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VoIP firms go after cable reseller deals

Many display home
of the future
technology

Opening of the National Cable &
Telecommunications Assn’s (NCTA) show
in New Orleans yesterday led to a flurry of
announcements from VoIP hardware
makers and service providers hoping to
lure cable firms that haven’t yet offered
VoIP.

General Bandwidth released new
software for the G6 VoIP media gateway
— able to connect calls through call
management equipment made by a wide
array of firms.

“The race is clearly on,” to offer
reliable, high quality VoIP, said Brendon
Mills, General Bandwidth CEO.

Siemens’ new HiPath 8000 real-time IP
system, is redefining the benefits of
communication over IP for large
enterprises, the firm reports.

It’s based on a hosted, web-services
communication system that can be put in a

data center and delivers carrier-class
reliability, scalability and features that
organizations with hundreds of thousands
of users expect.

The system is a significant departure
from site-oriented IP platforms with
limited and cumbersome server-farm
approaches, said Siemens.

Users can expect time and resource
savings of 30-50% using a real-time
system like the HiPath 8000, a joint study
by Siemens and Accenture projected.

VoIP costs less than traditional
telecom, too, the firm reminded.

A VoIP firm called 8x8 is showing off
its wholesale voice and video services for
home and office at the show — a
complete end-to-end system.

VeriSign’s new MSO-IP Connect
service gives cable operators and VoIP
carriers end-to-end VoIP routing — ending
the need to route IP calls over the
traditional public switched telephone
networks, it claims.

MSO here stands for multiple system
operator — a cable firm with more than
one cable system.

That system lets cable firms connect

QUOTE OF THE DAY:
I’ve read about so-called native
load protection.  From what?
Lower priced power?  I thought I
was somebody’s native load and I
didn’t ask for that kind of
protection.

Mike Miller, Shell Oil
Products, chairman of
ELCON.

ELCON has recruited as new
members Colonial Pipeline, the
Atlanta firm that moved vast
amounts of gasoline and other
products from the oil patch to the
Northeast.  Procter & Gamble,
Daimler Chrysler and Honeywell
Specialty Materials joined too.

IP calls securely and avoid paying costly
toll charges from third-party carriers, said
VeriSign.

The firm provides infrastructure for the
internet and telecom networks and was the
original registrar for internet domain names
before the field was opened for competition
and firms like GoDaddy jumped in with
much lower price offers.

Broadcom has two new products — a
software tool that radically simplifies WiFi
setup by automatically configuring security
settings, plus a module that can boost WiFi
range by up to 50%, the firm said.

Terayon Communication Systems has
innovative ways for cable firms to boost
advertising revenues and market cable to
the business world.

Cable modems often have slower
upload speeds than download — impacting
the quality of voice services but Terayon
has the only system qualified to meet the
DOCSIS 2.0 cable standard — the firm
claimed, boosting data transmission in both
directions significantly.

That extra speed allows for better
sound quality and even a second telephone
line — making the service more attractive
to commercial customers.

The service lets cable firms capture
more of the lucrative corporate market and
get a fast return on their investment, the
firm reported.

To boost ad revenues, Terayon’s
FLEXable logo overlay lets operators put
their own logos, animations and even
interactive ads into both HD and standard

What’s ahead at CenterPoint Energy?
What does CenterPoint Energy’s CEO
David McClanahan have in sight for the
company?

He wants it to be seen as America’s
leading energy delivery firm and more.

By that he means focusing on
regulated energy delivery and going after
carefully targeted growth opportunities
using core businesses, he told an AGA
financial forum.

It’s the nation’s third largest electric
and gas firm — and plans to take part in
industry consolidation, McClanahan added.

The firm now has four segments,
focused mostly on regulated energy
delivery in the US — electric T&D, gas
distribution, pipelines and gathering and
electric generation.

McClanahan wants to get out of the
generation business and plans to try to sell
CenterPoint’s 81% interest in Texas
Genco.

If that doesn’t work, he’ll look for an
alternative but is to decided by midyear.

The asset is run with maximum
earnings and cash flow in mind, using

forward sales and efficiency, said
McClanahan.  About 94% of available
2004 baseload capacity was sold and for
next year 66% has been sold.

CenterPoint expects to get a big lump
of cash — as allowed by Texas law —
for investments stranded by opening up
the retail market and will use the money
to lower debt.

They’ve asked the PUC for $3.8
billion plus $631 million in interest.  A
ruling is expected in late August.

McClanahan has three mantras.
“One company,” means removing
barriers among business units and
creating “a single, high-performance
culture.”

“Get it right” means using efficiency
to get results — reliability and customer
satisfaction, McClanahan reported.

“Grow” means focusing on domestic
energy delivery, expanding existing core
businesses, adding new energy delivery
businesses and creating joint ventures
and alliances that create shareholder
value, he said.



© Copyright 2004 GHI LLC.  Violations punishable by fines of up to $100,000 per occurrence.

Restructuring Today • Tuesday May 4 2004   2

TV programs.
It’s done completely within the digital

domain — a unique approach, said the
firm — defeating ad-skipping personal
video recorders and thus guaranteeing
advertisers that their ads will be seen by
viewers.

Scientific-Atlanta’s SciCare broadband
is now VoIP-optimized to let cable firms
easily offer VoIP to their customers.

The VoIP market is competitive
making speed-to-market critical for cable
firms, said Scientific-Atlanta.

Demand for VoIP has strained the
human resources with VoIP know-how, the
company added, so it’s ready to help cable
firms at every stage in planning, setting up,

running and marketing VoIP services.
Net2Phone and Level 3

Communications are joining forces to
offer end-to-end telephony solutions to
cable operators.

Net2Phone is to add Level 3’s new
(3)VoIP Enhanced Local residential phone
service to its cable telephone products.

Outsourcing to Net2Phone lets cable
firms minimize upfront costs and get to
market faster, it said, adding that it’s been
doing retail VoIP for nine years and has
over half a million users worldwide.

(3)VoIP is available in over 50 US
markets and lets cable firms choose and
manage the features and modules they
want to offer their subscribers, Level 3

PJM, MISO grow as new units are added
PJM began managing electricity flow over
Commonwealth Edison’s 5,000 miles of
transmission lines as the FERC-approved
integration went into effect.

Next door, two Ameren firms began
taking grid service from the Midwest ISO
through GridAmerica, the nation’s first
multi-system independent transmission
firm — or transco.

GridAmerica is owned by National
Grid USA.

ComEd’s integration boosted PJM’s
grid by 20%, to 25,000 miles of wire.

PJM now serves nearly 35 million
consumers in eight states and Washington,
DC, with a peak load of about 87,000 mw

and about 106,000 mw of generating
capacity.

In approving the go-ahead after two-
plus years of preparation by the parties,
FERC cited several benefits.

Customers would benefit through
more effective competition in regional
wholesale power markets, assurance of
non-discriminatory service on the grid and
improved reliability (RT, 4/29).

The merger and PJM’s coordination
with the Midwest ISO add reliable delivery
of power and competitive wholesale
power markets, said PJM CEO Phillip
Harris.

Merging the two Ameren subsidiaries,

FERC isn’t sitting around waiting for complaints
While traditional FERC enforcement
actions were complaint-driven,
enforcement now is proactive, market
monitoring chief William Hederman
noted, starting out with audits.

William Hederman runs the show as
director of the Office of Market
Oversight & Investigations (OMOI).

He encouraged the Energy Bar Assn
to get their clients to do their own
internal audits to find out the status of
compliance with FERC rules.

Commissioner Nora Brownell is
leading efforts to arrange a meeting of
chief compliance officers to work on
best practices, he added.

OMOI is working to help boost the
integrity of today’s markets and to help
consumers regain confidence in this
integrity, he noted.

Hederman uses market monitoring
and OMOI’s abilities are expressly set
out in tariffs.

He expects troubles this summer if
the weather kicks up but it’s important
for the nation to know that faults stem
from workings of markets, not from
manipulation, he underscored.

Only about 8% of the futures trading

volume overseen by the CFTC is energy-
related, the commission’s market
oversight director, Michael Gorham,
reported.

When investigators find a problem,
Gorham reported, “talkdowns” with the
responsible party usually suffice, he said.

If not, a warning letter is sent and
beyond that sanctions up to and including
shutting down a market are available.

Monitors intervened in four cases
last year, Gorham added.

A major difference between FERC’s
approach and the CFTC’s, said Gorham,
is that his agency doesn’t report a probe
is underway and doesn’t write up a
report afterwards.

ISO New England’s market monitors
are expected to have “intimate
familiarity” with those markets —
including structure, players, rules and
data — and have explicit authority to
intervene in them in some circumstances,
Director Robert Ethier told the group.

In other cases problems can be
passed on to FERC, the Justice Dept or
elsewhere as appropriate.

These actions help boost market
efficiency and these markets are so large

— $5-7 billion annually — that even
modest improvements can have
significant economic payoffs, Ethier
added.

The greatest insight into how a
market is working is available when that
market is stressed, said Ethier.

When not stressed, he added, even a
mediocre market works well about “99%
of the time.”

Answering a question about how
problems come to his attention, FERC’s
Hederman said anomalies such as large
changes — up or down — in cost will
trigger an assessment.

FERC tends not to use the word
investigation “because it comes with
baggage.”

Other red flags?
Patterns that don’t seem to make

sense or movement in one direction
when fundamentals suggest an opposite
tack, Hederman said.

OMOI gets formal and informal
heads-ups on possible abuses of market
integrity, Hederman said, and widely
publicizes the hotline phone number for
reporting them (1-888-889-8030).

Gorham stressed that tips are critical.

Union Electric and Central Illinois Public
Service, will create a more continuous
grid system by boosting links to MISO’s
east and west operations and throughout
the Midwest, said MISO CEO James
Torgerson.

The GridAmerica footprint with
Ameren, adds to MISO’s operations
28,000 mw of generation capacity, 27,000
mw of load and 14,000 miles of wire
across five states.

MISO is responsible for over 104,500
mw of peak load and 110,000 mw of
generation over 96,000 miles of high-
voltage lines in 15 states and one Canadian
province.

said yesterday.
Features?
Access to the public’s switched

telephone network (standard telecom), local
phone numbers, operator assistance,
directory listings and assistance, enhanced
911 emergency services and local number
portability.  IPN Communications
(DataLogic) plans to start selling a VoIP
telephone adapter — a portable compact
network device letting users make and
receive VoIP calls using standard
telephones.  Consumers can use it with
IPN’s low cost VoIP service without saying
goodbye to their phone — useful for folks
who dropped $100+ for a cordless
expandable home telephone network.

http://www.newslettersonline.com/user/user.fas/nlo=1/fp=2?T=open%5Fissue%2C72728%2CY&P=issue
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Little progress in
Massachusetts

shopping
Massachusetts power shopping
hasn’t budged since the end of
last year with 3.4% of
customers shopping and
marketers serving 23.4% of the
load — down a full percentage
point since last year.

Large C&I shopping — the
most active segment of the
market remained at a third
shopping in the first quarter
while load served by marketers
eroded a tad to 48% from almost
52%.

Shopping declined or
remained steady at all utilities.

Customers on SOS declined
as non-shopping customers
moved to the cheaper (at most
utilities) market-based default
service.

See table on page 4.

Marketers seek end to wet signature in Maryland
Requiring a signature — a leading device
to discourage shopping and marketing —
needs to end, NEMA urged the Maryland
PSC.

The rules there call for a signature on
contracts sold via telemarketing.

Third-party verification or tape
recordings would work better, NEMA
wrote the PSC.

“Marketers are seriously examining
entry into the Maryland market,” NEMA
said, as SOS rates rise to meet competitive
supplier bids.

But marketers “should be permitted
cost-effective and reasonable means of
enrolling new customers.”

Wet signature rules say customers
have to sign a piece of paper after they
agree to an energy contract by phone.

That adds to costs and ends up
squeezing out some of the savings in
marketers’ offers.

With the PSC’s OK, competitive
suppliers could publish their offers in
media ads, in mailings or on their
websites.

Proposed PSC rules allow third-party
verification or tape recording of the
telesales call but make them tape the
whole conversation and archive it for the
length of the contract.

That’s “unduly burdensome,” NEMA
believes since the systems to do that cost
$300,000 and running them costs
$11,000/day — creating another barrier to
market entry.

More streamlining would help, NEMA
added, such as requiring only a single
notice of cancellation rather than two — a
move supported by the PSC staff.

Maryland’s allocating partial payments
pro rata between the utility and marketers
should be changed so the consumables part
of the bill — the power or gas — is paid
first and non-consumables is paid later.

That would show “that the utility
pipes and wires are assets that can still be
called into use despite a customer’s
nonpayment,” NEMA said, while energy
used by customers and not paid for can’t
be recovered.

New York and Massachusetts
regulators took a more marketer-benign
approach to pro-rationing and Maryland
should follow suit, NEMA urged.

Massachusetts regulators found that
no one uses a “hierarchy of payment that
exalts distribution service over
generation.”

It doesn’t benefit or protect
consumers to give utilities first call on
payment money, the association wrote.

New digital services are soaring across America
Digital services such as VoIP are
“rocketing” the cable industry, Robert
Sachs, CEO of the National Cable &
Telecommunications Assn (NCTA) told
the New Orleans convention.

Over 30% of basic cable homes
have digital cable, he reported, HDTV is
in 99% of the top 100 markets and over
60 million homes are passed by cable
systems with video-on-demand (VOD).

More than 20% of cable homes use
cable modems and broadband growth is
robust, said Sachs.

More than 2.5 million consumers get
digital phone service from their cable
firm, led by industry pioneer Cox
Communications, he added, and leading
cable firms have launched or announced
plans to launch VoIP.

But, “we can’t take future
success for granted,” because
“every business we’re in or
entering is highly competitive
and growing more so.”

Nearly one out of four multi-channel
video households is served by a non-
cable provider, Sachs quoted from FCC
numbers.

“DirecTV and Dish Network are
formidable competitors, together
serving more than 21 million

subscribers.”
Incumbent telephone firms still serve

more than 87% of the local phone
market, he added, and are aggressively
marketing DSL.

Residential DSL subscribers topped
6.5 million at the end of last year — up
50% from the year before, Sachs
reported.

And the FCC authorized electric
utility firms to offer broadband over
power lines, he added.

“American consumers have never
enjoyed a wider choice of
telecommunications and multichannel
video providers.

“As we experienced from 1992 to
1996, government regulation can have a
stifling effect on the capital markets and
on our ability to create new
programming and services,” he warned.

An October 2003 GAO report found
that a la carte pricing could limit choice
and boost prices for consumers, Sachs
said.

Fortunately, many in Congress see
that consumers have real competitive
choices for multichannel video “and
understand the dangers and pitfalls of
government regulation,” he added.

FCC’s proceedings on cable
modems and VoIP have Sachs optimistic
that the commission will let regulatory

freedom develop the new broadband
services.

“But given this freedom, we must
accept our responsibility to support
important societal objectives including
the Universal Service Fund, public
safety and emergency communications
and access for the physically
challenged,” he urged.

Distinguished guests at this years
show are US Secretary of Education
Rodney Paige, Senate Appropriations
Chairman Ted Stevens, House Judiciary
Chairman Jim Sensenbrenner and FCC
Chairman Michael Powell, plus members
of Congress, executive branch officials,
FCC Commissioners and state and local
regulators.

Anywhere in North
America — really

anywhere?
Satellite broadband firm StarBand and
WiFi firm NomadISP (LinOra Corp) got
together to launch Anywhere Hotspot,
the firms said yesterday, offering WiFi
anywhere in North America.

Owners of remote, heavily populated
places such as campgrounds, RV Parks,
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marinas, convention centers, hotels,
libraries, airports and train stations can
offer wireless broadband to visitors.  The
team has deals in place with
campgrounds across the country and
response has been “overwhelmingly
positive.”

Guests had asked about the service
and Mike Leo of Misty Mountain
Campgrounds, in Greenwood, Va, felt a
competitive need to offer the service.

Site owners pay from $1,795 to
$1,995 for the hardware and $149.99/
month for the service.

Two end-users/day should cover the
monthly fee, noted the team.

StarBand’s dealer network is to
distribute the systems.

FERC’s upstream gasline capacity rule irks Wise
FERC does not want the Georgia PSC to
adopt a plan providing for the permanent
assignment of Atlanta Gas Light’s
interstate gas pipeline capacity to
certificated gas marketers, terming such a
setup unduly discriminatory (RP04-92).

But Georgia Commissioner Stan Wise
has written FERC that that view doesn’t
take into account a unique feature of the
state’s restructured gas market.

Wise this year is president of NARUC.
Atlanta Gas Light doesn’t serve any

retail customers but makes capacity
available to gas marketers who do the
merchant function.

AGL releases up-stream capacity
through prearranged deals to marketers.

These parties in turn provide service to the
firm customers and release unused
capacity to the highest bidder or through
prearranged deals.

AGL is not the typical releasing
shipper and doesn’t fulfill a merchant
function, Wise underscored.

Under Georgia’s system, it provides
gas transportation on its intrastate system
and is the contract holder on the interstate
system.

The capacity it releases isn’t unused
but is picked up by marketers to serve
their firm customers.

So if FERC blocks the arrangement,
Wise warned, firm customers within the
state might be cut off from gas supply.

SOS Customers  Default Customers Shoppers     Shopped
Number kwh/month Number kwh/month Number kwh/month Shopper % kwh %

By customer class
Residential, not low income 1,282,912 881,372,218 706,969 391,444,412 58,273 33,542,870 2.8% 2.6%
Residential, low income 128,319 74,519,221 30,128 16,527,105 1,074 737,862 0.7% 0.8%
Residential, time-of-use 349 2,094,714 47 118,656 4 14,743 1.0% 0.7%
Small C&I 136,584 202,383,164 100,150 121,698,964 18,283 39,473,490 7.2% 10.9%
Medium C&I 26,328 321,351,803 15,682 160,757,733 5,209 102,258,968 11.0% 17.5%
Large C&I 2,834 516,325,839 1,800 279,682,760 2,164 730,757,808 31.8% 47.9%
Farms 545 1,405,199 60 250,504 1 708 0.2% 0.0%
Street Lights 12,210 19,477,795 2,658 4,320,190 1201 7,149,974 7.5% 23.1%

Total Sales 1,590,081 2,018,929,954 857,494 974,911,325 86,209 913,936,423 3.4% 23.4%

By utility
Boston Edison 389,454 555,721,611 273,378 377,008,325 7,961 284,155,067 1.2% 23.4%
Cambridge Electric 18,142 69,159,439 23,198 36,819,080 321 22,317,900 0.8% 17.4%
Commonwealth Electric 224,949 185,984,636 80,851 69,146,323 56,307 75,904,071 15.5% 22.9%
Fitchburg Gas & Electric 15,387 18,407,371 12,215 17,488,737 42 8,866,759 0.2% 19.8%
Massachusetts Electric 795,677 941,583,486 402,007 400,982,836 19,240 461,155,429 1.6% 25.6%
Nantucket 6,993 6,288,541 4,556 3,879,134 8 414,295 0.1% 3.9%
Western Mass Elec 139,479 241,784,870 61,289 69,586,890 2,330 61,122,902 1.1% 16.4%

Source: Massachusetts Divison of Energy Resources

Massachusetts Power Shopping — April 2004

Satellite broadband goes after boats, campgrounds
Wheat Wireless Services is using VOIP to
drastically cut the cost of satellite
telephone calls from boats, the firm said
Wednesday.

It sells wireless broadband for
maritime users via satellite, coastal
wireless and marina-based wireless.

The satellite-VOIP can be used
virtually anywhere in the world and the
firm plans to charge around 50¢/minute.

Seem high?
Wheat compares it with $2/minute up

to $8/minute for standard satellite calls.
The firm started its satellite

broadband last year — an alternative to
services offering dial-up speeds, the firm
reported.  With VOIP the firm is again

changing the communications landscape
of the maritime industry, it added, with
unlimited, reliable and affordable access
to voice, video and data while at sea.

The equipment isn’t cheap.
For TeleSea Gold — the satellite

version — the equipment is $6,000 for
broadband with VOIP and $5,000 without
— installed.

For the coastal wireless broadband
— TeleSea Blue — customers pay $1,000
for the equipment.

Non-commercial Gold can pay a flat
$99.95/month.  The firm’s coastal
broadband is the first land-based wireless
high-speed internet aimed at users up to
30 miles offshore.

Abbreviations:  To see a glossary of
RT’s abbreviations, go to
www.restructuringtoday.com/
glossary.html. 
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What are the most effective models in transitioning
from monopoly to competitive markets?

What can be learned by comparing and contrasting
models used by the various states?

Default provider service and provider of last resort have emerged as key issues in the
success or failure of retail restructuring plans.

States and provinces have adopted a diverse set of policies on these critical issues
with little consensus or analysis of the different models.

The Center for the Advancement of Energy Markets (CAEM) -- with participation of
about 50 organizations roughly evenly split between corporate and public sector
groups -- has been examining these issues, and has prepared a draft report, in which it
is seeking additional industry comment.

Restructuring Today and CAEM teamed up to cosponsor Default
Provider:  Examining Recommendations & Implications of CAEM Study -- Live
Interactive Audio Conference.

Join us on May 11th from noon to 1:30 pm Eastern to learn first hand about suggested
recommendations.

You'll be able to questions thought leaders from a state commission, a utility, and an
energy services provider.

IMPORTANT DETAILS

• No one has to fly anywhere or spend
big bucks on hotels.

• Any number of listeners at one
location can listen to the call via one
line and a speakerphone (but
connecting other phones is prohibited
without added registration).  Gather 5
people around a speakerphone and
that’s only $38/person.

• More than two lines?  As an added
bonus, discounted prices are available
for additional lines going to other
locations in your organization (call 1-
800-486-8201 for details).

• Can’t make it on May 11?  A digital
replay will be available (one time use
only) for one week following the event.

•   Handouts:  Participants will get an
executive summary draft of the study
before the audio conference, a full
transcript in the week following and the
final report when it becomes available.

At this live interactive audio
conference, you'll hear from
and be able to question ...

• Michael Swider, manager of regulatory affairs
and government relations, Strategic Energy

• Calvin Timmerman, director of rate research
and economics division and chief economist,
Maryland Public Service Commission

• Wayne Harbaugh, manager of electric pricing
and supplier services, Baltimore Gas & Electric

• Ken Malloy, founder and chief executive
officer, CAEM

And you'll learn ...

• Who is doing what, where and why

• Major similarities and differences of the various
models

• Benefits, risks and costs of the models

• Incentives used to have customers choose a
competitive supplier

• How various models deal with low-income
customers, or those with poor credit and distinguish
between the two, and much, much more
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