Fiber Bridge Communications, Inc.
Broadband Over Powerline:
Unlocking the Value in Utility Assets

Overview
• Demand for broadband.
• Penetration < 18%, mostly 0.5-1.5 mbps.
• 61% cable.
• 39% DSL.

• 8% growth rate during 3Q2003.
• 24 million broadband US customers.

• Powerline Communications Technology.
• Improvements allow data rate of 40mbps.
• Delivers last-mile broadband.
• Uses power company infrastructure.

• Fiber Bridge is helping utilities exploit
PLC.
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Which Solution Is Right?
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Broadband Applications
•
•
•
•
•
•
•
•
•
•
•
•
•
•

Community web sites
Data storage
Distance Learning
Electronic marketplaces for local goods and services
File transfer
High speed data
Home energy management
Home networking/Home security
Intranet / VPN
Smart appliance monitoring
Tele-medicine
Video conferencing and video distribution
Voice-over-IP (VOIP)
Web based government services
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Utility Applications Supported By BPL
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•

Automatic meter reading
Capacitor control
Copper wire system replacement
Demand prediction
Detection & diagnosis of events at
capacitors and regulators
Distribution transformer overload
analysis
Line testing
Microwave system replacement
Outage localization and fault
characterization
Phase loss detection
Power quality monitoring
Safety check for isolated circuits
SCADA delivery
Substation monitoring
URD outage diagnosis

Homeland Security Application
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Advantages of AMR
•
•
•
•
•
•
•
•
•
•

System reliability
Load management and control
Dynamic and real time pricing
Demand response
Load balancing and forecasting
More accurate customer billing, less customer contact, faster
resolution
Tamper detection
Forecasting supply needs
Conservation
Demand side management and incentives
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Customer Benefits of AMR
•
•
•
•
•
•
•
•

System Reliability
Accurate timely consumption information
Facilitates customer choice
Conservation tool
Better information for customer choices
Improved customer service
Reduced emissions
Conservation incentives

8

AMR Cost Benefit
• Operational savings typically cover a third
to half the cost of an AMR system.
• BPL consumer/business revenues can
make up the difference.
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Power Companies Challenges
• Multiple technologies available
• Incompatibility issues
• Each solution has strengths and weaknesses
• Medium voltage vs. low voltage solutions

• Supply chain supports manufacturers
• Tied consultants are not independent

• Marketing strategy development
• Local power distribution is a monopoly
• Broadband is discretionary, needs different marketing

• Broadband is not core to the power company
• Internet Service Provision
• Competitive telecommunications marketplace
• Higher customer support load
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Power Companies Issues
•
•
•
•
•
•
•
•
•
•

Is PLC right for us ?
Which technology ?
Which solution provider ?
What is the business case ?
Are there regulatory issues?
How to minimize project risk ?
How to get to market quickly ?
What is the structure of the new organization?
What do we do with all that information?
How to ensure separation from existing business ?
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Fiber Bridge Value Proposition
•
•
•
•
•
•
•
•

Speed to market.
Experienced team.
Skilled in complementary telecom market areas.
Informed unbiased decision-making support.
Lower cost to enter market.
Go/No-Go phased decision analysis.
FB ability to partner (share the economic risk).
FB can provide broadband sales and marketing skills.
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Fiber Bridge Role
• Consulting
• Independent of chipset
manufacturers
• Independent of equipment
manufacturers
• Unbiased analysis
• Network design

• We stay with you as a partner
long-term
• Joint venture in broadband
service provision
• Broadband sales & marketing
support
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Approach to PLC
• Phase 1 – Feasibility Study
• Phase 2 – Network and product
development
• Phase 3 – Installation & Operation
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Phase 1 – Feasibility Study
•
•
•
•
•
•
•
•
•
•

Power grid characterization and technical feasibility of offering.
Market definition.
Technology, service offering, and market dynamics and trends.
Market size, segmentation and forecast.
Competitive analysis - Cable modem, xDSL, satellite, and Wi-Fi.
User requirements - special focus on unmet needs and opportunities.
Applicable UTILITY applications.
Incremental cost/benefit analysis of applicable UTILITY applications.
BPLN technology requirements, and competitive differentiation.
Define a probable UTILITY service line and roadmap.
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Phase 1 – Feasibility Study, cont'
• Telecom backhaul, Internet Service Provider, and thirdparty application software and support.
• Marketing and sales requirements.
• Channels of distribution.
• Customer service and support.
• Critical success factors for a new entry.
• Identification of local regulatory issues.
• Risks and barriers for a new entry.
• Costs of entry.
• Assessment of Utility's ability to successfully enter &
compete.
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Phase 2 – Network & Product Development
• Design a detailed BPLN, including
backhaul and third-party service
integration
• Develop a strategy for the Utility's
BPLN product line
• Establish a detailed BPLN product
plan, including schedule, cost, and
service specifications
• Establish sales, marketing,
support, operations, and
administrative infrastructures
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Phase 2 – Network & Product Development
• Determine the necessary
relationships with third parties
• Set up an organization plan
• Layout a detailed project
schedule and timeline
• Identify and prepare to monitor
risks and obstacles to success
• Prepare detailed financial
projections
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Phase 3 – Installation & Operation
•
•
•
•

Financing.
Network Implementation.
Network Operations.
Business development.
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Fiber Bridge Background
• Telecoms consulting since 1998
• Extensive telecoms experience
• Recent work – European utility company
• Feasibility Study & market profiling
• Network design & PLC market analysis
• Backhaul network design

• Recent work – Aerospace company
• Hybrid network solution development
• Business case development
• Identifying new market opportunities
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Next Steps
• Questions ?
• Phase 1
• Proposal
• Agreement

• Timeline
• Report 3 months from agreement
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BIOGRAPHIES
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Fiber Bridge Leadership
JAMES VALLE.
James Valle is founder and chief executive officer of Fiber Bridge Communications, Inc. He has accumulated over 20
years senior executive level experience in telecommunications, energy, Internet Service, aerospace, and other service
industries.
.
Telecommunications strategy responsibilities include advising a $55 billion sales aerospace company on entry into the
telecommunications market using a "Hybrid Network" solution marrying the benefits of satellite and fiber-optic systems to
meet the communication needs of high-bandwidth markets. Responsibilities included the development of the global
network, the development of the Hybrid Network business opportunity, and the identification and development of new
market opportunities in the telecommunications and broadband communications marketplace.
.
Mr. Valle led an engagement with a government-owned power utility of a small country in Western Europe. He was
engaged to provide services to this utility concerning their potential entry into the telecommunications market. This work
included feasibility study efforts, market characterization, design of both an in-country, domestic network as well as an
international backhaul network using IP, ISPs, dark fiber, managed bandwidth, various carriers and co-location space.
More importantly, the country’s network design effort included an analysis of the PLC market, including technologies
available, manufacturers, solution providers, chipset providers and other players. As a result of this effort, the utility is
currently evaluating PLC.
.
Capital raising activities include co-management of a multi-billion dollar equity and debt raise for a proposed global fiber
optic network. Responsibilities included creation and delivery of investment presentations and negotiation of transactions
with Wall Street, international, and Fortune 50 investors. Other multi-million dollar transactions include capital raising as
founding Chief Financial Officer (“CFO”) of the U.S.A.’s largest privately held Internet Service Provider and private
placement funding as CFO of a publicly traded Internet appliance/telecommunications company.
James Valle is a KPMG trained, California Certified Public Accountant with an active license. He holds an
undergraduate degree in Business Administration with an emphasis in accounting from the University of San Diego and
an MBA from the University of California at Los Angeles.
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Fiber Bridge Leadership
DAVID MARTIN.
David Martin has 30 years experience in the international telecommunications industry, primarily in the business
development, marketing, sales, network planning and program management areas. He has worked as both a senior
executive and as a consultant for large corporations, such as GE, GTE, RCA, Nynex and Pacific Telecom as well as
several start-ups, and has extensive experience in preparing business plans, negotiating contracts, participating in due
diligence reviews and raising funds for start up companies.
His telecom experience covers satellite communications as well as terrestrial/underwater fiber optic cables. In satellites, he
was a satellite systems engineer; program managed the provision/installation of international satellite earth stations in
Brazil, Venezuela, Mali and Upper Volta; prepared business plans for RCA Americom and its fleet of 5 domestic US
satellites; and for two years helped GE Americom develop high speed data and internet applications for its 12 satellite fleet.
Mr. Martin also has over 12 years experience developing undersea fiber optic cable systems. He was a senior executive
planning and building the NPC cable from the US to Japan, which was a joint venture of Pacific Telecom (USA), Cable &
Wireless (UK) and IDC (Japan). He consulted for Nynex during the initial 2 ½ years of planning and development of its UK
to Japan FLAG cable system, negotiating landing agreements, permits and licenses with foreign governments and
organizations. He was the senior business development, marketing and sales executive on two global undersea fiber optic
network start-ups: the FLAG cable system and the 1Cybernetwork cable system. Finally, he was the North American Rep.
the planned PolarNet cable, sponsored by Russian partners.
.
In 2003 Mr. Martin provided strategic guidance and network development for a government-owned power utility of a small
Western European country for its planned entry into the telecom market. He did feasibility studies, market characterization,
domestic and international network design using IP, ISPs, dark fiber, managed bandwidth, various carriers and co-location
space. Importantly, the network design effort included an analysis of the Power Line Communications (PLC) market,
including technologies available, manufacturers, solution providers, chipset providers and other players.
.
Mr. Martin has an BS-engineering from West Point and an MBA from Harvard Business School.
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Fiber Bridge Leadership
JANA SPRUCE
Jana is an accomplished executive with more than 15 years of management, engineering and consulting experience.
She is a skilled leader and creative problem solver with outstanding communication abilities. She is particularly effective
at working across complex functional lines within organizations to developing strategies for new products. She has
managed projects including development of wireless communications technology, streamlining business processes and
aerospace development.
Most recently Jana was a leader in Eclipse Aviation’s $300 million business jet aircraft development effort in
Albuquerque, NM, where she served as Program Manager. Her responsibilities at Eclipse included the establishment
and management of program goals, both technical and business as well as financial management. Jana also lead multifunctional project teams including manufacturing, information technology, engineering and design.
Prior to joining Eclipse, Jana spent seven years with Boeing Satellite Systems in El Segundo, California. During her last
two years with Boeing, Jana was an “intrapreneur”. As a Marketing Manager there, she helped develop opportunities for
the company to spinout new ventures. This included the development and implementation of strategic marketing plans
for technology commercialization based on Boeing’s R&D performed for the U.S. Government. She also led customer
development and pre-sales efforts.
During Jana’s first five years at Boeing, she was a System Engineer directly involved in the conceptualization and
proposal development of new communications satellite projects. She also worked across department lines to streamline
company management processes, standardize procedures and align company practices with government compliance
policies, all of which reduced costs and increased customer satisfaction.
Jana also spent seven years as an Analyst with the Naval Air Warfare Center, China Lake, California, where she
assessed long term funding trends for R&D and assisted with technical analysis of R&D projects, including ramjet
engines and missile aerodynamics.
Jana holds a B.S. in Aerospace Engineering from California Polytechnic State University, San Luis Obispo and an MBA
from UCLA.
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Fiber Bridge Leadership
RICHARD NUTTALL.
.
Richard Nuttall has 15 years experience in the networks/telecommunications industry. He has worked within several
start-ups, and has a track record in developing and introducing innovative products and services to new markets.
.
Richard spent 5 years in leading edge software development, including work on expert systems, building systems
automation and X Windows.
.
He was founder and CEO of Invisible Networks, a company building community broadband networks. The pilot projects
are operational near Cambridge, UK, delivering broadband to areas of the country that ADSL and cable cannot reach.
.
Richard co-founded PIPEX (The Public IP Exchange) company in 1991. As General Manager he built the company into
a successful 52-person operation, making it the first commercial Internet Service Provider in the UK with more than a
50% market share.
.
In a business development role within the larger Unipalm Group Richard developed the first electronic commerce project
in the UK, which allows merchants to authorise and process credit card transactions over the Internet in real time.
.
In 1994, Richard co-founded the London Internet Exchange (LINX), a not-for-profit organisation which is the largest
neutral interconnect in Europe, for a group of more than 100 Internet Service Providers. Until January 2000, Richard was
Company Secretary and Treasurer of LINX.
.
In 1997 Richard founded Flute Limited, now part of Interoute, to install submarine fibre optic networks. Flute was the first
company to sell dark fibre on its network, and achieved the 1000km, £40m project with just 9 staff.
.
Richard has a BSc in Computing and Information Systems from Manchester University.
.
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