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A large and spirited crowd, 
gathered in Dallas for our 
annual Broadband Summit, 

enthusiastically shared ideas for mak-
ing money in a weakening real estate 
market – and came away with plenty. 
The concentration this year was on the 
technical and legal sides of MDU de-
ployments. But many exciting master 
planned communities were also dis-
cussed, and the merits of open access 
sharply debated.

Behind the scenes, top attorneys 
for Verizon met with representatives of 
large MDU operators to hammer out 

the start of a broad agreement – still 
confidential at press time – governing 
FiOS deployments in large properties.

The Summit kicked off with major 
new technology disclosures such as:

Motorola, which showed a com-
plete wireless/BPL/fiber solution for 
large properties.

More than 700 Gather 
in Dallas for BBP Summit
A full house heard the latest on FTTH, wireless, BPL and more
By Steven S. Ross ■ Editor-in-Chief

PacketFront’s Matt Wenger kicked off the Summit with a game show: Who 
Wants To Be An FTTH Millionaire? He managed to stump the audience on a few 
key economic points. All photos by BBP’s Ken Lasley unless otherwise noted.

As one MDU operator 
told me, it was the first 
meeting he’d been to 
all year where property 
owners and developers 
were actually smiling. 
They had a lot to smile 
about.

James Hettrick entertains a full house with his discussion of Loma 
Linda’s municipal broadband deployment.
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C9 Networks, debuting a CMTS 
that handles both coax and fiber.

OFS, showing a new generation of 
bend-tolerant fiber.

Clearmesh, with an LED-based 
(rather than laser) FSO.

Sumitomo, with dozens of new fi-
ber styles.

Private Cable Operators met at the 

Summit as well, and Corning Cable 
Systems conducted a special seminar 
on fiber deployment, featuring top-
notch developers and new technologies 
that cut up-front costs.

As one MDU operator told me, it 
was the first meeting he’d been to all 
year where property owners and devel-
opers were actually smiling.

They had a lot to smile about.

Technology
John George of OFS (www.OFSoptics.
com) noted that costs of outside distri-
bution network materials are only 10 
to 15 percent of the total cost for bring-
ing fiber to a home. And because out-

side plant is expensive to replace and 
must last 40 years, networks should be 
planned so that upgrades are enabled 
with minimal changes to outside fiber 
distribution. 

As an example, OFS fiber offering 
full spectrum optical path (wavelengths 
of 1260 nm – 1625 nm) allow lower-
cost upgrades to add wavelengths and 
capacity. No matter what fiber is used, 
George says designers should pay care-
ful attention to the “loss budget” of 
splitters, splices and fiber itself, because 
preserving the optical signal allows 
longer distances between electronics 

Well-attended PacketFront cocktail party capped the Summit’s first day.

Srini Kola of C9 Networks unveils 
new fiber/coax CMTS.

C9 Networks CMTS 2200.

Deal-making at Monday lunch, sponsored by Pace Electronics.

(and thus lower cost), and higher data 
rates. In particular, he points to new 
technology for bend insensitive jump-

Bend-insensitive OFS cable can 
be wrapped three or four turns 
around a half-inch mandrel with 
only about 0.20 dB signal loss. 
(Steve Ross photo.)
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ers and cables.
What’s more, George notes, the 

low-loss designs actually tend to have 
lower first costs, saving $50 - $100 
per home passed, in part by using 
cost models to identify the optimum 
design for customer dynamics (opti-
mizing fiber counts, cable placement, 
splitter placement and packaging, 

cabinet size, and so forth).
Srini Kola, founder and CEO of C9 

Networks (www.c9Networks.com), 
showed the first cable modem termina-
tion system (CMTS) that works with 
both coax and fiber – the C2200FX 
CMTS. C9 has a history of innovation 
– in 2001 it was first to include CMTS, 
upconverter, management servers and 
SMS in a single box. 

By 2003 it was offering a fixed wire-
less extension for DOCSIS, and a year 
later it was selling a cable modem with 
WiFi support. This year it introduced 
the first 2DSx2US CMTS for redun-
dancy and high bandwidth IPTV.

Downstream bandwidth is 80 
Mbps (half the designed maximum 

for DOCSIS 3.0) and upstream 
bandwidth is 20 Mbps with 250 to 
500 CMs, BMS for video provision-
ing, and support for Cisco (Scientific 
Atlanta), Motorola and Arris set-top 
boxes and other emerging customer-
premises equipment.

Kola notes that fiber and cable are 
different. “Fiber-based applications in-

creasingly use IP for content delivery,” 
he noted, and “IP content is in Gbps 
ranges.” But, he reminded property 
owners, “cable typically uses QAM to 
deliver video and typically uses one 
or very few channels for data delivery 
based on IP and cable modems.” Thus, 
“IP data over cable is in Mbps ranges.”

The C9 Fiber/Cable interoperabil-

ity solution “provides high DS capacity 
versus traditional CMTS systems,” al-
lowing cable to transition to all-IP and 
to distribute fiber content.

Motorola Broadband Access Solu-
tions showed its MOTOwi4 line, a 
complete suite of wireless broadband 
technologies that can work in synch 
with fiber and BPL (broadband over 
powerline). For MDUs, its BPL plug-
in powerline-to-Ethernet adaptors can 
support 200 Mbps and have adaptor-
specific security coding built-in, so that 
various tenants and unit owners in an 
MDU can maintain their own secure 
connections (www.motorola.com/con-
tent.jsp?globalObjectId=5918). 

Motorola sees the BPL solution as 
one for the commercial or residential 
building owner or service provider who 
might be able to bring fiber to the base-
ment but not to individual units. In 
addition to the familiar powerline-to-
Ethernet adaptors, the system includes 
a gateway head-end router for the 
building’s powerline network, a hybrid 
adapter that bridges the gateway to the 
outside Internet over twisted pair, and 
a panel extender that couples gateway 
to multiple electrical panels. 

Customers can install the pow-
erline-to-Ethernet adaptors, and the 
building network can be managed 
and upgraded remotely for such nice-
ties as tiered data services, centralized 
monitoring and control of building 
systems, video surveillance for en-
hanced security, and better notifica-
tion for tenants.

George: Low-loss designs actually tend to 
have lower first costs, saving $50 - $100 per 
home passed, in part by using cost models to 
identify the optimum design … optimizing 
fiber counts, cable placement, splitter 
placement and packaging, cabinet size, and 
so forth.

Kola: The C9 Fiber/Cable interoperability 
solution “provides high DS capacity versus 
traditional CMTS systems,” allowing cable 
to transition to all-IP and to distribute fiber 
content.

Motorola sees the BPL solution as one for the 
commercial or residential building owner or 
service provider, who might be able to bring 
fiber to the basement but not to individual 
units.
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Mike Glaser, an attorney with 
Shughart Thomson & Kil-
roy, said developers of mas-

ter planned communities recognize the 
new revenue opportunities fiber brings. 
“The revenue opportunities are realized 
either through developer ownership of 
telecommunications infrastructure 
or in partnership with infrastructure 
providers in master planned communi-
ties,” he noted. 

“In the past, developers have ig-
nored this opportunity by allowing 

traditional service providers to con-
struct and install telecommunications 
infrastructure in master planned com-
munities without appropriate compen-
sation to the developer for use of the 
land.”

Glaser said he sees multiple advan-
tages in the separation of infrastructure 
ownership from the service providers, 
even though it looks at first glance to 
be a complication for the real estate 
industry. 

“It makes master planned commu-

nities more attractive by offering new 
amenities only available from a state-
of-the-art fiber to the home network,” 
he said. “This increases the value of 
homes and office space, and provides 
new streams of revenue like an annuity 
otherwise lost to traditional telecom-
munications providers.”

Glaser said he sees 
multiple advantages 

in the separation 
of infrastructure 

ownership from the 
service providers, 

even though it looks 
at first glance to be a 
complication for the 
real estate industry.

Among the revenue sources he 
highlighted were “revenues derived 
from sale or lease of capacity in a state-
of-the-art FTTH network and from 
fees for grants of private easements.”

But Glaser noted that local and state 
regulatory regimes, as well as local eco-
nomics, could affect the outcome. The 
trick is to avoid becoming a regulated 
utility unless you know what you are 
doing. He ticked off the downside. “Is 
developer ownership, construction, in-
stallation, and management of FTTH 
regulated or not regulated? Whether 
developers are regulated or unregulated 
depends on whether they provide the 
services over FTTH,” he said, “because 
construction and installation of FTTH 
generally are not subject to federal or 
state telecommunications regulations. 
The Federal Communications Com-
mission only regulates the use of fiber 
that is lit, that is, with optical and elec-
trical equipment attached; or is leased 
or otherwise made available to telecom 
providers on a common carrier basis.”

BBP vice-chairman Hilda Legg interviews Motorola’s John Butler about 
BPL. (Steve Ross photo.)

Compact MDU gateway box for 
Motorola’s BPL system. Allied Telesis GePON ONT.

Regulatory Issues 
for MDU and MPC Developers
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Thus, Glaser noted, “If a developer 
lights FTTH or sells or leases capacity 
in FTTH, he may be deemed a “tele-
communications carrier” providing 
a “telecommunications service,” and 
therefore regulated.

“If a developer installs FTTH but 
(1) does not attach optical and elec-
trical equipment to the fiber, and (2) 
does not offer capacity in FTTH to 
telecommunications providers as on 
common carrier basis, that is, indis-
criminately, the developer will not be 
regulated,” Glaser said. He added that 
“indiscriminately” means through a 
tariff or other offering document filed 
with the FCC or a state public utility 
commission under which any person 
or entity may purchase or lease capac-
ity in FTTH.

If regulated under federal law, a 
developer will have a duty to provide 
interconnection to other telecommu-
nications carriers under Sections 201 
and 251 of the Communications Act, 
he noted. A developer would have to 
apply “just and reasonable practices” 
to the rendering of services, includ-
ing avoiding unjust and unreasonable 
discrimination under Section 201 and 
202 of the Communications Act, and 
cannot impose unreasonable or dis-
criminatory conditions on the resale of 
its services under Section 251. Further-
more, he noted, a developer must pro-
vide, to the extent technically feasible, 
number portability, dialing parity to 
competing providers, and access to its 
rights-of-way under Sections 251 and 
224 of the Communications Act.

Likewise, if a developer were to 

provide regular video services over 
broadband cable, currently he would 
be deemed a cable operator requiring 
a franchise from the local franchising 
authority and regulated by the FCC 
under the Cable Policy Act of 1992.

If a developer provides IP video 
over FTTH – that is, video using In-

ternet protocol – currently the devel-
oper is likely to be deemed an informa-
tion service provider, not requiring a 
franchise, nor subject to federal or state 
regulation, Glaser said. Where a local 
exchange carrier provides IP video, it 
obtains a franchise from either a state 
or a local franchising authority, de-
pending on the state.

But a developer providing only In-
ternet service over FTTH would be 
deemed an information service pro-
vider and not subject to federal or state 
regulation. Some states classify tele-
communications infrastructure pro-

viders as utilities. If classified as a util-
ity, a developer has obligation to make 
easements and rights-of-way available 
to telecommunications providers.

Therefore, Glaser recommends 
sidestepping the regulatory issues by 
“Establishing a separate entity formed 
for the specific purpose of owning 
FTTH,” and using that entity “to en-
ter a joint venture or contract with an 
experienced telecommunications com-
pany that consults, designs, constructs, 
installs and manages but does not pro-
vide telecommunications services over 
the infrastructure.” 

Glaser: “The Federal Communications 
Commission only regulates the use of 

fiber that is lit, that is, with optical and 
electrical equipment attached; or is leased 

or otherwise made available to telecom 
providers on a common carrier basis.”

Mike Glaser, Attorney, Telecom 
& New Technologies, Shughart 
Thomson & Kilroy.

Glaser recommends sidestepping the 
regulatory issues by “Establishing a 

separate entity formed for the specific 
purpose of owning FTTH,” and using that 
entity “to enter a joint venture or contract 
with an experienced telecommunications 

company that consults, designs, constructs, 
installs and manages but does not provide 

telecommunications services over the 
infrastructure.” 

2006 BBP SUMMIT

28  |  BROADBAND PROPERTIES |  www.broadbandproperties.com |  OCTOBER 2006



OCTOBER 2006 |  www.broadbandproperties.com |  BROADBAND PROPERTIES |  29

As a practical matter, he said, “De-
velopers should not design, construct, 
install and manage networks them-
selves, because it is not their principal 
business. A developer usually doesn’t 
have the personnel, skills or techniques 
to perform these functions.”

But, he said, “A joint venture part-
ner has a core group of experts to de-
sign, engineer and construct a state-
of-the-art network. An infrastructure 
provider has skills to manage the 
facilities, including the leasing of ca-
pacity for the benefit of occupants of 
the planned development to various 
competitors for voice video and data 
services to obtain the best rates, terms 
and conditions.”

Glaser said that when possible, “A 
state-of-the-art network should be 
managed as an open-access network. 
This gives the joint venture the abil-
ity to choose among competitive 
service providers for voice, video 
and data services to obtain the most 
beneficial rates, terms and condi-
tions for services. An open network 
is a launch pad for residential and 
commercial service, including voice, 
video and data services, telemedical 
services, closed circuit television, 
household security, and interactive 
services. It also ensures long-term 
competitiveness for services to hom-
eowners from traditional and non-
traditional service providers.”

People Who Do It
Builders of FTTH networks in both 
brownfield and greenfield settings 
were optimistic about the network-
building process, especially consider-
ing the housing market. But they also 
expressed many different approaches 
to defining a business plan. There’s no 
one clear path to success these days, 

they said.
Dale Smith of Crystal Clear Tech-

nologies says his colleagues were drawn 
from a mix of real estate developers and 
members of the technical community. 
The developer, Carbine Development, 
Inc. wanted to differentiate its devel-
opment, TollGate Village. Carbine 
needed a technology partner to deter-

mine viability, both technically and 
economically, and chose Digital Con-
nections, Inc. Digital Connections 
had not designed and implemented a 
complete FTTH project, but did have 
an in-depth background in voice and 
data products and services. The two or-

Bob Saylor, CEO of Sky Cable, talking about bringing Fiber to MDU and 
single-family dwellings at Taylor Village. The Elkton VA firm designs, 
builds and installs private cable systems (www.skycableusa.com). 

Vern Swedin of Pace Electronics 
(www.pacemso.com) 

highlighted the increasing 
role of distributors.

Dale Smith of 
Crystal Clear Technologies.
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ganizations spent 14 months creating 
a product that met tight financial and 
technical requirements. Tollgate is a 
mixed-use community with more than 
750 units planned to be built over the 
next six years.

The fiber network will offer a 65 an-
alog video channel lineup with a cable-
conventional QAM digital overlay, 100 
Mbps data to each home, and VoIP. 
Future services will include WiFi, IP 
Security Cameras, and an interactive 
community Web site for residential 
and commercial use.

John Stadter, CEO of ComSpan-
USA, said his firm’s focus is on smaller, 
underserved rural markets where “cus-
tomers’ appreciation and awareness 
is high, and public support is greater, 
leading to easier marketing and bet-
ter take rates.” He also described the 
small-market arena as allowing “fo-
cused, bite-sized investments,” typical-
ly overbuilding existing communities.

Fiber is an important part of 

Stadter’s strategy. “The first to build 
fiber in a community has a defendable 
position,” he said, “and deep penetra-
tion assures no others will build be-
cause local service and support helps 
create sticky customers.” 

Competitors, he said, would find it 
“easier to go to another town than take 
us on,” if ComSpanUSA does a good 
job serving its customers.

How to do it? “Pre-selling assures 
success,” Stadter said. “If you have 30 
percent penetration before starting to 
build, and 50 percent at launch, posi-
tive cash flow is achieved immediately 
after being fully launched, and there is 
minimal risk to investors.”

Having multiple, small commu-
nities to serve from one central office 
location also helps, he said, although 
“there is a local sales and customer ser-
vice person in each city, with the local 
office providing local accountability.”

“ComSpanUSA’s Roseburg [office] 
provides a high level of technical sup-

Fision recruits IPTV salesforce.

Telco Systems T-Marc, Ethernet 
demarcation and service 

termination device, providing 
circuit emulation pseudowire 

services.

Wave7 Optics compact Trident 
ONT.

Carbine’s Tollgate is a mixed-use community 
with more than 750 units planned over the 
next six years. The fiber network will offer 

a 65 analog video channel lineup with a 
cable-conventional QAM digital overlay, 
100 Mbps data to each home, and VoIP. 

Future services will include WiFi, IP Security 
Cameras, and an interactive community 

Web site.

Fiber is an important part of Stadter’s 
strategy. “The first to build fiber in a 

community has a defendable position,” 
he said, “and deep penetration assures no 
others will build because local service and 

support helps create sticky customers.” 
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DSI (Display Systems International) has an easy route 
to on-screen programming guides.

Blonder Tongue Laboratories showed the latest in 
video.

ETI Solutions highlighted provisioning and control 
software; its Triad system is catching on as well.

WWP – World Wide Packets – showed ways to pre-
pare a network for HDTV – and a whole lot more.

Corning Cable Systems emphasized ways to build a 
network as new customers sign on, rather than all at 
once.
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port to each community, saving OpEx. 
Naturally shared services such as the 
[network operating center], billing, 
24/7 customer care is aggregated there, 
and administration and accounting is 
also shared.”

Glen Lang, founder of Connexion 
Technologies (formerly Capital Broad-
band), said the key is to raise average 
customer revenue by providing a large 
bundle of services going beyond the 
“triple- or quadruple-play.”

He listed the following as a list of 
possibilities: 

• Voice
• Video
• Data
• Security
• Access and Control
• Concierge Services
• In-Home Wiring Maintenance
•  Wireless In-Home Network 

Maintenance
Lang said the marketing watch-

word is “One Network, Multiple Ser-
vices, One Call Support.” Beyond 
that, he noted that IPTV offers many 
new revenue opportunities, such as 
“custom advertisements for individual 
set-top boxes.” For example, Lang said 
“Dad’s set-top box, mom’s set-top box, 
the kid’s set-top box may all carry dif-
ferent ads, and advertisers will include 
local businesses because costs are af-
fordable.” 

Lang said he expects that trans-
action revenue, as it does with Web 
portals such as eBay and Google, will 
supplement advertising revenue.

Like Lang, Diane Kruse of Zoomy 

Communications aims at large green-
field projects in master planned com-
munities. But whereas Lang has shelved 
providing open-access networks for the 
time being (because the slowing real es-
tate market is producing slower growth 

in greenfield buildouts, and the smaller 
initial customer base would have to be 
split among multiple content providers 
as a result), Zoomy remains optimistic, 
especially for provisioning special-case 
communities built to replace Katrina-
damaged housing, and for upper-scale 
communities such as the Rockfire at the 

Lake development near Topeka KS. 
Zoomy has built – and operates 

– over 30 fiber-powered communities 
in 11 states. Its OASYS Open Access 
FTTH allows “homeowners to retain 

service choices, more services, better 
services and competitive prices,” Kruse 
said.

But to do that, she said, demands 
“world-class FTTH design with reli-
ability in mind, all plant below-ground 

and protected, and an “in-develop-
ment” Network Operations Center 
(NOC), natural-disaster-proof with 
full redundancy and battery backup.”

Karl Capps provided a Rock-
fire overview. It’s a 409 Acre Master 
Planned Community with eventual 
buildout of 1,300 units, 37 acres of 
commercial shopping, a 12 acre office 
plaza and a 23 acre active adult com-
munity. Ground was broken this year, 
and the first move-ins are expected in 
2007.

There will also be a 10-acre elemen-
tary school site, 20 acres of apartments 
and condominiums, a community 
clubhouse and park, and miles of walk-
ing and biking trails.

Capps described FTTH as a “new 
amenity” that plays to the “commu-
nications and entertainment interest 
increasing in potential homeowners.” 
He noted that high speed Internet ac-
cess alone is becoming more important 

Lang said the marketing watchword is 
“One Network, Multiple Services, One Call 
Support.” Beyond that, he noted that IPTV 

offers many new revenue opportunities, 
such as “custom advertisements for 

individual set-top boxes.”

Lang said he expects that transaction 
revenue, as it does with Web portals such 

as eBay and Google, will supplement 
advertising revenue.

Zoomy has built – and operates – over 
30 fiber-powered communities in 11 
states. Its OASYS Open Access FTTH 

allows “homeowners to retain service 
choices, more services, better services and 

competitive prices,” Kruse said.
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Calix multiline 724 ONT.

Northstar, expert in subscriber provisioning and 
management.

Distributor AMT – Advanced Media Technologies 
– showed an extensive and expanding line of FTTx 
products. 

A rack full of integrated Multiservice Access Plat-
forms at the Allied Telesis booth.

Verizon Enhanced Communities

Eagle Broadband shows IPTV systems.
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as an amenity because “an increasing 
number of families have a ‘work at 
home’ spouse,” and that “baby boomer 
children are buying homes and that 
their children increasingly use the In-
ternet for school, entertainment, and 
socializing.”

Capps called attention to the “In-
creasing interest in home entertain-
ment systems, with plasma/LCD flat 
screens becoming the norm and High 
Definition TV being driven by flat 
screens.” The development’s residences 
are designed to accommodate such 
equipment, of course.

How is it priced? Capps said there 
is no problem with amenities being in-
creasingly bundled with homeowner 
association (HOA) fees.

His checklist for selecting a partner 
for the FTTH project:

• Company leadership
• Do they have the experience?
• Can they execute per the plan?
•  Prospects for a relationship with 

the company for long term
•  An innovative and experienced 

team
• Open access 

• Give homeowners choices
•  Allow local service providers to 

participate
Capps said he made one mistake, 

by leaving the communications right-
of-way in a public area. “If I were to 
do it again I would keep the ROW 
private,” he said. “It motivates service 
providers to participate.”

Jeff Hesla of Sunset Summits (a 
South Carolina greenfield) said fiber is 
causing “a paradigm shift in greenfield 
developments,” boosting lot values in 
planned communities and “boost-
ing home values in the short and long 
term.”

Mark Brock, president of Integrat-
ed Networking Technologies (Intec), 
described his triple-play system at Hid-
den Mountain Resort – 140 existing 
cabins, 28 Condos, maintenance facili-
ties, office, and clubhouse. The owner 
wanted to provide high-speed Internet 
access and lower service costs, with 
minimal disruption to guests and min-
imal damage to streets and property.

The ground is extremely rocky, and 
covers rough, very hilly terrain with 
some undocumented existing utilities. 

Capps described FTTH as a “new amenity” 
that plays to the “communications and 

entertainment interest increasing in 
potential homeowners.” He noted that high 

speed Internet access alone is becoming 
more important as an amenity because “an 
increasing number of families have a ‘work 

at home’ spouse.”

Capps said he made one mistake, by leaving 
the communications right-of-way in a public 

area. “If I were to do it again I would keep 
the ROW private,” he said. “It motivates 

service providers to participate.”

Mark Brock, Intec.

James Carbine, Carbine Develop-
ment, Tollgate Village.

Foxcom rack at Hidden Mountain 
Resort in the Smokies.
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CTS has a nationwide reach, providing broadband 
construction services and on-premises networks.

Leviton’s new line includes between-stud boxes.

Hitachi’s GPON options were popular (Steve Ross 
photo).

Folks at SpotOn Networks had reason to smile; busi-
ness was brisk (Steve Ross photo). AFL, for fiber and design services
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Roads had to be kept usable during the 
build.

Intec looked at many options in-
cluding wireless, single- and multiple-
strand fiber, the tradeoff between more 
fiber and more electronics, and even 
reuse of the existing cable infrastruc-
ture. 

The final choice: a two-strand so-
lution (using four-strand fiber cable 
and keeping two of the strands as unlit 
spares), with Ethernet on one strand 
and video on the other. He used AFL 
Fujikura Ethernet concentrators and 
media converters for Ethernet, a Fox-
com Transmitter/HONU for video, a 
PDI Video headend and Mitel 3300 IP 
phone system.

Michael Johnston of the Jackson 
Energy Authority says he has had great 
success with a hybrid model, selling 
his own content and wholesaling the 
content of others. His product line in-
cludes high bandwidth point-to-point 
circuits to schools, government, and 
industry, typically 10 to 100 Mbps, 
off-site storage and server collocation, 
live remote local programming, remote 
computing, video monitoring of JEA 
facilities, SCADA, and internal com-
munications.

What has been effective? “We lev-
eraged the strength of the JEA brand 
– strong customer loyalty – and we 
provide a one-stop shopping experi-
ence, unified billing, a strong video of-

fering with all-digital service and local 
programming, and consistent pricing 
for all customers, but not necessarily 
the lowest,” he said.

What has not worked as well? Open 
access. He listed “loss of customer ser-
vice control with outside providers, 
dilution of brand strength, marketing 
confusion, loss of pricing control with 
reduced margins for Internet and tele-
phone, conflicts between providers, 
and lack of coordination” as issues.

Jorge E Ortiz, CEO of Mexico’s 
Interfibra (Internet por Fibra S.A. de 
C.V.), whose clever low-income fiber 
build in the Monterrey area was de-
scribed in BBP for June, outlined his 
company’s plans for the future. Inter-
fibra is now fully licensed to deliver 
local telephony, cable TV and Internet 
services in and around Monterrey and 
Mexico City. “We compete for cus-
tomers with Telmex, the incumbent 

phone company, and with the incum-
bent MSOs in Mexico City and Mon-
terrey,” he said.

“In 2002 we built a 1200 home 
FTTH “overbuild” in a high-income 
residential area using air-blown fiber. 
But we no longer do overbuilds. We 
are now focused exclusively on new 
builds working with low income home 
developers such as Tierra Urbana. As 
we have no legacy or regulatory restric-
tions we can build using any archi-
tecture. We analyzed many options, 
including ADSL2+, VDSL2, Hybrid 
Fiber/Coax, Passive Optical Network, 
and Point to Point fiber to the home.

“For new build, low income hous-
ing we found that a hybrid of fiber and 
UTP cable (a variation Fiber to the 
Building or Fiber to the MDU) was 
the best option for our needs – basical-
ly Fiber to the Pedestal, and then Eth-
ernet from there to the home. That’s 
one fiber per eight homes, delivering as 
much as 1 Gbps up to 100 meters.”

Ortiz pointed out that “it’s all about 
getting fiber close to the home.” xDSL, 
HFC, PON, FTTH, and FTTP all use 
fiber (and copper/coax) to deliver RJ45 
Ethernet in the home. But the VDSL2 
variant typically uses one fiber per 24 
homes, and allows 100 Mbps at 1000 
feet between the fiber and the home. 
DOCSIS 2.0 HFC delivers 40 Mbps 
downstream, with a typical fiber node 
serving 200 homes. PON with one fi-
ber per 32 homes allows 1Gbps. But 
Point to Point fiber with one fiber per 

The final choice: a two-strand solution 
(using four-strand fiber cable and keeping 

two of the strands as unlit spares), with 
Ethernet on one strand and video on the 

other. He used AFL Fujikura Ethernet 
concentrators and media converters for 

Ethernet, a Foxcom Transmitter/HONU for 
video, a PDI Video headend and Mitel 3300 

IP phone system.

What has not worked as well? Open access. 
He listed “loss of customer service control 
with outside providers, dilution of brand 

strength, marketing confusion, loss of 
pricing control with reduced margins for 

Internet and telephone, conflicts between 
providers, and lack of coordination” 

as issues.
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home, is truly future proof. 
He noted that “on a new build with 

underground ducts, the outside plant 
costs of HFC, xDSL and FTTP are 
very similar.” The basis for decision 
must then be:

•  Cost of active equipment per 
home (inside and outside)

•  Ease and flexibility of triple play 
provisioning and management

•  Cost of wiring inside the home 
for triple play

•  Room to deliver more bandwidth 
in the future

He’s settled on a triple play gateway 
with built in Ethernet switch, a VoIP 
telephone line, an IP set-top box with 
HTML browser, and an RJ45 jack for 
PC or home network.

Provisioning is through Packet-
Front’s BECS platform. Using DHCP 
it detects the device to provision (VoIP, 
IP set-top box or PC) and provisions an 
IP address, QoS, upstream and down-
stream bandwidth, ACL filters, and so 
forth.

“We use multicast ACL filters to 
provision Basic, Gold or Premium 
“Cable” TV packages. Using a DHCP 
vendor extension we can even provi-
sion a menu page, a help page, and a 
home page for the IP set-top box. We 

worked with PacketFront to develop a 
prepaid interface to the BECS provi-
sioning platform. 

“When the user connects, his PC 
browser is redirected to a Web login 
page and asked for a Prepaid Card 
scratch PIN. The Web login page sends 
the PIN to a Prepaid RADIUS server 
for validation. If valid, RADIUS re-
plies with a Service Name and the 
Prepaid Timer for that service. Pack-
etFront's BECS will provision the up-
stream and downstream bandwidths 
associated with the Service Name and 
will deactivate the service when the 
timer expires.

“We use Prepaid Cards to activate 
various Internet speed packages. We 
can package a regular speed card with 
a “turbo” speed card that lasts an hour 
(or a day) to give users a taste of faster 
speeds. We also use Prepaid Cards to 
activate Basic, or Premium Cable TV 
packages. Telephone lines are preac-
tivated, but we use our own prepaid 
SIP server and Prepaid Cards. The user 
can check his prepaid telephony bal-
ance and call records using the STB 
browser.”

Why Prepaid Services? “In Mexico 
on December 2005 there were 182 
fixed lines per thousand people, 553 

mobile phones per thousand people 
– three mobile phones per fixed line. 
Most of the mobile phones are prepaid. 
Mobile phones are more expensive per 
call than fixed lines, but people avoid 
the fixed monthly rent of fixed lines. 
Prepaid fixed lines should increase take 
rate. The flexibility of prepaid TV and 
Internet Access should also increase 
take rate.”

Deployment Technologies
Mustafa Kaddoura of Emirates In-

tegrated Telecomm updated the audi-
ence on what used to be called Dubai 
Internet City, and which has expanded 
far beyond an original free trade zone 
to encompass residences and other 
businesses. The network is controlled 
with PacketFront BECS.

“Our offering is now planned as the 
full quadruple play, fixed-voice, mo-
bile, broadband and IP-TV,” he said. 
“Pan-UAE mobile services will be of-
fered at launch, and subsequently fixed 
line, broadband and Pay TV services 
will be rolled out in a phased manner” 
beyond the existing service area.

The United Arab Emirates sees 
the fiber-powered network as a key re-
source that attracts businesses to the 
region. EIT already boasts more than 
4,000 corporate customers and more 
than 80,000 installed business lines 
in a network with “fully redundant 
infrastructure and a world-class data 
center.”

The residential segment of the busi-
ness has more than 18,000 subscribers 
and more than 30,000 installed lines, 
all in a fully converged all-IP infra-
structure for triple play services (Voice, 
Video and Data) awaiting full mobile 
rollout.

The infrastructure features an IP/
MPLS Core, Metro Ethernet, zero 
touch (Plug and Play) configuration, 
and IPTV with more than 200 chan-
nels and Pay TV

As Vice President of Emtelle US, 
Daniel Graff has responsibility for 

Ortiz: “When the user connects, his PC 
browser is redirected to a Web login page 
and asked for a Prepaid Card scratch PIN. 

The Web login page sends the PIN to a 
Prepaid RADIUS server for validation. If 

valid, RADIUS replies with a Service Name 
and the Prepaid Timer for that service. 
PacketFront’s BECS will provision the 

upstream and downstream bandwidths 
associated with the Service Name and will 

deactivate the service when the 
timer expires.
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product and project management, mar-
keting, sales support, and customer 
service. But before joining Emtelle in 
2004 he worked as a general contractor 
and was responsible for selling, design-
ing and installing the first two FTTH 
projects using Emtelle’s blown cable 
products in Arizona. 

He has also installed air-blown fi-
ber for the city of Phoenix and for the 
Tucson Airport, but using a different 
manufacturer’s product, giving him 
over six years experience designing and 
installing this technology.

Emtelle, based in Europe, has 
FTTH projects in Virginia, Florida, 
Arizona, Oregon, Colorado and Loui-
siana, with over 75,000 homes under 
contract. It is participating in mu-
nicipal projects in Virginia, Texas and 
Ohio, and a military project in Dela-
ware. 

He said air-blown fiber offers the 
potential for a reduced number of 
splice locations, lower installation and 
maintenance costs, elimination of un-
used fibers in new networks, the ability 
to “pay-as-you-grow” by adding fiber as 

Daniel Graff of Emtelle US.

Emtelle “junction box” for blown 
fiber microducts.

Alcatel’s Tuesday night reception on the exhibit floor was jammed.

Alloptic’s Edge 200 is a full 
featured headend controller for 
the Alloptic access system – a 16 
gigabit Ethernet switch and two-

PON OLT.

 Alloptic home 4000 is a tiny 
indoors GePON ONT.

 Sumitomo FastCat dual-heater core alignment splicer.
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needed, and easy upgrade with no dis-
ruption. To illustrate, Graff described 
many projects.

First, there’s the fast fiber deploy-
ment in Nuenen, The Netherlands, us-
ing mainly 3 mm microduct to blow 
cable with two single-mode fibers for 
low cost, and high flexibility. It took 
only five months installation time for 

the first 7,600 homes (half of the even-
tual buildout to 15,000 homes total), 
using 28 installers. The take rate is 96 
percent. VWS Telecom owns and op-
erates the network. 

Emtelle is blowing fiber for the 
JANAF Long Distance Network 
Project in Croatia, and for a 650 km 
pipeline project from Russia to Europe 
using a fully blocked 10 mm tubing 
system for 24 fiber minicables.

A municipal FTTH project in 
Monterey Mexico uses direct-buried 
fiber in a slot trench and direct POP to 
home blowing with very low cost per 
home due to minimal splicing.

Emtelle’s Graff: 
Air-blown fiber offers 

the potential for a 
reduced number 

of splice locations, 
lower installation 
and maintenance 
costs, elimination 
of unused fibers in 
new networks, the 
ability to “pay-as-

you-grow” by adding 
fiber as needed, and 
easy upgrade with 

no disruption.

ZyXel, specialists in all forms of DSL.

Charles showed a wide variety of pedestals.
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MDU Deployments the ADC Way
Patrick Sims of ADC described a “generic” fiber distribution system for a medium-size MDU with 12 floors plus a pent-
house Floor. The ground floor holds office space and a restaurant. Floors 2-9 have eight living units per floor, floors 10-12 
have three and the penthouse floor has two living units for a total of 75 living units. The common equipment room (CER) 
is in the basement, and there is a common telecom room (CTR) for every three floors.

He used a centralized architecture with 1x32 splitters located in the indoor fiber distribution hub, and used a 144-fiber riser 
cable extending through the building. The riser is intercepted with 12-fiber and 24-fiber indoor distribution terminals.

From each CTR he placed microducts and composite cables to each apartment. The microducts are for the FTTP applica-
tions, and the composite cable is in case the unit owner chooses a different service provider.

Sims emphasized 
that network 
efficiency is 

determined by 
the riser cable 
placement. In 

choosing between 
centralized versus 

distributed 
architectures, he 
said, the design 

must take a 
system approach, 
coordinating all 

elements and 
balancing the impact 

on cable, conduit, 
and electronics.

Sims emphasized that network effi-
ciency is determined by the riser cable 
placement. In choosing between cen-
tralized versus distributed architec-
tures, he said, the design must take a 
system approach, coordinating all el-
ements and balancing the impact on 
cable, conduit, and electronics.

Schematic MDU network plan.

Actual construction showing microduct work; note slack for large-radius 
bends, and ceiling installations.
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