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Executive
Summary

The world wants faster internet, and it wants it now. This insatiable demand is fueling a global
fiber deployment boom that's moving at lightning speed.

This paper cuts through the noise. We'll look at how fiber is actually being deployed and, more
Importantly, how companies are making money from it in the U.S., Europe, India, and beyond.
We'll also pinpoint the real-world challenges and the massive opportunities for growth.

Yes, global telecom spending dipped about 8% in 2024**. But don't let that fool you. Fiber is
still one of the smartest investments on the table. Why? Because the returns are strong and
reliable. We're seeing that enterprise-focused models, in particular, are proving highly
profitable, thanks to healthy margins and quick payback periods*

Our analysis looked at a huge range of deployment costs—from a lean $12,000/km for
aerial builds in India? to over $53,000/km for underground projects in the U.S2—and a clear
pattern emerged. Turning fiber into revenue consistently comes down to three things:

« Smart Cost Structures: Keeping a tight grip on build-out expenses.
« Strategic Market Positioning: Knowing exactly who to sell to and how.

« Adaptive Regulatory Frameworks: Navigating the rules of the road in each market.

The recommendations you'll find here aren't based on theory. They're backed by hard data
from annual reports, financial filings, and industry surveys. If you're a telecom provider or
stakeholder, you'll walk away with clear, actionable strategies to grow your revenue—faster.



Our Approch:
Research
Methodology

Mixed-Methods Research Design

We didn't just look at the numbers or just the market stories. We did both. This study starts with a
guantitative analysis of deployment costs and revenues and then layers on a qualitative
assessment of the market dynamics and regulatory landscapes that shape them. This mixed
approach helps us see not just what is happening, but why.

Data Collection Framework

« Primary Sources: We dug into industry reports from heavyweights like the Fiber Broadband
Association, Dell'Oro Group, and Analysys Mason. We also examined regional funding documents
like the U.S. Broadband Equity, Access, and Deployment (BEAD) program and the EU Digital
Decade, alongside regulatory filings and operator financial statements.

« Period: Our analysis covers 2022-2025 data and includes forward-looking projections to 2030.

Analytical Framework

We structured our analysis around a four-pillar framework, looking at this challenge from every
critical angle:

« The economics of deploying in different regions.

« The effectiveness of different monetization models.

« The impact of regulations and policy.

« The practical pathways to implementation.

Within each pillar, we balanced hard numbers (like ROI, payback periods, and cost per kilometer)
with the market realities (like competitive pressure and regulatory support).

Key Performance Indicators:

« ROI and payback period, using discounted cash flow models™
« Average Revenue Per User (ARPU) and customer lifetime value.
« Take-up rates and market penetration.
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A Look at the
Global Market:

Region-Wise
Market Analysis

and Comparative
Assessment

United States: Federal Funding Spurring Growth

The U.S. fiber market has hit a tipping point. As of 2024, coverage has surpassed 50% of
households, reaching 76.3 million homes.? The game-changer here is the BEAD program—a historic
S42 .3 billion federal investment that puts fiber first and comes with strict technical requirements?3

@

Cost Structure

The costs are starkly different depending on how you build. Underground deployment averages
$53,280 per kilometer ($16.6 per foot), more than double the $21,280 per kilometer($6.17 per

foot) for aerial construction.> With labor eating up as much as 75% of total deployment costs, the
pressure to work more efficiently is immense.’

Monetization Performance

Operators like Frontier are proving what's possible, showing 19.2% growth in fiber customers with a
solid consumer ARPU of $65.18*° But the real money is in enterprise. Business segments deliver
much higher returns, with ARPU hitting $S100.12 and customer growth at 10.9%.° The
wholesale-only model also shows promise, though few operators have managed to push their
utilization rates past 70%:*

v
R,
Strategic Implications

The BEAD program is a double-edged sword. It offers a massive opportunity, but it also comes with
strings attached. The program favors fiber projects that can be deployed quickly and meet fair labor
and affordability commitments.? To win funding, you need a solid workforce development plan and a
commitment to keeping service affordable for low-income households?




A Look at the
Global Market:

Region-Wise
Market Analysis

and Comparative
Assessment

Europe: Open Access Leadership

Europe is well ahead in the fiber race, with 75% of households now covered, thanks to a mix of
private investment, government subsidies, and wholesale models> The EU’s Digital Decade strategy
aims for universal gigabit connectivity by 2030, but it will require another €170 billion in
Investment to get there?

Innovation in Economic Models

Europe is the leader in open-access fiber, with trailblazers like Open Fiber in Italy and CityFibre in
the UK. These networks are simply more efficient to run than old copper lines—some operators
report maintenance costs are 35% lower*®—which delivers the kind of stable returns that attract
long-term infrastructure investors.

The Take-up Rate Challenge

Here's the catch: even with high coverage, the average take-up rate across Europe is only around
53%.* However, open-access models are helping solve this problem by fostering competition
among service providers, which ultimately gives customers more choice and better deals.?>

The Impact of Smart Regulation

European growth has been supercharged by smart policies that support infrastructure sharing,
streamline permitting, and mandate wholesale access. This has created a stable environment for
iInvestment from a wide range of sources, including infrastructure funds and energy companies.>=
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A Look at the India: Disruptive Scaling Model

Global Market: India offers a masterclass in aggressive, low-cost fiber deployment. The strategy, led by Reliance Jio,

Region_Wise IS built on integrated mobile-ﬁber bundling.® Indian operators have figured out how to thrive despi_te
i lower ARPU by focusing on high take-up rates and minimal churn through smart pricing and service

Market Analysis integration.®

and Comparative Cost Optimization Leadership

Assessment Deployment costs in India are roughly 50% lower than in developed markets. Aerial builds can be as

low as $12,000 per kilometer, a direct result of local manufacturing and lower labor costs?

Innovation in Revenue Models

JioFiber’s bundling strategy is a powerful example. They package broadband with mobile, content,
and smart home solutions. It's a volume-over-margin play that has driven their broadband
subscriber base to 17 million, a staggering 90% ahead of their closest competitor.?? And with tower
fiberization now at 38.44%:2“ they are set to expand both mobile backhaul and fixed broadband
even further.

Lessons in Scalability

India’s success proves that volume-based models can be highly profitable when backed by
operational efficiency. Jio's playbook—capture market share fast, then sustain it with bundled
services—is a powerful case study for any market looking to scale quickly?®

Rest of World: Diverse Development Pathways

Emerging markets aren't following a single playbook. They're adapting their strategies to local
conditions. The Asia-Pacific region is a growth engine, with a projected 7.12% CAGR—and that
might be conservative, as other analyses predict growth as high as 14.0%.° A common winning
strategy has been to partner with utilities on infrastructure sharing, which can slash civil works
costs by 30-40%/



Which Monetization
Model Works Best?

Monetization
Model
Effectiveness
Analysis

Wholesale-Only Model: Infrastructure Efficiency

Our analysis shows that wholesale-only networks are remarkably efficient and financially
sustainable*’ By focusing on building and operating the infrastructure—the highway—and letting
other companies be the retailers, they keep marketing costs low and can achieve higher utilization
rates!®

While some aggressive investment models promise lightning-fast paybacks, the industry standard
for a long-term infrastructure asset like this is a payback period of 10-20 years*

Key Success Factors

« A regulatory environment that mandates fair, non-discriminatory access.?>
« Automated systems for provisioning and billing that cut down on complexity.
« Long-term capacity agreements that create predictable revenue streams.

Performance Metrics

Wholesale networks are built to serve multiple retail providers at once. This structure naturally
leads to higher fiber utilization compared to vertically integrated operators, whose usage is limited
by their own retail market share.?>

Enterprise-Focused Strategy. Premium Returns

Targeting businesses has consistently delivered the highest returns. Thanks to premium pricing
and lower churn, enterprise fiber services are a rock-solid investment. Again, a realistic payback
period for these long-term assets is 10 years or more?

B2B customers will pay a premium for guaranteed performance, pushing ARPU well over S1001°
This profitability shows up in the margins. Specialized enterprise-focused operators can see
adjusted EBITDA margins around 50%, while more diversified carriers typically land between
30% and 409%.%°

Value Proposition

« Dedicated fiber connections with guaranteed service level agreements (SLAS).
« Scalable bandwidth that can handle cloud migration and heavy data loads.
 Integrated solutions that include managed networking and security.



Which Monetization
Model Works Best?

Monetization
Model
Effectiveness
Analysis

Consumer Bundling: Volume Growth

Telcos have successfully driven volume growth by bundling products. These models, which
package internet with services like video and mobile, typically have payback periods of 10 to 20
years. This reflects the high upfront cost of acquiring customers and building out the network?®
The challenge? Bundling requires managing a more complex customer experience and navigating
partnerships with content providers.®

Bundling Components

« High-speed internet with symmetrical gigabit speeds.
 Video, mobile, and smart home services on a single bill.
« Extras like cloud storage and other digital lifestyle perks.

Performance Optimization

Leading providers are hitting a consumer ARPU of over S65 with a monthly churn rate below
1.5%, all thanks to a superior customer experience!® It costs a lot to win a customer, but the
long-term value from cross-selling and reduced churn is well worth it.

Hybrid Model: Balanced Portfolio

Why choose just one? A hybrid approach that combines wholesale, enterprise, and consumer
segments creates a balanced risk profile. Payback periods for these long-term assets are generally
expected to be 10 years or more, depending on the service mix.* This model gives operators the
flexibility to optimize revenue across different market segments as conditions change.

Strategic Advantages

« Multiple revenue streams mean you aren't dependent on a single segment.
« Operational synergies between your wholesale and retail businesses.
« The flexibility to allocate capacity where market demand is highest.



The Rules of the Game:
Policy and Regulation

Institutional
Context and
Policy Influence
Assessment

&

United States: A Coordinated Federal Push

The $S42.3 billion BEAD program is more than just money; it's a strategic shift. For the first time,
there's a unified federal approach that favors fiber technology and sets clear technical standards.
BEAD focuses on long-term sustainability by tying funds to affordability, fair labor standards, and

service quality? To qualify, operators have to prove they have the technical chops, financial
stability and community focus to deliver.

=

Europe: The Drive for Uniformity

The European approach is built on creating a level playing field. Policies are designed to promote
Infrastructure sharing, ensure competition through wholesale access obligations, and protect
consumers with standardized service quality indicators.>?

India: A Focus on Growth

To drive digital inclusion, India adopted a policy laser-focused on one thing: growth. The rules are
designed to enable rapid infrastructure deployment and low-cost service delivery*® This approach
Is tailor-made for a volume-driven market, allowing for aggressive pricing and faster build-outs*®



Putting a Strategy
into Action

Strategic
Implementation
Structure

Entering the Market

Success doesn't happen by accident. It requires a systematic approach that starts with sharp
market analysis, moves to strategic planning, and finishes with a phased implementation. The key
success factors are always the same: smart market positioning, regulatory compliance,
operational excellence, and a relentless focus on the customer experience.

Your financing strategy should be built around capital efficiency. Think phased investments that
align with revenue generation from dynamic pricing and cross-selling programs.>®

Keeping Score: The Metrics That Matter

You can't monetize what you don't measure. Operators need to get serious about data-driven
decision-making. Keep a close eye on these key indicators: ROI, payback period, customer lifetime
value, churn rate, network utilization, and service quality.*®



What's Next:
Technology Trends
and Future-Proofing

Worldwide Trends
in Integration of
Technology and
Future-Proofing

Q.
%
The Convergence of 5G Wireless and Fiber

5G and fiber aren't competitors; they're partners. Integrating them unlocks new ways to make
money through higher-value services. 5G Fixed Wireless Access (FWA) revenues are expected to
rocket from $S27 billion in 2022 to S67 billion in 20288 FWA can also be a smart interim step,

allowing operators to enter a market quickly and generate cash flow to fund deeper fiber
deployments.®

)
&

The Next Wave of Enterprise Revenue: IoT Applications

Enterprise fiber is the foundation for a whole new set of revenue streams, from private 5G
deployments to edge computing and the Internet of Things (IoT). We're already seeing
enterprise-focused operators report adjusted EBITDA margins around 50%, a testament to the
massive economic potential here.?®

0,

Sustainability: Good for the Planet, Good for the Bottom Line

This is a powerful selling point. Energy-efficient fiber networks use 50-70% less power than older
infrastructure?® In markets with strict sustainability standards, this isn't just a "nice to have"—it's a
competitive advantage that delivers both environmental and operational cost savings.

11



What's Next:
Technology Trends
and Future-Proofing

Economic
Outcomes

and Investment
Justification

The Big Picture: Macroeconomic Benefits

Increased fiber penetration does more than just connect people; it builds economies, especially in
underserved markets. Recent work by The Brattle Group suggests that connecting unserved U.S.

households with fiber could generate trillions in net present value through higher home values,
iIncreased incomes, and new jobs?®

Optimizing Your ROI

Advanced ROI calculation methods are essential for making the best investment decisions. By
identifying the deployment areas that promise the greatest returns, operators can see huge

financial benefits, including double-digit percentage improvements from lower build costs and
higher take-up rates.*



Conclusion
and Strategic
Recommendations

The Bottom Line

So, what have we learned? Monetizing fiber is challenging, but absolutely achievable. Success
comes from a blend of strategic market focus, relentless cost optimization, and operational
flexibility.

Even though the macro environment got tougher in 2024, smart operators are still on track for
high returns and favorable payback periods.

Your Critical Success Factors:

« Strategic Market Positioning: Go where the money is. Enterprise-oriented strategies are
consistently delivering the highest returns.

« Cost Optimization: This is non-negotiable. Controlling costs and hitting deployment deadlines are
the biggest contributors to profitable growth.

« Revenue Diversification: Don't put all your eggs in one basket. Hybrid models offer the best
risk-adjusted returns.

« Regulatory Alignment: Get proactive. Engaging with regulators and funding programs is essential.

Region-Based Recommendations

« United States: Focus on the BEAD program and build out hybrid wholesale-retail models.

« Europe: Leverage open-access models and partner with infrastructure funds.

 India: Accelerate tower fiberization and continue to execute on volume-centric strategies.

« Emerging Markets: Work to consolidate regulatory frameworks and lean into public-private
partnerships.

13



Conclusion
and Strategic
Recommendations

Investment and Growth Outlook

The future for fiber is incredibly bright. Massive government investment programs, like the $42.3
billion BEAD program in the U.S. and the €170 billion needed for the EU's Digital Decade, signal a
powerful investment outlook?

The operators who will win are the ones who can masterfully balance cost, regulation, and
Innovation. They will be the ones best positioned to capture immense value in our expanding
digital economy.
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