor applications found with 
fiber-to-the-curb installations.” 

Alloptic Intros ONTs for Business Applications 
and MDUs

From BBP Wires 

PETAH TIKVA, ISRAEL – ECI Tele-
com, a global provider of networking 
infrastructure solutions, showcased a 
high-bandwidth GPON optical line 
terminal (OLT) with a built-in network 
processor at the Broadband World Fo-

rum Asia Conference in Hong Kong. 
The integrated network processor allows 
operators to implement functions such as 
advanced quality of service and security. 
It also allows them to adapt easily to dif-
ferent network designs and to introduce 
revenue-generating customized services 

with flexibility for future upgrades. 
The solution includes a high-band-

width network interface card with 800 
Gbps switching capacity and two 10 GbE 
or four 1 GbE uplink ports, supporting 
voice gateway cards/POTS interfaces, 
GPON and xDSL on the subscriber side. 

GPON Solution from ECI Telecom Includes 
Built-in Service Management Capabilities

From BBP Wires 

MILPITAS, CA – JDSU (www.jdsu.
com) announced the release of all-in-
one fiber optic test kits, providing net-
work technicians with a way to avoid 
a leading cause of network downtime: 
contaminated or “dirty” fiber. JDSU 
provides the tools necessary to inspect, 
clean and perform power or attenuation 
measurements on fiber optic connec-

tions in easy-to-use kits to prevent costly 
network damage during installation, 
qualification and troubleshooting.

“Working with service providers 
worldwide, we believe that fiber con-
tamination is the number one source of 
costly truck rolls and optical network 
impairment,” says Steve Lytle, general 
manager in the JDSU Communications 
Test and Measurement business seg-

ment. “Inspecting with a kit that con-
tains all the necessary tools before you 
connect enables technicians to conve-
niently inspect both sides of an optical 
connection, clean it if necessary, and 
conduct the required optical testing to 
ensure the integrity of the network.”

JDSU inspection, cleaning, and test 
kits are designed to meet the needs of 
today’s fiber applications and environ-

JDSU Introduces Kits for Fiber Optic  
Inspection, Cleaning and Testing
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ments including FTTx, LAN/WAN, 
and data centers in cable and telecom-
munications networks. The kits include 
JDSU video fiber microscopes, optical 
cleaning tools, PocketClass or SMART 
optical light sources and optical power 

meters, and a visual fault locator (VFL). 
The kits also include a wide selection of 
Westover precision tips for the video fi-
ber microscope and a collection of fiber 
optic patch cords for connecting to the 
system under test. 

Fiber inspection and cleaning are crit-
ical components in a comprehensive fiber 
deployment and operation strategy. Pro-
active inspection prior to network testing 
and installation reduces downtime, opti-
mizes signal performance, and protects 
components from costly damage.

From BBP Wires 

PETALUMA, CA – Calix (www.calix.
com) announced a new addition to its 
access portfolio that expands Ethernet 
services capacity over both fiber and 
copper networks. The Calix E5-400 
meets growing network traffic demands 
by adding carrier-grade 10 gigabit Eth-
ernet and multiple gigabit Ethernet ag-
gregation and transport capabilities to 
the Calix unified access infrastructure.

Part of the Calix E-Series Multiser-
vice over Ethernet product family, the 
Calix E5-400 allows service providers to 
address their bandwidth challenges with:

• Standards-based, redundant, non-
proprietary 10GE, NxGE, and GE 
transport and aggregation across the 
access network.

• Ultra-high-capacity IP services sup-
port over fiber to the premises and 
last-mile copper infrastructure.

• A hardened, 1 rack unit (RU) form 
factor that enables flexible deployment 
from the CO to the network edge.

“IdeaOne’s business subscribers le-
verage our services for mission-critical 
applications,” says Bob Johnson, CEO 
at IdeaOne Telecom of Fargo, North 

Dakota. “Calix’s new offering lets us 
keep expanding our business services by 
meeting the bandwidth and reliability 
demands of our largest customers, in-
cluding hospitals, high-tech companies 
and financial institutions. Calix access 
solutions ensure that our networks are 
stable and redundant, with no single 
point of failure. Plus, we have the peace 
of mind that we’ll be able to meet our 
customers’ needs well into the future.”

The E5-400 platform, which is in use 
in customer networks today, is available 
now on a limited basis. Calix expects it 
to be available generally in Q3 2008.

Calix Introduces Carrier-Grade 10 GigE Solution
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From BBP Wires 

MINNEAPOLIS – ADC made several 
announcements expanding its FTTH 
product line, including: 

Ruggedized reduced-bend-radius 
fiber cables: Aiming to overcome the 
challenges of installing fiber in MDUs, 
ADC (www.adc.com) launched the Re-
alFlex brand of reduced-bend-radius fi-
ber (RBRF) drop cable solutions. These 
combine a rugged cabling originally 
developed for military applications with 
reduced-bend-radius fiber. The fiber 
(not developed by ADC) allows for a 
bend radius as small as 7.5 mm without 
changing attenuation characteristics, 
and provides improved insertion loss 
performance for the many 90-degree 
bend locations found in MDU envi-
ronments. ADC’s ruggedized indoor/
outdoor jacketing can be stapled with-
out compromising insertion loss per-

formance. “You can drive over it with a 
tank,” says Trevor Smith, ADC’s FTTx 
program manager. 

The RealFlex line includes indoor/
outdoor, riser and plenum type cables, 
and comes in 3 mm and 5 mm sizes. 
Smith says RealFlex 3 mm is the only 
3 mm cable on the market that can be 
stapled, and is preferred for rewiring 
existing buildings. The 5 mm cable is a 
better choice for new buildings, where 
cable can be put through walls. The rug-
ged cable design and preconnectorized 
cables allow technicians to wire MDUs 
very quickly – overcoming MDU own-
ers’ objections that FTTH wiring takes 
too long, according to Smith. He adds, 
“If the installer understands how to 
route telephone or coax or Ethernet 
cable, they’ll be just fine with RealFlex 
without additional training. It’s making 
MDUs far more accessible … earlier it 
took too long, and required specialized 

labor. Fiber to the MDU will start to 
open up over the next two years.”

WDM-PON splitter: Another re-
cent ADC announcement was a WDM-
PON application for the company’s 
PONy Express access transport plat-
form. In this application, the PONy Ex-
press, a transport platform, is combined 
with a wavelength-division-multiplexed 
passive optical network (WDM-PON) 
plug-and-play splitter in a fiber distri-
bution cabinet. The splitter spectrally 
slices a seed light from the optical line 
terminal into individual wavelengths 
that are passed to the optical network 
terminals. This enables cost-effective 
access to business parks, campuses, and 
multidwelling unit/multitenant units 
over a shared network infrastructure 
without sacrificing security or limiting 
bandwidth. Up to 16 customers can be 
simultaneously connected, with each 
having up to 1 Gbps of dedicated, sym-

ADC Launches Three New FTTH Products 
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metrical bandwidth. 
Because the WDM splitter can be 

packaged in the same form factor as 
existing splitters, service providers can 
insert a module into an existing GPON 
fiber distribution cabinet to support 
WDM-PON. This allows service pro-
viders to offer residential services via 
GPON and commercial services via 
WDM-PON. And as their residential 
customers demand more bandwidth, 
they can simply move the distribution 
fiber from one splitter to the other and 
provide up to 1 Gbps without service 
disruption to the GPON network. 

Benefits for the service provider in-
clude: 

• The ability to use “colorless” OLTs 
and ONTs solves a major cost prob-
lem with WDM-PON

• Plug-and-play simplicity reduces 
time to market and eliminates wave-
length management issues 

• Reuse of existing fiber distribution 
products 

• Service and bit rate upgrades with-
out infrastructure changes 

• Coexistence with GPON to deliver 
residential and business services from 
the same fiber distribution cabinet 

• Simplification of the upgrade path 
from GPON to higher bandwidth 
support for services such as IP 
HDTV. 

In-hub splicing: ADC also intro-
duced an in-hub distribu-
tion splice option for the 
OmniReach Fiber Distri-
bution Hub (FDH) 3000, 
for situations where splice 
case access beyond the hub 
is either not available or not 
desirable. The new splice 
configuration is available 
in three cabinet sizes (144, 
288 and 432). Cables are 
spliced using a fiber splice 
wheel, which accommo-
dates variable lengths of 
pigtails and buffer tubes. 

The splice option allows users to integrate 
distribution cable splicing within hubs, 
rather than splicing to cable stubs that 
are in splice cases located as far as 100 
feet away. 

The FDH 3000’s centralized splitter 
approach maximizes space on costly opti-
cal line terminal cards. In addition, it of-
fers bend radius protection, intuitive cable 
routing, easy fiber/connector access and 
physical protection from the elements. 
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