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FTTH ConFerenCe

Dave Russell of Calix was upbeat 
about the market for FTTH. 
He noted that of new units this 

year, 1.04 million are in master-planned 
communities, 336,000 in MDUs and 
79,000 in hotels and resorts.

“SFU sales are back down to where 
they were a decade ago,” he said, “but 
the percentage of FTTH is going up. 
Developers and integrators account 
for about 20 percent of FTTH builds. 
The percentage of new homes sold with 
FTTH has gone from 6 percent in 2006 
to 22 percent in 2007. If home sales 
bounce back, it will be greater than 50 
percent by 2011. The new hotel/resort 
market is not slowing down at all, and 
more are becoming FTTH.”

Incumbents may be responsible for 
most of the homes passed by fiber, but 
“developer/integrators” – either in the 
role of CLECs or amenity providers 
– have increased their share to almost 
20 percent. What do these network 
builders and content providers want  
from developers? 

A developer panel moderated by 
Steve Mayo, a technology consultant 
focused on residential and campus en-
vironments, discussed the issue. Mayo 
started by noting that “college campuses 
give us a 5-year-ahead look at broad-
band; 106 countries send students to the 
University of Michigan. The local pro-
vider cannot service them.” 

Greg Nischke, founder of Telesys-
tems, is a developer advocate on com-
munity development technology. He 
said, “the most important thing a de-
veloper is concerned about is the end-
user experience that adds value to the 
property. Some developers are passion-
ate about it; they are concerned about 
losing control.”

George Kiser, managing partner at 
the Kellswater Bridge master planned 
community, said, “We are near the 
evolving North Carolina research cam-
pus, one of the largest economic devel-
opment projects in the southeastern US. 
When we started, we did not know this 
was coming. Without the bandwidth fi-

ber offers, we believed the community 
would be limited. Most of the legacy 
providers laughed at us, and I don’t want 
to be laughed at. Once the research cen-
ter was announced, 5 miles away, we 
knew people moving in would want 
this. Having been in the development 
business for 40 years we were nervous 
about giving away our most valuable as-
sets – our customers.”

Henry Pye, JPI Partners’ student 
services and technology chief, said de-
velopers look for the “best risk-adjusted 
return. It is tied to resident satisfaction. 
In traditional luxury residential, bulk is 
less prevalent. The idea is to provide resi-
dents with options. We have historically 
partnered with ILECs, incumbents, 
MSOs; we do not believe others can pro-
vide services unless they have 50-60,000 
units to spread overhead. We are a part-
ner. When we do bulk services we put in 
all the cable and conduit, and even cover 
off-site expenses to eliminate their capi-
tal needs – and we get much lower bulk 
fees, which enhances our assets.”

What Do Developers Want?

Developers’ panel. Left to right: Henry Pye, JPI Partners; George L. Kiser, Jr., managing partner of Kellswater Bridge, a master-
planned community; Greg Nischke, president and founder of Telesystems; Steve Mayo, technology consultant focused on the 
first mile, especially in residential and campus environments; Dave Russell, Calix.
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Nischke: You balance between QoS 
and price and maybe sacrifice some rev-
enue share. If they can meet the objec-
tions, it is the incumbent’s [business] 
to lose. The fiber distribution system is 
future proof only if it is designed and 
built right. We had a development with 
500-foot driveways and the incumbent 
would only build fiber to the curb!

Pye: In a single-family home devel-
opment, a single purchaser is worth 
$250,000. In an MDU, $150,000.

Mayo: Our experience at Disney – the 
Celebration community – really started 
a shift for us toward the creation of com-
munity and what technology can do to 
bring us there.

Pye: We have core service levels. Often 
MSO can provide customized services. 

Cost Recovery
Mayo: The notion is that developers are 
only in it for the raw revenue. They are 

trying to minimize their costs. Are there 
any ways for them to recover their costs?

Kiser: The revenue was just gravy. The 
reason we went with fiber was: “what if 
we DON’T go fiber and the developer 
down the street does?”Once we decided 
on it, the revenue became attractive. 
One company asked us to invest be-
tween $2500 and $3000 a unit and go 
down the road to be a service provider, 
build the back ends. Or, we could part-
ner with someone who did not require 

us to make any investment at all. And 
they were not attempting to become a 
service provider. The revenue share was 
less, but that wasn’t the driving force.

Nischke: Fiber distribution is as impor-
tant as water and sewer. 

Kiser: We tell customers that fiber will 
be more important in the resale market 
than the new market.

Pye: I must report most costs to GE 
[the equity investor], so it has to make 
sense. At the end of the day, is it a good 
financial decision? That’s it.

What Do Developers Buy?
Mayo: The government does not buy 
wholesale services. Neither do aggrega-
tors. What wholesale services are pur-
chased by developers?

Nischke: Bulk, not wholesale.

Pye: Everything from electricity to 
WiFi.
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The revenue was just 

gravy. The reason we 

went with fiber was: 

“what if we DON’T go 

fiber and the developer 

down the street does?”


