
By Steven ChurCh

Nortel Networks Corp. and its 
bankrupt units in Canada and 
the U.S. have asked judges in 
both countries to set rules on 
how to divide with its Euro-
pean affiliates $4 billion U.S. 
the company will have when 
it liquidates.

Nortel’s U.S. and Canadian 
divisions want judges in their 

respective countries to decide 
how to split the money, while 
European units in bankrupt-
cy in Great Britain want a pri-
vate arbitrator or a “trans-
national” tribunal to make 
the decision, James Bromley, 
a Nortel attorney, said Tues-
day in U.S. Bankruptcy Court 
in Wilmington, Delaware.

The European units “be-
lieve they will not get a fair 

shake before this court,” 
Bromley said. 

“And that is simply un-
fathomable.”

Since filing for bankruptcy 
in the U.S., Canada and Eng-
land, Nortel has sold almost 
all of its businesses, raising 
about $3 billion to distribute 
to creditors. Later this month, 
Nortel’s U.S. unit will hold an 
auction for more than 6,000 

patents, in which the open-
ing bid by Google Inc. will 
be $900 million. It will be 
the last major sale of Nortel’s 
assets.

Nortel was once the largest 
maker of telecommunications 
equipment in North America. 
The Toronto-based company 
filed for bankruptcy in 2009, 
blaming its failure on compe-
tition from lower-priced rivals 
and the slumping economy. 

The European units claim 
Nortel owes them $10.2 billion 

U.S., according to court papers 
filed in Toronto, where the par-
ent is in bankruptcy. Judges in 
the U.S. and Canada may de-
cide whether those European 
claims are legitimate.

Attorneys for the Euro-
pean units were scheduled to 
make their arguments about 
the process for dividing the 
money. U.S. Bankruptcy Judge 
Kevin Gross in Wilmington 
and Ontario Superior Court 
Judge Geoffrey Morawetz, 
in Toronto, held a joint hear-

ing, linked by video, to decide 
whether they should oversee 
the division and under what 
rules.

Nortel’s 6 7/8 per cent bonds 
due 2023 fell almost two per 
cent to 27.5 cents on the dollar 
Tuesday, according to Trace, 
the bond- price-reporting sys-
tem of the Financial Industry 
Regulatory Authority.
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Nortel seeks ruling on dividing up cash
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Last week Genband Inc. 
employees in Ottawa and 
around the world pitched in 

at food banks and other commun-
ity good works to mark the first 
anniversary of the takeover of 
Nortel Network’s carrier voice 
business.

But the event, which Genband 
chief executive Charlie Vogt says 
will be an annual occurrence, was 
just a small part of a celebration 
that shows charity does indeed 
begin at home.

The Nortel takeover is getting 
better for Genband by the minute, 
even for a deal which was already 
the biggest bargain in the $4-bil-
lion fire sale of Nortel assets. 
After months of wrangling in the 
courts, the Nortel estate will hand 
over $25 million in asset price 
adjustments from the original 
$182-million deal.

The reduction is a coup for Vogt, 
a 47-year-old who honed his com-
petitive skills as a pitcher and 
fielder on a baseball scholarship 
at St. Louis University before em-
barking on a business career.

Not only did Genband get a 
huge base of Nortel digital switch-
es in phone companies around 
the world that was generating 
$650 million in sales, it also filled 
out a big lineup of advanced tech-
nology that customers need to 
manage the wave of video and 
wireless traffic.

In a single stroke, Genband 
quadrupled sales and workforce.

Vogt said the big price cut is 
not a case of Genband discov-
ering bad things when it opened 
up the Nortel assets, “but the 
kind of adjustments that come 
when assets are purchased out of 
bankruptcy.”

For the first time, he shed light 
on the progress that Dallas-based 
Genband is making integrating 
the Nortel operations.

Genband fell “a bit short” of the 
goal of $800 million in sales last 
year with Nortel under its belt.

However, he said, its new or-

der backlog grew 20 per cent, year 
over year. “Now we are converting 
the orders to revenues, reducing 
operating expenses and margins 
are growing again this year.”

More important, he said Gen-
band avoided “the collision of cul-
tures and drop in performance” 
that hits many takeovers. He said 
the deal liberated the depressed 
entrepreneurial spirit inside the 
carrier voice operation.

The deal is going so well that 
Genband made another deal for 
Cedar Point Communications, a 
$60-million-a-year New Hamp-
shire company that helps cable 
companies manage voice traffic.

So far Genband appears to be 
doing an effective job keeping 
big customers at major equip-
ment makers happy without rais-
ing fears that it might turn into a 

challenger. Smaller competitors 
like Sonus Systems, which had 
been expected to challenge for 
the Nortel assets, are still getting 
their own houses in order. Sonus 
recently shut an Ottawa develop-
ment operation.

The one big piece missing from 
the Genband puzzle is a public 
launch on stock markets, an event 
Vogt was predicting a year ago 
could happen in 12 to 18 months.

Now with markets cool to any-
thing but social media companies 
and Chinese startups, Vogt says 
there is no urgency to go public. 
He wants several more quarters of 
operations under a new financial 
reporting system.

But ultimately this is likely a 
question that only Genband’s pri-
vate-equity bankers can answer. 
One Equity Partners, the $8-bil-

lion private equity arm of JPMor-
gan Chase, holds about 75 per 
cent of the Genband equity.

“We are very, very patient and 
nobody is pushing us to go pub-
lic,” Vogt said. “We think there is 
a lot more room for consolidation 
in the (telecommunications in-
dustry) space.”

Ross Video is tripling manu-
facturing capacity at an Iroquois 
plant to handle production of 
$270 million of broadcast video 
equipment annually sold to public 
and private sector clients.

Airwide Solutions, once a prom-
ising Ottawa wireless messaging 
technology startup, has been sold 
to Mavenir, a Texas company with 
more than $105 million in finan-
cing. 
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Genband capitalizes on Nortel bargain
Deal quadrupled 
sales, workforce
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By tOny lOfarO

Now, even funerals can be ar-
ranged through a computer 
from home.

A Toronto-based firm that 
bills itself as “Canada’s first In-
ternet funeral company” is of-
fering services in Ottawa and 
other Ontario cities at prices 
its says are considerably low-
er than traditional funeral 
homes.

Headquartered in Toronto, 
Basic Funerals and Cremation 
Choices has no fancy funer-
al homes where grieving fam-
ilies can be consoled by a fu-
neral director, view caskets or 
hold visitations. Clients deal 
with a company representa-
tive through the Internet, by 

telephone or in person.
Much of the funeral arrange-

ments can be done from home, 
said a company spokesman.

The company has handled 
more than 100 funerals in the 
Ottawa region since it began 
offering services here, said Pat 
Larkin, the company’s man-
ager of Eastern Ontario.

Dominic Mazzone, who has 
a background in marketing 
and technology, started Basic 
Funerals two years ago with 
Eric Vandermeersch, a vet-
eran of the funeral business 
from Aylmer, Ont. 

The company is licensed 
under the Ontario Board of 
Funeral Services.

“Eric found that some fam-
ilies were coming in want-

ing something that was very 
basic and the way funeral 
homes serve communities, 
they weren’t able to do that,” 
said Mazzone. 

“It kind of is the funeral 
home model to sell big servi-
ces, because that is how they 
make money.”

Mazzone said the com-
pany provides grieving fam-
ilies only the services they 
want.

“We took the whole model 
and put it half on the Internet 
and half on the ground. The 
funeral industry really hasn’t 
kept up with the times be-
cause here we say that it is a 
17th-century model working 
in the 21st century. 

“I was really surprised there 
wasn’t all of the convenience 
of the Internet already being 
offered to families,” said Maz-
zone.

The average cost of a fu-
neral in Ontario is about 
$10,000, according to figures 
from Basic Funerals and Cre-
mation Choices. 

For a complete, basic cre-
mation, it charges $1,695. 

A burial and graveside ser-
vice is $1,800, while a basic 
funeral with casket will run 
about $3,200.

Mazzone said cost and con-
venience are two of the fac-
tors that are attracting clients 
to the company. He said by 
the end of the year the com-
pany hopes to handle 1,500 
funerals in Ontario.

Brian McGarry, chief exec-
utive of Ottawa’s Hulse Play-
fair & McGarry, said other 
companies have tried this 
low-priced approach on fu-
neral services with little suc-
cess.

“You have to ask yourself 
who owns the company and 
whether they’ll be around 
for a long time. My advice to 
consumers is to choose some-
one who has been around for 
a few decades or at least one 
decade,” said McGarry.

He said he’s familiar with 
the low-overhead way the 

company operates. “They 
don’t have a building, they 
have a guy sitting at a com-
puter doing the work, there 
is no owner in the store,” said 
McGarry.

He said if a client engages 
the company to do a crema-
tion, it “shops” the cremation 
to local cemeteries. “There’s 
always someone who will do 
that and it’s often the weak-
est link in the chain. I think 
it’s kind of disgusting to shop 
your mother’s death around 
town,” said McGarry.

He said Hulse Playfair & 
McGarry can offer its clients 
lower-priced funeral servi-
ces without the added amen-
ities for families looking to 
cut costs. He said the average 
cost of a traditional funeral 
is about $7,200, depending 
on what the family purchas-
es, but lower-priced crema-
tion services are also avail-
able. 

Budget funeral service offers Internet bookings
Most arrangements  

can be done from home

Dominic Mazzone started 
Basic funerals two years 
ago.
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By tOM SpearS

A new ad campaign puts a 
face on the Outaouais you’ve 
never seen before — like the 
Casino du Lac-Leamy, import-
ed direct from Las Vegas!

And the local waterfall, just 
10 metres smaller than Niag-
ara. Trains so fast, they’re in-
visible!

Watch for TV commercials 
with tall tales from a dubious 
looking tour guide. 

The French slogan trans-
lates as: “Until you come here, 
people will tell you anything.” 
The English one is a little mild-
er: “You have to see it for your-
self.”

The message is to come 
and see the true Outaouais, 
of course. But Brigitte Cérat 
of Tourisme Outaouais sees a 
twist as well.

Most tourism marketing 
showcases a particular des-
tination or a special attrac-
tion, she notes.

Not this one. It’s a sly prod 
in the ribs, reminding the 
viewer that we don’t always 
know about this region that’s 
so close to Ottawa. “We take it 
for granted,” she said. 

“The challenge in the tour-
ist industry is that the com-
petition is so big, and tourists 
are exposed to so much pub-
licity, and then you just don’t 
notice the ads any more.”

The tour guide in the ad 
is filmed out on a bike path. 
The longest one in the world, 
he enthuses. 

It goes all the way to Bar-
celona!

Next, he’s standing beside 
an attractive but ordinary 
outdoor fountain, manipu-
lating the camera angle to 
make it seem taller — like a 
waterfall.

And so on, through a series 
of claims that would be right 
at home at a rally of the old 
Rhinoceros Party.


