
 
 

REDACTED – FOR PUBLIC INSPECTION 
 
February 27, 2015 
 
VIA ECFS 
 
Marlene Dortch, Secretary 
Federal Communications Commission 
445 12th Street, SW 
Washington, D.C. 20554 
 
 RE: Special Access Data Collection, WC Docket No. 05-25, RM-10593 
 
Dear Secretary Dortch: 
 
Lynx Network Group, Inc. (hereinafter referred to as “Lynx”), hereby submits its redacted Confidential 
and Highly Confidential responses for public review to the data collection pursuant to the Data 
Collection Protective Order in the above proceeding.1   
 
Lynx’s responses have been submitted via the Special Access Web Portal. 
 
Any questions or concerns you may have regarding this filing, please contact me at (269) 585-1012 or via 
email at tschneider@lynxnetworkgroup.com. 
 
Sincerely, 
 
 
/s/ Theresa M. Schneider 
 
Theresa M. Schneider 
Regulatory & Compliance Manager 
Lynx Network Group, Inc. 
 
 

 

 

                                                           
1 Special Access for Price Cap Local Exchange Carriers; AT&T Corporation Petition for Rulemaking to 

Reform Regulation of Incumbent Local Exchange Carrier Rates for Interstate Special Access Services, WC 

Docket No. 05-25, RM-10593, Order and Data Collection Protective Order, DA 14-1424. 



 

 
CONFIDENTIAL INFORMATION – 

SUBJECT TO PROTECTIVE ORDERS IN WC DOCKET NO. 05-25 
BEFORE THE FEDERAL COMMUNICATIONS COMMISSION 

REDACTED – FOR PUBLIC INSPECTION 

Lynx Network Group, Inc., FRN: 0019434166 

EXPLANATORY ATTACHMENT 

Lynx Network Group, Inc. submitted a shapefile for the Fiber Network Map requested in Question II.A.5 
that constitutes our network backbone.  As of the end of 2013, Lynx had built 18 “last mile” laterals off 
of the backbone to Locations.  These are not included in the shapefile today, but are listed in the data 
container for Question II.A.4.  Lynx’s nodes have also been uploaded in the appropriate Essay section of 
the Special Access Web Portal. 

Lynx is a very small business employing a total of 20 people. We currently have 1 full-time outside plant 
engineer.  Until very recently, Lynx did not have a shapefile of the network as it was not used as part of 
our day to day operations.   

Lynx respectfully requests relief from providing the additional shapefile requirements.  Lynx is willing to 
provide the additional requirements if given an appropriate extension on the timeline consistent with 
our company size that does not harm day to day operations. 
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REDACTED – FOR PUBLIC INSPECTION 
 

Lynx Network Group, Inc., FRN: 0019434166 

II.A.5:  Fiber Network Map 

Provide a map showing the fiber routes that you (a) own or (b) lease pursuant to an IRU 
agreement that constitute your network, including the fiber Connections to Locations. In 
addition, include the locations of all Nodes used to interconnect with third party networks, and 
the year that each Node went live. 

RESPONSE: 
 
Lynx submitted Fiber Network Map and Nodes via the Special Access Web Portal. 
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Lynx Network Group, Inc., FRN: 0019434166 

II.A.8:  Business Rules for Deployment 

Explain your business rule(s) used to determine whether to build a Connection to a particular Location. 
Provide underlying assumptions.  

a. Describe the business rules and other factors that determine where you build your Connections. 
Examples of such rules/factors are minimum Term Commitments or minimum capacity 
commitments by the buyer; maximum build distances from the building to your core network; 
and/or number of competitors in the area. Include, also, any factors that would prevent you 
from building a Connection to an otherwise suitable Location. These could be factors that are 
under your control or those that are not.  
 

RESPONSE: 

Minimum term commitment for a build would be 36 months, although we have been successful in 
signing 60 and 84 month agreements.  This allows us to consider longer builds. 

Lynx does not have a minimum capacity requirement, as much as there is a monthly reoccurring 
revenue requirement based on an acceptable ROI. 

Lynx typically looks at a mile or less as the standard, but has completed projects of up to 2.5 miles if the 
ROI is acceptable. 

All of this is also based on consideration of the local climate, competition cost and access to fiber in the 
market, etc. 

Some of the items that could prevent or deter us from what could appear to be a suitable location 
would be Railroads, Major highways, Rivers, Lake and Streams,  Excessive Make Ready Cost or 
Transportation Pole condition.  Some utilities are easier to work with as with some communities and 
local governments, etc. 

b. Explain how, if at all, business density is incorporated into your business rule, and if so, how you 
measure business density.  



 

 

RESPONSE: 

Lynx will look at all factors when making a decision on lateral construction.  As stated above, we have in 
some cases constructed 2.5 miles and even longer builds if there are other opportunities along the route 
or even further down that same route that we could win. 

c. In areas where your business rule has been most successful, explain why. Provide examples of 
geographic regions (if any) where you generally were or are able to successfully deploy 
Connections, and where you generally have experienced or currently experience serious 
difficulties in deploying Connections, and, if you are able to provide examples of both kinds of 
regions, indicate what distinguishes these different regions.  

RESPONSE: 

Areas where we have seen most of our success is where we are working with the local government, EDC 
& Industrial Development Associations. 

Also where our “rule” has seen success is when we find an opportunity, we go through great efforts to 
confirm other opportunities within that community, along our route or further down the route.  When 
we have approached the market with that mentality, we have seen great success. 

Successful geographic regions for us have been rural in nature because of our fiber network.  In the 
same sense, there are even areas that are to rural for us to build into based from a pure cost 
perspective. 
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II.A.10:  Geographic Areas Marketed 

Provide data, maps, information, marketing materials, and/or documents identifying those geographic 
areas where you, or an Affiliated Company, advertised or marketed Dedicated Service over existing 
facilities, via leased facilities, or by building out new facilities as of December 31, 2013, or planned to 
advertise or market such services within twenty-four months of those dates. 

RESPONSE: 
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II.A.11:  Requests for Proposals (RFPs) 

Identify the five most recent Requests for Proposals (RFPs) for which you were selected as the winning 
bidder to provide each of the following: (a) Dedicated Services; (b) Best Efforts Business Broadband 
Internet Access Services; and, to the extent different from (a) or (b), (c) some other form of high-capacity 
data services to business customers.9 (The following remaining parts of this question are optional.) In 
addition, identify the five largest RFPs (by number of connections) for which you submitted an 
unsuccessful competitive bid in 2013 for each of (a) Dedicated Services; (b) Best Efforts Business 
Broadband Internet Access Services; and, to the extent different from (a) or (b), (c) some other form of 
high-capacity data services to business customers.10 For each RFP identified, provide a description of the 
RFP, the area covered, the price offered, and other competitively relevant information. Lastly, identify the 
business rules you rely upon to determine whether to submit a bid in response to an RFP.  
 

RESPONSE: 

Not applicable.  Lynx was not awarded a Request for Proposal in 2013. 
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II.A.18:  Comparison of Terms and Conditions with ILEC Offerings 

If you offer Dedicated Services pursuant to an agreement or Tariff that contains either a Prior Purchase-
Based Commitment or a Non-Rate Benefit, then explain how, if at all, those sales are distinguishable 
from similarly structured ILEC sales of DS1s, DS3s, and/or PBDS.  

RESPONSE: 

Lynx does not offer Dedicated Services pursuant to an agreement or tariff that contains either a Prior 
Purchase-Based Commitment or a Non-Rate Benefit. 
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II.A.19:  Business Justification for Term or Volume Commitments 

Provide the business justification for the Term or Volume Commitments associated with any Tariff or 
agreement you offer or have in effect with a customer for the sale of Dedicated Services.   

RESPONSE: 

Lynx offers term commitments to its customers to be competitive, stabilize customer revenue, meet the 
customer’s demand and off-set the initial upfront costs of providing service.  This allows customers that 
may not have the immediate financial resources to cover the upfront construction costs and makes fiber 
more affordable to their location(s). 

Lynx does not offer volume commitments to its customers associated with a Tariff or agreement.   
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II.D.1:  Short Term and Long-Range Promotional and Advertising Strategies 

Describe your company’s short term and long-range promotional and advertising strategies and 
objectives for winning new – or retaining current – customers for Dedicated Services. In your 
description, please describe the size (e.g., companies with 500 employees or less, etc.), 
geographic scope (e.g., national, southeast, Chicago, etc.), and type of customers your company 
targets or plans to target through these strategies. 

RESPONSE: 

Lynx Advertising and Promotional Strategy is to continue emphasis on building direct relationships with 
rural last mile providers in rural Michigan as a wholesale provided upstream provider.  The goal of this 
strategy is to provide all rural last mile providers in Michigan with upstream connections to support 
broadband rates that are competitive with metro markets.  Lynx advertising strategy in the wholesale 
space has always executed with a minimal advertising budget and will continue to be minimal and focus 
on relationship sales.  Our limited promotional and advertising expenditures will be very niche with ads 
with key industry specific journals and websites.  Other marketing expenditures in the wholesale vertical 
will include attending specific wholesale carrier to carrier trade shows such as Comptel and CTIA. 

In the last three years Lynx has initiated marketing efforts to enter the enterprise market. We will 
continue to promote Lynx services with mid to large business throughout rural Michigan.  Other 
marketing in the enterprise market immediate and and long term to promotions with alternate sales 
channels such as agents or distributors.  This will includes a combination of upfront, one time and 
occasional one time spiffs for agent that sell Lynx services to mid to large businesses with a special focus 
on the healthcare and financial sectors. 

Along with the agent channel Lynx will continue to market services directly to new and existing key large 
accounts.  Lynx has budgeted limited investment in promotional or advertising in the enterprise space in 
the short term as we have experienced more success from relationship sales.  Our long term strategy 
will include more investment into industry specific tradeshows with in Michigan or the Michigan region. 
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II.D.2:  Location of Recorded Policies 

Identify where your company’s policies are recorded on the following Dedicated Service-related 
processes: (a) initiation of service; (b) service Upgrades; and (c) service Disconnections. For instance, 
identify where your company records recurring and non-recurring charges associated with the processes 
listed above. If recorded in a Tariff, provide the specific Tariff section(s). If these policies are recorded in 
documents other than Tariffs, list those documents and state whether they are publicly available. If they 
are publicly available, explain how to find them. For documents that are not publicly available, state 
whether they are conveyed to customers orally or in writing.   

RESPONSE: 

Lynx’s policies on Dedicated Service related processes such as (a) initiation of service; (b) service 
Upgrades; and (c) service Disconnections are recorded in our customers’ Master Service Agreements, 
service orders and other applicable contracts.  Policies are reviewed with the customer at the contract 
negotiation/sales initiation processes both verbally and in writing.  These documents are not publicly 
available, but are available upon request.   

 


