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An Excess of Access:
U.S. Access Equipment Market Brief, Issue 2

“An Excess of Access: U.S. Access Equipment Market Brief, Issue 2” is a fresh

look at the telco access market in the Internet Age.  The Report identifies three key

factors shaping the market: 1) The Telecommunications Act of 1996 and the Triennial

Review; 2) The rise of the Internet; and, 3) The collapse of carrier capex.  It looks at their

impact and explains why the “Next-Generation DLC”, may be the “Last-Generation

DLC”.  Data, packet, and fiber are the new enabling technologies for triple-play services

delivery.

Marketers and analysts rely on the FCC’s ARMIS database for market statistics.

Several telcos have reported incorrect data, so the current ARMIS is flawed.  The authors

have traced the flawed data to its sources and conducted extensive primary research to

correct it.  The corrected data through year-end 2002 is supplemented and cross-

referenced with data from other public and private sources.

The Report contains the only accurate statistics on the access market available today.

Its key findings include: DLC penetration has saturated at 25% of total Working access

lines; only 18% of access lines are on fiber, 53% of Equipped DLC line capacity is

unused; 49% of loops are longer than 9 Kft; DLC RTs average about 200 lines; 84 % of

RTs are 400 lines or less; only 8% of DLC lines are broadband-ready; 49% can’t be

upgraded for broadband; DSL lines are growing at 32% a year, and FTTP will be

available to over 13 million living units, 80% residential, by 2008.

The Report concludes that telcos must reshape their access infrastructures, designed

and built for the POTS-Era, for the new market realities and Internet-Age competition.

Equipment suppliers must revise their product plans and marketing priorities accordingly.

Published December 2003, 124 pages, 76 exhibits, Table of Contents enclosed.
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An Excess of Access: U.S. Access Equipment Market Brief, Issue 2
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A Switch to Packet:
U.S. Central Office Switch Market Brief

“A Switch to Packet: U.S. Central Office Switch Market Brief” takes a hard look

at the U.S. central office switch market, on the brink of a massive conversion from legacy

circuit-switched systems to packet switches for the Internet Age.  The Report identifies

three key factors shaping the market: 1) The current installed base of nearly 24,000

switches is at the end of its technology life-cycle.  2) Packet switches are needed to

accommodate multimedia services that will drive new revenue streams for the telcos.

3)  Telcos must find ways of reducing their high opex in order to win and retain

residential and business subscribers in a new era of Internet-Age competition. The Report

looks at the prospects for the circuit-to-packet (C2P) conversion in the aftermath of the

Triennial Review, and explains why C2P will be the fastest switch replacement cycle in

telecom history.  CO capital investment could reach $40 billion over the next 15-20

years.

The Report contains the only accurate statistics on the switching market available

today, and is the first in-depth CO market report in 10 years.  It’s key findings include:

POTS lines are no longer growing while broadband lines grow at 35% a year; the CO

switch/end office (EO) installed base is static at about 24,000; 70% are small -- under-

5,000 lines; 56% of small COs are in IOCs; 18% are in VZ_GTE; only 21% of all EOs

are over 10,000 lines, mainly in the RBOCs; host/remote associations account for 70% of

all EOs, with standalone EOs at 26%; IOCs are likely to roll out C2P faster than RBOCs;

incumbent vendors, Nortel and Lucent have over 80% of combined switch market share

but their futures are not assured.

The Report concludes that C2P is a massive replacement cycle for which the industry

is just at the threshold, and telcos have alternatives for how C2P is applied in their

networks.  Incumbent and upstart switch vendors alike must work closely with telcos to

apply packet technology and products in their respective networks in a service-enhancing

and cost-effective manner.  Equipment suppliers must tailor product plans and set

marketing priorities accordingly.

 Published December 2003, 102 pages, 57 exhibits, Table of Contents enclosed.
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About Millennium-Skyline Project

Mission

Millennium-Skyline Project is a collaboration of two seasoned and experienced
telecommunications industry consultants.

We formed Millennium-Skyline Project to provide hard data for sound marketing and
management decisions in these challenging times.

Our mission: to produce the most accurate, and actionable telecom market intelligence
available anywhere.  In every report, we bring to bear the full scope of our extensive
industry knowledge and experience.  Our focus and expertise is in the local exchange
equipment market.  We are systematically developing a series of research reports that
encompass local exchange infrastructure.  Local exchange networks are undergoing the
most dramatic transformation in the telecom industry's 125+ year history.  Moreover,
local exchange networks will be the focus of telco capital expenditures for at least the
next decade.  We already cover the Access and CO Switch equipment markets in our
current reports.  Upcoming reports will cover:

• Independent Operating Companies
• Telecom Market In Canada
• Major Telco Profiles
• Vendor Strategic Analyses

Principals

John M. Celentano

John is founder and President of Skyline Marketing Group, a research and consulting
firm that focuses on public network infrastructure markets.

John has more than 32 years experience in telecommunications engineering,
marketing/sales, management, and consulting beginning at Bell Canada and continuing
through Nortel Networks and Northern Business Information (now Gartner).

He founded Skyline Marketing Group in 1990.

Kermit L. Ross

Kermit is founder and Principal of Millennium Marketing.

Kermit has over 39 years in the telecommunications industry, beginning with 10 years at
Indiana Bell.  He later served in sales, marketing and executive positions at Raychem,
Danavox (now GN Netcom), Seiscor Technologies, Optilink (now Alcatel), Teltone,
Teledata (now ADC) and Taqua Systems.

He founded Millennium Marketing in 1996.
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MSP Report Prices and Ordering Information

An Excess of Access: U.S. Access Equipment Market Brief, Issue 2
Print version of copyrighted 124-page report:
Order Item# ACC

$2,995 per copy;
$1,000 for each duplicate copy
if ordered on the same invoice

Electronic version (pdf file) on CD-ROM; site license
grants unlimited distribution within client company:
Order Item# ACC_LIC1 (under 5,000 employees) $3,750
Order Item# ACC_LIC2 (over 5,000 employees) $7,500

A Switch to Packet: U.S. Central Office Switch Market Brief
Print version of copyrighted 102-page report:
Order Item# C2P

$3,995 per copy;
$1,000 for each duplicate copy
if ordered on the same invoice

Electronic version (pdf file) on CD-ROM; site license
grants unlimited distribution within client company:
Order Item# C2P_LIC1 (under 5,000 employees) $4,500
Order Item# C2P_LIC2 (over 5,000 employees) $9,000

Bundled Price (Order two reports at the same time, receive 15% off a combined price.)
Print versions_Order Item# ACC_C2P_Print $5,945 (save $1,045)
Electronic versions_Order Item# ACC_C2P_Elec $7,000 (save $1,250)

Executive Briefings (By MSP Principals, available only to Report purchasers, to
discuss key findings, conclusions, and strategic recommendations exclusively for clients.)
In-person_Order Item# BRF1 $3,500 per in-person briefing plus related

travel/lodging expenses (invoiced separately)
Webcast_Order Item# BRF2 $1,000 for private Web cast/teleconference for up

to 25 participants

Order NOW!
To get started, simply complete and fax us the attached Order Form.  We will issue you
an invoice.  Payment terms are On Receipt.

All orders must be prepaid!
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Millennium-Skyline Project Order Form
Please return form to: FAX: Skyline Marketing Group at (410) 654-1127

MAIL: Skyline Marketing Group
4732 Wainwright Circle, Suite 400
Owings Mills, MD 21117

SHIP TO: Date:                                                              

Name:                                                                                                                    Title:                                                                       

Company:                                                                                                                                                                                            

Address:                                                                                                                                                                                               

City:                                                                        State/Province:                        Zip/Postal Code:                                                   

Country:                                                                                                                                                                                               

Telephone:                                             Fax:                                                         E-mail:                                                                   

PAYMENT OPTIONS:

Check enclosed for US$__________________(Payable to Skyline Marketing Group)

Wire Transfer for US$___________________ (ABA#052000618, Acct#6476104)

Item # Description   #of
copies Price/each

    Total

SHIPPING & HANDLING FEE (both Print & CD-ROM versions) $25.00

TOTAL

REGULAR SHIPPING:  All orders are shipped via Priority or Express Mail, depending on order size.  Please allow 5 to 7
days from receipt of payment for regular delivery.  Your receipt of payment will be included in your order.
RUSH SHIPPING:  Shipping is available via FedEx. (or other courier)  Orders must be received by 3:00 PM EST to be
shipped the same day.  Please choose from the following FedEx (or other courier) delivery options:

Please charge my FedEx account #_________________

Send via: FedEx Standard Overnight ____ FedEx Priority Overnight ______FedEx 2nd Day ______

BY SUBMITTING THIS ORDER FORM THE CUSTOMER AGREES TO THE FOLLOWING TERMS AND CONDITIONS:
No returns or refunds due to content.  Document sample pages, and table of contents are available on request, prior to
purchase.

QUESTIONS? Call (410) 654-1131, or e-mail: john@skylinemarketing.com


