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II.A.5.  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. 

This response including map and node data is redacted in its entirety. 
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II.A.8.  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.

NKTelco does not have a business rule for the buildout of Connections. It evaluates each 
potential opportunity on a business case basis.  Factors that it typically evaluates are the 
cost per subscriber built evaluated on both fixed outside plant costs and per end user (i.e., 
CPE) basis and the 3-5 year anticipated revenue in a potential market.  The company 
attempts to reflect the competitive environment in its assessment of the likely market 
penetration which, in turn, drives the revenue component of its evaluation. 

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

The company has no business rule.  When evaluating the cost to serve, business density is 
mathematically reflected as the fixed costs of entering a market spread over the 
company’s anticipated market share. 

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.

The Company considers itself successful in all of its markets.  Of the areas it serves, only 
one, Anna, Ohio, has yet to meet expectations.  NKTelco has not yet determined why it 
has not enjoyed the level of success in that market that it has in its other ones and 
continues to evaluate the effectiveness of its sales and marketing in penetrating that 
community.
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II.A.10.  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.

NKTelco does not advertise or market its Dedicated Services through general media advertising.  
Its sales force targets potential subscribers in the Ohio communities of New Bremen, Minster, Ft. 
Loramie, Botkins, Anna, Sidney and Maria Stein.
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II.A.11 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.  

This question is not applicable.  NKTelco has not participated in any Requests for Proposal 
(RFPs) in which it was selected as a winning bidder. Therefore, the Company is not required to 
complete Section II.A.11.  
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II.A.18.  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.

NKTelco is limited to evaluating its product offering against that of the ILEC based exclusively 
pricing made available by the ILECs in their published tariffs.  It cannot evaluate any of its 
services against the ILEC in those instances where the ILEC offering is not required to be 
publically disclosed.  To the extent that the ILEC has a product that is similar and can be 
evaluated, NKTelco differentiates based on price for the Dedicated Services being sold.  All 
Dedicated Service customers receive the Non-Rate Benefit of local customer service and account 
management as well as flexibility in rearranging their services to suit their business needs. 
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II.A.19.  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.

NKTelco provides services to be competitively priced for the market in which they provide 
service.  To the extent that the market expects discounted rates for Term and/or Volume
Commitments, the company would not otherwise expect success in the market if it did not 
provide similar discounts.   

In a few limited circumstances, the company will not provide service at all absent a Term and/or
Volume Commitment due to the cost of establishing service to a specific customer.  In that case, 
the commitment allows NKTelco to prove-in its business case for providing service to an end 
user.
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II.D.1.  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.

NKTelco does not market (through general public media) its Dedicated Services and performs 
brand awareness advertising only.  Its sales tactics include both door-to-door cold calling and 
relationship-based through participation in various regional associations, such as the Chamber of 
Commerce.  NKTelco will serve any customer that is on, or within reach, of the company’s 
network.  Its sales and retention strategy is the same: to provide competitively priced Dedicated
Services serviced by local employees providing better customer service than other providers in 
the market.  
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II.D.2.  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.  

NKTelco operates as a non-tariffed service provider for Dedicated Services.  Its services are 
provided over its own facilities and accordingly the process for initiation of service and service 
upgrades are handled on an individual case basis after consulting with the customer.  
Disconnection policies are pursuant to arrangements established with the customer at the time of 
service ordering.

These policies are not publically available.  Dedicated Service customers receive this 
information through a combination of written communications, including email on occasion, as 
well as verbally at the time of sale and as part of the normal account management process. 


