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"Connectivity” was the by-word at the SCTE Cable-Tec Expo in Philadelphia in September. 
Discussed and debated were everything from the sustainability of top OTT/streaming services 
to the benefits of IPTV to the billions of dollars soon to be allocated by government in the 
coming years to connect rural areas throughout the country with adequate broadband Internet 
services.
A primary concern among some operators is the increasingly faceless connections they have 
with their customers as their business focus shifts from video to broadband. Operators who 
continue to deliver video report that unlike broadband, their video service enables them to 
maintain constant, branded engagement with customers, including ongoing brand-building 
and promotion of their broadband service using the multitude of subscriber video screens.  Further, an important 
metric that has recently received much attention is that cable operators who offer some form of video with their 
broadband service have seen 2X-5X the broadband subscriber growth compared to those operators who offer 
no video. 
And that’s not the only concern. While the Broadband-Only strategy continues to enjoy healthy profit margins 
(for now), increasing regulatory and competitive pressures are pushing down hard on pricing and margins. 
In the meantime, the current direct-to-consumer streaming model is no longer impressing investors and appears 
to be unsustainable over time.  With hundreds of streaming services already available and dozens of new players 
added every year, the market is becoming increasingly saturated and fragmented, which has driven up average 
churn to 20% per month and average customer acquisition costs to record levels on the order of hundreds or 
even thousands of dollars per new customer acquired in marketing and original content development. We’ve 
seen that the responses by some major players like Netflix to cut content development costs or increase prices or 
add lower-priced ad-supported services ultimately result in 
fewer customer acquisitions, increased churn, or both.
One promising solution to the direct-to-consumer 
conundrum may be the “bundling” of broadband with 
multiple OTT/SVOD streaming services, much like legacy 
cable channels were/are bundled into a single service 
subscription. Cable operators have always excelled in 
playing the role of Bundler and many have come to the 
conclusion that the right IPTV solution can not only enable 
self-promotion of the operator’s own broadband service on 
every video screen, but it can also strategically maintain 
the operator’s one-stop-content-shop role, initially curating 
seamless easy access to - and global search of - the OTT 
content, leveraging separate consumer subscriptions for viewing and then, over time, enabling the operator to 
pull specific OTT services into a price bundle as deals are struck with OTT players.
Further, an IPTV solution with broadband self-promotion capability can also generate revenue from targeted 
advertising.  Think about the possibilities for local advertising and district-based targeted advertising for political 
campaigns.
By building an association with a financially solid IPTV partner who brings the right mix of elements to ultimately 
drive broadband growth, and secondarily, video growth and profitability, operators are driving a successful, 
sustainable business model that keeps their customers connected in more ways than one. ■
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