
When it comes to developing and expanding municipal broadband networks, there is 
no one-size-fits-all model. Proper planning is critical. Vantage Point can help. 
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When it comes to developing and expanding municipal broadband networks, there is no 
one-size-fits-all model. Every community has specific priorities and unique characteristics that 
require any solution to be custom-designed through a planning process that fits the needs of 
their locality. Proper planning will ensure the right solution is identified before significant time 
and money is invested. 

What, then, is the process for determining the best path forward? This guide is an outline of key 
planning activities communities should undertake when determining broadband feasibility. 
Note that not all of these activities may be necessary for every planning study; this process can 
be streamlined depending on the needs of the community. 
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1. CONDUCTING STAKEHOLDER OUTREACH

It is critically important to identify all the key stakeholders in a community and ensure they are 
included in the process from the very beginning. This engagement may be through individual 
conversations, large group town-hall meetings, or other strategies. Stakeholders sometimes 
have access to assets and financial resources which may be leveraged for the project. 
Stakeholders can include, but are not limited to, the following groups:

•K-12 schools
•Higher education institutions
•Public safety agencies
•Hospital/health care facilities
•Business community representatives
•Active community groups
•Elected and appointed officials
•Other groups and individuals

CONDUCTING STAKEHOLDER OUTREACH1



A broadband feasibility study should determine if there are existing physical infrastructure 
assets which could be leveraged in a network build-out. Often times there are not, however, if 
there are, these assets may help lower deployment costs and identify potential partners. 
Existing assets to be identified include but are not limited to:

•Towers, monopoles, wireless facilities
•Fiber 
•Conduit
•Microwave loops 
•Power/Utility poles 

UNDERSTANDING THE INFRASTRUCTURE LANDSCAPE2



3. CONDUCTING RESIDENTIAL AND BUSINESS 
CUSTOMER MARKET RESEARCH

Conducting a residential and/or business customer demand survey is an important part of this 
process. This helps to engage the public, create excitement around the project, and determine 
if the market can support a new provider. A survey should focus on obtaining pertinent 
information such as: 

•Customer satisfaction with current telecommunications and broadband providers
•Customer demand for video, voice, and broadband services
•Pricing sensitivity for broadband access
•Overall interest in obtaining services from a new provider in the market

  

CONDUCTING RESIDENTIAL AND BUSINESS CUSTOMER 
MARKET RESEARCH3



Assessing the potential for regional coordination among entities and/or other nearby 
municipalities is an important strategy for the following reasons:

•It increases the number of potential stakeholders who may bring assets and funding to the table 
for consideration

•It increases the number of potential end-users, which can help improve financial feasibility
•It may help create a better network design for redundancy and middle-mile transport
•It maximizes shared resources

ASSESSING POTENTIAL FOR REGIONAL COORDINATION4



5. ENGAGING WITH POTENTIAL PROVIDERS

Identifying and engaging potential provider-partners from the beginning of the study is an 
important part of the process. Look beyond traditional incumbents to local telephone 
companies, Internet Service Providers, and others. This engagement will help to:

•Identify if there is an entity that can be the service provider to the end-users
•Engage a potential provider early to understand network infrastructure and network operations
•Determine if a provider may be able to bring financial resources and investment to the project
•Ensure that the conceptual design and business model is viable
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By conducting the previous five steps, communities can gather the information required in order 
to determine the appropriate broadband model. Key considerations include, but are not limited 
to, the following: 

•Who will own the network?

•Who will manage and operate the network? 

•Is this going to be a middle-mile network that serves community anchor institutions and/or a 
last-mile network that connects homes and businesses?

•What will be the network footprint and conceptual design? 

DETERMINING A MODEL AND DEVELOPING A NETWORK 
CONCEPTUAL DESIGN6



A thorough cost analysis will provide critical information regarding network capital expenditure 
estimates, financing alternatives, market penetration, rates, and service offering information. 
This analysis will be utilized to ultimately develop a 5-10 year financial forecast and business 
plan. The financial forecast should include (among other things) the capital costs and 
depreciation, balance sheet, operating revenues and expenses, and cash flows. 

A cost analysis, however, should only be completed after a model is selected, as this will save 
time and money in having to develop multiple business plans. Additionally it is important to 
include any identified provider partners in the cost analysis process in order to more accurately 
assess project costs and revenue. 

CONDUCTING COST ANALYSIS & BUSINESS PLAN7



•Capital, revenue bond and municipal self-funding options
•Stakeholder or potential third-party contributors
•Grant funding options (federal, state, and local)
•Potential and viability of establishing a public-private partnership

EVALUATING FINANCING & FUNDING AVAILABILITY

As a part of the cost analysis process, it is important to evaluate financing needs. 
What is the funding gap? This includes identifying:
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Recently, more and more municipal governments are exploring the 
establishment of public-private partnerships (P3s) for broadband deployment. 
There are many different types of P3s which include, but are not limited to:

•An investment entity that provides funding in exchange for a long-term payback 
on their investment. Among other conditions, the investment entity may or may 
not require an ownership stake in the assets.

•A partnership wherein both the public entity and provider contribute funding and 
resources to the project. Both may share in ownership of the assets.

•A partnership wherein the public entity provides some resources and assistance 
but not direct funding.

However, this is not a ‘silver bullet’ solution that will work for most municipalities. In 
fact, there are very few success stories right now. The reality is that the success of 
any particular model really depends on the following factors:

•The total amount of resources the public-entity can provide

•The amount of investment a provider is willing to contribute

•Whether an investment entity is interested in making an investment

•The operational model that is best-suited for the network

•Whether the private partner can meet the needs and requirements of a community 

PUBLIC-PRIVATE PARTNERSHIPS



KEYS TO SUCCESS
When conducting a broadband study, 

keep the following ten keys to success in mind: 

Broadband planning is a collaborative effort. 

Recognize this is a dynamic project with multiple phases.

Do not enter the process with a pre-determined conclusion. 

Have realistic expectations. 

Early data & information gathering helps determine network approach.

Regional partners and local stakeholders play a critical role.

Avoid temptation for ‘band-aid’ solutions.

Look beyond the traditional incumbents (i.e. Comcast, Century Link, Time Warner).

Be realistic regarding data collection – 3rd parties may not be willing to part with information.

Every community solution is different.    

By following these guidelines, communities can avoid pitfalls that create delays 
and problems, and maximize the success of their planning process.
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