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1.
The bigger independents, such as CenturyTel and Windstream, currently lack a terrestrial video strategy probably because they believe that the regulators would force them to do it ubiquitously.

2.
Smaller RLECs have an advantage in moving to FTTH over large        ones in that they have a higher take rate because of the limited amount of competition, access to government subsidization opportunities, and in some cases, can become part of cooperatives. (If the carrier runs the shop correctly, it should take no more than four years to get a payback.)

3.
The private equity firm that bought Hawaiian Telcom did not appreciate the several layers of legacy equipment and operational support systems that an ILEC can accumulate in over 120 years – as well as the poor maintenance record of the old GTE network.

4.
All of the incumbent telcos continue to lose access lines including   Embarq, and that is why it was focused more on IEEE 1588 PTP for its Ethernet services at a recent conference on synchronization.

5.
Competition in Fairpoint’s new territory in northern New England is becoming more substantial from CLECs and municipalities.

6.
The road to success for a CLEC can be starting off with UNE-L in a city to get a customer base to initially generate revenue – then invest in fiber to be connected to those subscribers.  (Once the infrastructure is in place, the incremental cost for adding business or residential subs is pretty small.)

7.
A fiber to the business CLEC can be profitable in as few as 17 months.

8.
Gradual relief from state commissions to the ILECs could open the door to higher prices on rent for its facilities.

9.
Level 3 has another integration problem in managing close to 25 SONET platforms – (dealing with any trouble tickets, replacing cards, adding cards because of expansion, etc.)

10.
While most of the attention has been focused on Level 3, Time Warner Telecom (the new TW Telecom) has been relatively quiet in successfully executing its game plan of increasingly transitioning from service providers to the enterprise space – and has become a star in the CLEC sector.

11.
In West Virginia, One Communications’ FiberNet claims that with its fiber to the premises overbuilds for business and MDU customers, that it will generate more revenue than Verizon within West Virginia this year.

12.
Cbeyond’s niche of a niche game plan has always seemed too clever by half.  (Apparently, in order to make it work, the CLEC feels compelled to continue to overstretch itself into new cities.)

Periodically, Telecom Pragmatics will be publicly releasing to the industry short bullet-point summaries of its latest observations and assessments of various sectors of the telecom space.  We are prepared to discuss these viewpoints in much greater detail.  To arrange for a consult, please contact us at 615-460-7470.
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