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Telecom Review Embraces the
“Metaverse”

T

he metaverse is most simply described as a VR space in which
users can interact within a computer-generated environment, a
description that reflects its initial application in gaming. As such,
the metaverse is certainly nothing new.

A revolution powered by VR has been promised for decades, but
it’s only recently that improvements in hardware and software,
together with a new level of consumer engagement, have started to converge to
create something that could be genuinely disruptive in the foreseeable future.
If you are in the network business, business of gaming or entertainment the
potential is clear, but what could the metaverse mean for the rest of the business
world, and what are some of the challenges that will need to be overcome? Is it
something that deserves your attention now, or will there be another stage in the
“hype curve” before it has a major impact?
Rapid advances are also starting to be made in brain computer interfaces
(BCIs). For example, NextMind, a start-up, is already offering a non-invasive
BCI device which can read brain waves from the visual cortex of the brain to
enable direct control of functions in games. It is no longer completely fanciful
to imagine a virtual environment which is, superficially at least, close to being
indistinguishable from a real one.
So, already the metaverse is going a long way beyond online game playing. A
better definition for the metaverse might be “a future version of the web in which
immersive 3D virtual universes meet social networks, collaborative spaces,
marketplaces and e-commerce”. If we consider the metaverse the default
on-line environment of the future, replacing the current web, then its potential
importance for business needs no further explanation.
The next important question is: when do we need to worry about it? Recent
history is littered with examples of new technologies which have spent a long
time in the “trough of disillusionment” in the so-called Gartner hype curve,
perhaps the most recent example being autonomous vehicles. Fifteen years ago,
virtual worlds themselves were expected to have a much bigger impact than they
have achieved so far. Is the publicity around the metaverse just another piece of
hype?
I visited with Mark Zuckerberg at Facebook in February and theya are “all in” on
the Metaverse. So much so that he changed the name of his multi-billion dollar
company to Metaverse!

Jeff Seal
Editor in Chief
and Managing Partner
for North America
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Eric Handa, the CEO of APTProcure

APTProcure: Digital Infrastructure
Investments for the Future
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APTelecom has established a new digital infrastructure-focused investment arm,
called APT Procure. This entity is the genesis of APTelecom, which has been
operating in the US & Asia for over 15 years. Among the company’s core offerings are
due diligence, fiber sales, data center and strategic consulting services.

I

n 2016, APTelecom
founded Stratanet
Group LLC focusing
on subsea capacity
arbitrage. Subsequent
investements were made
into Thai-based LXT
Networks in 2018 and Singaporebased VergeDI in 2020. The team at
APTProcure seeks to parlay these
existing investments assets into a
ventures arm to identify and provide
seed capital for “under the radar”
opportunities hyper-focused on
subsea cable and adjacent services,
such as edge data centers.
APTProcure is focusing on companies
that are pre-revenue, early revenue
or Series A. APTProcure’s investment
strategy is to place our investment
alongside that of a consortium of coinvestors we are currently developing.
The APTProcure team and associated
APTelecom companies have
decades of experience in the digital
infrastructure space. That expertise
will be applied to the portfolio
company in the form of sales support,
operational support, and business
planning to support and accelerate
portfolio company’s growth.
APTelecom is anchoring the team's
initial investment placements. "As
one of the world's most recognized
consultants in the sector in which
we operate, it makes perfect sense
for us to take this next step. Clients
typically engage us at a very early
stage of any infrastructure project,
so the opportunity to get in on the
ground floor of projects we believe
in, is an opportunity we should take
advantage of” said Eric Handa, Chief
Executive Officer, APTelecom. "We
are in a unique position to leverage
our global knowledge, relationships,
trust, and the expertise of our
leadership team to source and invest
in best-in-class up-and-coming
companies driving the digital future,"

according to Alex Chace, Manager at
APTelecom."
APTProcure believe they are on
the front-end of a once-in-ageneration market opportunity that
will provide attractive returns for
investors. Harnessing APTelecom’s
deep commitment to the digital
infrastructure segment, significant
in-house expertise, and capabilities,
along with extensive access to
early-stage companies places the
team in a unique position. “We are
approached on a regular basis by
organizations looking to formulate
and develop infrastructure projects,
usually at the inception stage of the
idea. We have what one might say,
a unique ‘looking glass’ into what is
planned to come into fruition, years
ahead of actual deployment” said
Handa.
APTProcure sits at the intersection
of the two investing megatrends of
our times – the massive opportunity
and innovation required to address
the digital infrastructure market such
as edge data Center development
and associated connectivity, coupled
with the ever-increasing demand
from both individual and institutional
investors to look beyond public
markets where the opportunity to
invest in seed round placements
exist.
Telecom and digital infrastructure
is at the center of convergence for
all Sectors. Technology companies
continue to dominate and actively
continue to invest in their expansion
to enable digital transformation
with Consumers, Small and Large
Enterprise. Telcom class assets
have direct connection with existing
customer bases and have an
opportunity to ride this wave.
APTProcure’s recent investment
in Verge Digital Infrastructure

APTProcure sits at the intersection
of the two investing megatrends
of our times – the massive
opportunity and innovation required
to address the digital infrastructure
market such as edge data Center
development and associated
connectivity, coupled with the
ever-increasing demand from both
individual and institutional investors
to look beyond public markets
where the opportunity to invest in
seed round placements exist
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(Verge DI) is a great example of
addressing key investment metrics
in the context of emerging market
opportunities in Southeast Asia,
coupled with the growing trend to
establish an edge presence and
foothold in underserved tier two
cities within the region. Coupled with
this, Verge DI also has a strategy to
construct submarine cable landing
stations, further enhancing the
value proposition, and maximizing
revenues.
With the continual trend towards
convergence, APTProcure’s strategy
is to position itself to capitalize
on the growing interdependence
between technology and
infrastructure.
APTProcure’s initial move into this
segment began with our investment
in LXT Networks, a licensed Thai
based infrastructure company,
with the aim of providing a ‘digital

COVER STORY

bridge’ between the west and east
coasts of the southern peninsular.
This project, code named ‘Saphan’
was established to support the
growing need for diversity away from
Singapore regarding submarine cable
landings and to also take advantage
of Thailand’s strategic geography
which borders Malaysia, Myanmar,
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Laos and Cambodia. This investment
has become the springboard for a
much larger play within the region
and underpinned the establishment
of Verge DI, which is now set to roll
out in excess of 10 open access
edge data centres and cable landing
stations across Thailand, Indonesia,
& Vietnam.

With the continual trend towards convergence, APTProcure’s
strategy is to position itself to capitalize on the growing
interdependence between technology and infrastructure

YEAR 12-ISSUE 56

With the Development Round funding
it has been able to complete the
final surveys, permits and other
activities prior the scheduled start of
construction in Q2 2022.
APTProcure is all about capitalizing
and kickstarting underserved
markets, rather than a ‘me too’
strategy. Verge DI’s strategy for
example, is focussed on identifying
strategically positioned, second tier
locations traditionally underserved
by the global data center players with
the aim of offering a standardised
solution across the region. These
locations are characterised by
proximity to dense populations
outside the major cities with an
ability to become hyper-connected
with access to multiple international
connectivity options including
submarine cables; coupled with
geographic separation for it to be a
logical secondary market in a country
for customers needing a high level
of diversity and resilience in their
network.

COVER STORY

The locations where Verge is
deploying its assets will benefit
from computing and connectivity
resources extending from the current
connectivity hubs and moving closer
to the edge supporting the growth
of education, medical, research
and banking ecosystems in these
geographies. Unsurprisingly, with a
network of open access, enterprise
grade, edge facilities being deployed in
regional cities across South-East Asia
the cloud and content providers are
also embracing this first step toward
the edge in new markets, supporting
their goal to get closer to the eyeballs
of their consumers in a replicable way.
This ticks all the boxes in terms of
APTProcure’s investment strategy
APTProcure is currently assessing
other markets to identify and deploy
capital to replicate the success
currently being experienced through
its investment in Southeast Asia.
Current market opportunities for the
deployment of seed capital are being
sought in LATAM and Africa.

7

APTProcure is all about
capitalizing and kickstarting
underserved markets, rather
than a ‘me too’ strategy

INTERVIEW
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are provided over the cloud as a
subscription-based service. Rather
than installing and managing
software on their own systems,
SaaS subscribers access software
through a remote cloud network
via the Internet or an application
programming interface (API). Simply
put, with the SaaS model, CSPs are
provided access to the software they
need instead of buying it outright,
typically through a usage-based
subscription purchased on a monthly
or yearly basis.
Mark Bunn joined Nokia as SVP, SaaS
Business Operation in July to oversee
this important initiative within
CNS. On November 17, 2021, Nokia
announced its entry into Softwareas-a-Service for CSPs with multiple
services in the areas of analytics,
security and data management,
in an important first step to giving
operators a less expensive, more
flexible, and more customer-centric
pathway for operating their network
and delivering new services.

Mark Bunn, SVP, SaaS Business Operations, Nokia Cloud and Network Service

Nokia is “All In”
With SAAS
Since 2016, Nokia has taken a series of steps to
enhance CSP network enterprise operations, including
re-architecting its software applications to make
them fully cloud-native and deployable in any cloud
environment, edge, public or private.

S

oftware is reaching a
state where it can be
hosted anywhere, as
disaggregation from
hardware set the stage
for software to be
completely managed

Telecom Review recently had a oneon-one interview with Mark in order
to give our audience a better feel for
SAAS and Nokia’ implementation of
SAAS.
In November of 2021 Nokia
announced the introduction of
multiple Software-as-a-Service
(SaaS) services for communication
service providers (CSPs), in an
important first step to giving
operators a less expensive, more
flexible, and more customer-centric
pathway for operating their network
and delivering new services.

by the software vendor. Cloud and
Network Services (CNS) leads Nokia’s
software business, with SaaS as one
of the key focus areas.

Offering SaaS for CSPs is a natural
evolution of Everything-as-a-Service,
a key element to Nokia’s overall
strategy. It reflects a culmination of
steps Nokia has taken in recent years
to enhance CSP network operations,
including rearchitecting its software
applications to make them fully
cloud-native and deployable in any
cloud environment, edge, public or
private.

Software as a service (SaaS) is a
delivery model in which applications

To seize the 5G opportunity, CSPs
need to shift away from the legacy
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practice of deploying customized
software for analytics, security,
network management, and other
functions, that run on costly, complex,
on-premise infrastructure.

On November 17, 2021, Nokia
announced its entry into Software
as-a-Service for CSPs with multiple
services in the areas of analytics,
security and data management,
in an important first step to giving
operators a less expensive, more
flexible, and more customercentric pathway for operating their
network and delivering new services

To drive that shift, Nokia’s approach
to SaaS for CSPs is about improving
value and reducing complexity
by providing innovative software
consumed purely on demand through
a subscription, eliminating large up
front capital expenditure; by avoiding
the need to perform on-site software
maintenance and updates; and by
accelerating CSPs’ ability to launch
new services faster and achieve “time
to value” quicker.
As part of the line-up of SaaS services,
Nokia Data Marketplace (NDM) is now
commercially available through a SaaS
framework to give CSPs an easy and
secure way to share and access data.
NDM was launched “as a service”
earlier this year. The new SaaS version
of NDM offers enhanced automation,
efficiency and scalability to CSPs and
enterprises in a variety of industry
verticals, including energy, public
sector, transportation, and smart cities.
For the 2021-2025 period, Nokia is
targeting a SaaS addressable market,
comprised of CSPs and enterprises,
with a value of $3.1 billion and an annual

9

growth rate of approximately 25-30%.
Nokia is in discussions with several
CSPs around the world about using its
SaaS services, including security.
With 5G opening up many new cyber
security risks due to more access
points in networks, CSPs require
automated security that greatly
shrinks threat dwell time (the time it
takes to remove a cyber attacker once
detected); reduces manual tasks;
and shortens response time in order
to keep 5G consumer and enterprise
services safe. In addition to delivering
those benefits, Nokia’s new SaaSbased NetGuard Cybersecurity Dome,
to be commercially available in early
2022, enables CSPs to assure 5G
networks and monetize security tied
with services like 5G slicing.
Nokia Anomaly Detection, a machine
learning service aimed at finding
and remediating network anomalies
before they affect network customers,
is another product to be offered
through a SaaS model. Based on
Nokia Bell Labs technology, Nokia
Anomaly Detection helps CSPs
improve operational efficiency and
will also be commercially available in
early 2022.
As it introduces SaaS services
in a simplified delivery model,
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even need the focus of an entire CSP
department or outsourced teams
to manage and monitor probes and
monitoring systems.
Furthermore, the implementation
of Artificial Intelligence / Machine
Learning (AI/ML) to help make
sense of all the data seems like an
afterthought. Conventionally, CSPs
have created their own vertically
integrated capabilities, owning the
complete value chain from networks
to operational / service management
to the point of value exchange with
their customers. AI/ML capabilities
to generate value from insights, while
long recognized, are added on top
and managed via separate projects
and systems. Once again, the concept
has its own merits, but has been a
costly and cumbersome approach.

Nokia expects to combine these
independent services into three
high-value SaaS “suites” focused on
Digital Engagement, Marketplaces
and Networking, each composed of
integrated SaaS services. Some SaaS
services within these suites, such
as security, will provide value across
suite domains.
Leading operators understand SAAS
benefits and are waiting for vendors
to respond. It is good to see a
mainstream vendor like Nokia making
an early move into SaaS-based
delivery. This will position Nokia
well to serve operators that need to
accelerate the adoption of new cloudbased technologies at scale, such
as 5G, IoT, edge computing and AI.
CSPs must transform themselves to
capitalize on these technologies, and
the switch to SaaS delivery models
is a critical component of their digital
transformation strategies.”
Network Data
One of the prime ways for digitally
lagging industries to achieve their
potential SPE gains is through the
Internet of Things (IoT). Billions
of sensors and devices will be
connected by 5G networks. That
puts CSPs in a leading position
to make use of the huge volume

of network data generated to sell
valuable insights to their enterprise
customers.
Yet collecting and processing data
from networks to gain meaningful
insights often seems antiquated in
today’s cloud-native world. Extracting
network data is typically done by
probes, which can be costly and
intrusive. Networks tend to be at
times over-provisioned to handle
the traffic from probes. This may

5G SA changes all that by
implementing a service-based
architecture and the road to value
creation is not that steep because
native AI/ML analytics capabilities
fully harness the power of 5G and
enable value extraction and creation
for multiple vertical use cases.
Advantages of adopting SaaS
Although it may be a departure
from the conventional method of
purchasing software, the SaaS model
— and the cloud-native capabilities at
its heart — can provide huge business

Offering SaaS for CSPs is a natural evolution of Everything-asa-Service, a key element to Nokia’s overall strategy. It reflects a
culmination of steps Nokia has taken in recent years to enhance CSP
network operations, including rearchitecting its software applications
to make them fully cloud-native and deployable in any cloud
environment, edge, public or private

YEAR 12-ISSUE 56

advantages for communications
service providers (CSPs).
By adopting the SaaS business model,
CSPs providers have the opportunity
to leave behind their traditional
way of buying software. By shifting
away from an approach focused on
upfront capital expenditures (CAPEX)
to one that favors on-demand, asneeded access to cloud-native SaaS
applications, CSPs benefit from
greater flexibility, cost control and the
agility to roll out new offerings quickly
to meet evolving customer demands.
The CSP demand to improve Timeto-Value for software it uses to
manage its business, IT and network
will only continue to grow. At the
same time, the expectation for lower
Total Cost of Ownership will also
continue. SaaS provides the right
combination of rapid Time-to-Value
with on-demand access for mature
SaaS applications and low TCO
with pay-as-you-grow commercial
models. Now, more than before, the
technology is available for CSPs to
realize this Time-to-Value and Total
Cost of Ownership balance.
Disaggregation set the stage for
software to be completely managed
by the SaaS vendor, improving the
Time-to-Value and lowering the Total

INTERVIEW

Cost of Ownership for users of SaaS.
CSPs may still depend on locationcentric hardware for communications
services, but the related software
is reaching a state where it can be
hosted anywhere.
Is SaaS the same as cloud?
At a high level, SaaS is a type of cloud
service model. SaaS solutions reside
in cloud environments (which are
managed by a dedicated cloud vendor)
and are often integrated with other
software offerings from the same
SaaS solution provider. Well-designed
SaaS architecture must be able to
scale and accommodate hundreds or
even thousands of users who will be
accessing the software simultaneously
over the cloud or the web.
Compared with the traditional
approach of installing and maintaining
software on-premises, with the SaaS
model telecom companies don't
have to worry about adding another
server on which to run the software.
The SaaS provider takes care of all
server capacity planning. Telecom
companies only need to enable a
new SaaS offering — and they get the
flexibility to scale their SaaS use up
and down based on specific needs.
In addition, because the software
is delivered over cloud-based

11

architecture, telecom companies do
not need to download upgrades or
reinstall new versions of a product.
Any updates or patches to a service
are handled by the SaaS provider.
Mark certainly has the right time and
right product set to super charge the
marketplace!

As part of the line-up of SaaS
services, Nokia Data Marketplace
(NDM) is now commercially
available through a SaaS
framework to give CSPs an easy
and secure way to share and
access data
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Sean Bergin, Co-Founder & President at APTelecom, Chair & President, Board of Governors at the Pacific
Telecommunications Council 'PTC'

Sean Bergin
Re-elected as PTC
President & Chair
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Pacific Telecommunications Council (PTC) is the global non-profit membership
organization promoting the advancement of information and communication
technologies (ICT) in the Pacific Rim, the most dynamic geography of the world,
spanning over 40 nations. Sean Bergin is the president of PTC and Chairman of the
Board of Governors (BG).

A

s an ongoing
supporter of PTC,
Telecom Review
felt that it was
important to get
the perspective of
the president and
chair for all things current and future
for the organization.
Based in APTelecom’s Southeast
Asia headquarters, Bergin has been
instrumental in building APTelecom
into a globally recognized leader
in infrastructure consulting with a
focus on convergence and emerging
markets. Bergin, along with cofounder and CEO Eric Handa, have
taken APTelecom from a startup
business to an award-winning global
organization which has generated
over USD 450 million in sales and
provided valuable insights to clients
seeking reach and expertise spanning
a wide range of markets including
Africa, Southeast Asia, Latin America,
and South America. It is the insight
gained in working in these emerging
markets, coupled with a broader
understanding of how these markets
interplay in the overall global fabric
that has made the organization
unique.
Below are some of the questions
posed to Sean regarding PTC and its
operation.
Please tell us about PTC and
COVID-19 impacts?
PTC is not simply an organization
that holds an Annual Conference,
but a council whose function is to
serve its members, and a non-profit
that educates and collaborates
to deploy the growth of ICT in the
Pacific region and beyond. Many
of our activities revolve around
Community Outreach Initiatives
which are outside the scope of the
Annual Conference held in Honolulu

each year. Initiatives such as the
PTC Young Scholar Program, PTC
Academy, PTC Research Awards, PTC
Projects such as the recent support
of the Humanitarian Innovation
Hackathon, PTC Awards, PTC
Webinar Series: Frictionless Business,
and our VLOG series: Digging Into the
Future. Fortunately, these initiatives
haven’t really been impacted by the
pandemic. As you can see, there are
multiple “touchpoints” and ways in
which we engage and add value for
our members and the community at
large.
That being said, there was an obvious
impact on the Annual Conference
as a result of the pandemic, and
particularly for 2021 we had to
pivot to an online format. The PTC
Secretariat and various supporting
committees, delivered an outstanding
program in what was a first for us, a
completely online event which was by
all accounts very well attended.
PTC 2022 was a hybrid event – first
time PTC has ever done one – how
did it go?
PTC’22 was, in my opinion, the first
global telecoms conference held
since the pandemic began nearly two
years ago. It was always going to
be a risk somewhat, being unsure of
what physical attendance numbers
may end up being, but it certainly
paid off, with well over 1,000 people
from around the globe attending
in person. Coupled with this, we
also had hundreds register for the
online platform, making it our first
hybrid event. Luckily, we were able
to incorporate lessons learned
from PTC’21, ensuring that those
who could only participate online
extracted maximum value from the
platform.
Again, I can’t say enough about how
proud I am of the PTC Secretariat for

pulling this event off, largely without
a hitch. Keep in mind, offering up a
hybrid event to our members was
actually equivalent to producing
two simultaneous conferences – a
great feat by any stretch. I would
also like to acknowledge and thank
many sponsors who supported us
throughout this last two-year period
of uncertainty. It surely was a team
effort to get 2022 kickstarted with a
sense of normality.
PTC is known for its global industry
conference every year in January.
Yet, PTC does so much more. Can
you please tell us about your other
activities such as the PTC Academy?

PTC is not simply an
organization that holds an
Annual Conference, but a
council whose function is to
serve its members, and a
non profit that educates and
collaborates to deploy the
growth of ICT in the Pacific
region and beyond
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Yes, I alluded to it earlier. PTC is
definitely way more than just an
Annual Conference and the PTC
Academy is one example of this.
Like the Annual Conference, we
had to pivot in 2020 due to the
pandemic and take the PTC Academy
completely virtual. This carried
through to the courses held in 2021
which went off largely without a hitch
also. The training delivered last year
was held twice in two different time
zones to cater to the global nature
of our industry. The curriculum is
focused on delivering leadership skills
to upcoming junior executives within
the industry – not just telecoms, but
also interdependent industries, be it
cloud, security, finance, or legal, as
well as telco of course.
We have been fortunate enough to
attract facilitators from the industry
with deep knowledge and experience,
who are happy to share their insights
on what it takes to lead a company
in this day and age and the typical
challenges they are faced with.
Learning from those that are actually
in the trenches, walking the talk,
always provides far better insights
into the reality of things, versus
learning in a traditional classroom
setting via lecturers.

INTERVIEW

We have also achieved accreditation
in partnership with Submarine
Telecoms Forum, an IACET-accredited
continuing education provider, and
provide Continuing Education Units to
applicable learning event attendees.
Having held the PTC Academy for
nearly 10 years, we have built up
a very large alumni group of past
students. It’s amazing how many
of them still stay in touch and seek
advice from time to time from the
facilitators that led their coursework.
It is a very rewarding experience for
both attendees and facilitators.
A new initiative that began during the
pandemic in September 2020 was
the PTC Webinar Series: Frictionless
Business. The first three webinars
in 2020 were such a success, that
the series continued in 2021 with
the support and sponsorship of
PCCW Global and brought together
viewers from around the globe.
The webinars weaved today’s key
challenges with breakthrough
ideas and emerging innovations.
In addition to the Academy and the
webinars, the second season of the
VLOG series: Digging Into the Future,
in partnership with Turbidite is set to
be an insightful thought leadership
series hosted by Bill Barney.
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Again, I can’t say enough
about how proud I am of the
PTC Secretariat for pulling
this event off, largely without
a hitch. Keep in mind,
offering up a hybrid event to
our members was actually
equivalent to producing two
simultaneous conferences –
a great feat by any stretch

YEAR 12-ISSUE 56

The PTC Secretariat and various
supporting committees,
delivered an outstanding
program in what was a first for
us, a completely online event
which was by all accounts very
well attended

INTERVIEW

These initiatives are yet another
way that PTC is adding value to its
members. To a large extent, this is
another form of learning, something
which is tied closely to the ethos of
PTC.
Can you please tell us about PTC’s
focus and objectives for 2023 and
beyond?
At PTC we are definitely focused on
the future. The Annual Conference
remains at the heart of what we do,
and we plan to continue growing the
Pacific Rim’s premier telecom event
to connect the industry globally.
To remain true to our vision and
mission as a non-profit organization,
we will seek ways to expand upon
our Community Outreach Initiatives
discussed earlier, to embrace a wider

15

audience and continue to add value to
our membership.
The future is all about convergence,
and PTC will ensure that beyond telco,
we become a home for the congruent
industries that have telecoms as a
major contributing factor to their
success, even though it may not be
at the core of what they do. Providing
the platform to talk to a wider range of
industry professionals will help us all
grow. In this context, data convergence,
Industry 4.0, 5G and IoT, and digital
acceleration in general come to mind.
We intend to make PTC the platform
to enable those from the industry
to communicate, collaborate, and
form closer ties year-round through
PTC’s various initiatives, as well as in
Honolulu at the Annual Conference.
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Rob Barlow, President & CEO, WireIE Holding International Inc.

Solving the Rural
Digital Divide - for
People & Things
Solving the rural digital divide is not a new problem. For at least a decade,
Governments and private sectors have been trying to solve the issue. Pre-pandemics
efforts were a genuine desire to connect the unconnected. Since the onset of the
Covid-19 pandemic in 2020, there has been a renewed urgency to address the rural
digital divide. In most countries, it has been about providing broadband to rural
communities. Cottagers have moved to full-time residency and work remotely. They
are demanding and require urban-like connectivity and performances.
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s the world
is gradually
adapting to the
significant shift to
remote workers
and full-time
cottagers, we also
witnessed a population shift from
the expensive small apartments
in urban centers to suburban and
rural locations. Enterprise has
learned to embrace and support
remote workers, regardless of
where they are, providing them with
proper broadband connectivity and
productivity tools.
Telecom Review has been speaking
with Rob Barlow to get a good
perspective on this ongoing issue.
Industry 4.0 was already in motion
before the pandemic. The unfamiliar
environment and the need for
remote management, supervision,
and operations further accelerated
its growth. Mining, Oil and Gas,
and Utilities were already on the
industry 4.0 path. With the on-site
personal restrictions imposed by the
pandemic, we are also witnessing a
shift in manufacturing. Not only is
manufacturing now moving faster

INTERVIEW

with industry 4.0, but they are also
relocating and investing in new
facilities in a rural environment,
where the price of land is suitable
for a scalable single-floor structure
with plenty of growth capabilities. We
see green energy seeking vast pieces
of land for solar and wind farms
in rural settings. All these current
trends generate an even higher rural
broadband demand.
The Government officials desire to
augment the rural infrastructure
needed for evolution and innovations
outside the major metro areas.
Various Government programs have
been offered for a decade to solve the
digital divide in rural areas. But still, it
has not made a noticeable difference.
Today, with industry, enterprise, and
population moving in rural regions,
the Governments must take an even
more aggressive investment position,
or the economic drivers will incent
personal and public investments to
move to more attractive areas.
In this paper, we take a macro
perspective. We look at different
requirements, wired and wireless
technologies, and the wireless
spectrums as the available tools
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to solve the rural digital divide
– for people and things. Not all
technologies are created equal, and
we will review some, like TVWS,
designed from the start to solve this
rural problem.
Problems
There are several considerations
and challenges when solving the
rural digital divide - for people &
things. From a macro perspective, we
identified four major categories:
1.

Communications Technologies
- Solving the need for urban
and sub-urban connectivity
performances in a rural
environment is not a simple task.
The technologies used in highdensity urban environments are
often unsuitable for unpopulated
rural settings.

2.

Applications - With the movement
of industry and people from urban
to rural areas, people and things
need to use the same applications
in rural environments as in Megacities. Today's industry 4.0 farms
or forestry, for example, requires
far more broadband vs. your aging
relative sending you an email or

INTERVIEW
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picture from the lake using a
limited connection.
3.

4.

Simplicity – There is a great
distance to cover from one
installation site to another, and
with these great distances, one
cannot have the foremost expert
present for each installation.
Hence, rural-environment
technology deployments require
simplified implementation,
installation, operation, processes,
procedures, and technical
qualifications. The service
providers would prefer to ship
a self-install device to rural
subscribers in many areas, as
they do in urban areas.
Economics – Infrastructure
capital expenditure (CAPEX) and
operational expenditure (OPEX)
must be kept to the minimum as
there is a lower concentration
of population and enterprises
to generate revenues. Even if
there is less competition in
rural communications services,
the average revenue per user
(ARPU) must be priced low. To be
successful with rural broadband
deployment, a service provider
must ensure an almost 90% take
rate as many of the subscriber
connections can represent an
infrastructure challenge. The
customer take-rate must be
higher than in urban markets.

Network infrastructure solutions
Several possible infrastructure
solutions are at our disposal
to address the rural broadband
requirements. Here are the most
common ones:
•
•
•
•
•
•

Fiber
Copper
Mobility technologies such as
3G/4G/5G in various spectrum
Satellite
900Mhz wireless
TVWS Wireless

Fiber
To the risk of being cliche, we must
admit that "fiber is king." With its
excellent broadband capabilities, fiber
connection is the most desirable.
However, fiber is expensive to install
and commission. For this reason, in
rural solutions, when possible, fiber is
usually limited to backhaul between
towers, if at all. To this effect, many
electrical distribution companies
have installed fiber at the top of their
electricity distribution towers. So, many
rural communities can "tap" on the
utility offered fiber. With the pandemic
and the global supply chain, we are
witnessing the global penury of fiber.
Some of the most prominent fiber
manufacturers are up to 2-years behind
in meeting orders delivery. Hence,
fiber-based solutions are usually not
economically sound for last-mile
technology and are not always possible
these days due to the lack of materials.
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Copper
For many years, copper has been used
in urban and rural environments by
TELCO and Cable Co's. Of course, there
have been many innovations in the last
20-years in delivering Asynchronous
Digital Signal Loop (ADSL) or
synchronous digital signal loop (SDSL)
and all sorts of derived innovations. Still,
these technologies on 2-wire or coax
cables were all designed for urban and
suburban markets. The distance these
technologies can deliver significant
broadband is limited and often not good
enough for rural deployments.
Satellite
Satellite broadband is a technology
solution deployed globally. It has a large
ecosystem and offers connectivity
anywhere except far north and far
south. Conventional satellite broadband
has come to the rescue for years with
its flexibility and accessibility. But,
although available, it is expensive and
cost-prohibitive for many. With the high
demand for low latency that people and
things need, conventional satellite does
not meet many real-time applications
in today's world. However, the satellite
solutions are changing, with new
low-orbital constellations launched by
OneWorld, Starlink, and others. We are
about to see higher broadband, with
lower latency available to portions of
the populated world. The affordability
and the need for lower latency
requirements remain a challenge for
many people and things.
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Terrestrial Wireless
There are various wireless
technologies and wireless spectrums.
The early mobile wireless industry
players capitalized on the simplicity
of wireless over fiber and copper
technologies in rural areas. Although
good at providing voice connectivity,
2G or 3G had no actual data
capabilities; they were unsuitable for
rural broadband. So, Fixed wireless
broadband innovations were made
in Point-to-point and Multi-point
broadband delivery, leveraging the
license-exempt 900 MHz spectrum.
This spectrum offered excellent reach
capabilities due to its wavelength,
but that spectrum quickly became
crowded. Today, the 900MHz spectrum
is barely usable in many areas due
to its heavy use. Other parts of the
900 MHz spectrum are licensed, but
unfortunately, they are designed and
defined with small RF channels that
cannot deliver broadband capacity.
When it comes to broadband in
unlicensed wireless spectrum, the
most successful bands were the Wi-Fi
bands in 2.4GHz, 5.4GHz, and 5.8GHz.
Initially set for indoor, these bands
became immensely popular for outdoor
wireless. Although they offered wider
RF channels capable of delivering
better broadband, the laws of physics
did not enable them to provide the
same distance as the 900MHz bands,
and these bands also got crowded
over the years. So, although they are
comparatively better than 900MHz
from a broadband capability, they
certainly do not have the coverage
capabilities that rural networks need.
In addition, these bands also do not
possess good abilities to traverse hilly
terrain or vegetation.
In the last four years, the mobility
operators, with the help of 3GPP, have
managed to secure some limited
amount of spectrum within the TVWS
Spectrum. Two new 3GPP bands are
now available, Band Class 12 and
17. Both the bands are limited to a
maximum of 10MHz channels with
a maximum duplexing of 30MHz.
Although the mobile operators now have
access to the precious TVWS spectrum,
they only have access to 60 of the 228
MHz. The two new 3GPP bands are
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good news for the mobile operators
and the rural digital divide as it brings
4G Mobility to the regions, but it has not
solved the high-cost issue of deploying
4G or 5G technology. So, the TVWS
PMP/PTP specialist manufacturers can
still deliver better broadband on more
spectrum than the mobile operators.

6Harmonics. 6Harmonics, a Canadian
company, only focuses on TVWS and
develops and designs for the TVWS
band and its specific requirements.
That focus and dedication to the digital
divide in rural environments make
6Harmonics; the most focused TVWS
radio manufacturer!

TVWS to the rescue
TV White Space (TVWS) comes to
the rescue. The TVWS re-arranged
spectrum has been available for a
decade in some countries.TVWS is
now becoming available in many
other countries worldwide, including
Canada, the USA, the UK, etc. In
these countries, the regulators
have specifically re-purposed some
unused UHF TV channel spectrum to
deliver an unbeatable digital divide
solution. The re-purposed channels
allow a TVWS wireless specialist to
provide low-latency and long-range
terrestrial wireless broadband with all
the physical benefits of the spectrum
in such long wavelengths. The
future is bright for TVWS specialist
manufacturers and ecosystems
partners to serve rural communities
with low-latency broadband when no
other terrestrial solution is usable.

6 Harmonics; fit-for-purpose solution:

TVWS database - Many regulators
such as FCC and Industry Canada
have adopted a database process to
grant to mitigate interference. With this
database process, service providers
and broadcasters can enjoy a lower
level of interference from one another
while the remaining UHF TV channels
are still in operation.
TVWS Ecosystems of antennas and
accessories – TVWS has been around
for a decade in some countries. As
a result, there is a rich ecosystem
of antennas, accessories and some
vendors have made the solutions
simple to implement.
TVWS Radio Technology – There are
numerous TVWS radio equipment
manufacturers. Most are manufacturing
in large quantities for other bands and
have produced a modified version of
one of their radios for the TVWS band.
The TVWS band is opportunistic at
best for these vendors. However, this
is not the case for TVWS specialist

•
•
•

•
•
•

TVWS focused company
Built-for-purpose technology
White-glove approach to the
solution, from planning to
operations and optimization
phases
Easy to deploy
Peaceful enjoyment once
deployed
Your TVWS enablement partner

Digital Divide -- The communications
infrastructure solutions include
•

Fiber - is king but is expensive to
deploy and now has some serious
supply chain issues as well

•

Copper - is not a broadband
solution over an extended
distance

•

Mobility technologies - such as 2G
and 3G, do not deliver broadband

•

Mobility technology – such as 4G
and 5G, are available in various
spectrums– but not always
economical in rural, and have
limited uplink capacity

•

Satellite – a new breed of the
low-orbital satellite is becoming
attractive but still costly

•

900Mhz wireless – getting
crowded, and license fees are
climbing.

•

6Harmonics, remains the only builtfor-purpose infrastructure solution
manufacturer, developing solutions
for Rural Broadband enablement on
the TVWS spectrum.

•

6Harmonics leverages the TVWS
spectrum to deliver up to 2Gbps
of low-latency capacity to rural
markets.
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Pursuing 5G Monetization
Strategies
The 5G era has undergone three full years of growth, exceeding a half-billion
connections by the end of 2021. This number is expected to reach 4.8 billion by the
end of 2026, where 516 million would likely come from North America.

5

G fundamentals
promise
communications
service providers
(CSPs) new
opportunities and
improved customer
experience from 100x bandwidth,
10x throughput, and 10x reduction
in latency. To make this happen,
CSPs will need to make platform

and operations changes that enable
them to create and deliver at speed,
support multiple pricing models,
operate and automate entirely
online, and foster complex partner
ecosystems.

cases, business models, and revenue
opportunities. Operators in a 5G
world could generate substantial
revenues by taking a diverse
approach that can capitalize on this
technology.

In reality, 5G offers not just higher
speed but also lucrative attributes
that can create the potential for
entirely new service offerings, use

It is the perfect time for telcos to
evolve from being only connectivity
providers into ecosystem enablers
spread across the 5G value chain.
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The real opportunity will come
through synergies offered by Industry
4.0 high growth areas such as the
Internet of Things (IoT), artificial
intelligence (AI), cloud computing,
augmented reality (AR), and virtual
reality (VR), among others.
Stepping stones to 5G success
There are a lot of measures to be done
by CSPs to be able to ensure that they
get the most out of their 5G networks.
Before we zoom in on the business
models that can gather more profits
for operators, let’s first take a look
at the processes that would lead to
transformation and revaluation.
Modify platform and operations.
CSPs need to fundamentally change
their underlying operational structure
to create and deliver at speed and
quickly roll out upgrades to targeted
services. This is where open APIs,
DevOps, and microservices framework
come into play. By implementing
these mindsets and techniques,
capabilities required for real-time
delivery of services, features, real-time
order management, provisioning, and
configuration can be achieved. CSPs
will not lag behind as they break down
existing silos and migrate to next-gen
OSS/BSS. This move will be critical
to supporting opportunities arising
from network slicing, dynamic pricing,
premium services, blockchain-based
solutions, and convergence with IoT,
to name some.
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Network slicing. Efficiently using the
network resources, this mechanism
leads to the enhancement of the
network architecture principles and
capabilities. Applicable in virtualized
network scenarios on top of a
common shared physical network,
dynamic allocation of network
capacity is performed according to
the requirements of applications,
services, devices, customers, or
operators. Security and robustness
can also be set up within different
slices, presenting 5G network slicing
as one of the most flexible and most
cost-effective models for network
differentiation that could be the
game-changer for many industries.

independently. Ideally, operators need
to establish strategic partnerships
as early as possible and build the
trust and communication required
for uncovering new services and
business models. Leveraging 5G
with partners like enterprises, service
providers, OTT players, hyperscalers,
towercos, and other ICT actors
would make a harmonized and open
ecosystem that will bring a win-win
for all parties involved. Remember
that CSPs are not only limited to
connectivity now, and with 5G, they
enable value-added solutions across
industries. With partnerships, they
will be able to maximize this potential
and gain more income.

Automation. To be agile, faster, and
more organized than before, having
a fully automated platform that
leverages 5G could be the key to truly
monetizing. An extremely high level
of AI-driven automation is necessary
to handle numerous offerings to be
delivered via 5G. The requirement
to constantly change network
parameters and configurations to
meet customer expectations creates
huge amounts of complexity that
network automation can handle. CI/
CD, for instance, reduces development
time, supports multi-vendor VNF
onboarding, and manages service
lifecycle management.

Advanced use cases. The
convergence of 5G and IoT is one
of the most promising and widelyexplored use cases in the industry
4.0 era. Smart manufacturing,
remote-controlled industrial robotics,
plant telematics, and Industrial IoT
services are all expected to flourish
with 5G, as well as healthcare,
automotive, retail, fintech, and media
consumption. These all require a
boost in accessibility, availability, and
service delivery that can be fulfilled
with the high reliability and low
latency of 5G.

Strategic partnerships. A longterm 5G strategy cannot work

Be more to earn more
``Monetization is one of the
most talked-about areas when it
comes to deploying 5G networks.
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service revenue grow further and
the 5G migration goes from limited
to unlimited premium. Its growth
vectors include mobility (5G Home),
network-as-a-service, mobile
edge computing, and Mix & Match
3.0 offering. The Verizon 5G Ultra
Wideband is also applicable for
business use cases ranging from
autonomous machines to massive
Internet of Things (IoT), while it's
embarking on edge projects to
provide value-added services to its
business segment and hosting its 5G
workload internally.

Communication and digital service
providers are considering how to
best utilize the technology in order
to maximize ROI and undeniably, it
is in the B2B sector that telcos can
truly reap the rewards of their 5G
investments.
As the world around us becomes
smarter, more connected, and more
digitally enabled, there is a must for
network and connectivity solutions.
With 5G-enabled networks, telcos
can provide such solutions to many
verticals, in the form of network slices
and private networks.
In 2035, 5G is anticipated to enable
$13.2 trillion of global economic
output. This massive opportunity is a
good motivator to have the right 5G
monetization systems that can be the
key for CSPs to deliver the promise
of 5G in a fruitful manner. 5G is
capable of creating new monetization
pathways for CSPs in both traditional
and new markets – including a
renewed focus on enterprise and
industry.
If we look at the leading US carriers
such as Verizon, AT&T, and T-Mobile,
they are currently transforming from
being connectivity providers into
solution enablers and creators.
Verizon is already monetizing 5G,
according to CEO Hans Vestberg,
and this has been exhibited as

On the other hand, AT&T is rapidly
advancing in 5G services and fiber
and divesting away from its media
business. As part of this strategy,
AT&T plans to double its fiber
footprint to over 30 million locations
and double its business customer
locations to reach 5 million. AT&T is
also developing software solutions on
top of its connectivity, collaborating
with valued partners to develop new
business solutions.
T-Mobile’s 5G network is reportedly
fueling new MVNO deals behind the
scenes; looking for the right partners
on wholesale deals to create good
complementary businesses and
monetize the excess capacity on its
network in a smart way from a value
creation perspective. The operator’s
solutions also range from fleet
management, IoT, security, and asset
tracking management.
With the few case studies above,
we can infer that going beyond the
traditional notion of carriers’ bringing
sole connectivity to consumers has
evolved to become more vested in
enhanced enterprise services, B2B2X
business, and dynamic partner
ecosystems. Having said that, here are
some of the implied 5G monetization
strategies and business models
that CSPs are and should follow
accordingly.
FWA business model. Monetization
of wireless home broadband requires
CSPs to be able to rapidly manage
a vast number of partners to enable
touchless integration of hardware
and software services. 5G broadband
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connectivity as a replacement for
fixed connectivity is likely to be an
opportunity for CSPs to add value
to the basic service with additional
network features, paid for either by
direct customers or by the partners.
Bandwidth on-demand business
model. A BoD network allows
customization of connectivity
parameters, giving the end-user
control of network usage. Most
network providers provide this
offering to provide flexibility as well
as scalability to data centers as
well as for apps and multi-cloud
deployments.
Hybrid MVNO business model. Seen
as a pure wholesale B2B play, CSPs
could provide wholesale value-added
connectivity to MVNO customers.
MVNOs' up-to-date technical
infrastructures are equipped to provide
a range of consumer or business
offers aligned with their brands and
target market segments, which gives
CSPs access to enterprise mobility
customer segments they would not be
able to reach.
Private wireless business model.
In this model, the network operator
proposes sophisticated industry
vertical offers that can be served
in combination with their own
applications and devices. These
private networks will be realized
through a 5G slice that is configurable
using APIs, ensuring a high degree of
isolation and security which could be
a monetization factor when designing
the commercial offer.
Conclusion
CSPs must holistically define the way
they play and cater or mix between
emerging 5G business models and
use cases in the market. This will
reveal the capabilities they would
need such as the right 5G network,
commercial innovation, vertical
industry engagement, and a culture
of mass collaboration. 5G is not the
only answer for the digital economy’s
demands, but its full monetization
together with other technological
capabilities can generate more
collaboration and prospects for
everyone.
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Frédéric Schepens, CEO,
MTN GlobalConnect

MTN GlobalConnect’s
2021 Strong Performance
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MTN GlobalConnect has significantly advanced its position as a leader in Pan-African
fibre networks and platforms with strong 2021 results. On a mission to expand
African connectivity and leading the journey is CEO Frédéric Schepens, who remains
compelled and driven to create both social and economic benefits in Africa. Telecom
Review has spoken with Fred to dig deeper and capture the story behind MTN
GlobalConnect’s performance.

P

lease elaborate on
the 2021 success
MTN GlobalConnect
has achieved

For the past
four years, MTN
GlobalConnect has continued to
grow financially since its inception
and focus on further developing
its fibre network, and wholesale
mobility platforms and solutions.
The company has achieved this by
adopting a lean and mean operating
model and investing in human capital
to grow its global workforce.
What is behind this success?
MTN GlobalConnect was launched in
September 2017 as a business unit
effectively operating as a start-up in
MTN Group. Running the business

with an entrepreneurial mindset,
we hit the ground running from
day one and built up the business
by developing the wholesale fixed
capacity and wholesale mobility
operations at the same time. The
GlobalConnect team applied their
expertise identifying opportunities
to optimise, monetise, expand, grow,
and push boundaries. This led to
the digital solutions that we offer
today making us the best doorway
into Africa. With MTN’s 270+ million
subscribers underpinning our quest
and as our main anchor tenant, we
deliver high-quality digital solutions
that cater for our customer base.
Our internal customers (MTN
OpCo’s) are enabled to service their
retail consumers and enterprise
operations. Our external customers
like hyperscalers, global and local

Running the business with an
entrepreneurial mindset, we hit
the ground running from day
one and built up the business by
developing the wholesale fixed
capacity and wholesale mobility
operations at the same time
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carriers, and service providers are
empowered to increase their brand
footprint in the African continent.

Please walk us through MTN
GlobalConnect’s evolution and rapid
growth

With a keen eye for optimization, the
Y’elloConnect Mobile Hubs were launched for
signaling, voice, messaging, VAS and roaming
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By becoming an operating company
in MTN Group in 2019, MTN
GlobalConnect gained traction to
grow whilst focusing on the design
of key products and solutions for the
wholesale market. With a keen eye
for optimisation, the Y’elloConnect
Mobile Hubs were launched for
signaling, voice, messaging, VAS and
roaming.
2020 was the start of the pandemic
and a year we describe as ‘The
Resilient Team’. MTN GlobalConnect
managed to not only sustain its
figures but increase revenues and
EBITDA by 48% YoY. Developing a
very resilient attitude in the face of
the pandemic and its disruption, the
team stepped up and committed
to the industry promise, making
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actually owned) is now 100,000km,
and GlobalConnect’s total revenues
exceed US$500 million dollars.
In June 2021 at the Capital
Market Day, you announced MTN
GlobalConnect’s strategy as leading
FibreCo in Africa. What update can
you offer?
At the heart of all this growth, is our
mission to meet the explosive data
traffic growth and accelerate the
digital economy in Africa. In 2021, we
rolled out terrestrial fibre in some of
our markets including South Africa,
Nigeria, Ghana, Uganda, Kenya,
Zambia, and Zimbabwe. We have
concluded 15 new cross-border links
across Africa, and we also started
the process of separating assets in
several countries.
We continued to develop process
automatisation and implemented
a digital enablement programme
that had a direct impact on the high
customer satisfaction rates we
achieved in 2021.
Moving forward, how would you
describe the evolution of MTN
GlobalConnect?
It is actually very simple; the
company is a combination of
networks and platforms. This
approach builds up both the physical
and digital assets that are needed to
progress Africa’s digital economy.
connectivity an essential service.
With effectiveness and efficiency at
the forefront, we focused internally
and launched our BSS platform
HARAKA for fixed connectivity,
automating the internal process

and reducing the time-to-market for
service delivery.
We are proud to say we have reached
significant milestones in 2021. MTN’s
proprietary fibre network (what is

With effectiveness and efficiency at the forefront, we focused
internally and launched our BSS platform HARAKA for fixed
connectivity, automating the internal process

Our fixed capacity business will
evolve as a network-as-a-service
(NaaS). The wholesale mobility
business is developing its platforms
for signalling, voice, messaging,
VAS and roaming and will emerge
as a platform-as-a-service (PaaS)
business offering.
With the belief that everyone
deserves the benefits of a modern
connected life, the NaaS and PaaS
business model and solutions
accelerate our ability to meet Africa’s
digital growth.
Our team continues to grow, and
we are constantly looking to attract
talent and expertise driven by the
same values that inspire us on our
journey.
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EXA Infrastructure Enables Datacenter
to Datacenter
Connections Between Europe and North
America
Enet, Ireland’s largest open access telecoms network provider, has today completed
a partnership agreement with EXA Infrastructure, the largest dedicated digital
infrastructure platform connecting Europe and North America. The move will enable
new high-speed datacenter to datacenter optical network connections between
Dublin and datacenters in Europe and across the North Atlantic.
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net’s new
service, entitled
‘International
Wave’, will
utilize EXA
Infrastructure’s
backhaul network
to deliver price competitive, secure,
high-speed and transparent inter
datacenter connectivity and assure
capacity for demanding applications
now and as traffic volumes grow.
The partnership covers over 40
key priority datacenters in Europe
including Frankfurt, London,
Amsterdam, Paris, Marseilles
and Milan as well as a variety of
North American routes on the EXA
Infrastructure network, which is
now the largest dedicated digital
infrastructure platform connecting
the two continents. Importantly,
this exciting new service from Enet
facilitates the delivery of large
volumes of data for datacenter
workloads, including ultra-highdefinition video content, Internet of
Things applications and the continual
rise in the usage of cloud-based
applications.
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The new International Wave service
will utilize EXA Infrastructure’s
wavelength services to provide
10Gbps and 100Gbps circuit
capacities. These services provide
low latency and guaranteed
bandwidth as there will be no sharing
of connections.

and carriers to facilitate the
expansion of reach and capacity as
the industry works to facilitate growth
in bandwidth demand across the
globe. With advances in technology
driving flexibility and affordability,
wavelength services are now a key
part of mission critical networks.

International Wave will be a key
connectivity product for enterprises

Enet customers can get quotations
and place orders for their selected

The partnership covers over 40 key priority datacenters in Europe
including Frankfurt, London, Amsterdam, Paris, Marseilles and
Milan as well as avariety of North American routes on the EXA
Infrastructure network, which is now the largest dedicated digital
infrastructure platform connecting the two continents
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datacenter to datacenter connection
on Enet Connect, Enet’s customer
self-serve digital platform.
Enet also offers carriers a wide and
innovative range of world-class fiber
and wireless wholesale products
and services, ranging from Managed
Connectivity, Infrastructure Access,
Direct Internet Access and white label
broadband.
Ciaran Delaney, Chief Operating
Officer of EXA Infrastructure, said:
“The quality and resiliency of longhaul networks connecting datacenters
across countries and continents has
become absolutely critical as digital
workloads increase, and where and
how we work continues to evolve. Our
close collaboration with Enet allows
its Irish customer base secure access
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to the EXA high-capacity network
where they most need connectivity,
predominantly into Europe in line
with the increased growth and
bandwidth demands we are seeing in
today’s market. We are committed to
partnerships that enable customers
to access to our expansive network,
and are also committed to investing
in strategic expansions and further
optimization and enhancement of
our critical Subsea and terrestrial
infrastructure.”
“The creation of EXA, the way that
we will serve our customers and our
commitment to continual investment
in our business is all down to one
word: focus. We will have a relentless
focus on the datacenter-to-datacenter
infrastructure services we provide,
enabling our customers to provide the
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International Wave will be a key
connectivity product for enterprises
and carriers to facilitate the
expansion of reach and capacity
as the industry works to facilitate
growth in bandwidth demand
across the globe

YEAR 12-ISSUE 56

most compelling experiences to their
clients and end-users,” said Martijn
Blanken, CEO, EXA. “We are determined
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to become the undisputed leader in
the digital infrastructure industry in
the European, trans-Atlantic and North

Ciaran Delaney, Chief Operating Officer of EXA Infrastructure, said:
“The quality and resiliency of long haul networks connecting datacenters
across countries and continents has become absolutely critical as digital
workloads increase, and where and how we work continues to evolve
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American market. In order to achieve
that ambition, we will make material
investments to expand our network
footprint, in close collaboration with
our customers, to meet the evergrowing need to carry data around key
routes in the region.
“The growth in data volumes, in
combination with rapidly changing
industry dynamics as the traditional
owners and operators of digital
infrastructure assets are retreating,
calls for new players like EXA to
step up with a clear focus and the
capability as well as the capital to
execute. During the process when
EXA was created our customers
repeatedly reinforced our belief this
was the right way forward and we
are very excited to commence this
journey today,” he said.
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Börje Ekholm, president and CEO of
Ericsson

Ericsson’s Börje Ekholm:
Digital Infrastructure
Offers Fundamental
Change
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Telecom Review had the opportunity to conduct an exclusive interview with Börje
Ekholm, president and CEO of Ericsson, to discuss further Ericsson’s vision of the
future and what they consider key for progress, among other interesting insights.

E

ricsson
exhibited strong
performance in
2021. To what
do you owe this
success and how
would Ericsson
continue this path in 2022?
We did a couple of changes in 2017
where we increased our commitment
and decided to lead on technology,
thus developing the best, most cost
efficient solutions. Of course that is
contributing to the success in 2021.
And I'm convinced those two factors
will contribute to the success in 2022
as well.
5G transforms all aspects of society
today. How does this help achieve
Ericsson's new vision and purpose of
creating connections that make the
unimaginable possible?
We should think of the digital
infrastructure as a national critical
infrastructure. We often think of it as
a means allowing us to communicate.
However, I think it offers a much more
fundamental change, because it will
allow our society to digitalize.
Consumers are indeed presenting
high interest in digital. Even
governments are digitalizing. Digital
infrastructure will change the way we
work, live, and function. So we should
expect to see profound changes.
How does the company plan to
foster more conversations and
partnerships to realize its 2030
vision?
It is critical to understand that in the
new world it's not about one's self
only. Today, we're seeing technologies
becoming horizontal. The network,
for example, is a horizontal platform.
In a horizontalized world, I think
we're going to need to see more
partnerships. So it is crucial to plan
how to work in an ecosystem, how to
work with our operating customers
as partners, how to work with
universities as partners, and how

to work with other companies, even
be competitors, as partners. So, in
our opinion, the future is going to be
much more about ecosystems.
In the end of last year, we announced
our intent to acquire Vonage, which
is a new way to transform business
horizontally. What is interesting
is that we can thereby start
orchestrating the 5G APIs and really
expose them to a developer.
That is the way we think the world
is shaping and that is how we need
to interact with the Vision 2030: To
start forming those partnerships and
ecosystems that can help realize
the Vision 2030. We will only do
that by actually providing our part
of expertise before somebody else
contributes with their part in that
ecosystem.
The Middle East is one of the most
significant operating markets
of Ericsson. How does your
participation in LEAP 2022 reflect
this position?
I stress again the importance of the
ecosystem as a critical pillar for the
future. So participating at this event
is actually very important as an
initiative to form those new types of
partnerships. That is why we have
engaged here and it's one of our
major engagements. We want it to be
significant because we think that it is
going to shape an ecosystem.
Telecom is an essential and dynamic
industry. How does a global ICT
leader like Ericsson intend to
respond to the ever-changing
demands across verticals?
We are providing the horizontal
infrastructure for the world and for
5G. We believe that when we talk
about the future, connectivity is a
bit taken for granted. We give a lot
of importance to technologies - AI
for example - but we forget that all
of them depend on a connectivity
that is secure, reliable, and always

available. That is the purpose of the
5G infrastructure. So by focusing on
our position in the ecosystem, we
can actually help each vertical to
succeed.
Moving forward, how do you see
Ericsson, under your leadership,
progress further in terms of
corporate growth and customerdriven innovation?

In the end of last year, we
announced our intent to
acquire Vonage, which is
a new way to transform
business horizontally. What
is interesting is that we can
thereby start orchestrating
the 5G APIs and really
expose them to a developer
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We want to be technology leaders
in mobile infrastructure. But then
what we need to do is ensure that we
allow innovation to happen. For that,
we are interacting with universities
through our ‘Ericsson Innovation
Awards’ where we invite students
from around the world to innovate
on top of connectivity to solve some
really big problems. In addition, we
are engaging with startup companies

and innovation hubs, like here in
Riyadh, where you can allow startups,
entrepreneurs to innovate on top of
the 5G infrastructure. Plus, we are
launching different types of initiatives
around the world such as hackathons,
in a bid to leverage the infrastructure
to create new applications.
We need to expose our infrastructure
to entrepreneurs and in return,
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they are going to create the new
applications.
What is Ericsson’s main focus in the
R&D?
Our main focus is on the mobile
infrastructure and we are almost
entirely geared up. We spend a little
over $4 billion annually on R&D mainly
and we have about a quarter of our
people working in R&D today.

Today, we're seeing technologies becoming horizontal. The network, for example, is a horizontal
platform. In a horizontalized world, I think we're going to need to see more partnerships
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Sparkle Launches “IoT
Global”, Its Internet of
Things Connectivity
Service
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Sparkle, the first international service provider in Italy and among the top global
operators, launched today its new IoT Global solution. With a long-standing presence
in the region and a record in 5G roaming between Europe and the Middle East, Sparkle
chooses Dubai to present its enterprise digital solutions.

C

onnectivity plays
a key role for the
success of Internet
of Things projects
- for companies
operating
internationally,
with offices abroad or assets on the
move – ensuring transmission of data
between geographically distributed
Machine to Machine (M2M) devices
and the cloud environment that hosts
the applications. With the advent of 5G
mobile networks and of next generation
M2M SIMs, latency is even more crucial
to guarantee timely information and
precision in business processes.
Sparkle IoT Global is a managed
IoT connectivity service allowing
companies to control their assets
across multiple countries and with a
seamless user experience. The solution

is based on the use of global M2M SIMs
capable of connecting to any cellular
network, which means multinational
companies don’t have to activate any
service with local operators. In addition,
thanks to its virtualized and
cloud-native mobile network
infrastructure distributed on all
continents and roaming agreements
with more than 500 mobile operators
around the world, Sparkle offers highperformance connectivity on a global
scale with extremely low latency, making
its IoT solution particularly suitable for
applications requiring real-time control.
IoT Global enriches Sparkle’s portfolio of
enterprise digital solutions – including
also MPLS, Ethernet, managed
SD-WAN, Cloud connect and Multicloud
automation services – aimed at
connecting enterprises’ international
sites and manage communications both

within their internal premises and with
their external ecosystems.

The solution is based on the use
of global M2M SIMs capable of
connecting to any cellular network,
which means multinational
companies don’t have to activate
any service with local operators
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Verizon Boosts 5G Fixed
Wireless Access Strategy
Cradlepoint’s W1850 5G Wideband Adapter has been certified to provide C-band
spectrum connectivity across Verizon’s 5G Ultra Wideband (UWB) Network — a
significant milestone for Verizon’s 5G fixed wireless access (FWA) strategy.

F

or businesses, the
need for fiber-fast
and cellular-simple
connectivity is
expanding and driving
the need for 5G
solutions. To meet this
demand, Verizon plans to have 5G UWB
available to 175 million people by yearend 2022. With Cradlepoint’s newly
certified mid-band capable adapter
providing access to Verizon’s expanded
5G UWB, businesses can achieve fast,
agile, and secure connectivity.
“Businesses are looking for partners
that can provide fit-for-purpose
solutions that unlock the full potential
of 5G,” said Massimo Peselli, senior
vice president of global enterprise,

Verizon Business. The collaboration
unlocks the potential of cellular for
businesses and delivers Verizon’s
5G UWB to businesses of all sizes,
enabling them to take advantage of
the C-Band spectrum. “Our strategic
relationship has allowed us to deliver
enterprise-class solutions that, among
other things, enable IT organizations
to manage the entire Wireless WAN
lifecycle,” added Peselli.
With over 1 million active users
between them, Cradlepoint and
Verizon have a long-standing and
successful relationship delivering
Wireless WAN solutions to some
of the world’s largest enterprises.
Cradlepoint’s new C-band-capable
W1850 Wideband Adapter will provide

Verizon customers with the speed,
capacity, and coverage they need
to support bandwidth-intensive and
latency-sensitive use cases, such as
video, immersive and collaborative
applications.
“Cradlepoint 5G Wireless WAN
solutions have been specifically
designed to support the Verizon
5G mid-band networks and have
gone through extensive testing and
certification from Verizon,” said
Justin Blair, vice president of carrier
business development at Cradlepoint.
“Cradlepoint has in-depth experience
supporting enterprise adoption of 5G
services—whether you need low, mid,
or high band—we will have you covered
regardless of your use case.
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Windstream Partners
to Build NextGeneration Optical
Infrastructure
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T

he next-generation
optical infrastructure
is based on a
revolutionary
technology jointly
pioneered by
both Infinera and
Windstream, called Node-on-a-Blade.
This technology represents the next
evolution of ROADM-based solutions
that will provide a more advanced and
cost-effective approach to optical
networking enabling deployment
across a wider variety of network
locations. With advanced capabilities
such as a coherent optical channel
monitor and a coherent probe,
Windstream’s ICON will provide a
new level of rich optical analytics and
control.
This transformative approach to optical
network architectures will enable the
virtualization of private optical networks
and facilitate the broad deployment
of distributed compute resources,
which will be critical to maximizing
the power of 5G and cloud-based
services. In addition to enabling
seamless scalability and dynamic
network connectivity, ICON will put an
unprecedented level of control in the
hands of Windstream’s customers.

Windstream Wholesale has plans to collaborate
on an initiative to transform Windstream’s optical
network infrastructure. The modernized network
will enable Windstream to offer innovative new
connectivity services optimized to seamlessly support
the hyperscale capacity growth of its customers. As
part of Windstream’s Intelligent Converged Optical
Network (ICON) initiative, this collaboration will leverage
pioneering optical networking technologies to provide
a new level of control, visibility, and automation to
Windstream’s optical network.

“Node-on-a-Blade technology will be
a powerful tool in the evolution and
transformation of optical networks,”
said Ron Johnson, general manager,
Optical Systems and Network Solutions
Group at Infinera. “Infinera is excited
to work with Windstream to usher
in a new era of optical networking
capabilities and the services this new
architecture will enable.”
“Networks and service offerings need to
transform to provide better support for
hyperscale customers as initiatives like
distributed computing evolve,” said Art
Nichols, vice president of architecture
and technology at Windstream.
“Key technologies such as Nodeon-a-Blade and innovative partners
like Infinera will be instrumental in
enabling Windstream’s ICON vision to
better support continued edge traffic
growth and introduce a new class of
hyperscale optimized network services
that will provide unique value to our
customers.”
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PCCW Global Doubles Capacity
on PEACE Cable System
PCCW Global has completed a significant deployment on the PEACE cable system
between Marseille, Cyprus and Abu Talat. Utilizing Infinera’s ICE technology, PCCW
Global now offers network operators the ability to significantly increase capacity per
fiber pair on these critical Middle East and Mediterranean fiber routes.

N

etwork operators
are continually
expanding
cloud-based
services to
create more
connected
communities, driving the need for
subsea network upgrades globally.
PCCW Global’s capacity upgrade on
the PEACE cable system is one of a
series of upgrades planned for this
year. As the first and only open cable
system in the Mediterranean Sea,

the PEACE cable system can support
numerous service providers in the
region.
By leveraging Infinera’s ICE
technology on the GX Series Compact
Modular Platform, PCCW Global is
able to reach individual wavelength
speeds of 650Gbs resulting in more
capacity, with less hardware, and
providing up to 25 terabits per fiber
pair. The combination will enable
network operators to efficiently
provide high-capacity services

between the Middle East and the
Mediterranean region.
Haitham Zahran, Vice President of EMEA
Subsea Cable Systems, PCCW Global,
said, “The PEACE cable system is the
highest-performing open cable system
connecting Asia, Europe and Africa. By
collaborating with Infinera to upgrade
our network segment to increase fiber
capacity, we are able to offer customers
industryleading innovation that provides
the most reliability and highest capacity
fiber pair available.”
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Aqua Comms, Bulk Fiber Networks and Meta
Complete Construction of the Havhingsten
Submarine Cable System
Aqua Comms, Bulk Fiber Networks, and Meta have completed the construction of
the Havhingsten cable system. A fully funded project, the parties have contracted
with Alcatel Submarine Networks (“ASN”) to build the subsea cable, which will bring
greater connectivity in Europe and the Nordics.

T

his new route
represents true
diversity avoiding
congested paths
across the English
Channel and offers
resilient network
architecture options for enterprises,
carriers and hyperscalers whilst
delivering the lowest latency available
between Dublin and the Nordic region.
The Havhingsten cable system
showcased several key innovations
and technological milestones
throughout its design and
construction.
Havhingsten is the world’s first
aluminum conductor powered

subsea cable system. As a material,
aluminum allows for a much lower
cable conductor voltage drop,
which ultimately allows for a higher
number of fiber pairs per cable. To
achieve such innovative solutions
requires investment in technology
and close collaboration with partners
and vendors. The removal of
traditional copper raw material and
replacement with aluminum from the
manufacturing process benefits the
overall system in efficiency and cost
reduction, as copper is associated
with variable availability and higher
price. Additional benefits include,
lighter aluminum allows more cable
to be loaded onto an installation
vessel and improved resistance to
hydrogen penetration, an element

which is unfavorable to the operation
of optical fiber in ocean waters.
The end-to-end system combines
data transmission seamlessly
across both an unrepeatered subsea
segment in the Irish Sea, a terrestrial
segment in the UK and a repeatered
segment in the North Sea. Typical
systems have one or two of these
elements, but not all three.
The system utilized a new enhanced,
jet-assisted burial plough in both
the North and Irish Sea segments,
allowing the installers of the system
to bury the cable to our specific
demanding level of protection in very
challenging seabed conditions along
the route.
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Clearfield Introduces FieldSmart 96-Port PON Cabinet for Rural
Deployments
As rural broadband deployment
accelerates this year it is important that
all entities are well prepared. Clearfield
introduced its FieldSmart® 96-Port PON
Fiber Distribution Hub (FDH) cabinet, the
latest addition to the company’s line of
outside plant cabinets. With the industry’s
most complete line of cabinet options,
Clearfield® can help any operator take
fiber to any location, in any market, and
through any environment. The small size
enables service providers a more efficient
return on their investment (ROI) for rural
areas with lower population densities.
“As fiber deployments accelerate over the
next several years, the FieldSmart family
of FDH cabinets can play a pivotal role in
helping our service provider customers
make the right connections every time.”
“As our customers told us more about
their plans to leverage federal and

state funds to bridge the digital divide
and connect every American to better
broadband, the need for a smaller, more
compact PON cabinet in rural areas
became clear,” said Kevin Morgan, Chief
Marketing Officer of Clearfield. “As fiber
deployments accelerate over the next
several years, the FieldSmart family of
FDH cabinets can play a pivotal role in
helping our service provider customers
make the right connections every time.”
Designed for pole-mount deployment,
the FieldSmart 96-Port PON FDH cabinet
works with Clearfield’s Clearview® Blue
Cassettes so providers can rapidly turn up
customers using craft-friendly technology
as needed, aligning capital expenditures
with customer take-rates. The cabinet is
the smallest of the FieldSmart PON family
and offers up to 12 feeder/express ports
and a maximum of 96 distribution ports.
The 96-Port PON FDH Cabinet is available

in empty cabinet, patch and splice cabinet,
and patch-only cabinet options, allowing
providers to select the option that best fits
their deployment model.
The Clearfield FieldSmart PON FDH
cabinet family provides an interconnect
environment from the feeder fiber
network through the optical passive
splitter to the distribution fiber
network. Designed for the outside
plant environment, these cabinets
provide a single distribution point in all
environments, from rural to densely
populated urban neighborhoods. The
FDH cabinet family provides distribution
scalability from 12 to 864 ports, enabling
a network architecture that maximizes
ROI for existing subscribers and future
growth opportunities. The unique incassette splicing option can eliminate the
costs associated with additional handholes and splice cases.

TELUS Creates Smarter, More Sustainable and Efficient Cities
TELUS is partnering with Google Cloud
and NXN Digital to deliver the next
generation of sustainable, efficient,
secure, and innovative Internet of Things
(IoT) technologies that will empower
businesses, communities, and their
residents through a vast ecosystem of
people-first solutions.
This strategic alignment is combining
the strength and speed of TELUS’
leading networks with Google Cloud’s
infrastructure and data analytics, and
NXN Digital’s “smart city as a service”
platform, to enable cities and districts
of any size to improve the lives of their
citizens. From dynamic traffic signaling
that reduces congestion and emissions,
to data analytics that creates smarter,
more efficient city planning, the three
organizations are transforming the way
municipalities operate in our increasingly
digital world.
“Today, we are celebrating the one-year
anniversary of our 10-year partnership
with Google Cloud as well as our
strategic collaboration with NXN Digital
by accelerating our commitment to

Canadian cities and empowering them
with the next-generation infrastructure
and smart city technologies they need
to optimize operations, improve resident
safety, reduce costs, and create a more
sustainable, healthier future,” said Tony
Geheran, executive vice president and
chief operations officer, TELUS. “By
leveraging our strategic partnerships
along with the blazing speed, reliability,
and lower latency of our global-leading
5G network, we are creating remarkable
outcomes for Canadians.”
Combining the strength of Google Cloud
and NXN Digital’s twin technology enables
TELUS to deliver a wide range of smart
solutions through a seamless, end-to-end
experience, ensuring full interoperability
between IoT sensors, management
platform, and cloud infrastructure, all
powered by TELUS’ global-leading
connectivity.
“We are building on our strategic
alliance with TELUS to help create
more sustainable and efficient cities
by leveraging scalability, reliability, and
intelligence of our cloud,” said Amol

Phadke, managing director, telecom
industry solutions, Google Cloud. “We are
proud to partner with TELUS to provide
data intelligence, geospatial information,
and digital twin capabilities through
leading cloud and network infrastructure
allowing municipalities to make better,
more informed decisions,” said Ghazi
Atallah, CEO of NXN Digital.
TELUS smart city solutions fall within four
foundational pillars: infrastructure and
environmental sustainability, intelligent
transportation, public safety and security,
and health. These solutions are key in
building a healthier, safer, greener city.
Commenting on the initiatives and
partnerships with proven leaders, Navin
Arora, executive vice president, TELUS
and president, TELUS business solutions
said, “Our smart city solutions and awardwinning networks are transforming the
way municipalities operate, enabling
them to make impactful data-driven
decisions, save energy, improve
emergency response times and safety
in the community, or monitor traffic for
operational efficiency.”
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Verizon Brings 5G to Audi
Verizon Business and Audi of America
announced an agreement to bring
5G connectivity to the automaker’s
U.S. lineup, estimated to begin with
select models for the 2024 model year.
The collaboration brings embedded
5G Ultra Wideband connectivity into
Audi vehicles and provides the speed
and telecommunication architecture
necessary for highly personalized
and augmented mobile services,
new driver-assistance features, and
connectivity-enabled innovations for
the automated future of driving.
The embedded technology will allow
a vehicle to connect to the Verizon
5G Ultra Wideband network to enable
advanced driving features, connected
services, and blazing-fast in-car Wi-Fi
and infotainment. What 5G means for
future customers:
Passengers will be able to download or
stream entertainment at higher speeds
and with better quality than ever before

•

Vehicles will be able to receive
firmware and software upgrades
over the air – much like a mobile
phone – to help ensure in-vehicle
technology remains current and
capable

•

Infotainment and navigation
systems can be enhanced with
HD/3D mapping and video, cloudbased user profiles, and mobile
retail capabilities

“Audi drivers will be among the
first in the world to experience a
new generation of automobiles,
one in which their car is both a
5G mobile device and a vehicle,”
said Tami Erwin, CEO of Verizon
Business. “We’re proud to bring
our transformative 5G networking
expertise to a visionary partner like
Audi, whose premium automotive
engineering deserves second-tonone 5G technology to match.”

•

Cellular vehicle-to-everything (C-V2X)
technology, which Audi and Verizon
are developing for customers,
designed to allow vehicles to respond
to other vehicles and infrastructure
around them for low-latency alerts
and messages. The technology
will be crucial to development of
automated vehicles and safety
advancements, such as providing a
fuller view of vehicle environments
beyond what drivers, vehicle cameras
and radar systems can observe.

“Audi was the first automaker to
bring in-vehicle Wi-Fi to customers
as well as 4G LTE connectivity in the
2015 A3, and we will be among the
first to bring the next generation of
connectivity to our customers in the
U.S.,” said Filip Brabec, senior VP,
Product Planning, Audi of America.
“We value our partnership with
Verizon and their eagerness to push
the boundaries of what’s possible as
cars continue to become even more
connected.”

Austin Texas Gets 185 Million Dollars in New Data Centers
feet of data center space both in
Washington State and New York
State, and they are currently looking
to develop their next global data
center campus in Round Rock.

The Round Rock Transportation and
Economic Development Corporation
and the City Council approved the
agreement with Sabey Data Centers
at their respective regularly scheduled
meetings Thursday evening.
Sabey Data Centers, headquartered
in Seattle, Wash., is one of the
oldest and largest privately owned
multi-tenant data center operator/
developers in the world. The company
currently operates 2 million square

Sabey intends to demolish the old
Sears Teleserv building located at
1300 Louis Henna Blvd. and construct
two buildings. The agreement
requires Sabey to invest at least $185
million in real property improvements
and $5 million in new equipment and
business personal property as part
of the project and create 20 primary
jobs over five years.
Round Rock has recently emphasized
technology as a target industry for
economic development.
“We are excited to welcome Sabey
Data Centers to Round Rock,” said
Jordan Robinson, Interim President
and CEO of the Round Rock Chamber.
“Sabey’s newest data center campus
will continue to strengthen Round

Rock and Central Texas’ position as
a global technology and innovation
hub.”
In consideration for Sabey meeting
its obligations, which includes
demolishing the old Sears Teleserv
building by Dec. 31, 2022, economic
incentive payments (EIPs) totaling
$1 million will be issued through
the City’s Type B sales tax fund,
divided into two payments based
on when the company completes
demolition and is issued a Certificate
of Occupancy for the new facility. The
agreement is performance-based and
includes claw back provisions should
Sabey not fulfill its obligations.
The City’s economic development
program, which includes incentive
payments such as the one approved
Thursday night, has generated an
additional $494.9 million in net taxes
to be used on City of Round Rock
services and programs since its
inception over 15 years ago.

YEAR 12-ISSUE 56

FEATURE

44

DE-CIX Phoenix is Now Live
DE-CIX, the world’s leading Internet Exchange (IX) operator and home to the largest
carrier and data center neutral interconnection ecosystem on the planet, is pleased to
announce its fifth North American market, DE-CIX Phoenix, is now live. DE-CIX North
America’s multi-service interconnection platform now offers connectivity from the
Northeast, Mid-Atlantic, Midwest, and Southwestern (East and West) regions.
DE-CIX Phoenix expands the company into new markets across the United States
while enhancing gateway access between North America, South America, and Europe.
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A

s the fifth IX
platform for
DE-CIX North
America, Phoenix,
AZ is also the fifth
fastest growing
city in the U.S., is
within five hours driving time from
both Las Vegas and Los Angeles,
which are only 5 milliseconds from
Phoenix, and represents the fifth
largest data center market in the
US. DE-CIX Phoenix is directly
interconnected to DE-CIX Dallas, one
of the top 20 IX’s in North America.
DE-CIX Phoenix also offers access to
DE-CIX's IXs across the US and the
company’s globally interconnected
platforms throughout Europe and
the Middle East. The DE-CIX neutral
interconnection ecosystem spans
North America, Europe, the Middle
East, India, and Southeast Asia.
“It is DE-CIX’s belief that all major
markets need at least two large
peering exchanges for sufficient
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It is DE-CIX’s belief that all
major markets need at least
two large peering exchanges
for sufficient connectivity and
diversity, we are thrilled to
bring our platform to this very
important market,” comments
Ivo Ivanov, CEO of DE-CIX
International
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connectivity and diversity, we
are thrilled to bring our platform
to this very important market,”
comments Ivo Ivanov, CEO of DE-CIX
International. “DE-CIX Phoenix will be
a pillar in this new urban technology
center, delivering robust connectivity,
redundancy, and resiliency locally,
nationally and throughout the world.
We are passionate about bringing
data and interconnection services
closer to the users, and now DE-CIX
North America spans from east to
west, with more on the way.”
“We are thrilled to bring DE-CIX
Phoenix and our high-quality
interconnection and cloud connectivity
platform to the market. Services are
available at EdgeConneX, and Phoenix
NAP with forthcoming availability at
Iron Mountain data centers, and at
additional data centers throughout the
metro area via our network partners
including PacketFabric,” adds Ed
d’Agostino, General Manager of DE-CIX
North America.
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