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The Cat’s Out of the Bag
As if Ike wasn’t bad enough, now we have Nancy!

MICHAEL BURR / Editor in Chief 

● Ando hecksha mel no cheltic
tehlon und warum. Estho wilkom-
men in terd nirvand Janco mel-
strom. Clicksha grang turnip relafit
un I replasiert youre kran a jello.
Blish antren yetz grobben un gritz.
Hower yer chillen. Re zey mow ne
colledg. More nonsense kommt
wiss ze tustkey. Greek tipe bist kray
ze went en la meni too met. kow I
replete ze lorder went very mucho
gusto. Ando hecksha mel no
cheltic tehlon und warum. Estho
wilkommen in terd nirvand Janco.

DUIS AUTEM VEL EUM IRIURE 
Lorem ipsum dolor sit amet,

consectetuer adipiscing elit, sed
diam nonummy nibh euismod tin-
cidunt ut laoreet dolore
magna aliquam erat
volutpat. Ut wisi enim ad
minim veniam, quis nos-
trud exerci tation ullam-
corper suscipit lobortis
nisl ut aliquip ex ea com-
modo consequat. Duis
autem vel eum iriure
dolor in hendrerit in
vulputate velit esse molestie conse-
quat, vel illum dolore eu feugiat
nulla facilisis at vero eros et
accumsan et iusto odio dignissim
qui blandit praesent luptatum zzril
delenit augue duis dolore te feugait
nulla facilisi. Lorem ipsum dolor
sit amet, consectetuer adipiscing
elit, sed diam nonummy nibh euis-
mod tincidunt ut laoreet dolore
magna aliquam erat volutpat. Ut
wisi enim ad minim veniam, quis
nostrud exerci tation ullamcorper
suscipit lobortis nisl ut aliquip ex
ea commodo consequat.

Hendrerit in vulputate velit
esse molestie consequat, vel illum
dolore eu feugiat nulla facilisis at
vero eros et accumsan et iusto odio
dignissim qui blandit praesent lup-
tatum zzril delenit augue duis
dolore te feugait nulla facilisi. Nam
liber tempor cum soluta nobis

eleifend option congue nihil
imperdiet doming id quod mazim
placerat facer possim assum.

Lorem ipsum dolor sit amet,
consectetuer adipiscing elit, sed
diam nonummy nibh euismod tin-
cidunt ut laoreet dolore magna ali-
quam erat volutpat. Ut wisi enim
ad minim veniam, quis nostrud
exerci tation ullamcorper suscipit
lobortis nisl ut aliquip ex ea com-
modo consequat. Duis autem vel
eum iriure dolor in hendrerit in
vulputate velit esse molestie conse-
quat, vel illum dolore eu feugiat
nulla facilisis at vero eros et
accumsan et iusto odio dignissim
qui blandit praesent luptatum zzril
delenit augue duis dolore te feugait
nulla facilisi. Lorem ipsum dolor
sit amet, consectetuer adipiscing

elit, sed diam nonummy nibh euis-
mod tincidunt ut laoreet dolore
magna aliquam erat volutpat.

ODIO DIGNISSIM QUI
Ut wisi enim ad minim veni-

am, quis nostrud exerci tation
ullamcorper suscipit lobortis nisl
ut aliquip ex ea commodo conse-
quat. Ando hecksha mel no cheltic
tehlon und warum. Estho wilkom-
men in terd nirvand Janco mel-
strom. Clicksha grang turnip relafit
un I replasiert youre kran a jello.
Blish antren yetz grobben un gritz.
Hower yer chillen. Re zey mow ne
colledg. More nonsense kommt
wiss ze tustkey. Greek tipe bist kray
ze went en la meni too met. kow I
replete ze lorder went very mucho
gusto. Ando hecksha mel no
cheltic tehlon und warum. Estho
wilkommen in terd nirvand Janco.

Lorem ipsum dolor sit amet,
consectetuer adipiscing elit, sed
diam nonummy nibh euismod tin-
cidunt ut laoreet dolore magna ali-
quam erat volutpat. Ut wisi enim
ad minim veniam, quis nostrud
exerci tation ullamcorper suscipit
lobortis nisl ut aliquip ex ea com-
modo consequat. Duis autem vel
eum iriure dolor in hendrerit in
vulputate velit esse molestie conse-
quat, vel illum dolore eu feugiat
nulla facilisis at vero eros et
accumsan et iusto odio dignissim
qui blandit praesent luptatum zzril
delenit augue duis 

Ut wisi enim ad minim veni-
am, quis nostrud exerci tation
ullamcorper suscipit lobortis nisl
ut aliquip ex ea commodo conse-
quat. Ando hecksha mel no cheltic

tehlon und warum. Estho
wilkommen in terd nir-
vand Janco melstrom.
Clicksha grang turnip
relafit un I replasiert
youre kran a jello. Blish
antren yetz grobben un
gritz. Hower yer chillen.
Re zey mow ne colledg.
More nonsense kommt

wiss ze tustkey. Greek tipe bist kray
ze went en la meni too met. kow I
replete ze lorder went very mucho
gusto. Ando hecksha mel no
cheltic tehlon und warum. Estho
wilkommen in terd nirvand Janco.
Commodo consequat. Ando heck-
sha mel no cheltic tehlon und
warum. Dolore te feugait nulla
facilisi. After all, what isn’t to like?
Ut wisi enim ad minim veniam,
quis nostrud exerci tation ullam-
corper suscipit lobortis nisl ut
aliquip ex ea commodo consequat.

Nonummy nibh euismod tin-
cidunt ut laoreet dolore magna ali-
quam erat volutpat. Corper suscipit
lobortis nisl ut
aliquip ex ea com-
modo consequat. ▲

MICHAEL_BURR@INTERTEC.COM
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BY GEOFFREY ELDRIDGE / 
Market Analyst, Price Waterhouse

● He explains the carriers don’t
have “to be all that involved in
learning or deploying those appli-
cations because they all could be
running at a hosted center like
Navisite.” He adds, “The CLEC is
just offering the service and
Navisite is behind the scenes, if
you will … in a sense that’s how
Navisite, in a large part of our
business, is enabling companies to
become ASP’s. Navisite actually has
a broad range of application servic-
es and many of our partners essen-
tially pick and choose the types of
services they want to offer.”

There appears to be various mar-
keting options open to the carriers.
Seaton says, “It’s pretty flexible
depending on what the CLEC wants.
If they want to maintain the single
point of customer contact, and we
have some customers that want to
do that, then in essence we are
almost the sub-contractor behind
the scenes. They are marketing those
services on a branded basis.”

SEVEN MAJOR CATEGORIES
He adds, “In other cases we

have (ASP) partners-where either
we or other (software vendors)
have actually created the applica-
tions-branding and marketing the
service and are doing that hand-in-
hand with the CLECs.” 

The larger IT vendors, such as
EDS, Lucent and IBM, have not

ignored the huge possibil-
ities of partnering with
CLECs and telcos.
Telecom Business maga-
zine talked to all of them.

EDS from its Plano, Texas,
headquarter has organized a unit to
offer wholesale ASP services to tel-
cos and CLECs. According to John
Wilkerson, president of EDS’ Global
Indirect Channels Group, “They are
looking for new sources of revenue
as they go forward. One of the
things they find is they may not
have the operational efficiency over
the long haul that would give them
scale and the opportunity to create
and sustain significant margin in
some of these phases. That’s where
EDS plays.” He adds that “ASP
activity is a good thing for EDS and
for the CLEC.” EDS feels that CLECs
are looking for additional revenue
streams within the context of a
one-stop marketing plan. 

EDS is offering seven major
categories of applications that

include personnel productivity,
messaging, e-commerce, CRM busi-
ness support services, and some
vertical market programs. Within
the seven major categories EDS has
sub-segmented into specific appli-
cation areas. For example in the e-
commerce segment it offers sales
and marketing, procurement, order
management, customer service and
support applications. 

EDS feels “the CLEC (has) an
opportunity to build a robust port-
folio of service offerings unique to

their client base.”  EDS is willing
to consolidate billing with the car-
rier’s system or separately. 

EDS Retail Margin. Byrne
Mulrooney, the EDS group’s vice
president, explains, “We give them
a wholesale price and we give them
views of what the final retail price
should be based on our experience
in the market place, and obviously
the difference between the whole-
sale and retail is where they get-
their margin. But depending upon
how robust the number of applica-
tions that we would add and how
they would want to bundle them
to sell it to their end user is going
to determine what kind of margin
they are going to have. 

Jeff Kaplan, director of strate-

gic marketing for Lucent’s Network
Care Professional Services Division,
says the company announced a full
portfolio of professional services
aimed at the CLEC late this past
spring. He referred to it “as a serv-
ice works for what we call cyber-
carriers.” He says they are carriers,
some of which include ASP’s, who
are building out major data centers
and delivering both voice and data
and application services.

He feels that carriers have “an
additional opportunity to deliver
application solutions to further dif-
ferentiate themselves from other
CLECs.”  Kaplan says, “ASP’s are
plowing a whole new market of
opportunities in the form of pack-
aged application services.”  He sug-
gests that a carrier in partnership
with an ASP gives it “a greater
opportunity to penetrate an
account … building upon that ini-
tial foundation with a portfolio of
applications or IP solutions” as a
path to success.

IBM Hosting Advantage. IBM
is a partner with Lucent in offering
the cybercarrier program to optics-
based carriers. Jan Jackman, senior
vice president of IBM’S NetGen
Group, says Lucent has “a network
architecture that they’ve defined
for this new optics space network
and we’re working to certify our
products as part of the overall
architecture.” She explains,
“Everybody is trying to find new
revenue streams and how to build
value-added applications on top of
that infrastructure investment.” 

As a result, IBM created a new
offering called Hosting Advantage-

a program to move web hosters
from consumer business to the
business marketplace. Companies
so that they have new channels of
distribution. “We provide hardware
and software services to help ASPs
and ISPs build robust infrastruc-
tures for doing business.”

Jackman feels “a lot of ASPs
are moving into the e-markets …
into transaction-based software.”
IBM is promoting its middleware

software and through its ISV pro-
gram has certified over 30,000 soft-
ware programs that can sit on top
of that middleware. “All of our
software is based on open-web
standards-JAVA and XML-based. It’s
important in a networked world
(that) you have to have interoper-

ability. We’ve stayed pretty much
on open standards for interoper-
ability between the applications.”

■ Cisco Systems, Inc. is in the
process of acquiring ArrowPoint
Communications, Acton, Mass., a
provider of content switches that
optimize the delivery of web con-
tent. Coupled with Cisco’s Internet
infrastructure, ArrowPoint’s prod-
ucts are expected to enable ISPs,
web. In addition, ArrowPoint’s
solutions should strengthen Cisco’s
presence in emerging markets that
include ASPs, AIPs (Application
Infrastructure Provider) and “dot
com” companies. The Application
Service Provider Industry 

■ Consortium, founded in
May of 1999, is an international
advocacy group of more than 460
companies formed to promote the
application service provider indus-
try by sponsoring research, pro-
moting best practices, and
articulating the measurable bene-
fits of this the very best thing for
everyone involved isevolving deliv-
ery model. As well as serving as a
forum for discussion and sponsor-
ing research. 

■ Cisco Systems, Inc. is in the
process of acquiring ArrowPoint
Communications, Acton, Mass., a
provider of content switches that
optimize the delivery of web con-
tent. Coupled with Cisco’s Internet
infrastructure, ArrowPoint’s prod-
ucts are expected to enable ISPs,
web. In addition, ArrowPoint’s
solutions should strengthen Cisco’s
presence in emerging markets that
include ASPs, AIPs (Application
Infrastructure Provider) and “dot
com” companies. 

EDS from its Plano, Texas,
headquarter has organized a unit
to offer wholesale ASP services to
telcos and CLECs. According to
John Wilkerson, president of EDS’
Global Indirect Channels Group,
“They are looking for new sources

of revenue as they go forward.
Would give them scale and the
opportunity to create and sustain
significant margin in some of these
phases.” In addition, ArrowPoint’s
he adds that “ASP activity is a
good thing for EDS and for the
CLEC.” EDS feels that CLECs are
looking for one on additional rev-
enue streams within the context of
a one-stop market-
ing plan. ▲

GEOFF ELDRIDGE IS A SENIOR MARKET ANALYST FOR

PRICE WATERHOUSE SPECIALIZING IN THE TELECOM-

MUNICATIONS AND FUR TRADING INDUSTRIES. HE

OWNS A BEAGLE AND COLLECTS ANTIQUE TOUPEES

/ G_ELDRIDGE@PRICEWATERHOUSE.COM

■ CEO devises a plan to lure Wall Street back in.

■ Admidst struggling CLEC industry, big players roll out
more bundled services.

■ Winning residential strategy concerns analysts.

■ RBOC’s remain an obstacle to the industries’ success.
WHO’S NEXT IN LINE?
There appears to be various marketing
options open to the carriers. Seaton says,
“It’s pretty flexible depending on what the
CLEC wants. If they want to maintain the
single point of customer contact, and we
have some customers that want to do that,
then in essence we are almost the sub-con-
tractor behind the scenes. They are market-
ing to maintain the single point of customer.

Built to Last.
Winning strategies for long-term success.

SATELLITE INSTALLATIONS IN ARIZONA WILL

GIVE EDS A RETAIL ADVANTAGE.
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A lot of ASP’s are moving
into the e-markets …
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Lorem ipsum dolor sit. Amet,
consectetuer adipiscing elit, sed
diam nonummy nibh euismod tin-
cidunt ut laoreet dolore magna ali-
quam erat
volutpat. Ut wisi
enim ad minim
veniam, quis
nostrud exerci
tation ullamcorp-
er suscipit lobor-
tis nisl ut aliquip
ex ea commodo
consequat. 

Duis autem vel eum iriure.
Dolor in hendrerit in vulputate
velit esse molestie consequat, vel
illum dolore eu feugiat nulla facili-
sis at vero eros et accumsan et

iusto odio dignissim qui blandit
praesent luptatum zzril delenit
augue duis dolore te feugait nulla
facilisi. Lorem ipsum dolor sit
amet, consectetuer adipiscing elit,
sed diam nonummy nibh euismod
tincidunt ut laoreet dolore magna
aliquam erat volutpat. 

Ut wisi enim.
Ad minim veni-
am, quis nostrud
exerci tation
ullamcorper sus-
cipit lobortis nisl
ut aliquip ex ea
commodo conse-
quat. Duis autem
vel eum iriure
dolor in hendrerit

in vulputate velit esse molestie
consequat, vel illum dolore eu feu-
giat nulla odio dignissim qui
blandit praesent luptatum zzril
delenit augue duis dolore te feu-
gait nulla facilisi. 

Nam liber tempor
cum soluta nobis
eleifend option. Congue
nihil imperdiet doming
id quod mazim placerat
facer possim assum.
Lorem ipsum dolor sit

amet, consectetuer adipiscing elit,
sed diam nonummy nibh euismod
tincidunt ut laoreet dolore magna
aliquam erat volutpat. Ut wisi
enim ad minim veniam, quis nos-
trud exerci tation ullamcorper sus-
cipit lobortis nisl ut aliquip ex ea
commodo consequat facilisis at
vero eros et accumsan et iusto.
Amet, consectetuer adipiscing elit,
sed diam nonummy nibh euismod
tincidunt ut laoreet dolore magna
aliquam erat volutpat. Ut wisi
enim ad minim veniam, quis nos-
trud exerci tation
ullamcorper sus-
cipit minim veni-
am, lobortis nisl
ut aliquip ex ea
commodo.
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Merge and Splurge is out
in Indonesia.
● Lorem ipsum dolor sit amet, consectetuer
adipiscing elit, sed diam nonummy nibh
euismod tincidunt ut laoreet dolore magna
aliquam erat volutpat. Ut wisi enim ad
minim veniam, quis nostrud exerci tation
ullamcorper suscipit lobortis nisl ut aliquip
ex ea commodo consequat. Duis autem vel
eum iriure dolor in hendrerit in vulputate
velit esse molestie consequat, vel illum
dolore eu feugiat nulla facilisis at vero eros
et accumsan et iusto odio dignissim qui blandit praesent
luptatum zzril delenit augue duis dolore te feugait nulla

facilisi. Lorem ipsum dolor
sit amet, consectetuer adip-
iscing elit, sed diam non-
ummy nibh euismod
tincidunt ut laoreet dolore
magna aliquam erat volut-
pat. Ut wisi enim ad minim veniam,
quis nostrud exerci tation ullamcorper
suscipit lobortis nisl ut aliquip ex ea

commodo consequat. Lorem ipsum dolor sit amet, consectetuer adip-
iscing elit, sed diam nonummy nibh euismod tincidunt ut laoreet
dolore magna aliquam erat volutpat. Ut wisi enim ad minim veniam,
quis nostrud exerci tation ullamcorper suscipit lobortis nisl ut aliquip
ex ea commodo consequat. Duis autem vel eum iriure dolor in hen-
drerit in vulputate velit esse molestie consequat, vel illum dolore eu
feugiat nulla facilisis at vero eros et accumsan. ▲

DUIS AUTEM VEL EUM IRIURE.

DOLOR IN HENDRERIT IN

VULPUTATE VELIT ESSE

MOLESTIE CONSEQUAT, VEL ILLUM DOLORE EU FEUGIAT NULLA

FACILISIS AT VERO EROS ET ACCUMSAN ET IUSTO ODIO

DIGNISSIM QUI BLANDIT PRAESENT LUPTATUM ZZRIL DELENIT

AUGUE DUIS DOLORE TE FEUGAIT NULLA FACILISI. LOREM IPSUM

DOLOR SIT AMET, CONSECTETUER ADIPISCING ELIT, SED DIAM

NONUMMY NIBH EUISMOD TINCIDUNT.

THE BIGGEST PROBLEMS FACING PARENTS
COMES DOWN TO SCHOOL PROGRAMS
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