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Show DailyShow Daily
Hesse optimistic  
for industry
By Bruce Christian

The robust growth of wireless during the past 
couple of years has helped the telecom-
munications sector stay less affected by the 

current recession than it was in 2000, according to 
Dan Hesse, President & CEO of SprintNextel.

“In the last recession, wireless was a luxury 
and landline was a necessity,” Hesse said during 
an interview. “In this recession, it’s the other way 
around, so landline is being hit tougher now.”

The featured speaker today at COMPTEL 
Plus, Hesse spent much of the last month 
deflecting rumors that Germany-based Deutsche 
Telekom is bidding to purchase SprintNextel. 
Instead he points out that consolidation of the 
industry likely will be more difficult under the 
Obama Administration.

However, he told the Wall street Journal during 
an interview last month that he’s not really sure 
what will happen, because Sprint. shares jumped 
about 10 percent, when the speculation of a buyout 
hit the news.

Hesse took the reins of Sprint in December 2007. 
Prior to that, he served as 

James offers look  
at future of telecom
By Bruce Christian

The Fall COMPTEL Plus show begins with 
hints by some financial experts that the 
worst of the economic downturn is behind 

us, which means the future could be looking 
brighter.

“In tough economic times, communications 
services become more important as businesses and 
consumers rely on technology to help them do ‘more 
with less,’” said Jerry James, CEO of COMPTEL. “The 
competitive telecommunications industry continues 
to offer innovative products and services to its 
customers, particularly to the small and mid-sized 
businesses that will play an important role in stimu-
lating economic growth.”

Acknowledging that 2009 has been tough and 
challenging, James said, “We should all take pride 
in the fact that a strong competitive communica-
tions industry continues to bring choice, innova-
tion and alternative products and services to the 
public, helping them succeed in their business and 
personal lives.”  

He added that since many of COMPTEL’s 
members are small and 
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COMPTEL Plus opens for business

Members of COMPTEL’s Board of Directors play 
host to the Fall Show’s opening reception.
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                     At SRP, we take pride in providing

                   dependable, innovative solutions for our 

customers’ needs. In addition to our power and water 

assets, we’ve built an infrastructure that features one of 

Arizona’s largest fi ber-optic-based networks. This type 

of forward thinking ensures that our customers will be 

prepared for a future that’s approaching faster than ever.
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FANTASY FOR MOST PEOPLE, 
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DOING IT FOR YEARS.
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8-9 a.m.  
Registration
Convention Entrance

9 a.m. – 6 p.m. 
COMPTEL PLUS Deal Center
Canary 3&4

Member Lounge
Canary 1

9 a.m. – 1 p.m.
COMPTEL PLUS Trade Expo
Palms Ballroom

CONCURRENT SESSIONS TRACK 1
2-2:45 p.m.
Business/Regulatory – Crystal J1
“The Broadband Stimulus Program” – 
Panel discusses the NTIA and RUS funding 
programs as well as FCC’s overall policy 
objectives for expanding broadband 
deployment and subscription in under-
served and underserved areas of the 
United States.

Technology – Crystal H
“Network Migration: Building a Next 
Generation Network” – Man service 
providers are integrating disparate 
networks, simplifying architecture and 
migrating existing customers off TDM 
switches to alternative IP switching solu-
tions. This session will discuss various 
experiences working with the integration 
and migration of these switching solu-
tions, and offer insight and advice for other 
service providers in similar situations.

CONCURRENT SESSIONS TRACK 2
3-3:45 p.m.
Business – Crystal J1
“Emerging Technology: Generating 
Revenue with Innovative Products and 
Services” – This panel will discuss 
emerging technologies that are generating 
new revenue streams with your existing 

customer base as well as expanding your 
service offerings to attract new customers 
or open new markets.

Regulatory – Canary 2
“Special Access” – Broadband deployment 
is a topic of intense public interest. This 
panel will discuss whether the high cost 
of special access from the RBOCs makes 
broadband deployment by CLECs, wireless 
carriers and rural carriers very difficult and 
chills subscribership as these high costs 
are passed on to end users. The panel also 
will explore the potential for an increase in 
broadband deployment and take rates with 
special access price reformed.

Technology – Crystal H
“Wholesale Ethernet Access Services: 
New Revenue Stream for Competitive 
Operators” – Competitive operators require 
cost-efficient Ethernet for wholesale and 
regional access to effectively offer nation-
wide Ethernet business services. Service 
providers see transport solution alternatives 
to those offered by incumbent operators, 
who are often their direct competitors and 
also control local copper access. CLECs, 
independent operators and cable MSOs are 
in an excellent position to enter the whole-
sale Ethernet service space enabling new 
revenue, while securing partnerships for 
last-mile access outside of their markets.

This panel will explore the challenges 
and opportunities presented by whole-
sale Ethernet services. Technical 
requirements, emerging Ethernet OAM 
and MEF interconnect standards, peering 
arrangements and service level agree-
ments will be explored by a panel of 
service providers who offer and use 
a wide range of wholesale Ethernet 
services throughout the United States. 
The panel will discuss best practices 
in taking advantage of Ethernet access 
to off-net locations based on lessons 

learned from actual deployments.

CONCURRENT SESSIONS TRACK 3
4-4:45 p.m.
Business – Crystal J1
“COMPTEL Marketing Session” -- Greg 
Crosby, founder and CEO, The NextGen 
Marketing Group.

Regulatory – Canary 2
“Washington Roundtable” – Come hear 
Washington D.C. political insiders give 
you the inside scoop on what’s going on 
in our nation’s Capital. Listen to them 
provide keen insight on the telecom-
munications policy of the administration 
and the Congress. They’ll tell you what 
you need to know and how much it will 
impact business.

Technology – Crystal H
“Cloud Computing” – Cloud computing 
is emerging as a dynamically scalable 
and prominent virtualized resource for 
the telecom industry. With new services 
being introduced every day, this panel 
will discuss why it is important to offer 
cloud computing, the network require-
ments impact and what role CLECs 
should have.

5-6 p.m.
Keynote Address – Crystal G2

Welcome Remarks: 
Jerry James, CEO COMPTEL
Joseph Ambersley, Chair, COMPTEL Board 
of Directors

Keynote Speaker:
Dan Hesse, CEO, Sprint Nextel

6 p.m.
Atlantic-ACM Best-in-Class Metro Whole-
sale Awards – Crystal G1
Presented by Dr. Judy Reed-Smith, CEO, 
Atlantic-ACM

Today’s Agenda
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CEO of Sprint’s Local Telecommunications Divi-
sion from June 2005 until the Embarq spin-off in 
May 2006. 

Wireless Services.
Since heading SprintNextel, he has guided the 

company into the lead position within the United 
States in the race for 4G wireless. 
The company already launched 
WiMAx capabilities in a number of 
cities and has more scheduled by 
the end of the year.

But this decision has had 
some enormous costs, and Sprint 
recently was named as one of 
10 large companies that may be 
headed toward bankruptcy protection.  Hesse 
hardly seems worried, because he sees continued 
wireless growth once the economy strengthens and 
moves forward.

One outcome of any recession is more compres-
sion in some industry sectors and the disappear-
ance of competitors. Recently Nokia Siemens 
predicted that suppliers will continue to contract 
leaving only three or four major manufacturers.

While Hesse said he agrees that “stronger, 
healthier suppliers are good for the industry,” he said 
the topic of consolidation is too broad and wouldn’t 
want to comment on any specific scenarios.

Sprint moved forward with its WiMAx build 
out, when long term evolution (or LTE) is gaining 
steam, was done because Sprint customers let the 
company know they wanted 4G capabilities “now.” 

“WiMAx is available now, which is why we’re 
deploying it,” Hesse said. “Both WiMAx and LTE 
will be viable 4G alternatives, and LTE will likely 
be the larger 4G standard.”

But even with the two technologies sitting 
there and available during the next couple of 
years, increased speeds threaten them.

“There are lots of meaningless statistics being 
thrown around, like 3G at 7.2 meg/second and 
WiMAx at 40 meg/second in laboratory condi-
tions,” Hesse explained. “What speeds customers 
experience will be a function of capital and spec-
trum deployment and usage loads as available 
bandwidth is shared by many users.

“4G users can expect upload and download 

medium sized businesses, “they better under-
stand the needs of their customers and are able 
to customize their service offerings to meet 
customers’ needs.”

James said he believes the “dot.com” bust 
that prompted the recession near the turn 
of the century hit the telecom sector hard, 
which caused a great deal of compression  
and consolidation.

“The majority of the companies that are  
here today have proven their ability to adapt to 
the changing environment and learned impor-
tant lessons that prepared them for this storm,” 
James said of current survivors of the  
latest downturn. 

What has helped companies weather the 
latest storm is the expanding broadband infra-
structure and robust growth of wireless tech-
nologies, James said.

He pointed out that current Administration 
views building broadband infrastructure as  
a priority and important to the nation’s 
economic recovery.

James said COMPTEL is eager to work with 
the Obama Administration, Congress and the 
new Federal Communication Commissioners on 
issues that promote telecom competition.

“We applaud the actions taken to estab-
lish new procedural rules for the forbear-
ance process and to provide a more open 
and transparent environment,” James said. 
“[FCC] Chairman [Julius] Genachowski also 
has committed to be more active and open by 
inviting the public’s involvement. 

“We have seen evidence of these changes 
with the broadband workshops, establishment 

of new subject-specific Web sites, new social 
media sites and the increased access.”

James added the FCC also is aware of  
COMPTEL’s key issues, which include:
• Sustaining last mile access
• Special access reform
• Copper retirement
• Interconnection rights.

He said COMPTEL also 
will be watching with keen 
interest any FCC action 
on Net Neutrality policy, 
Universal Service funding 
and intercarrier compensa-
tion reform. 

On the topic of compe-
tition, James declined to 
choose a side in the tech-
nology race between WiMAx and LTE.

“We believe that regulations should be 
applied in a technology neutral way so as to 
promote the overall goal of increasing access 
to broadband and competitive options,” James 
explained. “Regulatory policies cannot neces-
sarily predict the next tipping point of tech-
nology, so they should support access  
to broadband and competition while leaving 
the specific infrastructure choices to the 
carriers themselves.”

As COMPTEL opened, James said he and the 
industry can “look forward with optimism to 2010 
with a FCC and Congress that seem to under-
stand the importance of promoting competition 
to expand broadband services to the entire nation 
and to be sure everyone has a choice of products, 
services and providers.” 

speeds to be roughly five times faster than 3G,” 
Hesse said, adding “5G and 6G are likely to be in 
our future too.”

The faster speeds also mean the continuing 
growth of so-called “smart” phones, which Hesse 
said will continue to improve.

“The processors and screens keep getting better,” 
he said. “There is no end in sight, but multimedia 
capabilities will strengthen in particular.”

And he’s not concerned as to whether people 
will be able to afford the smart phones. 

“Because U.S. carriers subsidize smart phones 
so much, they are not expensive to the end user in 
this country,” Hesse explained. “There are many 
great smart phone models available at $100 or 
less, so even though the ‘haves and have-nots’ are 
likely to be an issue in many countries, I do not 
see this as a major issue in the United States.”  

 (Continued from Hesse, page 1)

 (Continued from James, page 1)
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for VoIP Networks
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for VoIP Networks
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Finding ways to generate revenue – espe-
cially in a down market – drives businesses 
to go where they may never have thought 

of going previously. And in an industry such as 
telecommunications, the constantly emerging 
technologies provide ample opportunity.

“New revenue streams are critical to growth,” 
said David Malfara, President & CEO of ETC 
Group LLC, who will be the moderator of today’s 
“Emerging Technology: Generating Revenue with 
Innovative Products and Services” panel discussion.

“Growth in customer counts is not enough; 
growth in each customer’s ‘wallet share’ is essen-
tial to success,” he said, adding, “An under-
standing that the adoption of emerging technolo-
gies/applications must take place within the 
context of a highly efficient, pre-existing ‘frame-
work’ in order to avoid a business model fraught 
with duplication.”

New Generation Operations Systems and 
Software and Next Generation Networks were 
created to support new revenue streams by using 
highly efficient business/operational structures, 
Malfara explained. 

“Adoption of these or comparable frameworks is 
also critical to success,” he advised.

But adopters need to have the knowledge of 
how to apply what they adopt.

“A high-level understanding of the specific tech-
nologies/applications showcased by the speakers 
and a curiosity to explore what other technologies/
applications may surface in the coming months/
years and what business/operational infrastructure 
will be necessary to support them,” is a take away 
attendees of the session will get, Malfara said.

Important points of his presentation include:
•  That product development and vertical product 

portfolio enhancement are each a necessary part 
of any service provider’s business model.

•  That in order to drive maximum profit, a highly 
efficient and adaptable business framework is 
required, within which candidate technologies/
applications can be readily tested and then incor-

porated quickly into the product portfolio (pass) 
or thrown away (fail) with minimal capital at risk.

•   That sufficient coverage of the specific technolo-
gies/applications showcased allows attendees 
whether to pursue them.

Malfara said the panel discussion will “give 
visibility to a suggested method for the inno-
vation process, within the context of a going 
concern: How to ‘freshen’ your value proposition 
to prospective customers, while maintaining a 
high operational and financial performance level 
and efficiency.

“It will help focus the general criteria with 
which new technologies/applications should be 
evaluated,” he explained.

Malfara also said that with the continuously 
evolving and emerging technologies, that within 
the next 10 years he would expect to see public 
demand for:
•  Quality of Service-enabled networks operating 

at Gb user access speeds, in which the user can 
specify the priority/performance treatment 
of each information flow through a “service 
control dashboard”

•  A network Service Creation Environment that 
allows the subscriber to create one-off applica-
tions for personal use

•  A “mash up” engine that uses user-controlled 
templates to filter data into usable form

But he added that he doesn’t believe the three 
points can be accomplished with a “flat-rate, 
bundled approach.”

“I expect new pricing models to emerge as 
well,” Malfara said.  

o Rate Analysis

o CABS Billing
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o Regulatory Compliance

o Tariffs and Contracts

o CDR Analysis
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o Litigation Support
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Where the Dollars Are
Knowing new technologies vital in building revenue

Pulse partners with TelcoBridges

Pulse Inc., the true value-added distributor 
of cost-reducing solutions and services 
worldwide for computer networking as 

well as unique WAN, datacomm, wireless, inter-
face/signal conversion and VoIP, announced 
its partnership with TelcoBridges Inc., the 
preferred hardware and software supplier for 
telecom system integrators, solution developers 
and service providers

Pulse has earned a reputation for helping 
customers leverage technology to enhance their 
competitive positioning.

According to Pulse’s President, Salvatore 
Costantino, “The TelcoBridges solution is a 
perfect fit as it addresses today’s needs for 
economy and efficiency.  The Tmedia TMG3200 
is a power efficient media gateway, enabling the 
lowest power consumption and operating costs 
of any media gateway currently available on the 
market in a 1U form factor. We are pleased to  
be able to provide our carrier customers the 
Tmedia  solution which allows service providers 

to experience up to 80 percent energy savings 
while maintaining network capacity.”

TelcoBridges’ Director of Partner Alliances Bill 
Kelly added, “With eight offices nationwide and a 
staff of engineering experts focused on the latest 
hardware and software solutions for the service 
provider community, Pulse was a natural choice 
for TelcoBridges to partner with.

“Pulse understands the technical challenges 
faced by service providers as they integrate next 
generation platforms with existing network 
infrastructure,” he continued. “The goal of the 
pairing of Pulse and TelcoBridges is to ensure 
that carriers in today’s economic environment 
will be able to turn to a solution that will help 
them generate revenues from new services while 
saving operational costs and experiencing envi-
ronmental efficiencies.”  

Pulse is displaying TelcoBridges Tmedia 
TMG3200 next generation media gateways at booth 
No. 718.

Vital StatiSticS:
Emerging Technology: Generating Revenue with  
Innovative Products and Services
Business/Regulatory – Crystal J1
3-3:45 p.m.
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Omnitron Systems Technology, a provider 
of fiber optic access and mobile back-
haul solutions for next-generation carrier 

Ethernet networks, announces today the avail-
ability of the new iConverter®  GM3 Network 
Interface Device (NID). 

The iConverter GM3 NIDs provide carrier-
grade, MEF 9, 14 and 21 certified 
compliant demarcation for 
carrier Ethernet business 
services, and comply with 
the latest carrier Ethernet 
service operations, admin-
istration and maintenance 
(OAM) standards. 

Service OAM enables end-to-end performance 
monitoring and extensive fault detection capabili-
ties of the Ethernet service, even if the service is 
transported across multiple operator networks. 

IEEE 802.1ag service OAM provides connec-
tivity fault management (CFM) for rapid fault 
detection and isolation. Support for ITU-T Y.1731 
ensures service level agreement (SLA) compliance 
with end-to-end performance monitoring and 
statistic reporting. IEEE 802.3ah Link OAM proac-
tively monitors the network provider’s fiber access 
link and customer’s side link for physical failure. 

“These Service OAM features ensure the effi-
cient detection and rapid isolation of potential 
service problems while reducing operational costs 

(OPEx) of maintaining the network,” said Doug 
Baar, Omnitron’s vice president of Engineering. 

“These capabilities become even more impor-
tant to a service provider when transporting 
Ethernet virtual circuits out of franchise across 
several operator networks,” he added. “The 
complexities of fault detection and performance 
monitoring over multiple networks are simplified 
with Service OAM tools that monitor the entire 
circuit from one customer demarcation point to 
the other.”

The GM3 also supports MEF-certified User-to-
Network Interface (UNI) functions such as Class of 
Service (CoS) prioritization, granular rate limiting, 
and 802.1ad Provider Bridge VLAN stacking for 
multiple E-LINE and E-LAN services. These 

features allow the provider to offer tiered revenue 
generation according to SLAs based on data rate, 
CoS prioritization and service differentiation. 

The GM3 is available in a variety of two- or 
three-port configurations, supporting fast 
Ethernet or Gigabit fiber and 10/100/1000 UTP. 

The three-port GM3 can be used 
for redundant fiber uplinks, 
or multiple customer-facing 
interfaces. The standalone GM3 
is available as a DC powered 
tabletop or wall-mounted unit 

with an external AC/DC power 
adapter or a terminal connector.
The new iConverter GM3 NIDs have 

integrated Telnet and SNMPv3 management 
that can be accessed by Omnitron’s NetOutlook® 
network management software, or third-party 
SNMP management software. 

NetOutlook provides comprehensive configu-
ration, monitoring and fault notification tools at 
an aggressive price point that includes free soft-
ware upgrades.

iConverter products are covered by a lifetime 
warranty and 24/7 technical support with no 
service contract fees.  

 
For information, visit: 
http://www.omnitron-systems.com/
products/8920P_gm3_iconverter.php 

PAETEC WHOLESALE: POWERING GROWTH  
FOR VOIP SERVICE PROVIDERS, RESELLERS  
AND CARRIERS.

Whatever your role in telecom there’s a host of services you need  

to be successful. Whether it includes VoIP Origination or Termination, 

white labeled resale products, diverse access solutions or collocation, 

PAETEC Wholesale can provide you with what you need to grow 

your business.

With a nationwide TDM/Data/IP network of over 3300 rate centers, 

providing access to 83 of the top 100 US markets, our products, 

automated systems and legendary service will help ensure you 

prosper, even through tough economic times. 

Contact us now to learn more about our company and our portfolio.

1323310

Omnitron will ship iConverter 
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It only makes sense that as the emerging tech-
nologies change the industry, marketing had 
to evolve as well. That’s why good marketers 

stay abreast of the latest and greatest ways to get 
their company’s name out there.

The Founder and CEO of The NextGen 
Marketing Group Greg Crosby shares his 
thoughts with attendees during today’s 
COMPTEL Marketing Session. 

“The industry must change the way it thinks 
about managing its critical marketing resources 
in the future, both during good and bad economic 
times,” Crosby said during an interview.

A point he will emphasize during the session is 
that virtual business models should be a serious 
consideration to marketing staffing and support.

“Traditional business models for external 
marketing support and services are outdated, 
inefficient and costly,” Crosby said. “The strongest 
competitors in our industry in the future will be 
able to be the most efficient and effective with 
their precious marketing resources.”

He said that during the presentation he will 
shed light on current and emerging technologies 
and how they will transform the way compa-
nies and marketers manage and organize their 
resources in the future.

“I will give them a case study on how a new 
business model can be more efficient for the 
procurement and management of these marketing 
resources,” he said and added, “I will provide them 
an example for approaching other business services 
clients to transform traditional business models.”

Crosby said that in 10 years time, traditional 
organizational and business structures will look 
very different. They will be faster, more nimble 
and more efficient.

“Traditional machine bureaucracy structures 
will be outperformed by faster, smarter competi-
tors,” Crosby said, adding that use of virtual, 
on-demand resources will be a “pivotal compo-
nent of the most successful companies.”

“Marketing, engineering, IT, sales, support, 
business development, many traditional orga-
nizational functions can and will follow these 
new models,” he said. “Traditional agencies will 
be replaced by the use of on-demand marketing 
services available to the telecom industry.”

Crosby said the key take away for attendees 
of his presentation should be that technology 
and communications can transform traditional 
business models, specifically the industry cycle 
of firing and hiring sales/marketing staff or how 
companies procure external marketing services 
and support. 

“’Virtual,’ ‘On-demand’ or’Always-On’ 
marketing staffing and services business models 
are very viable and should be considered as a 
better way to handle their requirements in the 
future,” Crosby said.  

Moving the Message
Marketing changes must mirror innovations

The sound you hear in Washington, D.C., 
is optimism that the good intentions to 
spur competition throughout the industry 

will move forward with the changes in the White 
House, Congress and Federal Communications 
Commission.

Not since the late 1990s, when as the nation 
experienced an evolving telecommunications 
industry spurred on by the Telecommunications 
Act of 1996, has the industry looked eager and ready 
to move forward with reforms that encourages fair 
competition against the major legacy outlets.

COMPTEL’s Vice President of Government 
Relations, Bill O’Neill keeps abreast of the goings 
on in the halls of Congress and chambers of the 
FCC, and he offers his insights during the “Wash-
ington Roundtable,” today at 4 p.m.

“We work in a heavily regulated industry, and 
public policy decisions have a direct impact on 
your company’s bottom line,” O’Neill said in 
an interview. “This is why it is so important for 
companies to be politically involved.”

The session is intended to provide attendees 
with an “inside scoop” on what’s occurring on 
the legislative and regulatory fronts within the 

nation’s Capital. Guests on the roundtable will 
tell attendees what they need to know, and what 
impact impending changes will have on business.

The most important point attendees will get 
from the roundtable will be that the Congres-
sional oversight process will be used as a blue 
print to guide the FCC to implement public policy 
decisions, O’Neill said.

He added, “Our panel will show that even though 
the mega Bells have vast resources and out spend 
the competitive industry by many millions of dollars, 
their involvement in the political process can make a 
difference, and impact their bottom line.”

While optimism percolates, O’Neill is hesitant 
to make predictions on what the change in Wash-
ington really will bring to the industry during the 
next 10 years.

“This time line is too far into the horizon for 
me to give an accurate assessment,” he said.  

CCI, CustomCall 
announce  
strategic  
partnership

CustomCall Data Systems announced it 
has entered into a strategic partnership 
with CCI Systems bringing CustomCall 

Data System’s products and services to the 
tier-two and three cable operator space.

CCI Systems introduced CustomCall’s fully 
integrated suite of services to its Packerland 
Broadband subsidiary in Iron Mountain, Mich.

CustomCall’s product line delivers full customer 
lifecycle management capabilities that integrate 
convergent cable and telephone billing with OSS 
functionality, including telephone and cable 
service activation, truck rolls, number porting, 
order management, and customer self-care.

“CustomCall brings the kind of functionality 
that has only been available to tier one cable 
operators and offers it to providers like us, at a 
price point that works,” said John Jamar, Presi-
dent and CEO of CCI Systems.

“The partnership we’ve formed with CCI 
Systems has great strategic value,” said Frank 
Peregrine, CEO of CustomCall Data Systems. 
“Together our companies will be able to offer 
a complete billing, OSS, and support system to 
cable operators. Combining our industry best 
practices and experience allows us to address 
a significant number of opportunities where 
the CustomCall solution can be brought into a 
smaller operator setting.”  

Movius, Neutral 
Tandem to provide 
messaging apps

Neutral Tandem Inc., a provider of 
tandem interconnection services, and 
Movius Interactive Corp., a leader in 

messaging, collaboration and mobile media 
solutions, announced a joint offering to enable 
telecommunications carriers to reduce the 
risk and accelerate the speed of delivering new 
interactive messaging applications to market.

Under terms of the arrangement, Movius 
and Neutral Tandem will provide messaging 
services on a hosted basis to wireless, wire line, 
cable and broadband operators.

Movius’ advanced suite of messaging, collab-
oration and interactive mobile media applica-
tions will be hosted in Neutral Tandem’s next-
generation, IP compatible, interconnection 
network.  With the new Movius/Neutral Tandem 
Hosted Service Delivery Platform, carriers can 
offer full-featured messaging solutions without 
the upfront capital normally required.

Neutral Tandem’s existing network intercon-
nections with the major competitive carriers 
across the country serve as a logical platform from 
which to offer these applications in a convenient 
and redundant hosted environment.”   

For further information, contact John 
Butz at jbutz@neutraltandem.com or e-mail 
inquires@moviuscorp.com

   

What’s in Store?
Optimism in sector supports competition

Vital StatiSticS:
Washington Roundtable
Regulatory – Canary 2
4-4:45 p.m.

Vital StatiSticS:
COMPTEL Marketing Session
Business – Crystal J1
4-4:45 p.m.
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CDG unveiled a new company image with 
an updated and modernized logo, which is 
being rolled out the remainder of the year, 

as well as announced expanded services.
The new company image will be seen on its 

Web site, transitional advertising, e-mail and print 
campaigns, and upcoming regional and national 
conferences, such as COMPTEL Plus. 

One of CDG’s expanded areas is in its end-
to-end CABS services to help telecommunica-
tions companies better analyze and improve their 
carrier access billing. 
The CABS services include:
• CABS training
• CABS staffing
• Filing tariffs, ICAs and contract audits
• Data conversion and migration
• Mediation processing
• Auditing
• Implementation
• Dispute resolution and collection
• Service order engineering
•  System personnel and process performance 

analysis. 
By improving the CABS billing, CDG offers 

customers greater assistance in analyzing and 
improving their billing, reporting or revenue 
collection capabilities.

In the meantime, CDG also added a hosted 
backup service to its existing products and services. 

This new offering can help clients improve 

their data protection and recovery processes 
(including bare metal restores), while providing 
the opportunity to create a revenue stream.

The hosted backup service uses an Internet 
connection to replicate data from servers, desk-
tops and laptops to our data center automatically, 

and it offers continuous data protection, which 
can monitor protected files for updates. It provides 
local storage options to improve backup and resto-
ration speeds, as well as integrated security and 
file encryption to protect data during transfer and 
storage.   

CDG unveils new image, services

USCarrier Telecom LLC, a Southeastern 
wholesale provider of high-speed, long-

haul, fiber optic transport, announced the 
completion of a 386-route mile network over-
build of the top half of its main Georgia ring.

After extensive research and testing, the 
company selected Cyan Optics to supply the 
advanced equipment. 

The traffic rollover was a coordinated effort 
between USCarrier and Cyan involving 12 USCT 
field and NOC technicians, three Cyan field 
engineers and two Cyan NOC engineers.

USCarrier’s 10G service between Atlanta, 
Athens, Hartwell, Augusta and Savannah, will 
support advanced SONET, Ethernet, IP and 
wavelength services. The upgrade to USCarrier’s 
existing SONET network will sustain evolving 
network demands and position the company to 
offer new services. 

The improvement increases capacity and 
reliability, while it allows for reduced provi-

sioning intervals, a greater level of service flex-
ibility and investment protection.

“USCarrier continues to tackle increased 
capital needs with downward pricing 
demands,” said Joaquin Luna, President of 
USCarrier. “Collaborating with Cyan through 
this complex engineering and networking solu-
tion was a win-win for all involved.”

 He continued, “Cyan demonstrated a level 
of reliability and support that is unrivalled in 
the marketplace and we have forged a relation-
ship with a long-term partner.

Cyan’s CEO and co-founder Michael 
Hatfield added, “Cyan solutions were purpose-
built to help carriers capitalize on the explo-
sive growth of bandwidth and the fundamental 
shift to packet services. We are excited to 
partner with an innovative telecommunica-
tions provider like USCarrier that is focused on 
building a network that can offer differentiated 
services for their customers.”   

USCarrier completes overbuild in Georgia
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Imagine the day when every U.S. citizen living 
in any nook and cranny from Ajo, Ariz., to 
Salamanca, N.Y. has the ability to connect to 

the Internet, because broadband reaches them.
Impossible, you say, because telecoms aren’t 

going to spend the millions needed to lay broad-
band to areas where coyotes outnumber people, 
or where the air is clear from light pollution and 
the nearest McDonalds is 120 miles away.

Well, you could be wrong. One of the goals 
expressed during the Clinton Administration at 
the time the Telecommunications Act of 1996 
was signed into law was to ensure access to  
all Americans.

But where are we now? 
Jim Smith, a partner at the law firm Davis 

Wright Tremaine LLP, leads a panel discussion on 
“The Broadband Stimulus Program.” The panel 
will take a look at the National Telecommunica-
tions and Information Administration and Rural 

Utilities Service funding programs, as well as the 
Federal Communications Commission’s overall 
policy objectives for expanding broadband 
deployment and subscription in underserved 
areas of the country, he said.

Attendees should come away from the session 
with increased knowledge, less confusion and a 
better understanding regarding the Recovery Act’s 
broadband grant/loan programs, and where the 
FCC is heading in its efforts to create and to define a 
long-term National Broadband Plan, Smith added.

Smith said one of the most important points 
attendees will get from the session will be an 

understanding of the process applicants must 
follow when applying for grants or funds, and the 
timeline that occurs.

“There is so much confusion about the 
American Recovery and Reinvestment Act’s 
broadband grant programs that many compa-
nies have been hesitant to apply, even though 
there are billions in grant funds available,” 
Smith said. “I hope to make the programs less 
mysterious and scary, so that companies may 
benefit themselves and the public by seeking 
grants in the next round.”

Smith said the Broadband Stimulus Program 
may be the catalyst needed to help make the 
Clinton Administration’s goal a reality.

“Hopefully, there will be ubiquitous broadband 
deployment in the U.S., and near-total adop-
tion by Americans of broadband at high speeds 
through multiple competitive providers and at 
affordable, competitive prices,” Smith said.  

DCA again
brings magic
to COMPTEL  

DCA Services, the 
back office service 
provider for the 

telecom industry, has 
been bringing magic to 
COMPTEL for two years 
with magician Doc Eason. 
He has become a fixture in 
the DCA Booth and hospi-
tality suite.

The current show is no exception, as Doc 
Eason perplexes and entertains with his spar-
kling wit and award winning magic.

“I am thrilled to be invited back to be 
a part of DCA and the many services they 
provide,” Doc Eason said. “It is refreshing 
to work with a company who understands 
the importance of humor in the workplace. 
The key to it is to take what you do very seri-
ously and yourselves lightly. I look forward 
to seeing many of the friends I have met 
through my association with DCA.” 

Doc Eason is well known for his comedy 
magic beyond the COMPTEL trade show floor. 
He is the reigning Close-up Magician of the 
year from the Magic Castle in Hollywood. 
He is also the 2004 Bar Magician of the year. 
These are equivalent to an Oscar in the magic 
world. Only the best of the best are honored 
by the Academy of Magical Arts.

DCA Services is proud to partner with Doc 
Eason to entertain and provide a bit of comic 
relief to the business driven tradeshow. Stop 
by DCA’s booth, No. 615, where he will be 
performing his award-winning close-up magic. 

This year he will teach some magic that 
you can take home to entertain your kids and 
co-workers.  

Vertek Corp., a provider of end-to-end 
business process outsourcing, business 
consulting and managed business assur-

ance offerings for the telecommunications 
industry, announced it has signed an agreement 
with Interface Security Systems LLC, one of the 
nation’s largest providers of electronic security 
solutions, managed broadband and IP security 
applications.

Vertek will order, track and manage the instal-
lation and testing of all telephony circuits required 
to deliver Interface’s remote alarm monitoring 
and managed IP services. After Vertek delivers the 
physical circuits, Interface Security Systems (ISS) 
will dispatch its technicians to customer locations 
to install the cameras and other security and IP 
data equipment to enable remote monitoring of 
customers from the Interface state-of-the-art UL 
Listed Secure Operations Center.

“Because the integrity of the streaming IP 
video, critical business processes and telemetry 
circuits are critical to our business, we can’t afford 
to have any issues in the ordering, installation or 
operation of these circuits,” said Mike McLeod, 
President, Interface Security Systems LLC. “When 
you are installing thousands of security applica-
tions across multiple locations, the telephony 
piece can be a major hold-up if not done prop-
erly. Vertek has been able to step in and expertly 
handle the circuit set-up to ensure that everything 
goes smoothly and remains on schedule.”

In order to link customers on the interface 
private managed network, Vertek must deal with 
the complexity and different processes of ordering 
from numerous telecommunications carriers. A 
franchise chain store or restaurant, for example, 

could have thousands of locations nationwide, all 
of which need communications connectivity. The 
circuits used include DSL, cable, T1 or a wireless 
broadband connection. Vertek follows each order 
through circuit turn-up and first invoice whether 
it is for the smallest residential customer or a 
Fortune 500 company.

“We are pleased to partner with Interface 
Security Systems LLC, an innovator and leader 
in Managed IP Services, to efficiently deliver 
the appropriate network connectivity to their 
customers,” said Brad Soutiere, President and 
COO, Vertek Corp. “Our collaboration is a great 
example of outsourcing a business process like 
On-Demand Engineering to a trusted partner who 
understands that domain well and who can deal 
with all of the complex issues of circuit ordering so 
that each partner can focus on doing their best job 
in delivering on their core business model.”  

Complete Coverage
Session unravels broadband stimulus funding mysteries

Vertek signs agreement 
with Interface Security

Vital StatiSticS:
The Broadband Stimulus Program
Business/Regulatory – Crystal J1
4-4:45 p.m.

“Vertek has been 
able to step in and 
expertly handle 
the circuit set  
up to ensure that 
every goes smooth 
and remains on 
schedule.”

Doc Eason
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In a strategic move designed to create the 
largest, single-source, resource-rich delivery 
of support and services to their client base, 

CHR Solutions of Houston and Martin Group of 
Mitchell, S.D., announced they merged Sept. 25.

The new company will keep the CHR Solu-
tions name, with company headquarters located 
in Houston. An additional 13 offices will span 
eight states including Austin, Dallas and Lubbock, 
Texas; Camden, Ark.; Columbia, Mo.; Minne-
apolis; Missoula, Mont.; Mitchell, Rapid City and 
Sioux Falls, S.D.; Nashville, Tenn.; Springfield, Ill.; 
and Wichita, Kan.

More than 425 employees will be available to 
serve client needs. 

CHR Solutions is a premier, multi-faceted 
consulting and managed service IT/infrastruc-
ture provider with a 60-year heritage of serving 
clients in the rural telecommunications, energy 
and finance market segments. The company’s 
integrated offerings include engineering, 
financial services, marketing, regulatory/busi-
ness compliance, operational optimization, 
association management, wireless initiatives, 
strategic planning, IT managed services, remote 
infrastructure management (RIM), a managed 
network operation center, data center and 
applications development.

Martin Group is a leader of software solu-
tions, business services and engineering 

resources, serving rural telecom provider 
and tier 2 and 3 CLEC clients with advanced 
operation support systems and billing support 
systems, engineering and consulting services. 
The company’s expertise has led to development 
of international clients as well.

The combined company will be a resource-
rich, single-source provider using locally based 
delivery teams guiding clients to grow revenue, 
control costs, improve operations, manage risks 
and align technology with business goals. 

CHR Solutions will provide services to more 
than 800 clients in all 50 states, as well as inter-
nationally. Clients can expect unsurpassed 
capabilities and dedication to satisfaction from 

the management-owned company led by experi-
enced and committed industry experts.

James Taylor, chairman and CEO of CHR 
Solutions, said, “This merger demonstrates the 
commitment we’ve made to our clients to expand 
resources to meet the demands of an ever-
changing business and technology marketplace 
while maintaining our personalized, customized 
delivery structure. It increases our capabilities 
and provides clients an outstanding opportunity 
to single-source their needs for superior coordi-
nation and efficiency.”

Jim Odom, president and CEO of Martin 
Group, added, “We are thrilled to offer clients 
the expanded support and services that result 
from our combined employee teams. World-
class expertise will be available through local, 
client-focused delivery teams giving clients  
the best of both worlds. This merger provides 
great opportunity for our clients and our 
employees. It reflects the commitment and 
entrepreneurial spirit that both compa- 
nies embrace.”

Taylor will serve as chairman and CEO of the 
combined companies, while Arun Pasrija will be 
president and COO. Odom will serve as the new 
company’s president of software solutions busi-
ness unit, complementing Roger Hutton, president 
of the telecommunications and infrastructure 
business unit. 

Vertek signs agreement 
with Interface Security

CHR, Martin announce merger

“We are thrilled to 
offer clients the  
expanded support and 
services that result 
from our combined 
employee teams.”
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PhoenixSoft
offers data
center solutions

PhoenixSoft, a provider of next-gener-
ation soft switch platforms for converged 
networks, announced it will offer data 
center solutions engineered for broadband 
telephony and IT applications. 

The company designed, built and will 
operate its new facility in Phoenix.  Specific 
outsourcing services include collocation, 
managed hosting and 24/7 technical support.

PhoenixSoft’s data center provides 
an alternative to hosting, installing and 
managing complex switching and IT technol-
ogies at customer sites.  By outsourcing these 
operations, service providers can save money, 
lower risks and eliminate the burdens associ-
ated with an in-house data center. 

For example, PhoenixSoft’s data center 
customers incur no initial capital invest-
ments and ongoing operational costs.  Several 
market analysts, including Gartner Inc., have 
provided research over the years to confirm 
outsourcing’s lower total cost of ownership.

In addition, PhoenixSoft’s data center 
solutions reduce risks associated with tech-
nological obsolescence, future cost uncer-
tainties, technical staffing and natural disas-
ters.  Customers leverage the required exper-
tise and technology without having to worry 
about operating a data center themselves.

“We launched our data center solu-
tions to help companies address their 
greatest technical challenges,” said Paul 
Amick, PhoenixSoft co-founder and execu-
tive vice president. “By letting PhoenixSoft 
host and manage their telephony and/or IT 
infrastructures, companies can focus ener-
gies and resources on growing their busi-
nesses.  Plus, an abundant power supply, 
outstanding and lack of natural disasters 
make Phoenix an ideal data center location.”

Unlike other data center solutions, Phoe-
nixSoft provides around-the-clock, on-site 
technical resources.  Customers can access a 
wide variety of technical assistance 24/7.  The 
PhoenixSoft Data Center also includes:
•  An efficient, scalable design using latest 

technologies and building techniques 
•  Diverse systems for “always on” operations
•  Back-up generators
•  Uninterruptible Power Systems (UPS)
•  Power distribution unites to deliver condi-

tioned, digital-grade power
•  Multiple layers of access control
•  Internet bandwidth capacity for consistent, 

high-speed connectivity
•  Fully managed firewall protection
•  Stable environment to protect assets and 

minimize downtime
PhoenixSoft will provide additional infor-

mation on its new data center solutions at its 
booth 207.   

www.udp.com
800.557.7911

Booth #806

Access Billing  • End User Billing
Message Processing  • Financial Management

© 2009 UDP, Inc. 

Your OSS & Billing Partner
Since 1964

Building on its successful service bureau 
operations and legacy gateway prod-
ucts for competitive service providers, 

DSET Corporation now offers its latest next 
generation networks capable gateway appli-
cations that electronically bridge customer 
relationship management (CRM) systems and 
order management systems (OMS) of different 
trading partners. 

Spanning the entire gamut of preorder, order 
and post order telecommunication services, these 
products are all that are required by any emerging 
or expanding service provider for transacting 
(buying or selling) services.

The gateway applications can handle access 
and local preordering and ordering services, 
special services that include E911, calling card 
and caller ID, long distance services, wireless and 
a suite of number portability services. 

Most of the applications share common 
modules such as access and security controls, 
administration and configuration controls, and 
transport mechanisms. All applications provide 
fine-grained configurability even reaching to 
individual transaction type level configuration for 

a group of users. Based on standard and proven 
server platforms, the gateway applications are 
robust, scalable and user friendly products that 
bring immediate productivity to a business.

DSET’s gateway applications confirm to 
recommended industry guidelines – ASOG, 
CLOG, LSOG, NANC etc. – and have several 
trading partner interfaces that handle TP 
specific deviations and also take care of  
change management. 

The underlying architecture of these appli-
cations boasts of a J2EE compliant framework 
that has been in production for more than seven 
years. These gateway applications have the ability 
to transact business (with the TPs) in several 
different languages – CORBA, EDI, Mech Specs 
and SOAP/xML using a variety of transports – 
FTP/PFTP, NDM, Interactive Agent and other 
messaging services. Most applications offer either 
direct connection (using APIs), a Web Services 
Interface or an Upload Utility for sending and 
receiving data from CRM/OMS systems.

DSET will announce several new offers at 
COMPTEL and welcomes visitors to stop by  
booth 510 for demonstrations.  

DSET’s end-to-end order 
processing made easy
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Pulse, a provider of intelligent communi-
cation solutions for the wireless and wire 
line markets, is attending COMPTEL 

Plus, and it will be the host of pulsexchange.
By joining other service and product 

providers vital to the telecom industry, 
pulse advances its portfolio of network 
offerings and remains competitive 
and progressive in today’s market-
place. pulsexchange 2009 for carriers 
and service providers is an opportu-
nity to meet existing and prospective 
customers, discuss emerging industry 
trends, and introduce new pulse 
network offerings. The event, which 
takes place today, includes two educa-
tional seminars at the World Center 
Marriott. They are:

10 a.m. to noon—“A new approach 
to margin assurance and cost ma- 
nagement” by Rob Khoury and 
Richard Ebach 

2 to 4 p.m.—“Enabling new IP 
revenue streams” by Richard Ebach 
and Tim Cody.

The first session discusses how 
pulse’s least cost routing provides 
customers with centralized visibility, 
reporting and cost management 
capabilities, allowing them to change 
network and routing data on the fly 
and calculate intelligent routing in 
real time.

The second session focuses on 
how pulse’s partnership with NeuStar 
saves customers money by offering 
them IP peering and end-to-end 
number portability services. Ebach 
and Cody will explore how IP peering 
can benefit customers by eliminating 
media conversion bottlenecks, 
increasing network efficiency and 
enabling new services.

Following these sessions, prospec-
tive and existing customers and part-
ners are invited to the Sawgrass/Vinoy 
Ballroom between 5:30 and 7:30 p.m. 
to join pulse in an evening of drinks 
and hors d’ouevres.

For more information, visit  
http://pulsenetworks.com/nes. 

Founded in 1996, pulse provides 
solutions to all tier levels of carriers 
and service providers in the wire line 
and wireless space. These systems are 
catered to address key issues in the 
customer’s business such as opera-
tions cost control, automation, new 
revenue and service creation, flexible 
integration, productivity, and gateway 
capabilities for virtually any type of 
network and/or OSS/BSS.  

To stay COMPETITIVE in today’s market conditions, Carriers and 
Service providers worldwide are looking for INNOVATIVE ways to 
IMPROVE MARGINS, CONTROL COSTS and AUTOMATE.
pulse offers:

Intelligent Routing (Least cost, Quality, Time, Jurisdiction)

Bridging Legacy and Next Generation Solutions

Call Session Control                     

Automation                        

Real Time Enablement

 
 

 

 

Join pulse networks for its annual pulseXchange event. This  event will create a dynamic networking 
opportunity to discuss all the hot industry topics as well as introduce and review new developments 
within our solutions offerings. 
 
The agenda is divided into two information sessions for Carrier/Service Provider customers:  

DATE:   Monday, October 12, 2009 

TIME: 

  

Session #1: 10:00 am - 12:00 noon  

"A New Approach to Margin Assurance and Cost 
Management" 
 
Session #2: 2:00 pm - 4:00 pm 

 "Enabling New IP Revenue Streams" 

LOCATION: 
  

Harbor Beach Meeting Room 
2nd Floor, World Center Marriott 
 

 To celebrate the conclusion of the pulseXchange 2009, we invite you to attend a reception entitled 
"Come To Life...with pulse" . 

DATE:   Monday, October 12, 2009 

TIME:   5:30 pm  -  7:30 pm 

LOCATION: 
  

Sawgrass/Vinoy Ballroom 
2nd Floor, World Center Marriott  
 

 www.pulsenetworks.com 

Americatel, a Rockville, Md.-based provider of 
telecom services to ethnic consumers and busi-
nesses in the United States and Canada, announced 
the availability of its nationwide Feature Group D 
platform for U.S. domestic origination and termina-
tion services for switched voice services.

“After six months of careful planning and execu-
tion we have successfully migrated tens of millions 
of minutes and thousands of end users to the 
Americatel Feature Group D network for our sister 
company, Matrix Telecom and other wholesale 
customers,” said Gary A. Fry, Executive Vice Presi-
dent of Corporate Development for Americatel. 

Americatel has provided high quality interna-
tional reach to carriers around the world for more 
than 10 years. The new Feature Group D offering 
features a nationwide footprint, flexible custom-
ized calling plans and TDM-quality “1+” and toll 
free services. 

With the completion of the migration, 
Americatel’s processes and systems are ready to 
support network services providers who require 
lower-cost, quality domestic voice services. 

“Our new domestic pricing plans bring a new 
competitive choice to our industry and peace of 
mind to our customers,” Fry said.   

Americatel launches wholesale feature
pulseXchange 
offers attendees 
optional classes
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During the COMPTEL golf tournament Sunday one player, 
Charles Murray, (second from left) shot a hole-in-one. 
He also won the award for “closest to the pin.” Playing 
with Murray were (from left to right) Rich Fruchterman 
Murray, Chris Smith and Patrick Griffin.

The winner of the “longest drive” 
contest, Don Paige, is congratulated by 
COMPTEL CEO Jerry James.

Here is the winning team with COMPTEL’s 
James; Kevin Henderson, Don Paige, 
Aaron Suto, Jose Tunon. All together, 
about 70 individuals participated.

COMPTEL PLUS golf tourney 
features hole-in-one
COMPTEL PLUS golf tourney 
features hole-in-one
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Neustar Inc. will announce today at 
COMPTEL Plus that PAETEC Holding 
Corp., a leading communications 

provider, chose Neustar’s SIP-Ix solution as 
a vehicle for introducing new IP services and 
pursuing interconnection agreements with its 
various telecommunications partners. 

SIP-Ix is a flexible service that enables the 
intelligent and efficient routing of traffic between 
networks so that providers and enterprises can 
expand IP communications capabilities. SIP-Ix 
creates new revenue opportunities for voice, video, 
and IP multimedia applications; reduces operating 

costs; and simplifies network interconnection.
“Neustar’s SIP-Ix solution enables and simplifies 

IP Interconnection, and will enable PAETEC to open 
up new revenue opportunities and more effectively 
operate peering relationships,” said PAETEC Vice 
President of Network Planning, Todd Lechtenberg.

PAETEC delivers personalized communications 
solutions and unmatched service to business-
class customers in 83 percent of the nation’s top 
100 metropolitan areas. PAETEC’s data and voice 
products and its unique value-added offerings help 
customers achieve cost-effective solutions.

“The industry is witnessing an increased 

migration to IP-based networks, which enable 
operators to realize significant cost savings and 
also provide a platform for new revenue growth 
through next generation services,” added Steve 
Edwards, Neustar’s Senior Vice President of 
Converged Addressing.

“SIP-Ix enables the transition to IP-based 
networks by providing a scalable cost-effective 
solution for interconnection between services 
providers,” said Edwards. “We appreciate the 
opportunity to work with PAETEC and continue 
to provide innovative solutions to enable ubiqui-
tous VoIP interconnection.” 

ITC^DeltaCom Inc., a provider of integrated 
communications services to customers in the 
Southeastern United States, announces today 

that it will extend its digital optical network into 
several metro markets. 

The company has deployed Infinera’s ATN 
metro edge platform to expand its metro reach 
and provide additional high capacity services.

Under its Interstate FiberNet carrier group, 
Deltacom will provide GigE, 2.5Gbps and 
10Gbps wavelength services in a number of 
metro markets. These offerings will comple-

ment Interstate FiberNet’s collocation, metro 
SONET and long-haul services, delivering a 
comprehensive portfolio of high-speed services 
to its wholesale customers. 

“Over the past two-and-a-half years, Deltacom 
has been pleased with the high reliability and 
management simplicity of Infinera’s DTN optical 
network system in our long-haul network,” said 
Jim O’Brien, Deltacom’s Executive Vice President 
of Operations. “We are pleased to integrate Infin-
era’s rapid bandwidth augmentation capabilities 
into our metro network, enabling Deltacom to 

quickly and reliably respond to customer demand 
and continue to expand our reach across our 
southeastern markets.” 

Infinera’s CEO Jagdeep Singh added, “We are 
delighted to support Deltacom as one of the first 
carriers to deploy Infinera’s ATN metro edge plat-
form. We are proud to deliver the same speed and 
simplicity to Deltacom’s edge network that it has 
previously enjoyed across its core network.”

Infinera formally will introduce its new ATN 
metro edge platform at SuperComm 2009, which 
begins Oct. 21 in Chicago.   

PAETEC picks Neustar’s SIP-IX

Deltacom extends services to its metro markets 
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