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Based on the ITU-T Y.156sam standard, 
EtherSAM is the only service activation 
methodology fully adapted to today’s mobile 
backhaul, commercial and wholesale services, 
for turning up and troubleshooting eight times 
faster, with 100% fi rst-time-right results. 

And, EXFO is the fi rst to implement EtherSAM 
into its Ethernet testing products.
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in Ethernet 

Service Testing

Bruno Giguère
Advisor, CTO Offi ce, 
Transport and Datacom Business Unit

With the implementation of Y.156sam, EXFO is at the 
forefront of pioneering a new test methodology that 
recognizes the need for Ethernet networks to support 
new and more advanced services.

Learn more about how to assess Ethernet-based business services, 
from turn-up testing, to baselining, troubleshooting, monitoring 

and SLA conformance, go to www.EXFO.com/EtherSAM
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I t’s official. FCC Chairman Julius Genachowski in December  
moved forward the Obama administration’s agenda to address  
net neutrality. 

What Have We 
Learned, Really?

Three of the five commissioners voted for the initiative, which is an effort to retain the open-
ness of the Internet. The net neutrality rules “require all broadband providers to publicly dis-
close network management practices, restrict broadband providers from blocking Internet 
content and applications, and bar fixed broadband providers from engaging in unreasonable 
discrimination in transmitting lawful network traffic.” 

The FCC justified the move, at least in part, by noting that broadband providers have finan-
cial interests in services that may compete with online content and services, and, thus, have 
in some cases taken actions that endanger that openness by blocking and degrading certain 
content and applications. What’s more, the commission added, is they did so without dis-
closing those practices to consumers. 

I want to delineate some of the more interesting aspects of the decision. 

One is that the FCC with this move seems to have moved away from the idea that it’s ok for 
some services to receive special priority, saying for a broadband provider and a third party to 
give some traffic priority would “raise significant concern.”

It went on to say: “First, pay for priority would represent a significant departure from his-
torical and current practice…. Second this departure from longstanding norms could cause 
great harm to innovation and investment in and on the Internet…. Third, pay-for-prior-
ity arrangements may particularly harm non-commercial end users, including individual 
bloggers, libraries, schools, advocacy organizations, and other speakers, especially those 
who communicate through video or other content sensitive to network congestion….  
Fourth, broadband providers that sought to offer pay-for-priority services would have an 
incentive to limit the quality of service provided to non-prioritized traffic.  In light of each 
of these concerns, as a general matter, it is unlikely that pay for priority would satisfy the 
‘no unreasonable discrimination’ standard.…”

The “new” rules agreed upon by the FCC – at least a majority of the commissioners – 
are a rehash of the themes the commission has already discussed over the past several 
months: preservation of an “open” Internet; a prohibition banning broadband service 
providers from blocking legal apps/contents/sites; a requirement that broadband ser-
vice providers offer transparency by disclosing the commercial terms, network manage-
ment practices and performance characteristics of their services; and a push for “rea-
sonable network management,” under which paid prioritization, the FCC indicates, is 
probably a no no. 

In the end, as William B. Wilhelm and Jeffrey R. Strenkowski of law firm Bingham Mc-
Cutchen LLP tell me, the FCC plans to consider the practice of pair prioritization, and 
other broadband practices, on a case-by-case basis, “with the burden on the service provider 
to prove that the practice is ‘reasonable’.” And, they note, debate around this issue – both by 
several members of Congress that disagree with these FCC moves, and others – is expected 
to continue throughout and beyond next year.

Yawn.   NGN
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I am beginning to change my tune on the embedded cellular radio vs. 
the external MiFi device debate. Does it make sense to purchase a tablet 
with embedded 3G or 4G, or is it better to go with an external 3G/4G 

device that becomes a personal hotspot?
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integrated publishing solutions

To date I have decided that my laptop should have embedded Verizon 3G via EVDO while 
the iPad embedded AT&T 3G.

But if you have a family and your kids need (OK, need is a strong word – desire is probably 
more appropriate) connectivity, should you embed their devices with 3G modems as well?

Obviously the bill can get pretty big pretty fast, and if you have kids who only occasionally need 
wireless access when Wi-Fi isn’t available it is crazy to sign a multi-year contract for $40 or more 
per month. Sure you could get a cheaper plan, but if you opt for an iPhone instead an iPod Touch 
to take advantage of a wireless carrier’s larger 3G wireless footprint you have to buy a voice plan 
as well. That starts at $39.99/month – then, of course, you’ll want to add a text message plan, etc.

This is why I read with interest the news that Best Buy is selling a bundle of an iPad with a 
free MiFi with a 2-year contract.

When you amortize the use of this free device across all your family’s gadgets such as the 
Nintendo DS, iPod Touch and future products you know you’ll buy, it seems to make sense 
to have one.

But one wonders if carriers aren’t doing themselves a long-term disservice by not coming up 
with some sort of group or family plan for devices. In this way they get consumers to ante up 
a bit more – let’s say, for example, $10-$20/month per device for dedicated 3G.

After all, even if you are typically in range of the MiFi, there will be instances when you’ll 
want your device to have its own cellular radio.

Of course Virgin Mobile offers a MiFi 2200 with 100 MB per month for just $10, so therein 
lies the pricing challenge. But still, carriers are leaving money on the table by not becoming 
more aggressive in competing with MiFi devices. They should realize the threat is changing 
consumer behavior – making direct 3G and 4G connections in each device less important.

From my perspective, they should want consumers to put cellular radios in every device they 
purchase to maximize revenue. And if they don’t reverse this trend soon, it may be too late to 
educate the market on the reasons for wanting every device to always be connected.   NGN
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Mobile broadband services are driving a transformation 
to IP and Ethernet with the deployment of new technolo-
gies — Long-term Evolution (LTE), High Speed Packet 
Access (HSPA), Evolved Packet Core (EPC) and IP Multi-
media Subsystems (IMS). The access network between 
Ethernet edge and IP core must keep pace or become a 
quality of service bottleneck, and the main component of 
a growing operational expenditure.

The NetVanta® 8044M, combined with the ADTRAN® 
Total Access® 5000 Multi-Service Access and Aggrega-
tion Platform, provides a complete end-to-end Ethernet 
access migration solution including a single operational 
model regardless of access technology. This solution 
enables service providers to compete effectively in any 
market while planning and implementing their transition 
to 3G and 4G mobile networks.

Total Access 5000
Multi-service Access Platform

Copyright © 2010 ADTRAN, Inc. CN101B050110NGN  All rights reserved.
ADTRAN, Total Access and NetVanta are registered trademarks of ADTRAN, Inc.

NetVanta 8044M

Mobile
Backhaul:

End-to-end
Solution

Visit www.adtran.com/mobilebackhaul 
for a FREE Mobile Backhaul Solutions  
Pocket Guide.

End-to-end Solution for Converged
Mobile Backhaul Simplifies Operations
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Cableco News

http://tmcnet.com/58507.1
Xfinity’s Android Connect Home With Comcast
Access to Comcast’s most popular e-mail, voice and video service 
is now available to Xfinity customers with Android. The Xfinity 
Mobile application, available for free at the Android Market, en-
ables customers to control entertainment and communications ser-
vices, including the ability to access home voicemail and forward 
home phone calls from their Xfinity Voice service directly to their 
Android devices. With this application, users also can review and 
respond to Comcast.net e-mail, manage their DVRs, view local 
TV listings, sort them by different categories, and watch video-on-
demand movie trailers.
www.xfinity.com

http://tmcnet.com/58508.1
Cox Leads Small Business VoIP

Cox Business was expected to surpass $1 billion in annual reve-
nue by press time.  The company provides voice, data and video 
services for more than 260,000 small and regional businesses, 
including health care providers; K-12 and higher education 
institutions; financial firms; and federal, state and local gov-
ernment organizations. The company’s strategy is to continue 
aggressive business services growth by developing industry-
specific voice, data and video solutions; exploring managed 
services; and integrating Cox Wireless capabilities into future 
business products. 
www.cox.com

http://tmcnet.com/58512.1
ARRIS Adds Audio Normalization

ARRIS has announced the addition of an audio normalization fea-
ture, along with several other new features, to its VIPr Transcoder/
Re-Encoder. The solution, which does 4:1 HD compression, ad splic-
ing and MPEG-4 to MPEG-2 transcoding, provides resolution to the 
regular and often jarring disparity between the audio levels within 
programming and advertising. With its new software release, the 
VIPr will incorporate the ARRIS patent pending feature that contin-
uously measures and calculates a running average of the audio levels 
in the video stream. If the audio level of a subsequent advertisement is 
significantly higher than the program audio, the VIPr will adjust rel-
evant parameters in the advertisement’s audio bit stream, instructing 
the set-top box to reduce the audio levels to approximately the same 
level as the program audio.
www.arrisi.com

http://tmcnet.com/58513.1
FCC May Offer Guidance on Cable Fee Disputes
The fact that metro New York Cablevision TV subscribers missed the 
first two games of the World Series due to a fee dispute between Fox 
Television and Cablevision is just one example of a controversy that 
may lead to some possible action by the FCC. A top FCC official says 
the commission is proposing new rules that would prevent broadcasters 
from removing signals from cable companies when the two sides are at 
an impasse over retransmission fees. As the law now stands, the FCC 
can’t order the two sides into binding arbitration or demand action that 
would prevent the service disruption. One specific change may be the 
Federal Communications Commission will better define what negoti-
ating in “good faith” means – something that both sides needed to be 
doing in a dispute such as the one between Cablevision and Fox.
www.fcc.gov
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http://tmcnet.com/58515.1
Dynetics Expands Portfolio, Square Footage

Based in Huntsville, Ala., privately-held and employee-owned 
Dynetics has a wide-ranging space and satellite portfolio, rang-
ing from “green” thrusters and lunar landers to a family of fast-
er/cheaper satellites built with off-the-shelf hardware. NASA’s 
FASTSAT mission launched late last year was built in about 
16 months by Dynetics, which is expanding its space assets and 
getting more into the commercial arena. One sign of expansion 
is the construction of a 226,500-square-foot facility to support 
its growing space and defense business sectors. Announced in 
October of last year, the new building will create 350 jobs over 
a period of three to four years and serve as a high-tech design, 
development, and low-rate production facility.
www.dynetics.com

http://tmcnet.com/58514.1
Over-the-Air TV Regains Popularity
Customers throughout the country reportedly are buying antennas 
and tuning in to a significant number of free broadcast channels. From 
April to September, cable and satellite companies had a net loss of 
roughly 330,000 customers. According to Craig Moffett, a long-time 

cable analyst with Sanford C. Bernstein, the consensus of industry execs 
is that customers are leaving for the antenna. However, many execs also 
argue that this trend is merely a recessionary byproduct and subscribers 
are likely to return. In fact, 90 percent of American households still pay 
for some sort of cable or satellite programming.
www.bernsteinresearch.com

http://tmcnet.com/58517.1
SpaceX Explains Dragon Fix

During the final checkout of the recent Dragon launch, SpaceX discovered 
some small cracks on the nozzle of the second stage Merlin rocket engine. 
While the Falcon could have flown with cracks, asserted SpaceX CEO 
Elon Musk during the post-flight press conference, a decision was made 
to trim the nozzle out of “an excess of caution.” The modifications to the 
Falcon 9 second stage engine worked exactly as predicted, as did the full 
flight plan for the second stage. Once the Dragon spacecraft had separated 
successfully from the second stage, it was restarted and reached an orbit of 
around 11,000 kilometers, where it released eight nanosatellites. 
www.spacex.com

http://tmcnet.com/58516.1
Connecticut Pushes Google Street View Investigation 
Connecticut Attorney General Richard Blumenthal recently took another 
step forward in his attempts to get Google to release the personal data it 
may have inadvertently “sniffed” during the routine mapping the Internet 
giant does for its Google Street View service. On Dec. 10, the Connecti-
cut attorney general (who becomes a U.S. senator when he takes office this 
month), issued a civil investigative demand in cooperation with the Depart-
ment of Consumer Protection. The investigative demand was drawn up 
because of Google’s refusal to provide the State of Connecticut access to the 
e-mails and other data the company collected inadvertently while mapping 
for Street View.  “We need to verify what confidential information the com-
pany surreptitiously and wrongfully collected and stored,” Blumenthal says. 
www.google.com

Satellite News
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Satellite News

http://tmcnet.com/58518.1
Federal Agencies to Use Hughes Managed Satellite 
Network
Hughes Network Systems will be delivering a national managed broad-
band network that includes different combinations of voice, video, and 
data solutions for federal agencies and their field offices. This uses the 
company’s broadband satellite service and terrestrial access technolo-
gies. Managed services will enable small and medium-sized field offices 
to connect to agencies’ clouds and tap into meetings remotely. Hughes 
managed network services offer nationwide visibility of all sites and an 
interactive, on-line ticketing system for managing service calls.   
www.hughes.com

http://tmcnet.com/58519.1
White Paper Offers Tips for Buying Satellite Services
In a new white paper, GlobaFone’s CEO exposes the seven secrets 
to buying satellite phones to obtain the best value for your money. 
The paper discusses how often when you pay the lowest price, you 
receive the lowest value for your money. The executive also dis-
cussed satellite phone configuration, airtime pooling and support 
concerns, and compares what low-cost providers offer (or not) on 
this front as opposed to other providers in the market.
www.globaphone.com

http://tmcnet.com/58520.1
Satellite Celebrates Anniversary
The longest orbiting GPS satellite system just celebrated its 
20th birthday. The GPS Block IIA-10 (SVN-23), launched in 
November of 1990, was built by Boeing and has been in opera-
tion longer than any other. It is expected to maintain its lofty 
perch for another year or year and a half. Craig Cooning, the vice 
president and general manager of Boeing Space and Intelligence 
Systems, says: “Boeing has a solid history of delivering satellites 
that live beyond their contractual lives. The same commitment 
that was evident with the first GPS IIA satellite in 1990 lives on 
in Boeing’s newest GPS satellite, GPS IIF.”
www.boeing.com

http://tmcnet.com/58521.1
Boeing Discusses What’s Next for Satellite
What is the future of satellite technology? Directional cross-links 
and directional spot beam technology will be added to further 
enhance the constellation performance, contributing to improved 
accuracy and availability for both military and civilian users, says 
Craig Cooning, vice president and general manager of Boeing 
Space and Intelligence Systems. 
www.boeing.com

Industry News

http://tmcnet.com/58504.1
Is Communications More Like Priceline or Groupon?
One of the problems with teaser rates for products is that they often 
wind up attracting price-conscious shoppers when the marketer really 
wanted higher-margin, higher-paying customers instead. So, market-
ing consultant Seth Godin points out the importance of creating ways 
to segment products for value-seeking customers, while preserving 
prices for core customers.  Godin points to Groupon and Priceline as 
two different ways of doing so, and the challenge for communications 
service providers is to figure out where such techniques can be used 
for various communications products and services.

http://tmcnet.com/58503.1
Elster, AT&T Partner
AT&T and Elster, a provider of advanced metering technology and 
smart grid solutions, have signed an agreement to deliver end-to-end 
wireless solutions for utilities. The combined offering integrates dis-

tribution area networking from AT&T’s high-speed, cellular data 
network with Elster’s EnergyAxis advanced metering infrastructure 
solution. Financial details of the agreement were not available.
www.att.com
www.elster.com

http://tmcnet.com/58506.1
Taxes on VoIP Expected to Increase
VoIP services may be subjected to higher taxes, leading to higher prices 
charged to consumers and businesses, according to recent media reports. 
Beth Pinsker, executive editor of Dealnews, says VoIP service prices will 
increase in 2011; it was on her list of 20 things that will likely see price hikes 
next year. VoIP Watch predicts taxes will rise on online calling companies 
in 2011, because local and state governments need to increase their review 
– to pay for everything from snow plowing to teacher salaries/benefits. 
Many local and regional governments lost revenue with the replacement 
of landline and pay phones with the advent of newer technologies.
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Industry News

http://tmcnet.com/58498.1
Storage Leader Unveils New Cloud Platform

EMC Corp. has moved its storage-as-a-service capabilities an-
other step forward with the introduction of the Atmos Cloud 
Delivery Platform. This enhances EMC’s existing Atmos stor-
age solution by adding to it a self-service customer portal and 
related infrastructure that takes information from the portal 
and populates it into the network. End users are able to lever-
age the portal to open their own storage-as-a-service accounts 
and view their storage and bandwidth usage. Network opera-
tors can take all that metering information and feed it into 
their billing systems to do chargeback and otherwise provide 
more detailed bills to subscribers. 
www.emc.com

http://tmcnet.com/58500.1
ONE Portfolio Addresses Blurring of Access,  
Transport Networks
ADTRAN Inc. has integrated packet optical functionality with 
access and edge scalability to enable service providers to address 
the skyrocketing bandwidth requirements created by such ap-
plications as cloud computing, mobile data backhaul and video. 
The resulting family of products is called the Optical Network-
ing Edge, or ONE, portfolio. The ONE portfolio, which is set 
to begin trials soon, includes various edge-optimized transport 
modules and network management capabilities. Initially, ONE 
products will support high-bit-rate carrier Ethernet aggregation; 
SONET/SDH multi-service provisioning platform on a card; and 
CWDM and DWDM networking from a single wavelength to 
40gbps on a single pair.
www.adtran.com

http://tmcnet.com/58501.1
Mobile Internet Surpassing Fixed
At the end of 2009, residential Internet connections had reached 
74 million connections. But considering that the mobile Internet 
already was used by 73.7 million people, or 26.3 percent of mo-
bile phone subscribers, usage should hit 50 percent penetration 
soon. When 2010 data are available, it is virtually certain that 
mobile broadband will have passed fixed broadband in terms of 
total number of connections. Already, eMarketer predicts 43.5 

percent U.S. mobile Internet penetration in 2013, when about 
134.3 million mobile subscribers should be going on the Inter-
net through their phones.
www.emarketer.com

http://tmcnet.com/58502.1
Nortel Patents Come on the Block
Google and Apple reportedly are among the companies inter-
ested in bidding on patents from Nortel, which continues to 
disperse its assets after declaring bankruptcy. Nortel appar-
ently divided patents into different lots broken up by types 
of technology. Nortel has more than 4,000 patents related to 
such technologies as wireless handsets and infrastructure, opti-
cal and data networking, Internet, Internet advertising, voice 
and personal computers. In total, they are estimated to have a 
value of about $1 billion.
www.apple.com
www.google.com

http://tmcnet.com/58499.1
Actelis Announces Big Win with Cbeyond

Ethernet over copper gear supplier Actelis has announced that 
Cbeyond, a well-known CLEC, is deploying its solutions to de-
liver business-class Ethernet services to reach thousands of cus-
tomers across its nationwide footprint. Actelis spokesman Chris 
Heinemann says it’s the largest EFM over copper rollout in the 
U.S. Cbeyond is using ANSI T1.417-compliant ML600 Eth-
ernet Access Devices and ML2300 Aggregation Switches from 
Actelis in a point-to-multipoint network topology. Actelis says 
it was selected by Cbeyond for its ability to deliver significantly 
more bandwidth over a greater customer service area than the 
competition – and with guaranteed SLAs and QoS.
www.actelis.com
www.cbeyond.net
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Is Your Physical Infrastructure
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Needs of Your Data Center?

As consolidation, virtualization and automation become

more widely adopted to increase data center efficiency 

and agility, the elements of power, cooling, resource 

utilization, and transmission speed become a very 

important part of the processes to operate data centers. 

This makes physical infrastructure management tools, in

conjunction with existing system software management

tools, critical to support the changing needs of your 

data center.

Panduit’s Physical Infrastructure Manager™ (PIM™) 

Software Platform and intelligent PanView iQ™ (PViQ™)

System Hardware work together to provide continuous,

local and remote visibility of data center connectivity, 

power usage, and environment thresholds within a data

center...in real-time. 

This end-to-end, physical to logical view of the network

enables complete data center infrastructure management

to minimize downtime, improve overall infrastructure 

agility, and reduce costs.
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visit us at www.panduit.com/pim,

call us at 800-777-3300 or email us at cs@panduit.com.
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by Paula Bernierby Grant Lenahan

In the emerging telecom world, everything 
is becoming real time. 

There was a time when nearly all functions were 
performed in batches, in non real time. Most 
OSS/BSS functions were batch, as was most 
billing. This was partly a technology limitation 
(real time was complex and expensive), but it 
also reflected the fact that most services didn’t 
demand real-time handling. Not anymore.

While this changed relatively slowly, it is the 
industry’s collective new reality. The two pri-
mary applications of real-time technology 
were prepaid and toll-free services. And ac-
cording to common wisdom, as the world 
became richer and more credit-worthy, post-
paid would re-establish itself.  Similarly, as 
bundles and unlimited became more popular, 
even the allure of 800 numbers would wane.

But a funny thing happened. Two camps 
of innovators proved that real-time 
technology was central to innovation, 
personalization, monetization and a good 
consumer experience. Oh, and real-time 
technology advanced startlingly. Oddly, the 
“most advanced” communication service 
providers in the “most advanced” countries 
of the world seemed to be the last to notice.

Around the world, innovative players in mobile 
have used ever more sophisticated online charg-
ing systems to implement rate plans, affinity 
plans, offers and premiums that help them gain 
and hold market share without simply lower-
ing their price – something that’s difficult to 
do when your plan is $39.95 a month – period. 
They offered discounts when you hit a thresh-
old, or when the network was lightly used 
(congestion pricing and discounting). CSPs 
gave users interactive advice of charge, sent out 

real-time offers and coupons, and began linking 
contextual ads to plans – all real-time functions, 
and all implemented very cost effectively, using 
today’s technology to change the economics of 
real-time, and prove it in astonishingly compet-
itive and low-priced markets like India. 

Simultaneously, major Internet players have 
made real-time table stakes in that market. 
When you log on to most sites, they recognize 
you, load your preferences, personalize your 
news, and target your ads. They interact with 
you, send you alerts, and link you to changes in 
your preferred blogs and favorite sites. 

All this came about because of two fundamen-
tal changes. First, the world has moved from 
a monopoly or oligopoly structure to one of 
intense competition. Second, networks now 
carry far more than voice and raw data between 

data centers – they deliver infotainment. And 
infotainment demands a wide range of person-
alization and real-time functions.

Think about something as simple as a movie. 
The business model can be improved with quite 
a few functions, all of which demand real-time 
processing. An example of this is charging from 
an allowance of stored value account (with 
advice of charge), parental control, content ad-
aptation (so it plays optimally on your device), 
network bandwidth allocation, and personal-
ized ads – meeting your template.  

Think also about the market structure. In 
the old days, two facts conspired against 
real time: It was more costly and limited 
competition gave CSPs limited incentive 
to innovate. Today, both facts are reversed. 
The only thing that appears to have stayed 
constant is the common wisdom about how 

networks should operate, what the tradeoffs 
are, and thus what should be real time.

If we look at the actions of a policy charging 
and rules function executing bandwidth al-
location we see a real-time process that is the 
analog of facilities assignment. Prepaid and 
online charging replace off-line rating and 
stamp licking. But more importantly, an entire 
set of new network functions have emerged to 
service the commercial needs of infotainment, 
and to arm CSPs in market competition.

As an industry we need to rethink what net-
works can do and should do. It is increas-
ingly clear that networks will rarely own 
and control content and information itself.  
But that means they must redouble their 
efforts to add value and generate revenues. 
And most of these functions are network 

functions (like those described above) and 
operate in real time.

Not only are commercial needs dictating new 
thinking about core network technology, it 
is critical that technology decisions not be 
made in a vacuum. The CTO shouldn’t, for 
instance, simply minimize network costs and 
cost per megabyte delivered because this fails 
to optimize value add and revenue.

As an industry we need the tools to thrive 
in the emerging world of IP, infotainment 
and fierce competition. Smart, rules-driv-
en, real-time systems are one of our most 
powerful tools.  

Embrace them in real time.   NGN

Grant F. Lenahan is vice president and strate-
gist for service delivery solutions at Telcordia 
Technologies (www.telcordia.com).

It’s a Real-Time World

Eye on the Money

Two camps of innovators proved that  
real-time technology was central to innovation,

personalization, monetization and a good
consumer experience.
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Regulatory upheaval, an economy in recovery, line erosion and in-
creasing competition – communications service providers have nev-
er faced such a tumultuous environment fraught with uncertainty. 
Yet, at the same time, the importance of and demand for the services 
that they provide has never been higher. 

Broadband services have moved from being a nice to have service 
to the lifeline service of the 21st century. Video-ready devices like 
iPads, smartphones,  gaming devices that act as home media portals, 
and Internet-ready 3D-capable TVs are driving broadband demand 
and bandwidth requirements throughout the network edge at an 
accelerating pace.

Hence, the CSP dilemma: Should I invest in my access infrastruc-
ture now to keep up with demand, or wait until the market, and my 
role and position in it, are more clear? This question is polarizing 
the CSP community today into two camps – those that are aggres-
sively moving fiber forward in their networks and pursuing deep 
fiber initiatives, and those who are staying put, looking to ride out 
the storm until the clouds clear.  

CSPs can ask themselves three basic questions about the market and 
macro-economic environment and quickly draw some meaningful 
conclusions that can help drive their actions:

•  Will interest rates ever be lower than they are today?

•  Will competition in local markets ever be less intense  
than it is today?

•  Will government subsidy mechanisms for CSPs ever be more 
favorable than they are today? 

As CSPs consider the answers to these questions, they need to reflect 
on the opportunity that investing in a fiber forward strategy provides 
them in the future, as well as the potential penalty for standing still 
in a world where change is accelerating. The recipe for future CSP 
success is very straight-forward – built around instantiating a busi-
ness model with lower operational expenditures, higher revenue op-
portunities, and closer customer relationships. The critical ingredient 

for this success, however, is an Ethernet and fiber-rich network infra-
structure that makes this new business model possible.

Fiber forward is a concept for which CSPs continuously pull fiber 
as close to customers as possible – often all the way to the prem-
ises. In addition to GPON and Active Ethernet, VDSL2 is also a 
part of the fiber forward vision – a viable and potentially neces-
sary stepping stone to the all-fiber future. Best described as a state 
of mind, fiber forward allows CSPs to evolve their business mod-
els away from multiple dedicated networks determined by service 
type to a single vehicle for delivering IP services over Ethernet via 
a wave guide – fiber – that is virtually limitless. This type of fiber-
rich network possesses a number of powerful attributes including 
simplified services provisioning for rapid time-to-market and cus-
tomer responsiveness; a platform to introduce and deploy rapidly 
new services and adapt to new service requirements; and value, or a 
foundation for a more efficient and aggressive business model.

Many argue that the business case for pursuing a fiber forward men-
tality can be challenging. Although this may vary by situation and 
company, there are two constants. As challenging as the business 

case may be for the first CSP that pulls fiber deep into a commu-
nity, the business case for the second provider is likely untenable. 
Consumers will require fiber-like bandwidth speeds in the future – 
many already thirst for it today. It’s just a matter of time to see who 
provides those speeds to them and reaps the market share rewards. 

Thinking about the future may keep you up at night, but it also presents 
enormous opportunity.  CSPs sit squarely in a position to address an enor-
mous upwelling of demand for broadband services that continues to ac-
celerate. For most CSPs, moving fiber forward will allow them to be the 
preferred and most advantaged service provider in their respective market. 

The world is changing too fast to stand still. Make a decision on 
where you are going to take your network.  If you don’t, your cur-
rent competition, or possibly a competitor that you never antici-
pated, is likely to make it for you.   NGN

Geoff Burke is senior director of corporate marketing at Calix 
(www.calix.com).

Guest Room
by Geoff Burke

The Broadband Infrastructure Investment Paradox – 
Deciding When to Move Fiber Forward

The recipe for future CSP success is very  
straight-forward – built around instantiating 

a business model with lower operational 
expenditures, higher revenue opportunities,  

and closer customer relationships.
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Converged Views

What a vexing problem video is turning out to be for the telecom-
munications industry.  On one hand, it provides opportunities for 
network operators to engage in new revenue streams to offset de-
creasing pricing for voice and text services. It also provides a path 
to monetizing the increased network bandwidth of LTE being de-
ployed over the coming years. On the other hand, it presents huge 
challenges to current network capacity in both transmission and 
backhaul. On a paid service basis, video calls and broadcast to mo-
bile video have not exactly been raging commercial successes either. 

One thing is certain, use of video in a telecommunications context 
is growing, as evidenced by the popularity of mobile clients for You-
Tube, NetFlix, Skype Video and, more recently, Apple FaceTime 
and Qik, among others. The challenge now for network operators is 
to monetize successfully video-based services.

In many ways, the explosion of video’s popularity bears a strong 
resemblance to the evolution of the audio (music) industry in the 
last 50 years. With the arrival of the transistor radio in the early 
1960s, people could listen to news and music anywhere they went. 
Radio stations flourished and diversified in format as more people 
listened. Then came the era of the compact cassette player, giving 
people direct control over the music to which they listened. Soon 
people started making their own mix tapes better suited to their 
own musical tastes. These eventually became a way of expressing 
your personality and creating a shared musical experience. More re-
cently we saw the arrival of the MP3 player, allowing people to carry 
their entire musical libraries with them at all times. People started 
sharing their playlists, recording commentaries, reviews, events and 
knowledge, and sharing these via the now ubiquitous podcast. 

These last developments were not foreseen as obvious consequences 
of the mobilization of music. However, they do give a general idea 
of how mobility can change the context of an entire industry, from 
a pre-programmed mass market to a highly personalized form of ex-
perience sharing.

We are now seeing this process repeat itself in the world of video. 
Just a few short years ago, producing video required cumbersome 
and expensive equipment. Editing raw video into a viewable prod-
uct took time and expertise. Getting your video to other people was 
slow and expensive.

Enter the mobile phone with video playing and recording capabil-
ity. Just as with the mobile audio devices, being able to view, share 
or record video whenever the mood strikes is significantly changing 
the contexts in which video is utilized. Video has now become a key 
communications tool for individuals and enterprises alike.

In the telecommunications context, usage cases for video services 
can be classified in a similar fashion as with voice services: imme-
diate and deferred. Immediate services include those where trans-
mission and reception are simultaneous to create a shared space or 

experience among people, e.g. video calling, conferencing and tele-
presence, TV broadcast, live webcasts, interactive gaming and more. 
Deferred services allow the user to access video media on demand 
or store it for later distribution and viewing, e.g. YouTube, TV or 
movie portals, video blogging and video mail.

For example, many people prefer to look at their favorite TV shows or 
movies when it’s convenient for them, even if it means viewing them 
on a small screen. People record significant events and share videos of 
their daily lives by posting them on YouTube and Facebook. Others 
engage in citizen journalism, publicize themselves, share knowledge or 
even check up on their homes while traveling. Video also is being used 
in specific markets, such as health care, to reduce significantly costs by 
enabling remote consultation and diagnosis, demonstrating treatments 
and procedures, tracking effectiveness and patient recovery, and facili-
tating access to specialists without requiring physical displacements. 

Another factor contributing to the appeal of video is the meteoric rise of the 
smartphone and the accompanying increase in screen size and easy down-
load of customized applications, including video clients. These technologies 
are creating new possibilities for integrating video with telecoms enablers 
to provide new value chains and both direct and indirect revenue models.

Overall, video can be both intimate and intimidating. Just as voice 
and texting have their places in people’s daily communication activi-
ties, it is important to keep in mind that video is not suited for every 
purpose. However, when it comes to experience sharing, video is al-
ready playing a major role. With mobility, video becomes available 
for use anytime and anywhere. Coupled with convergent networks 
and the smartphone revolution, our industry is positioned to be the 
prime channel for delivering that experience.    NGN

Marc Leclerc is manager of the Global IMS Expert Centre at 
Ericsson (www.ericsson.com).

Video – Take Two

by Marc Leclerc

Video has now become 

a key communications 

tool for individuals 

and enterprises alike.
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In my July article I talked about how mobile handsets were starting 
to support video capabilities.  Well six months have gone by, and 
now we are facing the new year with video devices and communica-
tions services once again in the spotlight.  

Fixed line broadband networks also are participating in the spot-
light, with products such as the Cisco Umi and Logitech’s Revue/
TV Cam bundle. These HD prosumer video communication prod-
ucts integrate existing HDTVs with add-on boxes tied to high-
speed broadband networks, creating so much realism that their de-
velopers insist users will be willing to spend several hundred dollars 
on them. In fact, there are monthly fees required from users of the 
Umi product.  And, of course, you need the two communicating 
locations to have the equipment installed to get the highest quality 
video/audio from the experience.

The mobile video spotlight has been just as bright. Joining the 
Sprint EVO video calling camp is the recently introduced T-Mobile 
MyTouch.  Both of these service providers have aligned themselves 
with the Qik video application. This should allow users on either 

of these mobile networks to video call each other if they have a 
mobile handset that supports Qik’s downloadable software client.  
It will be interesting to see if AT&T continues its reliance on the 
iPhone’s video calling capability with Apple’s FaceTime app, and if 
it expands this service to be used over its mobile network and not 
just Wi-Fi. This is expected by many to happen when the iPhone 5 
is introduced next summer.

So with all these video-enabling products getting announced, 
will 2011 be the year for two-way video communications? 
Just to clarify, video communications is not the same as video 
streaming, which is characteristic of OTT video services. Video 
communications market acceptance is harder to predict, since 
it requires two compatible mobile handsets to operate, whereas 
OTT video is by definition one-way and only needs one hand-
set connected to a video content source.  In the two-way video 
communications case, the originating caller needs to know that 
the person he or she is calling can receive a video call. So the ser-

vice providers (in North America at least) either need to create a 
video community (just like the IM vendors have) or rely on one 
that already exists. Sprint and T-Mobile have attached to Qik, 
whereas AT&T and Apple have their own.  

Creating these communities around mobile handset compatibil-
ity is the key to video calling taking off as has been predicted 
many times in the past.

Also having an impact on video communications success in 
2011 is the state of the mobile network in a particular country 
or region. Not every region in the world has 3G+/4G mobile 
data networks to support the higher bandwidth necessary for 
video transmission. In fact, the BRIC countries, with the ex-
ception of Brazil, are just starting to roll out 3G. So, the push 
for video communications in these countries has been around 
3G-324M video usage. In fact, because 3G-324M is the most 
efficient way to deliver video for either one-way or two-way 
services in a 3G network, this is the path that mobile operators 
are taking.  And because these countries don’t have a high pen-

etration of fixed line broadband, this could lead to wider us-
age of both video communications and streaming in these net-
works. 3G-324M also can more effectively address the handset 
compatibility issue encountered with the video community 
approach, since the handset manufacturers build 3G-324M 
compatibility into the phone with no other software required 
on the phone to enable video communications.

The video communications push will continue through 2011 
even though the ubiquitous use of video for communications 
will be beyond 2011. The seeds are being planted with the 
technology finally here after all these years of service providers 
and vendors promising it. And even though the mobile net-
works are in different states of build out using different tech-
nology, service providers are poised to build a business model 
around video communications.   NGN

Ken Osowski is director of service provider product marketing at 
Dialogic (www.dialogic.com).

Mobile Services – Beyond Voice

Will Video Communication Services Take Off in 2011?

by Ken Osowski

Creating communities around  
mobile handset compatibility is the key 
to video calling taking off as has been 

predicted many times in the past.
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As I explained in the last issue, the ITU’s vision for 
next-generation networks is unnecessarily complex.  
Their designs have been driven by operators’ need for 

revenue and profits that support obsolete business models.  It’s just these 
traditional telco business models that require the complex NGNs.

What if an operator took an IT-centric approach to services? Is 
there a business model that could cut costs dramatically while in-
creasing profits and customer satisfaction. Yes! The proof is the Iliad 
network, marketed in France under the brand Free.  Starting from 
scratch in 1999, Iliad has built a broadband triple-play business 
with over 40 percent market share in greater Paris and 25 percent 
across all of France.

As recently as 2005, Free had less than 1,000 employees (and 1.6 
million broadband subscribers).  In 2009, its payroll costs were still 
only 4 percent of its €1.6 B in revenue (U.S. $2.1 billion) from 4.5 
million subscribers (excluding its then-recent acquisition of Alice 
Telecom from Telecom Italia).  

Free has one simple offer – its triple play, currently 28mbps DSL or 
100mbps FTTH plus IPTV and telephone with unlimited calling, 
caller ID, voicemail, conferencing and fax service at one price, €29 per 
month.  Over the years, the price has remained the same while Free 
keeps adding features. The result:  incredibly low subscriber churn. The 
single flat-rate service avoids zillions of staff hours tracking hundreds 

of service options.  The company bills by credit card, thus avoiding bad 
debts and collection costs. Its advertising expense is incredibly low as 
the one product is simple, and it’s a genuinely good deal!

So it’s possible to provide triple-play service to a country the size of 
France with just a few thousand employees (versus France Telecom’s 
roughly 60,000 employees in France).  From an IT point of view, 
this is no surprise.  Every major corporation runs a sophisticated 
network providing last mile speeds 10 times or 100 times those of a 
telco and does it with a relatively small staff – recruited, as often as 
not, from local community colleges. Running an IP network is not 
rocket science and building one is not expensive.

Most of us have tens, hundreds or thousands of megabits zipping 
around our homes and workplaces, but once that data leaves our 
premises it hits a network designed from the ground up for com-
plexity. Consider that none of the equipment in Verizon’s FiOS 
network is conventional IT gear. Instead it’s “carrier grade” and 
telco-specific.  Like most telcos (but unlike Iliad’s Free), FiOS uses 
a passive optical network architecture, which makes it difficult to 
unbundle any of its bandwidth and reduces future flexibility.

Iliad proves there is another path.  How could we foster this kind of 
broadband competition in the U.S.?   NGN

Brough Turner is founder and CTO at netBlazr Inc. (www.netBlazr.com).

Next Wave Redux

A Real Next-Generation Network

by Brough Turner

Let TMC help you execute your next Webinar. Contact Joe Fabiano for details about how you can use the power of TMC publications 
and TMCnet to draw a large number of qualified attendees. 203-852-6800 ext. 132 or jfabiano@tmcnet.com

mailto:jfabiano@tmcnet.com
http://www.netBlazr.com
http://www.tmcnet.com


http://www.scrmexpo.com


Subscribe FREE Online at www.ngnmag.com26     NGN  Magazine January 2011

Cover Story
by Paula Bernier

Of course, SS7 and AIN didn’t hold the spotlight for long. 

Things got real interesting real fast with the rise (and fall) of in-
teractive TV, the rollout of DSL- and HFC-based networks, and 
the commercialization of this thing called the Internet. At the same 
time we witnessed the opening match of the telco-cableco bout that 
goes on to this day. 

As you may recall, the cablecos got the upper hand early on 
with the rollout of broadband networks and then voice ser-
vices. That meant they had all the pieces of the triple play in 
place earlier than their telco competitors. But then they were 
considered the cowboys of networking, and cowboys are more 

big picture folk than the slow-moving Bell heads, as some re-
ferred to the big incumbent telcos.

Several years and gray hairs later, the balance seems to be shifting 
again. Analysts tells us that the cablecos are seeing their custom-
ers churn as a result of the economy, over-the-top video and more 
attractive video services being offered by their rivals in the satellite 
and telco IPTV arenas.

“Considering that revenue from video services will rival that of 
voice services by 2014, one of the more interesting trends going on 
in the residential services market is the number of video subscribers 
that are jumping from cable to satellite and telco IPTV,” says Diane 
Myers, Infonetics Research’s directing analyst for VoIP and IMS.

Broadband Wars
The Telco-Cableco Showdown Continues

W hen I started out as a telecom reporter 
about 20 years ago the most interesting 
thing going on in the industry was sig-

naling system 7 and Bellcore’s Advanced Intelligent 
Network architecture. The muted excitement was 
fueled by the idea that, rather than piling all call-
ing features onto the Class 5 switch, telco switches 
could now tap into enhanced services residing on 
platforms elsewhere in the network. 

What happens with over-the-top video 

entrants – and how telcos and cable-

cos market, package and price their 

video and other services going forward 

– will have a big impact on which ser-

vice providers are able to capture and 

keep customers in the months and 

years ahead. But one thing that could 

help decide which service providers are 

most successful on the triple and quad 

play stage is who gets to higher access 

speeds faster.
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 In 2010, residential cable video subscriber numbers were flat 
while satellite video subscribers saw a slow increase over the 
past few years, according to Myers. Meanwhile, she says, telco 
IPTV subscribers were up 40 percent in 2010 from 2009. 

“While cable operators have a legacy in North America, they 
have been unbending in their pricing policies, and as a result  

 
are losing a record number of subscribers to less expensive al-
ternatives,” she adds.

Of course, what happens with over-the-top video entrants – and 
how telcos and cablecos market, package and price their video and  
other services going forward – will have a big impact on which ser-
vice providers are able to capture and keep customers in the months 
and years ahead. But one thing that could help decide which service 
providers are most successful on the triple and quad play stage is 
who gets to higher access speeds faster.

Given the cableco rollout of DOCSIS 3.0-based broadband servic-
es already has begun, enabling MSOs companies to deliver Internet 
access at rates above 100mbps (although companies like Comcast 

and Cox are starting out by delivering premium broadband more in 
the 50mbps downstream range), the MSOs seem pretty well posi-
tioned for the next round of the telco-cableco throw down.

John Gleiter, senior director of marketing for set-top box system on 
a chip outfit Broadcom, says DOCSIS 3.0 will serve the cablecos 
well as they move from broadcast to IPTV technology, which will 
enable them to make more efficient use of their network capacity so 
they can deliver even more services (and more affordably).

DOCSIS, of course, is the CableLabs’ standard upon which big U.S. 
cableco broadband networks are based. 

John Chapman, CTO of access and transport at Cisco, explains 
that DOCSIS 1.0 delivered best effort services over a single 
channel; DOCSIS 1.1 added quality of service to allow cablecos 
to offer voice services; DOCSIS 2.0 enhanced upstream band-
width from 10mbps to 30mbps; and now DOCSIS 3.0 allows 
for channel bonding to deliver even higher rate access.

According to Chapman, cablecos both in the U.S. and abroad are 
aggressively deploying DOCSIS 3.0. He adds that while DOCSIS 
3.0 will enable cablecos to deliver very high bandwidth for top-tier 
services, these service providers will still retain DOCSIS 2.0 to sup-
port other service tiers.

The telcos, meanwhile, are gaining on the video services front and 
have fiber deployed to homes in select areas, but are still using cop-
per elsewhere. The preference, at least according to my sources, is 
always to go with fiber, but sometimes fiber to the home is tough to 
justify. But copper still has plenty of gas left.

To get big bandwidth to areas that are difficult to justify FTTH 
builds for, ADTRAN recently unveiled Ultra Broadband Ethernet 

“Considering that revenue from 

video services will rival that of voice 

services by 2014, one of the more 

interesting trends going on in the 

residential services market is the 

number of video subscribers that 

are jumping from cable to satellite 

and telco IPTV,” says Diane Myers, 

Infonetics Research’s directing  

analyst for VoIP and IMS.
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technology to outfit service providers with a relatively low-power, 
pure Ethernet solution that delivers 100mbps of symmetrical band-
width per home. ADTRAN says this solution is more affordable, 
particularly in existing neighborhoods, than GPON-based FTTH 
solutions, which today deliver about 78mbps per subscriber.

 “Telcos and cablecos are in the equivalent of a mixed martial arts 
fight,” says Cisco’s Chapman. 

While cablecos’ media in the downstream still has a lot of growth poten-
tial, telco technology like VDSL can theoretically deliver 100mbps on a 
twisted pair. Of course, Verizon also is doing fiber-to-the-home as part 
of its FiOS effort, which today delivers up to 10-15mbps downstream, 
although FTTH has the potential to go much higher, Chapman notes.

He says that indicates that this race in which telcos and cablecos are leap-
frogging each other is likely to continue. But Chapman adds that’s a great 
thing for consumers, who will eventually see gigabit-rate services from the 
cablecos and the telcos, even in some cases over DSL connections.

And although everybody talks about the need for more bandwidth, 
Chapman says that these kinds of advancements in broadband access 
actually will require tech companies to backfill consumer need for 
that kind of capacity. What kind of applications fill the void remain to 
be seen, he says, but he talked about wanting to be able to access TV 
content from all 20 screens (including iPads and computers as well 
as his two TVs) in his house. Chapman says his home telepresence 
system is also pretty good at banging out the bits.   NGN

Given the cableco rollout of DOCSIS 
3.0-based broadband services 
already has begun, enabling  
MSOs companies to deliver  
Internet access at rates above  
100mbps (although companies  
like Comcast and Cox are starting  
out by delivering premium  
broadband more  
       in the  
                   50mbps downstream  
         range), the MSOs seem pretty  
well positioned for the next round  
of the telco-cableco throw down.
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by Paula Bernier

This poor showing, of course, follows in the footsteps of the lacklus-
ter uptake of Apple TV.

But despite these missteps, the dream of a world in which people 
can access both cable TV and Internet content and applications 
from their televisions – or, for that matter, from any screen they 
choose – remains alive and well. And service providers like the tel-

cos and cablecos, which some believe are losing ground to more af-
fordable over-the-top competitors, could be next to the plate.

Entone is among the company’s delivering products that can  
enable that. 

For the cost of a typical set-top box, Entone’s new FusionTV so-
lution will allow service providers to deliver HDTV to multiple 
TVs in home, whole home DVR, photo sharing, Internet music, 
the ability to discover and display end users’ rich media assets, place 
shifting (similar to what Slingbox allows) and social networking ap-
plications, says Steve McKay, Entone CEO. He adds that Entone is 
also bringing content from its partners, like on-demand HD movie 
service provider Vudu, along for the ride, so service providers don’t 
have to negotiate individual content deals to offer new services.

The IPTV Edition of FusionTV – based on Entone’s recently an-
nounced WebVOD solution, which allows IPTV operators to offer 

Despite Advances in STBs and OTT, Hybrid TV Is Still TBD

G oogle got a lot of press recently when it 
finally came out with its Google TV. But, so 
far, the online search giant’s effort to marry 

traditional programming with Internet content for 
delivery via the television has been drawn criticism. 
According to reports Google TV suffers from spotty 
video quality and limited content due to efforts by the 
three major networks and Hulu to block video on their 
websites from being accessed by Google TV devices. 
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web-based video on demand with a software download to Entone’s 
media hubs – targets telco operators that have not deployed IPTV 
in certain markets or at all. It also addresses network operators’ con-
cerns that they will be relegated to offering dumb pipes as over-the-
top services gain steam and as existing pay TV services wane.

“The operators are clearly under threat from the pure-play OTT 
services where more and more compelling content is available on-
line and on-demand,” says Ameer Karim, vice president of Hybrid 
TV for Entone. “However, the operators also understand that con-
sumers place great value on live TV, premium content, true HDTV 
programming, and the ability to record their favorite shows.”

The average U.S. consumer watches almost 160 hours of TV a month, 
more than ever before, according to a study Entone is quoting. 

“The punch line to this is that the killer app of TV is still TV, and 
all these other services combined are not your primary input to TV, 
they’re what you’re doing when you’re not watching TV,” McKay says.

On the other hand, McKay adds, pay TV for the first time in 40 years 
experienced a drop in users, with a net loss of 216,000 subscribers. 
Analysts are unsure whether that’s attributable to the economy or is 
the beginning of a downward trend for traditional pay TV services.

FusionTV helps telcos and cablecos deliver IPTV services, and with-
out the investment and time involved with having to build their own 
VoD infrastructure and negotiate content deals, McKay continues. 

As of early December, Entone was in FusionTV consumer trials with six 
U.S. telcos, one of which is a tier 1 provider, two of which are tier 2 outfits, 
and three of which are tier 3 companies. McKay says he expects the first 
telco deployment based on FusionTV to launch commercially this quarter.

Once telcos (and cablecos, for which Entone is also offering the 
FusionTV solution) get a good amount of subscribers on their Fu-
sionTV-enabled hybrid services, McKay says, they could potentially 
sell and deliver advertising against all the content. While the ad-
vertising component isn’t something that’s baked in to the Entone 
solution, McKay says the company has planned for that eventuality 
and expects to partner with one or more ad serving companies that 
could run their services over the FusionTV platform.

John Gleiter, senior director of marketing for Broadcom, which 
sells a set-top box system on a chip, says that the cablecos are inching 
toward IPTV. Moving from existing broadcast technology to IP-
based TV services; expanding bandwidth via adoption of DOCSIS 
3.0; and new set-top technology from Broadcom, which last month  
 

 
unveiled a system-on-a-chip solution that delivers very high video  
in a much more efficient manner than is used today, he says, will 
help cablecos move closer to their vision of TV everywhere. 

Broadcom’s new solution, the BCM7422, offers more than two times 
the performance of previous generation products, according to the 
company. The product, which does H.264/MPEG scalable video cod-
ing and multiview video coding to deliver 1080p60/50 and full-resolu-
tion HD 3DTV, will enable service providers to reduce the bandwidth 
requirements to send a video stream by about 40 percent. That’s capac-
ity that can then be used by other video streams and applications.

The SoC, which will hit the market as part of set-top boxes from 
various vendors starting late this year, also has a 1.3gHz multi-
threaded MIPS processor, offers 3D graphics acceleration, and sup-
ports MoCA and DLNA.   NGN

“The killer app of TV is  
still TV, and all these other 

services combined are not your 
primary input to TV, they’re 

what you’re doing when you’re 
not watching TV.” 

- Entone’s McKay
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Feature Story
by Paula Bernier

Today, although back office systems remain a key part of many 
communications service providers’ businesses, it’s the business 
itself – and customers and services that drive it – that have 
moved front and center for the telcos and their communications 
service provider peers. 

This shift in focus, and the ongoing move to cut capital and opera-
tional expenditures, is leading more service providers to consider 
and adopt cloud-based application testing, billing, revenue assur-
ance and other back office solutions. Of course, this is happening 
at the same time that these service providers are delivering cloud-
based services to their customers. 

So, as they say, CSPs are drinking the Kool-Aid.

Purchasing back office solutions on demand can help a service 
provider eliminate, or at least delay, the upfront costs of buying 
and integrating, and the ongoing costs of managing and updat-
ing, in-house systems. That can allow a CSP to dedicate more 
of its resources to the core goal of bringing to market, selling 
and supporting services and applications that customers want 
and will pay for.

Among the back office companies offering service providers on-
demand back office services is cVidya, which late last year launch its 
first software-as-a-service solution. 

The new offer, called cVidyaCloud, is a collection of on-demand 
revenue intelligence solutions for service providers of all sizes. 
It addresses such billing and operational support applications as 
clearinghouse services and inter-carrier cost management, dealer 
management, fraud and risk management, revenue assurance, and 
margin analytics.

So optimistic is cVidya that its software-as-a-service and cloud com-
puting offers will take off that it recently brought Nava Levy into 
the organization specifically to head up the effort. Levy previously 
led the SaaS/Cloud computing program at Amdocs.

Another company offering service providers hosted back office 
solutions is Cycle30.

The Seattle-based company provides hosted order-to-cash bill-
ing services for cable, telecommunication and utility operators in 
North America. That includes solutions for billing and revenue 
management, business intelligence, customer management, integra-
tion, service assurance, and service fulfillment. 

Recently Alaska’s largest telecommunications and cable provider, 
General Communication Inc., converted all of its cable TV services 
to the Cycle30 platform. GCI’s move to put its cable TV, pay-per-
view and video-on-demand services – which had been supported 
by a legacy cable billing solution – onto the Cycle30 platform com-
pleted the cableco’s effort to migrate all its consumer services onto 
the same billing engine. Cycle30 also provides billing and manage-
ment for the wireless, wireline, and Internet services that GCI of-
fers. Cycle30’s solution is expected to help GCI bundle and cross 
sell its services more easily, and to better enforce business rules. 

 “By managing its services with a modern, hosted order-to-cash plat-
form, GCI is better prepared for future growth,” says Jim Dunlap, 
president of Cycle30. “A converged billing platform will empower 
GCI to bring new products to market in record time and deliver 
even greater levels of personalized service to customers.”

Cloud communications/hosted services also can help the applica-
tion developer part of the communications ecosystem less expen-
sively and more efficiently bring new offers to market.

To address this opportunity, Aculab recently launched a hosted 
test and evaluation platform targeted at developers that want 
to verify applications based on the Aculab AMS Server devel-
opment platform.  The solution enables evaluation tests to be 
done remotely and without the time or expense that would be 
involved in setting up a local test platform. 

O ver the years telephone companies have held 
events at which they proudly ushered media, 
analysts, politicians and others through 

their network operations centers – the nerve centers or 
brains of their networks, as they sometimes referred to 
them. Looking back, these events were a good barom-
eter of where the telco focus used to be, which is on 
the network. 

CSPs Leverage Cloud Services Inside and Out
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As discussed in the November issue of INTERNET TELEPHO-
NY, a sister magazine to NGN, working with the large and varied 
application developer community is a whole new ballgame for ser-
vice providers, some of which don’t have the assets to create and 
support developer programs on their own. That’s why KPI Consult-
ing launched its DeveloperPrograms.com division. Service provid-
ers pay a one-time subscription fee for DeveloperPrograms.com, 
which can be for a one- or two-year term. For those that want to 
include developer recruitment in their service package, there’s an 
additional per developer fee.

Kenneth Plunk, CEO of DeveloperPrograms.com, explains that 
KPI was involved in helping several tier 1 wireless operators, in-
cluding Orange, Sprint and T-Mobile USA, launch their devel-
oper programs. Now DeveloperPrograms.com aims to help tier 
2 and 3 wireless service providers (as well as customers in the 
automotive and health care verticals) recruit, educate and sup-
port application developers. 

“We love it when we get the opportunity to demonstrate to 
people how much they can actually save by outsourcing their 
developer support program, and the benefits it brings to have 
the applications and content that developers bring to the fold,” 
says Plunk. “With the economy the way it is right now, it just 

makes good business sense to outsource, rather than add so 
much to your overhead by bringing people aboard full time.”

DeveloperPrograms.com delivers a completely outsourced, 
branded, turnkey service. That offering includes the develop-
ment of a website through which a service provider can invite 
developers to register to develop applications and access APIs; a 
means through which to communicate its needs to the developer 
community; qualifications of application submissions from the 
developer community; cataloging of accepted applications; and, 
if desired, settlements with developer partners. 

That gets to a key theme that Adan Pope, chief technology and 
strategy officer at Telcordia, says he and other keynoters at the TM 
Forum’s recent Management World Americas event late last year 
discussed: That is will take a village for service providers to deliver 
cloud-based services. 

Service providers like Qwest have built strong relationships 
with their customers over the years, and trust is a big reason 
why some customers will entrust IT operations to Qwest and 
others offering cloud-based services, Pope tells NGN maga-
zine. But delivering cloud-based services will require a dif-
ferent level of operations within service providers, he adds, 
because it’s likely that anyone a customer buys cloud services 
from will have a broad supply chain behind it. 

That’s why Telcordia is focused on providing software and services 
to enable CSPs to collaborate and provide a service factory so elec-
tronic bonding between various ecosystem partners can occur and 
allow for new efficiencies, he says.

Pope goes on to say that just before Telcordia announced its new 
service catalog it did a survey on what it takes to order a VPN. He 
says it typically takes four phone calls. That won’t cut it with cloud 
services, he says, indicating that service provider back office opera-
tions are going to  have to become more efficient to accommodate 
the interactions required between multiple ecosystem partners to 
launch and provide ongoing support for cloud-based services.

Richard Arthur, director of business transformation marketing for 
HP Communications & Media Solutions, also believes that service 
providers will not have all the cloud-based services, but rather will 
broker some services. As a result, HP has a practice focused on help-
ing CSPs launch and support cloud services.

Its portfolio on this front includes an infrastructure as a service 
offer. HP also provides a portal through which service provider 
customers can place their orders, and HP activates what needs 
to be done in network. It also can bring in third-party capa-
bilities if needed. And HP takes care of the end-to-end SLA 
management and things like fault management, performance 
management and mediation.   NGN

Jim Dunlap
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Feature Story
by Paula Bernier

Generally, there are two ways service providers can employ policy 
management, says Rick Woods, vice president for the Americas at 
Volubill, which sells policy management, policy enforcement and 
charging solutions. They can use policy management to protect 
their networks, or they can use policy management as an offensive 
weapon to segment their market and create bundles targeting low-, 
middle- and high-end customers.

BroadHop Inc., which sells the Quantum Network Suite of policy 
management solutions, in November conducted a survey that in-
dicates there’s high interest in enabling new capabilities via policy 
management environments. The most significant interest, accord-
ing to the survey of about 100 telecom industry experts and execu-
tives, is around the ability to apply policies at the subscriber level, 
the option to trigger billing and charging actions, and the flexibility 
to address various use cases. 

More than 61 percent of survey respondents felt applying policies at 
the level of the individual subscriber was the greatest priority, while 
52 percent felt the option to apply trigger billing and charging ac-
tions was critical. About 47 percent indicated that next-gen policy 
management platforms need to be flexible enough to deploy not 
only a fixed set of target use cases but also those not yet defined. 
Twenty-two percent noted the importance of the ability to apply 
policies in different types of networks, and 15 percent named the 
capability for policies to be deployed by non-network specialists as 
an important capability. 

“The results of this survey clearly indicate that service providers are 
looking to the policy management community to deliver new en-
abling capabilities beyond bandwidth or congestion management 
and fair use,” says Dan Geiger, vice president of marketing at Broad-
Hop.   “Progressive service providers looking to capture new market 
share and retain subscribers are increasingly demanding more from 
their policy management vendors.”

However, a survey from Infonetics Research indicates that North 
American operators are still somewhat conservative in their use of pol-
icy-based rules and charging as compared to operators in EMEA (par-
ticularly Western Europe), Asia Pacific, and Central and Latin America.

“When you look at the fact, for example, that parents in the Middle 
East have the ability to not only turn off text messaging, but to have 
that shut-off point automatically change day to day with the hour of 
prayer [which is dependent on the sun’s position], then you start to 
see just how tailored and personalized services can get,” says Infon-
etics analyst Shira Levine. 

While Levine indicates that U.S. operators are likely to expand their 
thinking on policy management as they are pushed to monetize 
their networks with tiered services and subscriber control capabili-
ties, she says traffic management, especially for mobile broadband, 
is the key driver in policy management deployments in North 
America today.

Interestingly, one of the ways in which some operators abroad are 
using policy management is actually to drive traffic on their net-
works. Volubill’s Woods says some operators abroad that sell smart-
phones and dongles have many users that don’t use the capacity 
they’ve bought. To get those customers to use the services they’ve 
paid for, and buy more in the future, some service providers are us-
ing what Woods calls capacity management to direct customers to 
partner websites. This can be done by offering subscribers special 
content or offers at those websites.   NGN

T he explosion of data on U.S. service provid-
ers’ networks is creating a lot of interest in 
what’s known as policy management. But 

policy management solutions, which are being pushed 
by such companies as Bridgewater, Broadhop, Openet, 
Redknee, Tekelec and Volubill, can be used for more 
than just putting the lid on heavy data users. 

Policy Solutions Enable Defensive, Offensive 
Service Provider Plays

Rick Woods of Volubill
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Of course, that was years ago. To what extent that was true then, or 
might be accurate today, I’m not exactly sure. But one thing I do 
know is that both the telcos and cablecos are being forced to move a 
whole lot quicker these days, both to compete with each other and 
to take on newcomers that are invading their turfs. 

At the same time, these companies have to contend with how to 
leverage, connect and update their billing and operational support 
systems to enable them to be more responsive to the competitive 
pressures of the current environment and to interact with the grow-
ing ecosystem of partners with which they need to interconnect, 
expose resources, and do billing and settlements.

That might help explain why the TM Forum – an industry asso-
ciation and standards-setting group that traditionally has been con-
sidered a telco-oriented organization – has recently seen significant 
involvement from cablecos.

Craig Bachmann, head of the cable market support center at the TM Fo-
rum, says the MSOs, which is just another term for the big incumbent 
cable TV companies in the U.S., are now facing more complexity on the 
operational support systems front as they’re challenged to deliver triple 
play services despite their siloed back office systems. OSS and BSS sys-
tems are also becoming more important considerations for cablecos as 
they look to expand their business services, move to wireless mobility, 
and seek to peer to address new business requirements, Bachmann adds. 

All of the above have prompted cablecos to look at, and in some cas-
es implement, the TM Forum’s eTOM business process model that 
defines everything that needs to be done to deliver a service – from 
order to cash.  There are more than 1,000 individual MSO users of 
eTOM that employ the framework to support various applications 
like revenue assurance, Bachmann says.

The MSOs were in the midst of a business transformation last year 
and will continue on that track in 2011, adds Bachmann, and BSS 
and OSS transformation are part of those efforts.

The consolidation of the cable TV business, which had key MSOs over 
the years purchase smaller cablecos in an effort to cluster operations 
and achieve scale, actually resulted in the creation of businesses that 
are highly decentralized and operate in what are often far-flung geogra-
phies. That means MSOs run operations in multiple areas that have dif-
ferent regulatory requirements and local issues. To lessen the complex-

ity of doing business in all those different environments, MSOs want to 
create some conformity across those various properties, Bachmann says. 
Adopting standardized approaches from the TM Forum that address 
processes like service fulfillment can help achieve that.

He adds that the IP detail records that the TM Forum implemented 
a couple years ago have since been implemented by nearly every MSO 
in the world. An IPDR is an IP call detail record that can be captured 
from CMTS head-end gear. In fact, CableLabs, the technical body 
serving the MSOs, wrote IPDR service definitions into DOCSIS.

Bachmann told NGN magazine in November that over the last 
nine months it became obvious that CableLabs was interested in 
working much more closely with the TM Forum. In addition to all 
of the above indicators of the cablecos’ growing interest in back of-
fice systems, Bachmann says, CableLabs recently hired Dan Laven-
dar as its director of B/OSS software. 

Some of the key areas on which CableLabs, the cablecos and the TM 
Forum are collaborating, adds Bachmann, are IPDR; business services; 
operations intelligence, including how to manage a trouble ticket in a 
standardized way; and OSS/BSS, including how to connect the dots 
with CableLabs standards like DOCSIS and PacketCable.   NGN

T he cable TV companies used to be considered 
the cowboys of public networking. While the 
telephone companies had a reputation for 

slowly and meticulously designing and maintaining 
their networks and back office systems, conventional 
wisdom was that the cablecos were much less method-
ical in how they built networks and rolled out services. 

Cablecos Put New Emphasis on Back Office Systems

TM Forum's Craig Bachmann
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That’s strong adoption, particularly considering that when the 
company introduced the HDM six years ago it had to evan-
gelize to the industry the benefits of employing this kind of 
solution, says Ben Geller, senior director of product marketing 
at Alcatel Lucent’s Motive division. 

The HDM is an auto config server that supports the Broadband Fo-
rum’s TR069 protocol. It helps telcos of all sizes around the world 
to manage and troubleshoot remotely in-home devices. 

Alcatel Lucent’s HDM was designed to work with any device, 
regardless of its manufacturer. The company has the Motive 
Smart Verification Program, which allows any chipset or CPE 
manufacturer to send its gear to the company’s labs where it will 
ensure interoperability. More than 90 chipset and CPE manu-
facturers participate with the program.

The HDM is in use by more than 85 service providers world-
wide and has gone from 10 million devices managed to the more 
than 50 million in just two years. Alcatel Lucent’s Motive divi-
sion estimates it has 50 to 70 percent of the worldwide market 
for this kind of product, Geller says, adding that HDM is also 
starting to see some interest from the cable TV companies.

Service providers have come a long way in recognizing how they can 
scale their businesses using technologies like HDM, which has tangible 
benefits technologically and economically, Geller says. He offers an 
example of how service providers were able to contain costs and im-
prove time to market by using HDM. One example involved a service 
provider that was readying to do a service launch that involved tens of 
thousands of customers. Just as the service provider was approaching 
the turn up date, however, it found a security vulnerability in the in-
home devices it was using. The company could’ve delayed the rollout, 
explains Geller, but instead it launched on time, and when those devices 
were plugged in they were put into a walled garden and the HDM sent 
them a new firmware load and rebooted them. That saved the telco a lot 
of costs, time, and customer and technician frustration, he says.

A large service provider in EMEA realized about $10 million in sav-
ings by using HDM, which helped reduce its customer support calls 
and technician costs, adds Geller.   NGN

T here are more than 50 million home devices 
– including residential gateways, IP-based 
set-top boxes, VoIP terminals, femtocells 

and WiMAX base stations – managed today by Alcatel 
Lucent’s Home Device Manager, the company’s Motive 
division is trumpeting.

ALU Motive’s HDM Reaches 50M Device Mark

BACK OFFICE BRIEFS

Telco Taps Equinox
Armstrong Telecommunications, a telecom provider offering ser-
vices in Kentucky, Maryland, New York, Ohio, Pennsylvania and 
West Virginia, has licensed mediation and revenue assurance soft-
ware from Equinox Information Systems. The TeleLink software 
solution collects, stores, analyzes, and reports on usage data from 
any switch or off-net source (in this case Siemens DCO and Cisco 
BTS platforms plus multiple carrier EMI sources). Tom Wilson, 
director of telecom traffic management for Armstrong, says that as 
a result of the TeleLink installation, the telco “is now in a position 
to perform sophisticated reporting and analysis on our call detail 
record usage. As an example, we use TeleLink to match usage data 
from our network with EMI data supplied by our trading partners.”
www.agoc.com 
www.equinoxis.com
 

Xcellon from Ixia Revs Up Testing
Ixia’s new Xcellon testing architecture “breaks the terabit traffic gen-
eration barrier for testing evolving media-rich networks,” according to 
the company. The Xcellon product family leverages multi-core CPUs 
to deliver up to 12 times the per-port performance of the nearest com-

petitor, according to the company. It says that enables carriers, enter-
prises and equipment manufacturers to ensure that their networks 
and devices can handle increasingly complex traffic from millions of 
mobile and fixed subscribers, with a high quality of service. It delivers 
10 GE application performance, and can generate up to 80 gigabits of 
line-rate stateful traffic and 40 gigabits of IPsec encrypted traffic.
www.ixiacom.com
 

MDS Gets New Leadership, Rebrands
The company formerly known as Martin Dawes Systems has tweaked 
its name and gotten some new leadership. Now known as MDS, the 
company’s new CEO is Drew Rockwell. “MDS has grown its business 
significantly over recent years by providing BSS customer manage-
ment solutions to some of the world’s leading service providers, such 
as Vodafone and BT. With a reputation built on providing solutions 
that support growth in key markets and build differentiation amongst 
customer segments, especially amongst business and multinational 
customers, the company is now poised for its next level of international 
expansion,” says Rockwell. Having previously been CEO of the Martin 
Dawes Analytics business, Rockwell has worked for the company since 
2001. Before that he was with Verizon for 20 years.
www.martindawessystems.com
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However, they traditionally have played the role of middlemen 
in telecom networks, providing functions that are necessary 
for the interworking of voice and data service flows between 
service providers that own the end user relationships. The in-
terworking functions were, for the most part, based on SS7/C7 
and IP protocols. 

The migration of service provider networks to a flat all-IP architec-
ture, and the gradual replacement of SS7/C7 with IP-based IMS 
for interworking, have created an opportunity for new sources of 
revenue for interconnect providers. To take advantage of this op-
portunity, interconnect providers will have to enable their network 
with IMS functionality. 

Why IMS?
IMS has the potential to be a profitable game changer for the 
telecom industry, although much of this potential has not yet 
been realized. The list of benefits originally identified for IMS 
included reduced time to market for new services, lower cost 
for introducing new services, access independence, standard-
ized billing for all services, and the ability to create customized 
blended services using two or more IMS services. 

In recent times, the ability to enable service interoperability and 
interworking between service providers has emerged as another 
key benefit of IMS. As an example, the IMS RCS service offers full  

interoperability and interworking of services across service 
provider networks, unlike proprietary over-the-top services 
that offer similar functionality in a proprietary service 
environment. Interconnect providers are directly involved in 
this enablement. 

Interconnect providers can take this concept one step further 
and utilize IMS to enable new business models that translate into 
new revenue streams. Interconnect providers can deploy IMS as 
a hosted solution and offer a wide range of services to the fixed 
and mobile networks that are connected to them. They can offer 
IMS services to multiple service provider networks using a mobile 

I nterconnect providers occupy a unique position in 
the service flow between service providers since all 
interconnect traffic passes through them. 

Interconnect Providers
Moving up the Value 
Chain and Capturing New 
Revenue Streams with IMS

Interconnect providers can  
utilize IMS to enable new  

business models that translate 
into new revenue streams.

by Mehdi Ghasem & Mohan Palat
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virtual network operator model, and/or host third-party services 
within the service layer.

IMS Interconnect Service
Although several service providers have deployed or are planning 
to employ IMS services in the next few years, nearly twice as many 
have reported that they are interested in offering those services 
but are reluctant to do so, citing the combination of significant 
capex/opex costs combined with the complexity of deployment, 
as key factors driving their decision. 

A typical IMS solution requires more than 12 network elements 
and upwards of 22 distinct interfaces. For many service providers 
that are reluctant to undertake an IMS deployment, the initial 
volume of subscribers is not enough to justify an expensive and 
complex IMS deployment. In this scenario, interconnect providers 
can fill the void and enable a new source of revenue by providing a 
hosted solution based on the MVNO model. 

When providing IMS as a hosted service, the interconnect pro-
vider – not the service provider – takes on the financial burden 
of deploying a complete IMS solution in its network. Service 
providers then buy IMS services from the interconnect provider 
and, in turn, offer custom-branded IMS services to their sub-
scribers. Examples include RCS services, full duplex video tele-
phony, video/image/file sharing, messaging, multimedia confer-
encing, voice over IP, and IPTV. By enrolling multiple service 
providers in its IMS service, the interconnect provider maximiz-
es its deployed IMS infrastructure and accelerates its return on 
investment. In addition, because the interconnect provider is the 
hub connecting different IMS service providers, it has a built-
in opportunity to provide value-added applications that are not 
deployed in the service provider network.  

Hosted IMS solutions present a win-win scenario for all orga-
nizations involved. The service provider avoids the time and ex-
pense of deploying a full-fledged IMS solution in its network 
and can simply buy the required IMS capacity and services in-
stead. The interconnect provider not only gains an opportunity 
to add a lucrative new revenue source to its existing business but 
also enhances its value proposition in the service provider eco-
system. No longer is the interconnect provider viewed as offer-
ing a commodity, or simply dumb pipes. 

Business Models for Interconnect IMS Service
There are three business models for an interconnect IMS service. 

One is VNO/MVNO. Service providers that have not deployed 
IMS effectively operate as an IMS virtual network operator, VNO, 
by signing up with an interconnect provider for IMS service. A 
VNO is a network that delivers IMS services to its subscribers 
without owning the physical IMS infrastructure. It replaces this 
infrastructure, which is expensive to deploy and operate, with a 
business arrangement in which the interconnect provider buys 
IMS services and resells them to its customers. The VNO typi-
cally adds value by branding the service, setting up distribution 
channels, and offering customer care.

Another approach to this is the hybrid model. A service provider 
without IMS can initiate IMS service to a service provider that has 
deployed IMS. In this case, service provider 1 utilizes the IMS solu-
tion in the interconnect provider’s network with the standard NNI 
interface to establish sessions and interact with service provider 2’s 
IMS infrastructure.  

A third model is enterprise services. In this scenario the inter-
connect provider offers IMS services directly to enterprises. By 
signing up with the interconnect provider for various IMS ser-
vices, enterprises avail themselves of the rich functionality pro-
vided by IMS without deploying a complete IMS infrastructure 
in their corporate networks.     NGN

Mehdi Ghasem is vice president of strategy and business development 
and Mohan Palat is principal solutions marketing manager with So-
nus Networks (www.sonusnetworks.com).
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From the Desk of Paula Bernier
by Paula Bernier

Next month is ITEXPO, the big show put on by Technology Mar-
keting Corp., the parent company of this magazine. It’s consistently 
been a strong show about which I hear nothing but good reviews. 
And it’s in sunny Miami, which is a pretty attractive spot to many 
folks, particularly in early February. So we hope to see you there.

As discussed in our marketing materials for the show, ITEXPO is 
the event with an educational program that teaches resellers, en-
terprises, SMBs, and government agencies how to select IP-based 
voice, video, fax, and unified communications to purchase or resell. 
It’s where service providers learn how to roll out services their sub-
scribers are clamoring for – and to do so profitably. And ITEXPO 
is a forum at which buyers, sellers, resellers, and manufacturers con-
verge to forge and strengthen relationships, and to close deals.

ITEXPO will take place from Feb. 2 through 4 at the Miami Beach 
Convention Center, although you might want to consider arriving 
a bit earlier to catch some of our pre-conference programs, such 
as the event Ingate is sponsoring Feb. 1 to educate service provid-
ers about how they can leverage E-SBC solutions to support SIP 
trunking as well as expand their market penetration and revenue 
opportunities by offering services tied to other applications such 
as videoconferencing. (For more information about this, see the 
E-SBCs feature in this magazine, and check out this link: http://
www.tmcnet.com/voip/conference/east-11/.)

Of course, this is just one of the many ITEXPO-affiliated events at 
this show, which is packed with education, training and network-
ing opportunities related to several hot topics. ITEXPO East will 
feature nearly a dozen collocated conferences, including:

•  4GWE

•  Business Video Expo

•  Cloud Communications Summit

•  CVx 

•  Digium|Asterisk World

•  M2M Evolution Conference

•  SIP Tutorial

•  Smart Grid Summit

•  Social CRM Expo

•  StartupCamp

•  Telecom One-on-One

•  VIPeering

For more about what to expect at these collocated events, visit the 
tmcnet website.

ITEXPO, and all that goes along with it, never fails to satisfy those 
that attend, exhibit and organize events around it. Indeed, our most 
recent event, ITEXPO in Los Angeles, broke every previous atten-
dance record for the West Coast version of ITEXPO – with more 
than 215 exhibiting companies, 366 speakers, 5,800 conference and 
expo attendees, and almost 100 members of the media participating.

As Rich Tehrani, TMC’s CEO and group editor in chief, said after 
that event: “We’re thrilled with the continued growth of ITEX-
PO… and we’ll continue to expand ITEXPO with new and rel-
evant content areas that interest our community, and we’re look-
ing forward to bringing things to an even higher level this coming 
February in Miami.”     NGN

We hope you’ll be among the count for ITEXPO East in February.

To register, visit: http://www.tmcnet.com/voip/conference/east-11/
overview/e11-registration.aspx

For information about exhibiting, visit: http://www.tmcnet.com/
voip/conference/east-11/e11-contact-us.htm

To review the conference program, visit: http://www.tmcnet.com/
voip/conference/east-11/attendees/e11-conferences.aspx

See you there!

Miami is Calling
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Visit the Dark Fiber Community and connect to communications 
equipment providers, data center and tower builders, financing 
sources and more.

The online directory offers contact details and information 
on industry-leading vendors and the opportunity to plan-
one-on-one meetings with these suppliers anywhere in the 
world, through the Dark Fiber Community DealCenter®.

Allied Fiber created this free educational platform to drive 
awareness of network-neutral, physical layer models that 
provide physical access to dark fiber and major carrier 
transport services.

If you are a network vendor and would like to be part of the 
community, with increased PR coverage, SEO rankings and 
business opportunities, email pr@alliedfiber.com.

Introducing the
Dark Fiber Community

The Online Resource for Network Operators to Build
and Support Efficient Broadband Networks

It’s free - visit dark-fiber.tmcnet.com now
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