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BT’s	Unrealized	Value	

1.  BT	is	a	scarce	and	strategic	asset	-	its	value	has	the	potenEal	to	grow	exponenEally	

2.  Our	vision	of	BT:	“Make	BT	one	the	most	admired	regional	Fiber	company	
naEonwide	and	contribute	towards	making	Burlington	a	hot	bed	for	tech	
entrepreneurs	and	startups	in	New	England”	

–  Double	EBITDA	organically	

–  OpportunisEcally	consolidate/expand	in	other	markets	

–  Become	enabler	of	local	tech	eco-system	

–  SubstanEally	increase	value	for	all	stakeholders	
	

3.  ZRF	and	Schurz/HBC	are	hands-on	partners	with	a	track	record	of	growing	
companies	in	similar	situaEons	in	Telecom,	Media	and	Technology	markets	
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Fiber	Market	Developments		
•  Dot	com	era	demand-supply	mismatch	addressed	-	BT	was	ahead	of	its	Eme		

–  At	BT’s	launch:	there	was	no	iPhone,	YouTube	or	Facebook	and	Ne\lix	was	just	starEng	
	

•  ExponenEal	growth	in	bandwidth	consumpEon	led	by	cloud,	video	
consumpEon,	apps	

•  NaEonal	compeEtors	focused	on	buying	content,	securing	business	customers	
and	addressing	Tier-1	markets	-	Window	of	opportunity	to	consolidate	Tier	
2/3	markets	

•  Beginning	years	of	a	30	year	copper	upgrade	cycle	(60%	of	the	buildings	with	
20+	employees	are	copper	connected),	similar	to	early	days	of	Cable	and	
Wireless	industries	

•  Convergence	of	broadband	infrastructure:	towers,	backhaul/metro	fiber	and	
datacenters	converging;	FTTH	is	a	natural/criEcal	extension	
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Growth	Plan	for	BT		
•  Realize	opera+onal	leverage	of	the	Network	business	–	Increase	EBITDA	to	$X	-	$Y	million		
	

–  ConEnue	the	growth	in		penetraEon	of	exisEng	network	from	by	taking	customer	service	to	
the	next	level	and	focusing	on	sales	and	markeEng	(several	fiber	players	including	HBC,	C	
Spire,	EPB,	Next	Light	are	approaching	60%+	market	share	in	their	local	markets)	

	

–  Focus	on	small	business	customers	and	provide	them	complete	“IT	in	a	Box”	soluEon	(expand	
product	offering	to	include	services	)	–	own	customer	relaEonship/one-stop	shop	

		

–  Complete	buildout	in	Burlington.		Expand	network	to	neighboring	areas,	“Pre-sell”	the	
network	(South	Burlington	and	Winooski	alone	can	expand	market	by	40%,	addiEonal	
opportunity	in	Essex	and	Williston)	

	

–  BT	can	achieve	its	organic	growth	goal	($X-$Y	million)	of	EBITDA	through	a	combinaEon	of	
above	steps	and	fund	growth	from	its	internal	cash	flow	
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Growth	Plan	for	BT		
•  U+lize	BT’s	learning	experience	and	opera+onal	skillset		
	

–  Partner	with	other	municipaliEes	where	BT	becomes	operator	of	the	network	and	Co-ops/

municipaliEes	own	the	physical	fiber		

	

–  ~90	communiEes	with	publically	owned	FTTH	networks	today	and	many	more	municipaliEes	

embarking	on	some	form	on	municipal	broadband	(1)	

	

–  Acquire	other	networks	which	lack	scale	or	have	excessive	leverage	

		

–  Acquire	non-core	fiber	assets	from	uEliEes		

	
1-	“Municipal		Broadband:	Background	and	Policy	Debate”	report	-	Congressional	Research	Service,	April	6,	2016.	
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Development	of	Tech	Eco-system	
•  Burlington	Technology	Fund	–	BT	should	foster	alignment	of	public	and	private	interests.	

Community	strength	will	drive	network	penetra+on.	First	equity	check	is	hardest	to	find.				
	

–  Set	up	a	BTV	Ignite	Technology	InnovaEon	fund	in	partnership	with	exisEng	resources	(universiEes,	
local	founders	and	City)	that	provides	seed	capital	to	local	startups	

	

–  Remove	barriers	to	aspiring	young	entrepreneurs:	start	at	a	college	level,	provide	conducive	
environment,	physical	space	and	financial	support,	define	tangible	goals	and	help	raise	insEtuEonal	
capital	

–  Focus	on	Burlington’s	strength	areas,	generate	startups	that	raise	successful	insEtuEonal	capital.		
ZRF	is	also	a	potenEal	partner	and	channel	to	naEonal	VCs	

–  BT	would	contribute	$1.75	mm	over	seven	years	toward	this	iniEaEve,	invite	local	foundaEons	and	
other	insEtuEons	to	invest	as	well	
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Development	of	Tech	Eco-system	
•  Workforce	training	and	internship/appren+ceship	program	-	Lack	of	technical	skills	is	a	

major	barrier	to	aSract	or	retain	tech	jobs		

–  Digital	transformaEon	is	similar	to	industrial	revoluEon,	similar	disrupEon	caused	by	the	
introducEon	of	steam	engine,	electricity	and	micro-processor,	tech	skills	are	no	more	a	“Nice	to	
have”	

	

–  BT	would	work	with	local	resources	and	establish	a	program	that	teaches	basic	technical	skills	to	
exisEng	workforce	and	high	school	grads	

–  BT	would	offer	internship/apprenEceship	opportuniEes	to	local	students		

–  BT	would	contribute	$350,000	over	seven	years	toward	this	iniEaEve,	invite	local	foundaEons	and	
other	insEtuEons	to	contribute	as	well	
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Value	RealizaEon	Process	
•  ZRF	&	Schurz	are	hands-on	long	term	partners	with	a	goal	to	significantly	enhance	value	of	BT	

•  Organically	double	the	size	of	EBITDA	within	3-5	years	

•  Achieve	premium	EBITDA	valuaEon	mulEple	by	gaining	scale	and	sEcky	business	customers	

•  Grow	business	via	opportunisEc	acquisiEon	opportuniEes		

•  Develop	very	strong	Ees	with	community	to	drive	network	penetraEon	

•  Liquidity	opEons	include:		

–  Sale	to	an	infrastructure	or	pension	fund		

–  Sale	to	a	private	company	including	but	not	limited	to	Schurz		

–  Dividend	recapitalizaEon	
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ZRF	and	Schurz/HBC	Background	
ZRF	Partners	 Schurz/HBC	

Faisal	Nisar,	Founder	&	Managing	Director			
–  20+	years	of	experience	of	building	

telecom,	media	and	technology	
companies	

–  Previously,	Partner	at	Baker	Capital	and	
an	Analyst	at	Merrill	Lynch	
	

Gary	Evans,	Senior	Advisor	
–  Fiber	to	the	home	pioneer	and	

community	acEvist	
–  Founder,	Ex	President	and	CEO	of	

Hiawatha	Broadband	CommunicaEons,	
Contributor	to	BT’s	turn-around	

Schurz	Communica+ons	
–  100+	years	track	record	of	owning	and	

growing	evolving	companies	
(Newspapers,	TV	staEons,	Cable,	Fiber)	

–  15,000+	Fiber	to	the	Home	addresses	
	

Hiawatha	Broadband	
–  One	of	the	first	compeEEve	fiber	

entrants	in	US,	First	recipient	of	
Broadband	AssociaEon’s	pioneer	
award	

–  70+	%	penetraEon	in	13	served	
markets,	Leader	in	customer	service	
and	community	engagement	
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