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1. NEW ENTITIES APPLYING FOR RUB and NTIA-

New Businesses are fine, however, priority should be given in the following order to insure non-bias but logical approach towards the applicants;

a. Existing Companies that have experience in the industry as well as a proven track record should get a priority first. 

a. Reason- They have both the experience as well as the immediate staff to move right away towards accomplishing the goals of the ARRA 09. This is VITAL

b.  New Companies that are made up of experienced industry professionals should be only used where there are no existing companies available.  This should be rare as existing companies, can better increase their staffs and capabilities with use of their existing proven policies and procedures to increase their reach.

Reason- They will have to go through the normal time consuming issues every new business has to including the following;

· Hiring staff

· Training Staff

· Establishing credit with vendors

· Establishing policies and procedures

· Management training and building

· Proper Local Governmental credentials and licensing

· Insurance establishments

· Lack of experience in the Right of Access (or Easement Agreements)

· Vendor relations

All of these are burdens on the new Companies…and in this vital roll out of services; time is something the ARRA is not looking to stretch out.  Business 101 no matter the people running the New Enities, will only slow the process. 

As far as how the application should be revised?…The application process isn’t going to be a problem for those that have the experience and information.  And those are the ones that the ARRA and those responsible for awarding such funds to should be looking for.

2. CONSORTIUMS AND PUBLIC-PRIVATE PARTNERSHIPS-

As described above in addressing the New Entities, disclosure and provided information from existing Consortiums and Public-Private Partnerships should get priority.  However, when necessary due to lack of existing companies, consortiums and public-private partnerships, then looking for industry experience will be the most important part of the process besides their plan of action.  As it is proven experience in this industry that will help move towards the goals…again this industry is very specific, without extensive knoloege how to proceed the learning curve is to long.

3. SPECIFICATION OF SERVICES AREAS- 

As most service providers/operators base their businesses on geographic capabilities, it is vital to offer them an approach towards applying based upon their geographic constraints.  This is another VITAL part of the process.  Again, industry experience will provide that the limits of a network are not based upon population or demographics, but simply the limits of their network over a geographic area.

4. RELATIONSHIP BETWEEN BIP and BTOP

This is a question that would lend it self to the efficiency of processes under both.  As in which would best work with the existing established processes or the one that you have planed for already.  Non the less in an effore to answer lets look at Loans and Grants-  

· Loans -should be provided to those existing companies that have existing networks already.  Example-  “ILEC” has a network of DSL services for a geographic area covering 3,800 homes.  In order to reach a rural mobil home park over a mountain which is 4 miles north of it, an investment of 2.8 million dollars has been needed.  The reason the ILEC provider hasn’t done this before is due to the initial investment capital to reach this mobil home park.  However, once the ILEC reaches this new geographic area with is network, he can plan on recovering his investment of 2.8 within the first 3.5 years, this should be a LOAN.  This is the model used now in the industry.  

· Gants- should be provided to those companies that would not only have to connect their existing network to another geographic area in order to provide services, they would have to build a network just for the new rural area to be serviced.  Grants will aid in the very costly need for the existing provider to use their experience and existing trained staff to replicate what they have done in the past in a new area of service.  

 B.  Transparency and Confidentiality- As with any company, companies bid on projects, grants and loans in good faith. They provide information that may be related to an individual’s information.  Individual’s information should be held in privacy.  However, Company information is part of the process.  Companies expect that their information may be shared and reviewed as part of any proposal processes.

C.  Outreach and Support-  VITAL!!!-  This is simply is a national network building project.  This has been done in the industry for years, this will be no different if managed correctly just larger.  For those of us that have been responsible for such projects, it is a process we are very familiar with.  It’s basically a large scale network expansion project that will need area 4 tiers of management, Area Supervisors, Area Trainers/Managers and Quality Control Inspectors.   We can provide more insight on each upon request. 

D.  NTIA Expert Review Process- VITAL- Contractor Staff!  Again industry experience is critical here!  Without this, the project will suffer time delays in a learning curve.

FUNDING PRIORITIES AND OBJECTIVES

Middle Mile Comprehensive Community Projects- The answer is yes.  There should be an a allotment of money based upon number of homes to be passed.  A home passed is how you determine the pricing.  Example-  If the average cost of the homes to be passed is $250 per home and the number of homes to be passed upon competition of the project is 2000 then the cost of the project is estimated to be $500,000.00 the allocation of money should be based upon this simple calculations.  The amount to be given in the form of a loan or a grant for each unit remains the decision of the RUS or the NTIA.   

I believe the agencies goal to fund middle mile projects should defiantly be based upon the fastest return and the greatest return.  Again, experienced consultants or contractors that have done this for years when looking at extending their networks, or building new ones have the experience needed to define this “ROI” (return of investment).

As far as education facilities being given greater weight.  Yes.  It is at these institutions where the real future of the need for “data” provides the greatest return. 

Matching funds from local governments-  This should be encouraged.

TARGETED POPULATIONS

For both the current Adminstration as well as the agencies, the focus should remain simple.  Connect as many homes as possible that don’t currently have connections with these funds!

This makes the job simple…find the greatest returns and the quickest connections.  If it ends up being that in the process of trying to connect different demographics slows down the process, then the project will fail.  The cost of connecting specific areas will discriminate against the greater good.  More efficiency will be key.  LARGER ROI!

Agencies-  So far with the time that has been allowed the Agencies have done an excellent job rolling this out and asking for insight.  By keeping the focus on getting as many rural homes “passed” (Passed meaning having the services available to them), the Agencies will never need to be question about their intent.  The intent is simple.  GET AS MANY HOMES PASSED AS POSSIBLE WITH THE FUNDS AVAILABLE!

IN SUMMARY-

Having been involved in over 20 years within the industry from the front lines to the executive levels at Telecommunications Inc, Primestar Satellite, AT&T Broadband and Adelphia Communications, I can say that this is just a large roll out of a network.  The key here should be simple.

Get the services to as many houses as possible for the money you have to do it with.

This means review the areas that don’t have it.  

· Work with existing companies to see if they can reach it…if so for how much.

· Then for those that cannot reach it…see how much it cost to build a new one.

· Then for those areas that cannot be reached with an existing network, and cannot be done with an existing company, last resort fund a new company to do it.

· Then property manage the project
Christopher T. Merrell, President

CCG

1-561-228-8495






1

