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Has the Time for Last-Mile
Fiber Arrived?
By Jason Marcheck ■ Confluence Research Group

RBOCs’ customers, they will be
forced to deploy FTTx as a
means of competing. 2) The fact

that consumers are demanding a fat
pipe into their homes is a sign that they
are aware of the prospect of increased
content-rich service offerings that exist
with FTTH.  If they wanted to simply
surf the net at 1 Mbps, a DSL/cable
modem connection would do just fine.

Therefore, it is my contention that
while not ready to "explode" on the
scene, we finally have reached a point
where FTTx can truly be considered to
be in an actual stage of development
(meaning that development and de-
ployment will continue rather than
being shelved like previous FTTx ini-
tiatives). So, if progress will be made,
where will it occur?  There is good rea-
son to believe that initial FTTx deploy-
ments by RBOCs will occur in the form
of FTT-Curb (FTTC) installations near
large concentrations of MTUs and
MDUs.  One needs only to look at
SBC’s FTTC project in San Francisco’s
Mission Bay development.  A complex
entirely made up of high-end office
space and residential apartments, this
type of project will represent the first
wave of RBOC FTTx deployment,
when it indeed occurs.

In addition, with the previously men-
tioned FCC decision, all ILECs now
have the incentive to direct capital
spending toward last mile fiber installa-

tions. This presents the occasion for
property managers around the country
to engage in dialogue with RBOCs to
convince them that their
buildings/complexes will serve as a good
location for initial FTTx rollouts.  Also,
there is the opportunity to approach the
cable company about piloting next-gen
video services (such as VoD) in their
buildings as means of creating a dynam-
ic tension between the cable and phone
companies.

What I am suggesting to building
owners is to take advantage of the new
buzz surrounding FTTx by transform-
ing your buildings into high-tech bat-
tlegrounds for service providers.

Creating the proper feeling of vulnera-
bility in either the cable or phone com-
pany can result in your buildings being
morphed into a service rich Mecca for
technology embracing residents.  What
is even more appealing is that approach-
ing it this way spares you of having to
pay for the equipment.  Sure, it may re-
quire a strenuous (and at times frustrat-
ing) PR campaign with the service
providers in your area, but I’d say it is
worth a try.  After all, if there are going
to be "Mission Bay’s" in most cities and
towns around the country, why not try
to make your property one of them. ■
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"This developer stated that 50% of the new homes purchased in one

of the company’s recent developments were sold because the

buyer’s claimed that they wanted a direct fiber connection."


