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1
2 INTRODUCTION

3

	

Q.

	

WHAT IS YOUR NAME AND BUSINESS ADDRESS?

4

	

A.

	

My name is Sylvia Acosta Fernandez and my business address is 530 McCullough, San

5

	

Antonio, Texas 78215 .

6

7

	

Q.

	

HAVE YOU PREPARED AN EXHIBIT THAT PROVIDES INFORMATION

8

	

REGARDING YOUR EMPLOYMENT, EDUCATIONAL BACKGROUND AND

9

	

APPEARANCES BEFORE THE COMMISSION?

10

	

A.

	

Yes. That information is attached as Schedule 1 .

11

12

	

Q.

	

WHAT IS THE PURPOSE OF YOUR TESTIMONY?

13

	

A.

	

The purpose ofmy testimony is to :

14

	

a) describe SBC Missouri's core business voice services ;

I5

	

b) demonstrate that effective competition continues to exist statewide for core

16

	

business voice services by providing evidence that SBC Missouri customers can

17

	

purchase similar services from alternative providers that are functionally equivalent

18

	

to or substitutable for SBC Missouri's services at comparable rates, terms and

19 conditions ;

20

	

c) describe how the current classification does not allow full competition to provide

21

	

even greater choices to Missouri customers;

22

	

d) describe SBC Missouri's current business "go to market" strategy and how

23

	

competitive classification in the remaining 158 exchanges will further benefit

024

	

Missouri business and



e) recommend to the Commission that it find SBC Missouri's business access line

services, related Easy0ptions® Services, High Capacity Access Exchange services

3

	

and Plexar® competitive and move these services closer to regulatory parity with

4

	

those of SBC's Missouri's competitors in Missouri .

5

6

	

Q.

	

WHAT PRODUCTS AND SERVICES WILL YOU BE DISCUSSING?

7

	

A.

	

I will be discussing the various services our business customers use to make and receive

8

	

calls over the Public Switched Telephone Network (PSTN). These services include :

9

	

a .

	

"non complex" or basic business access services including exchange access

10

	

line services, Basic Rate ISDN (DigiLines` Service), and other line-related

I I

	

services and features such as Hunting, Calle: ID al.d the tariffed packages

12

	

that include these features ;

13

	

b . "complex" services such as Analog Trunks (PBX trunks), "High Capacity

,-

	

'Exchange Acccs

	

Llilc Ser1'I :VS,'

	

;,", i'l) Jel-vice,

15

	

SuperTrunk and Primary Rate ISDN (Smart'frunk") Service (digital PBX

16

	

trunks), SelectData© and Plexar® (Centrex Service) which is a central office

t7

	

based substitute for key system/PBX service .

18

	

Please refer to Schedule 2, Business Product Descriptions, for a detailed description of

19

	

the core business services SBC Missouri currently offers and seeks to have classified as

20

	

competitive statewide.

21

	

Q.

	

WHAT ARE THE MAIN POINTS YOU WOULD LIKE TO CONVEY TO THE

22 COMMISSION?



i A.

2

3

4

5

6

7

8

9

10

I1

12

13

1-1

15

16

17

18

19 Q .

20

21

22 A.

23

The Commission should consider the following points when evaluating whether SBC

Missouri's business core services face effective competition :

"

	

Between July 2004 and July 2001, SBC Missouri has seen a loss of 17% of its

business access lines in service.

"

	

There are alternative providers providing substitutable or functionally equivalent

services to SBC Missouri's business non-complex and complex core services and

therefore, the Commission should find that effective competition exists for SBC

Missouri's business core services .

"

	

While the obvious competition to SBC Missouri's business services include

traditional services offered by competitive local exchange carriers (CLECs), there

are also non-traditional forms of competition from providers of wireless, Internet

based (IP) telephony, electronic mail (e-mail), and customer premises equipment

(CPE)

'

	

JJ:.. 1f1lSSOCIlr acesl3rlC11l$ COllStl'al1lCS Cblli

"

	

Missouri customers are not receiving the full benefit of a competitive market

because SBC Missouri's existing pricing constraints limit its ability to respond to

changing customer demands and a competitive marketplace .

YOU PREVIOUSLY TESTIFIED IN SBC MISSOURI'S FIRST COMPETITIVE

CLASSIFICATION CASE (CASE NO. TO-2001-467) . WHAT WAS THE

PURPOSE OF YOUR TESTIMONY IN THAT CASE?

The purpose of my testimony was to show the myriad ofservices available from

alternative providers and the extent to which those services are functionally equivalent



I

	

at comparable rates, terms and conditions to the core business access line services and

2

	

related line item services offered by SBC Missouri

3

4

	

Q.

	

WHATWAS THE OUTCOME OF CASE NO. TO-2001-467 WITH RESPECT

5

	

TOBUSINESS SERVICES YOU PRESENT HERE?

6

	

A.

	

Pursuant to Section 392.245, in December 2001, the Commission found that business

7

	

access line services, High Capacity Access Exchange service, associated line-related

8

	

business services and optional business MCA service in the St . Louis and Kansas City

9

	

exchanges faced effective competition and should be competitively classified

10

I I

	

Q.

	

:I.".5 COMPETITION IN THE BUSINESS SEGMENT OF THE MARKET

12

	

CONTINUED TO GRO:, t̀' SINCE CASE NO. TO -26Ui--7G

	

'AS DECIDED?

13

	

A .

	

Yes . The access line losses realized statewide in Missouri partially reflect the

14

	

competitive enviromnent . In July 2001, business access lines in ,:issouri were S09,703

15

	

compared to July 2004 of 674, 910. This represents a 17% decline in our access line

16

	

"in service ." The access line in service losses only portray a piece of the impact of

17

	

many alternative providers . This decline does not reflect losses ofnew customers that

18

	

SBC Missouri doesn't ever have an opportunity to compete to win. Competition

19

	

continues to expand and thrive throughout all ofSBC Missouri's exchanges . The level

20

	

of competition can be seen by the continuous stream of sales and marketing information

21

	

business customers are receiving from SBC Missouri and its competitors . Through

22

	

these sales and marketing efforts for both traditional and alternative services, the

' The Commission also found that several other services, for which I did not testify to, faced effective competBrn .



t

	

benefits (savings, convenience) achieved from purchasing " bundled" offers are

2 evident .

3

a

	

BASIC ACCESS LINE SERVICES

5

	

Q.

	

WHAT IS BUSINESS ACCESS SERVICE?

6

	

A.

	

Business access service gives a customer the ability to send and receive telephone calls

7

	

or to connect to data networks through the public switched telephone network (PSTN).

8

	

Analog Trunks allow the customer to connect its PBX or key telephone system to the

9

	

PSTN. Business access services can be very simple- basic access lines and a stand

10

	

alone telephone - or complex - digital trunks behind a PBX such as ISDN PRI service .

11

12

	

Q.

	

HOWARE BUSINESS ACCESS LINES AND TRUNKS TYPICALLY

13 PURCHASED?

la

	

A.

	

Missouri custe:ucrs have inane .-l ;ernatives available to purchasc

	

access

15

	

and PBX trunks . They may purchase these services on a stand-alone basis at month to

16

	

month rates or they may receive discounted prices under a term agreement or in a

17

	

"bundle" that combines the basic access line with line-related services such as Caller ID

18

	

and perhaps other popular services like Hunting .

19

2o

	

Q.

	

WHAT ARE LINE-RELATED SERVICES?

21

	

A.

	

Line-related or "vertical" services are services a business customerwith non-complex

22

	

telecommunications needs may add to the access line for additional functionality .

~23

	

Examples of line-related services include services such as Call Waiting, Three-Way



1

	

Calling, Call Forwarding, Caller ID, or Speed Calling. In Missouri these services are

2

	

referred to as Easy Option services . For customers that have more complex needs, a key

3

	

system or PBX will perform these line-related services.

4

5 Q.

6

7 A.

8

9

10

I1

12

13

14

15

16

	

Q.

	

WHAT TYPES OF COMPETITION EXIST FOR BUSINESS ACCESS LINE

17

	

AND LINE-RELATED SERVICES?

18

	

A.

	

There are two main types of competitive providers-traditional and non traditional

19

	

providers . CLECs are the most evident type of traditional competitor for business

20

	

access line customers, providing services that are substitutable for or functionally

21

	

equivalent to SBC Missouri's services . CLECs today focus on bundled solutions -

22

	

bundling local with vertical features or messaging as well as long distance. CLECs are

0 23

	

also creating "super bundles" that is, local services (line and features), broadband (with

WHAT IS METROPOLITAN CALLING AREA SERVICE AND HOW DOES IT

FIT IN THIS CASE?

Metropolitan Calling Area (MCA) service is an expanded calling area plan that exists in

St . Louis, Kansas City and Springfield . It is an optional service that customers can

purchase when their businesses reside in MCA exchanges outside the St . Louis, Kansas

City and Springfield exchanges where MCA service is considered "mandatory" which

means the MCA calling scope is part of their local charge . CLECs compete vigorously

within the MCA areas so optional MCA service should be declared competitive along

with the underlying access line services in the optional MCA exchanges in the St . Louis,

Kansas City and Springie!d D,ICAs.



I

	

Internet access) and long distance and wireless services at a discount. Bundling

.

	

2

	

provides greater savings to the business customer. CLECs and SBC Missouri have

3

	

developed attractive bundled pricing arrangements . These are designed to sell the most

4

	

popular telecommunications solutions presented in a bundle that is easy for a business

5

	

customer to evaluate and purchase .

6

7

	

In addition, SBC Missouri faces competition from non-traditional forms of competition

S

	

such as wireless carriers and Internet-enabled technologies such as Internet-telephony

9

	

and electronic mail (e-mail) .

10

11

	

HIGH CAPACITY EXCHANGE ACCESS LINE SERVICES

12

	

Q.

	

WHAT ARE HIGH CAPACITY EXCFIAi°iGE ACCESS LINE SER"'ICES?

13

	

A.

	

High Capacity Exchange Access Line services provide customers with up to 24

1 ;

	

56/64Kbps channels of switchcd access to the local PSTN on a single DS-1

15

	

Megabits per second) transport facility .

16

17

	

Q.

	

WHAT TYPES OF HIGH CAPACITY EXCHANGE ACCESS LINE SERVICES

1s

	

ARE AVAILABLE TO BUSINESS CUSTOMERS IN MISSOURI?

19

	

A.

	

There are generally three types of High Capacity Exchange Access Line services

20

	

commonly available to business customers in Missouri :

21

	

"

	

The first type utilizes ISDN Primary Rate Interface (PRI) as the underlying

22

	

technology .



1

	

"

	

The second type utilizes simple time division multiplexing (TDM) for digital

2

	

trunking over a DS-1 .

3

	

"

	

The third type is commonly known as Integrated Access . Integrated Access

4

	

service also utilizes simple TDM and DS-1 technologies .

5

6

	

Integrated Access allows customers to use the 24 channels for access to multiple voice

7

	

and data services . In addition to using the service or local PSTN access, a customer

3

	

may also use some of the channels for exchange private line access . Some competitive

9

	

offerings allow customers to use a single DS-1 for switched access to local, dedicated

10

	

access to long distance, Frame Relay and Internet services .

II

12

	

Q.

	

WHICH HIGH CAPACITY ELCH.:t"'CE' ACC- ES - LIi1E SERVICES DOES

13

	

SBC MISSOURI OFFER?

I*

	

A.

	

SBC Missouri offers the following I-IigIi Capacity Exchange Access Line Services in

15 Missouri :

16

	

ISDN PRI

17

	

" SmartTrunk

Is

	

"

	

Select Video Plus©

19

	

" SelectData©

20

	

TDM/DS-1 - digital trunking

21

	

" SuperTrunk

22

	

"

	

Digital Loop Service

23

	

Integrated Access



1 " Access Advantage Plus (limited to access to local regulated services)

2

3 Q. PLEASE DESCRIBE THE COMPETITIVE LANDSCAPE IN MISSOURI FOR

4 RETAIL HIGH CAPACITY EXCHANGE ACCESS LINE SERVICE.

5 A. Missouri business customers have many alternatives to SBC Missouri's High Capacity

6 Exchange Access services -- including purchasing functionally equivalent services from

7 CLECs such as AT&T, Birch Telecom, MCI Worldcom, Sprint and Allegiance. PRI

s and Digital Trunking services are purchased predominantly by large business and

9 Internet Service Provider (ISP) customers . PRI and Digital Trunking services are

10 standard products for CLECs selling to the large business PBX market or the ISP

I inbound dial access networking market . CLECs are SBC Missouri's main competitors

12 in these markets . CLECs have been reselling SBC Missouri 's retail products like

13 SuperTrunk and SmartTrunk at discounted rates to customers since the passage ofthe

td Act .

15

16 In addition, CLECs commonly provide High Capacity Exchange Access servicesusing

17 SBC Missouri network facilities (e.g ., unbundled network elements (UNEs)) . CLECs

Is take advantage of the economics of critical customer mass and buy their own PRI-

19 equipped switches and then utilize SBC Missouri's unbundled loops to reach the

20 customers from the CLEC's own switch . CLECs can also build their own loop facilities

21 and use their own switch, thereby totally bypassing SBC Missouri's network .

22



1

2

3

4

5

6 Q.

7

s A.

9

10

11

12

13

14

15

16 A.

17

18

19

High Capacity Exchange Access Line services are designed for large business

customers, with high volumes of telecommunication traffic . Large PBX business

customers are lucrative targets for CLECs. CLECs also compete directly and effectively

with SBC Missouri to provide service to Internet Service Providers (ISPs) .

WHAT TYPES OF COMPETITION EXISTS FOR HIGH CAPACITY

EXCHANGE ACCESS LINE SERVICES?

Most, if not all, CLECs who compete for large business and ISP sales offer equivalent

services to SmartTrunk, SBC Missouri's ISDN PRI service . CLECs also offer

equivalent services to SuperTrunk and Digital Loop Service, which are digital PRI is a

mature technology and numerous CLECs offer I'M services at c.aremcly competitive

rates .

1VIMT .L..~E SOME sIFTITr; RECENT COMTTTrr-. " ., n*, ..,;t ti V

SEEN IN THIS SEGMENT OF THE MARKET?

In this higher end of the market, CLECs are very aggressive at undercutting SBC

Missouri on PRI service . As the following table shows, typical competitive monthly

rates for PRI services are around $540 to $850 . This is very aggressive pricing given

that SBC Missouri's equivalent pricing is typically over $1,000 per month.



9

10

t I

12

13

14

15

16

17

i s

19

2

3

4

5

6

7

0 SBC Missouri, but the basic products provide the same functionality to customers.

SBC Competitor Offers

Tariff Rate Prornotlonal Rate Birch MCI Nuvox

E800(1yr)4C5800,$700(2yr)- -
IC$3001NCL:7 Featuras

$1045 (3yr) E988 (3yr)
-u

E540(tyr)-IC :$800, 5458(2yr- $872 (Band A&B), $1580
$830(1yr)

IcE3oo includes 30,000 LD Min

INCL: Call Block only
LD :E.049(donnasW

Q. OW H S BC M S O RI R S O D D TO THESE COMPETITIVE

OFFERS?

A. SBC Missouri responded by developing a promotional bundle for PRI services in 2003

referred to as the Missouri "May Day." This promotion is still available today and it

offers aggressive rates for the PRI with an option to bolt on either Outbound Caller ID

or first 1000 block of DID numbers for $10 per month. Refer to Schedule 3 for a copy

of the promotional tariff filing .

Q. IS THERE ANY FUNCTIONAL DIFFERENCE BETWEEN SBC MISSOURI'S

HIGH CAPACITY EXCHANGE ACCESS LINE SERVICE AND THAT OF A

COMPETITOR OF SBC MISSOURI'S BUSINESS HIGH CAPACITY

EXCHANGE ACCESS LINE SERVICE?

A. No. Digital Trunking Services from CLECs' and SBC Missouri's DS-1 based Digital

Trunking Services are functionally the same. There is no functional difference between

SmartTrunk (ISDN PRI) and a CLEC's PRI. The number and types of switch features

(i.e ., PRI 2 B-channel transfer) may vary from CLEC to CLEC and between CLECs and



1

2

	

PLEXARSERVICE

3

	

Q.

	

WHAT IS BUSINESS PLEXAR SERVICE?

4

	

A.

	

As Schedule 2 describes, Plexar is a central office based communications system that

5

	

allows business customers to use SBC Missouri's central office technology instead of

6

	

purchasing their own switching equipment .

	

The Plexar family of services includes

7

	

Plexar-1, Plexar Express, Plexar II and Plexar-Custom. A business customer has no

s

	

capital outlay since Plexar switching equipment is provided, housed and maintained in

9

	

SBC Missouri central offices . The industry refers to this service as "Centrex" .

10

1 I

	

Plexar service provides basic call processing capabilities, such as call hold, call transfer,

12

	

and three-wary eallin,,, . \~~:itional~� suiac 1'l : :asr services also offer advanccd voice and

. 13

	

data call handling, such as Basic Rate Interface (BRI) and Integrated Service Digital

i-1

	

Network (ISDN) capabilities .

	

Esscilliaily, Plexar is a central office based PBX.

15

16

	

Q.

	

HOWDO CLECS PROVIDE BUSINESS PLEXAR SERVICE?

17

	

A.

	

Resellers purchase SBC Missouri's Plexar service at wholesale prices and then "resell"

I3

	

the service to end user customers . Facility-based providers provide Plexar-like service

19

	

and features through their own switching equipment .

20

21

	

Q.

	

IS THERE ANY FUNCTIONAL DIFFERENCE BETWEEN SBC MISSOURI'S

22

	

PLEXAR SERVICE AND THAT OF A COMPETITOR RESELLING SBC

23

	

MISSOURI'S BUSINESS PLEXAR SERVICE?

12



12

13

14

	

Q.

	

DOSBC MISSOURI AND OTHER TELECOMMUNICATIONS PROVIDERS

15

	

HAVE THE ABILITY TO UTILIZE CUSTOMER SPECIFIC PRICING (CSP)

16

	

FOR PLEXAR-TYPE SERVICES?

17

	

A.

	

Yes. Pursuant to Section 392.200.8 RSMo 2000 SBC Missouri and other carriers have

18

	

the ability to utilize CSP pricing for Plexar type services In fact, this provision existed

19

	

before the legislature authorized local competition (i.e., the creation of CLECs) because

20

	

the legislature recognized that CPE provided a competitive alternative to Plexar-type

Company Web link _ _
Everest _htt~" 'reac":"a,+ca"caza,-ici~.c rarinGri ca,-s-as-~r. :
IDT
MCI
XO htt.fdh.~aewaaaajifiac viu iF~yur-ffLiCer."daj/voice/local/centrex/index

_html
Big River http://www.bigrivertelephone.com/services.htm l
Nuvio hitp ://www. nuyi6.opm/centrex . php

1 A. No. A reseller uses SBC Missouri's network to provide service . SBC Missouri resells

2 its telecommunications services to the CLEC at a discount off of its retail rate . The

3 CLEC bills the customer directly for services purchased by the end user customer .

4

5 Q. IS THERE ANY FUNCTIONAL DIFFERENCE BETWEEN SBC MISSOURI'S

6 PLEXAR SERVICE AND PLEXAR-LIKE SERVICES OFFERED BY CLECS

7 USING THEIR OWN SWITCHING FACILITIES?

s A. No. A CLEC that uses its own switch, either with its own loops or combined with loops

9 from SBC Missouri, can offer Plexar-like service with equivalent functionality to

10 Plexar. Below are the Internet hyperlinks of known facilities based CLECS that offer

I 1 Centrex service in Missouri .



SE14 RVICE°.

15

	

A.

	

For decades Plexar has faced competition from key telephone systems and PBXs.

16

	

Key telephone systems and PBXs were developed and offered to replace some of the

17

	

central office based offerings for larger business customers . Over time, the prices for

1 s

	

PBX systems have been driven down by competition and by advances in switch

19

	

technology . PBXs and key telephone systems continue to be an attractive alternative for

20

	

business customers that choose to "own" their voice system .

21

22

	

The convergence of voice and data is one of the industry's leading drivers for migration

0 21

	

as business customers search for economic solutions for their voice and data needs.

14

1 services. The intent was to allow open competition and reclassifying Plexar as

2 competitive would give Missouri business customers more choices .

3

4 Q. DO CPE ALTERNATIVES FUNCTION THE SAME ORARE

5 SUBSTITUTABLE FOR SBC MISSOURI'S PLEXAR SERVICE?

6 A. Yes, business customers may purchase PBX or key telephone systems from many

7 vendors . These vendors provide service that is substitutable for SBC Missouri's Plexar

S service . In addition, the vendors install and maintain the equipment for the customers .

9 The final point is that many of the web pages specifically call out the comparison

10 between Centrex service and key systems and PBXs. This further supports SBC

I i Missouri's position that CPE is a direct, functionally equivalentSubstitute for Plexar .

12

13 Q. WHAT TYPES OF COMPETITION EXIST FOR BUSINESS PLEXAR



1

	

PBX, key system and Centrex growth is declining over time, VoIP demand is projected

to grow as more customers migrate from traditional circuit switched services to IP

services . Since January 2002, Plexar "in service" has declined about ** - ** . Refer

to Highly Confidential Schedule 4, SBC Missouri Plexar In Service, for monthly station

in service counts .

3

4

5

6

7

	

Proprietary Schedule 5 provides analysis of the 4Q03 InfoTech nationwide Business

9

	

System trends . This schedule shows Centrex line growth to be declining while VolP is

9

	

predicted to rise . From 2003 to 2008 Centrex lines are forecasted to decline by

10

	

**

	

** but VolP is predicted to grow by **

	

** over the same period . In my

t i

	

opinion, SBC Missouri's Plexar station losses shown in Schedule 4 are primarily due to

12

	

substitution (PBX, key systems) or migration to IP enabled CPC .

t3

TS~.7TCR

	

T.T: T.'~
1
:.i
h
. . c, . . . .,I 1 TIIAT A PBX O

	

A?' ,.. T.

15

	

EQUIVALENT TO PLEXAR?

16

	

A.

	

Yes. Like Plexar, a PBX is a telephone system that switches calls between users on

17

	

station lines while allowing all users to share a certain number of local exchange access

is

	

lines . Most state-of-the art PBXs today use digital switching technology rather than

19

	

analog . A PBX generally includes the following :

20

	

PBX trunk lines provided by the local exchange service provider.

21

	

"

	

A premises-based PBX switch (computer) that manages the switching of the

22

	

station calls (intercom) within the PBX system and calls to and from the PSTN.

23

	

"

	

The inside wiring between the PBX switch and individual PBX stations . " 7.

1 5



I

	

"

	

Aconsole (switchboard for attendant service) .

2

	

"

	

Direct Inward Dialing (DID) provided by the local exchange service provider.

3

4

	

An IP PBX provides the same feature functionality as a traditional PBX or Plexar but it

5

	

uses the data network to transport both voice and data .

6

7

	

COMPETITIVE LANDSCAPE

8

	

Q.

	

PLEASE DESCRIBE THE GENERAL COMPETITIVE LANDSCAPE IN

9

	

MISSOURI FOR SBC MISSOURI BUSINESS SERVICES .

10

	

A.

	

As mentioned earlier, between July of2001 and 2004, SBC Missouri has lost

11

	

approximately 17% of its business access lines . The existence of a number of both

12

	

traditional and non traditional competitive alternatives as %veC as bypl- ss provides clear

13

	

evidence that SBC Missouri faces a very competitive market for all of its popular non

14

	

complex and complex core business access services . For vc2rs, SPC Missouri has faced

15

	

competition from :

16

	

"

	

CLECs that are facilities based as well as non facilities based;

17

	

"

	

CPE alternatives such as PBXs and key telephone systems ;

18

	

"

	

Non-traditional alternatives such as wireless, Internet or IP telephony, email and

19

	

"

	

Bypass - businesses that choose to build their own private voice networks

20

21

	

The number of traditional alternatives is evidence of a fully competitive market.

22

	

Alternatives emerged within the Missouri marketplace because it is financially

23

	

rewarding to these alternative providers to offer the business customer choices-

24

	

statewide . Further evidence that the Missouri market is fully competitive is the

1 6
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3

4

5 Q.

6

7 A.

8

9

10

11

12

13

14

15

16

17

18

19

20 Q.

21

22 A.

IS 21

emergence of non traditional alternatives such as IP telephony, e-mail and other forms

of communication that businesses make use of instead of using the public switched

telephone network (PSTN).

IS THE COMPETITIVE NATURE OF THE BUSINESS MARKET A RECENT

DEVELOPMENT?

Absolutely not . The business market, especially the large business market, has been

competitive for years- even before the existence of CLECs. For example, business

customers have a long history of seeking alternatives to SBC Missouri business services

such as vertical features and Plexar .

	

Early on, various CPE providers offered many of

the alternatives . PBXs were developed and offered to replace central office based

offerings for larger customers . Prices for PBX systems have come down over the years,

making them attractive alternatives for medium and small business customers . Some

Ia,-.C 1)usincs-, customers, SUCK aS Washln6 1on Un:`lcrsliy, 1 ; St .^.̂ r:2':

	

p .. .̂'.a:t

Agency, and Edward Jones have opted to construct private networks to handle much of

their communication needs . Additionally, CPE has been developed to offer functionally

equivalent capabilities to many of SBC Missouri's optional central office based

features .

WHAT FACTORS HELP EXPLAIN WHY THERE IS GROWING

COMPETITION FOR BUSINESS CORE SERVICES?

There are two clear reasons . First, businesses are always searching for ways to lower

their operational costs in order to increase their profitability . Secondly, it's clearly

17



2

3

4

5

6

7

8

9

l0

11

12

013

15

16

17

18

19

20 Q.

21

22 A.

23

profitable for competitors to enter into the telecommunications market- if it were not

lucrative, then why would both the number of alternative providers rise as well as the

myriad of substitutable products. Many business customers are geographically

concentrated in metropolitan areas. Facility-based alternative carriers are able initially

to reach a high concentration of high volume customers without building networks that

serve the entire state .

These local service providers use a network infrastructure that does not mirror SC

Missouri's statewide infrastructure, allowing market entrants to serve large areas with

lower average levels of investment than that employed by SBC Missouri . If a potential

customer is located in an area where the competitor has not yet constructed facililics, the

competition can rely upon resale of SBC Missouri's telecommunications services or

purchase unbundled network elements (UNEs) to serve the customer without having to

make any additional capital invcsh:eats . Tlrc basic economics of the allcrnat :, ~s Icad

other service providers to offer business customers comparable service alternatives at

generally lower prices . Unlike SBC Missouri, they do not have to balance revenue and

contribution sources between an embedded base of lower margin residence and rural

customers against higher margin business customers .

WHAT LEVEL OF COMPETITION DO YOUR BUSINESS ACCESS LINE

SERVICES FACE IN MISSOURI?

SBC faces a very competitive market statewide for all ofits business access line

services. Based on information found on the Commission's web site, there are on

1 8



I

	

average about 30 certified CLECs certified to offer business services in SBC Missouri

2

	

exchanges . These competitors utilize aggressive marketing strategies (bundling and

3

	

aggressive monthly rates) and direct, focused selling tactics (direct mail, outbound

4

	

telemarketing, door to door sales) to gain market share. Some advertise through mass

5

	

media (print ads, radio or TV), outdoor (Birch billboards) and make use of the Internet

6

	

(permission marketing) to communicate the choices they offer Missouri businesses .

7

s

	

Q.

	

REGARDING ADVERTISING, CAN YOU QUANTIFY THE LEVEL OF

9

	

ADVERTISING BY YOUR COMPETITORS?

I o

	

A.

	

Yes, through external advertising agency analysis commissioned by me, I can estimate

I I

	

amoral telecommunications advertising expenditures for the state of Missouri . SBC

12

	

Missouri competitors spent nearly **

	

4 in mass media and online

13

	

advertising from I Q02 to 2Q04. (Refer to Proprietary Schedule 6, Missouri CLEC

i-1

	

Advertising Spend.) These expenditures show the leacl of our competitors' focus Oil

15

	

Missouri businesses, with many ofthese competitors having doubled or tripled their

16

	

spend. During this study period :

17

	

"

	

AT&T spent just under **

	

**

18

	

"

	

Sprint spent just under

19

	

"

	

Verizon spent **

	

**

20

	

"

	

Birch spent almost **

	

**

21

	

"

	

CenturyTel spent **

	

**

22

	

"

	

MCI spent **

	

**

23

	

"

	

McLeod spent * *

	

**

	

NP
1 9



1

2

	

Q.

	

WHAT IS THE SOURCE OF THIS INFORMATION?

3

	

A.

	

This information was obtained through a study I commissioned our advertising agency

4

	

to undertake . Based on public records for advertising in print, radio, TV and banner

s

	

advertising, the agency is able to use rate sheets to calculate an estimated spend. This

6

	

information was collected from Competitrack, Nielsen Adviews, and surveys of supplier

7

	

reports . The survey data was used in combination with publicly available rate sheets to

8

	

calculate the estimate.

9

to

	

Q.

	

WHAT IS THE "KEY MESSAGE" SBC MISSOURI'S COMPETITORS' HAVE

I I

	

DELIVERED VIA ADVERTISING?

12

	

A .

	

There is a common theme ruining in the advertising- it's bundling . While the scheduia

13

	

doesn't show all the competitors that advertised in Missouri (nor does it reflect direct

mail expenditures), it does show that Missouri Lus ; ; :cuses : ; . _e:-.posed to a trend of

15

	

utilizing advertising to more effectively reach business decision makers . Missouri

16

	

businesses have been targeted repeatedly with advertising describing the numerous

17

	

bundled choices available .

is

19

	

Q.

	

ARETHERE OTHER FORMS OF ADVERTISING THAT YOUR

20

	

COMPETITORS USE?

21

	

A.

	

Yes. Not all advertising is overt or easy to find publicly . Our research has found CLEC

22

	

advertising also makes use ofbanner ads on Internet sites as well as promotional content

.23

	

on various web sites. Analysis ofInternet sites shows the vast choices they offer Missouri

20



1

	

businesses . Please refer to Schedule 7 which shows examples of the actual web content

for Birch, NuVox, AT&T, McLeodUSA, MCI and Sprint .

3

4

	

Q.

	

HASSBC MISSOURI RESPONDED TO THE INCREASED COMPETITIVE

5

	

ADVERTISING AND IF SO, IN WHAT WAYS?

6

	

A.

	

Yes. Given the fact that CLECs increased their level ofadvertising and direct sales

7

	

efforts, SBC Missouri has responded with advertising of its own. From I Q02 to 2Q04,

8

	

SBC Missouri spent **

	

"to reach Missouri business customers . The competitive

9

	

market SBC Missouri operates in is what drove the decision. to increase advertising

10

	

from **

	

** in 2002 to **

	

** in 2004. Refer to Proprietary Schedule 8 for a

I I

	

summary of SBC advertising in Missouri .

12

13

	

Q.

	

PLEASE EXPAND ON THE TYPES OF NON-TRAT)ITIONAL COMPETITION

TI1AT EXISTS IT GR BUSINESS ACCESS LINE S2I:V C7-

15

	

A .

	

Missouri customers have the option of utilizing "non-traditional" services such as

16

	

wireless service, cable modems, and Internet based telephony or IP Telephony and o

17 mail .

18

19

	

Wireless service is widely available throughout SBC Missouri's exchanges in Missouri .

20

	

Increasingly, the business customer is choosing to reduce the number of wireline

21

	

business access lines and instead utilizing wireless services . Besides the obvious

22

	

applications for "mobile" users such as salespeople and real estate agents, many diverse

23

	

small businesses have adopted wireless service as their only means to stay in contact

2 1



1

	

with their customers . For example, a landscaper can work on jobs and still be able to

2

	

receive calls allowing him/her to schedule additional jobs. Wireless service is

3

	

particularly attractive to business customers because the service often includes long

4

	

distance calling at no extra charge .

5

6

	

Cable modems offered by cable TV companies and DSL offered by telecommunications

7

	

companies eliminate the need for additional access lines .

8

9

	

The Internet is now pervasive and accessible to all business customers in SBC

10

	

Missouri's exchanges, and the various Internet-related capabilities such as e-commerce,

11

	

e-mail, web pages, and Internet-based or IT telephony provides even nacre alternatives

12

	

to SBC Missouri's business access line services .

	

Tlie growth of the lnielllel and e-

13

	

commerce applications has also provided attractive business voice choices .

	

There are

14

	

an 1ncrca$ :iig ;i :11171iC1' ol C-tailers flat allow Visitors to Cilel< On ar,

	

On

	

-,%c'

15

	

to use the IP network to complete a voice call, thereby reducing the demand for

16

	

traditional business access services .

17

18

	

VOIP (Voice over Internet Protocol) service is an immediate and growing competitive

19

	

alternative to SBC Missouri's "traditional circuit switched" core telecom services

20

	

(POTS) such as basic access, ISDN and others . Examples of some of the VolP

21

	

providers that offer business service in Missouri and their service offerings are provided

22

	

below. The competitive freedom that VoIP providers currently enjoy has createdan

23

	

environment that drives innovation and investment in VoIP and other alternatives. And

22
-.N[P



3

7 Q.

8

IO

1I

12

13

14

15

16

17

18

Missouri customers benefit . The table below identifies several providers that are

offering business VolP services .

4

5

6

	

BENEFITS FROM COMPETITIVE CLASSIFICATION STATEWIDE

HOYrr

	

THIS COMPETITIVE :a`.'i ONMENT BENEFITED

CUSTOMERS IN MISSOURI?

A .

	

Furthcr evtden-e of a fuIly conlpetit ;ve ."l,,m -ket is the evolution of tl',- prn~--t

strategy toward bundling to deliver savings . In response to customer demands,

telecommunications providers such as SBC Missouri and its competitors are focused on

bundling traditional core business access with complimentary services such as long

distance, Internet access and broadband at rates that are lower than if the services had

been purchased separately . Bundling is evidence that service providers acknowledge

the competitive nature of the market and that all business customers have choices for

business access and related services. Telecommunications providers recognize that

decision makers are well informed and do not need to be sold stand alone products .

Rather, decision makers have the knowledge gathered from personal experience as a

Company VOW Web link
DeftaThree Yes htto:/lwww.iconnecthere.com/
Global Crossing Yes htto://wwW.clobalcmssing .com/xml/services/serv

voice voio over.xml
IDT Ne12Phone Subsidiary Yes 11110/web. net2ohone.cam/solutions/mrporatel

i2 Telecom Yes hltD,. //www.i2telecomcpmproducts .htmI
MCI Yes
McLeodUSA Trialing htto ://www.mcleodusa.com/ResourceRetrieval?fi l
Time Warner Yes htto , /lwww.timewarnercable.com/corocrate/orodu

cts/dicitalohone/default .html
Vonage Yes http7//www.vonage.com/
Nuvio Yes htto ://www.nuvio .com/voice.oho
Covad Yes ht~www.covadcom/voia/index.shtml



1

2

3

4

5

6

7

8

9

10

I

12

13

business owner or gathered from other business owners and the Internet so they want to

focus on a complete solution, not individual components that make up a total solution.

Bottom line : bundling provides greater savings to customers because SBC Missouri and

its competitors recognize businesses want choice . Business customers have benefited

because competition drives greater choices and savings . Such benefit can be seen in

the recent bundled offers from CLECs that target small businesses as depicted in

Schedule 9, Local Access Bundle Comparison and Schedule 10, Unlimited Bundle

Comparison, and as described below:

"

	

In 2003, MCI and AT&T launched "unlimited offers" that bundled local, popular

vertical features and unlimited domestic long distance for under $60 per month.

"

	

Effective July 2, 2004 Birch filed a promotional tariffreferred to as freedom

Pak/Pak Pius that offered am aggressive bundle of a local access line PILLS 500

MOUs of domestic long distance, seven free vertical features for $31 per month.

Tbc pronl "Ction was fled t0

	

30"t , but was extICndItl

	

C. 11 \~ .IS

15

	

presumably a successful offer for Birch . This is further evidence that Missouri

16

	

customers benefit from competition- more choices than just SBC Missouri .

17

	

Vonage and AT&T are putting substantial marketing and advertising effort

18

	

behind their Voice Over Internet Protocol (VoIP) offerings . Both advertise a

19

	

bundled solution ofunlimited local, long distance, popular vertical features and

20

	

high speed broadband connectivity for under $100 per month.

21

	

Other CLECs such as McLeodUSA http://www.meldwireless.com/Home.do and

22

	

Sprint at http://www.sprint.com/business/products/categories/small .jsp that offer



I

	

Missouri customers the convenience of bundling local access, long distance,

2

	

broadband and wireless on one bill .

3

a

	

Q.

	

WHAT ARE SOME OF THE RECENT OFFERS THAT HAVE RESULTED

FROM EFFECTIVE COMPETITION IN MISSOURI.

CLECs have been very effective at enlarging their market share through bundling of

services at very competitive bundled rates both in the small business market as well as

the larger business market . MCI was one of the first CLECs to introduce an unlimited

local and long distance bundle targeted for customers with non complex

telecommunications needs . In 2003, MCI introduced Business Complete Unlimited,

which offers unlimited local calling, domestic long distance calling, bundled with Easy

Option featUCCS like Caller ID, all for $34 .99 for iiic First line . Schedule 11 is a copy of

a direct mail piece MCI used to describe this offer ton St. Louis customer . Schedul^ 12

is a pronlotionai f:Cr that states the MCI Of:CC .

	

2'.T'-- ::IJ'(7 GffCi'ed a buni:ICu unla1l_ ;i .., .

15

	

offer, All In One, which is almost identical to MCI's business unlimited offer. In

16

	

response, SBC Missouri launched business unlimited in July 2003 at a price point of

17

	

$38.99 for the first line .

is

19

	

Another promotion that Missouri businesses have recently been offered is Birch's

20

	

Freedom Pak/Pak Plus offering . This bundled offer provides a $28 per month access

21

	

line plus $3 per month for 500 long distances minutes ofuse or $2 for a block of 200

22

	

long distances minutes . Along with these blocks ofMOUs, Birch offers up to seven

5

6 A.

7

s

9

IJ

t

12



I

	

vertical features for no charge. Please refer to Schedule 13, which is a copy of Birch's

2

	

promotional tariff filing, for the specific details .

3

4

	

Q.

	

ARE THE CLECS GAINING CUSTOMERS IN THE MISSOURI

5 MARKETPLACE?

6

	

A.

	

Yes . Significant numbers of customers have responded to the CLECS' aggressive

7

	

selling tactics . The telecommunications bundled services offered by SBC Missouri's

S

	

competitors are similar, and very aggressively priced because it's easy to compete

9

	

through a differentiated offer that touts "savings" What differentiates a provider is very

10

	

simple and straightforward- deliver the most value in terms of service, reliability,

I I

	

product, and packaging and do so at a competitive rate . Ly tl:c nature 0:ecrupetition,

12

	

not all companies will succeed at the same level ; some wiii do a bettcrjob than others .

013

i Y~

	

f~

	

ljl " 7 m

	

..,, SpC 1. T^- i,,T

	

cT

	

/^C

	

--. .

	

. .

15

	

A.

	

SBC Missouri seeks to meet all Missouri business' telecommunications needs at a price

16

	

point that meet customers' expectations . SBC Missouri must have competitive

17

	

classification for its business services in all exchanges, notjust the two of the 160

I s

	

exchanges served by SBC Missouri that have been competitively classified Giving

19

	

SBC Missouri this flexibility will benefit all Missouri businesses because it will lead to

20

	

more choices for these customers where ever they do business - and greater choices

21

	

drives toward more competition that leads to increased savings (through bundles, new

22

	

products) and greater improvements to customer service . Competitive classification

23

	

will give SBC Missouri the ability to :

26



1

	

"

	

Respond more quickly to competitors' offerings with a reduced filing

2

	

interval and approval process ;

3

	

"

	

Freelymove prices up and down to respond to changes in the competitive

4

	

marketplace and

5

6

7

8

9

to

II

Businesses don't want to have to take the time to analyze their telecommunications bills

on the basis of the exchange in which the location exists . Missouri businesses want

affordable business rates statewide . They want the certainty that they are achieving the

maximum savings for all their locations, not just those the Commission believes are

competitive .

27

12 Q. ARE. MISSO' Ri UUSiNES:i CUS"'OMERS RECEIVING' I11t; 1i u :,L

1013 COMPETITION?OF

14 A. Nc . MIssou :l Custoa1CC i BCC, not CCCC :VI'hg the full benefit of

15 because SBC Missouri's existing pricing constraints limit its ability to compete on an

16 equal basis with its competitors .

17

18 Q. HOW DOES THE CURRENT CLASSIFICATION OF BUSINESS SERVICES

19 IMPACT SBC MISSOURI'S MARKETING EFFORTS?

2o A. The current classification disadvantages customers that have many locations statewide .

21 SBC Missouri's marketing efforts are similar to those of CLECs . We use door to door

22 premises selling, outbound telemarketing mass market and online advertising . Many of

0 21 SBC Missouri's marketing efforts, such as advertising and direct mail, are statewide -



1

	

they are designed to meet customer needs regardless of where their site is located.

2

	

Many businesses have locations both in St . Louis and Kansas City as well as in other

3

	

exchanges throughout the state. In my experience, business customers prefer uniform

a

	

pricing throughout the state, rather than having to keep track of different rates for St .

5

	

Louis, Springfield, Cape Girardeau, etc . Customers want choices that extend to all

6

	

locations where they do business If the Commission permits SBC Missouri to have

7

	

competitive classification statewide, it will examine how to apply these classification's

S

	

benefits . SBC Missouri wants the same flexibility its competitors have .

9

10

	

Q.

	

HOW ARE SBC MISSOURI'S COIMPETITORS REGULATED AND WHAT

I I

	

ARE THE IMPLICATIONS?

12

	

f\.

	

CLECs arc classified as con1pctilivC ami ail Ii1c services they sell are competitivci ;

1013

	

classified . With a competitive carrier classification, CLECs are able to change their

; . ;

	

prices (up lir

	

o ; ; sl:of :

	

wllhout the 7i-- ;'a Cfr:

15

	

cost support for the change . In short they have the ability to respond to market

16

	

dynamics more rapidly than does SBC Missouri . Because evidence of effective

17

	

competition exists statewide, the Commission should permit SBC Missouri to have the

is

	

same flexibility to meet the needs of is customers or its potential customers .

19

20 CONCLUSION

21

	

Q.

	

ARETHERE ALTERNATIVE PROVIDERS OFFERING FUNCTIONALLY

22

	

EQUIVALENT OR SUBSTITUTABLE SERVICES FOR SBC MISSOURI'S

23

	

BASIC ACCESS LINE SERVICES, THE ASSOCIATED LINE-RELATED

28



I

	

SERVICES, HIGH CAPACITY EXCHANGE ACCESS SERVICES AND

2 PLEXAR?

3

	

A

	

Yes. My testimony has demonstrated that there are numerous providers offering

a

	

functionally equivalent and substitutable services for SBC Missouri's business services .

5

6

	

Q.

	

DOTHESE COMPETITORS PROVIDE THESE .SERVICES AT

7

	

COMPARABLE RATES, TERMS AND CONDITIONS?

s t1 . Yes.

9

l0

	

Q.

	

WHAT CLOSING REMARKS SUM UP THE PURPOSE OF YOUR

II TESTIMONY?

12

	

t\.

	

To Sunr:

13

	

"

	

Expanding competitive classification, for business services to all exchanges

t 5

	

"

	

SBC Missouri's competitors adjust prices to meet customer needs without

16

	

regulatory constraint. Their price adjustments are neither tied to an index nor

17

	

limited to a certain percentage increase per yearand nor should SBC Missouri's

i s

	

be tied .

19

	

"

	

The pricing constraints placed on SBC Missouri limit our ability to price

20

	

services in response to the market .

	

Structuring new pricing plans that can differ

21

	

from SBC Missouri's existing rate structure gives CLECs considerable

22

	

marketing advantages over SBC Missouri . Giving SBC Missouri the same



1

	

ability to structure new pricing plans on business access services will provide

2

	

Missouri business customers with more choices .

3

	

"

	

Customers are looking for a telecommunications provider that provides value to

a

	

them in a bundled solution that is easy to evaluate and understand. This value is

5

	

derived from price and customer service. Customers choose the provider they

6

	

prefer based on total value proposition.

7

	

"

	

Customers are sophisticated, know they have choices, and want a provider that

s

	

can package the needed services at a value everywhere they do business . CLECs

9

	

bundle the most popular services and aggressively price them statewide .

10

	

"

	

Missouri customers want packages that eliminate some of the decision making.

t I

	

They also want a great value . This is what competition provides .

"

	

Given expanded competitive classification, wC iiissouii ,.vii! examine l)Ow to

modify its prices and product offers to provide more choices and more customer

roc ::scd CM:rs .

15

	

"

	

The Commission should find that SBC Missouri's business access services, line-

16

	

related services, High Capacity Access Exchange services and Plexar face

17

	

effective competition and declare them competitive.

i s

19

	

Q.

	

DOES THIS CONCLUDE YOUR TESTIMONY?

20 A. Yes.
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Case No. TO-2005-0035

Q.

A.

Q.

	

Whatare your primary responsibilities as Director-Packaging Simplification?

A.

	

Myprimary responsibilities include the strategy and development of new access line

bundles, access line package promotions and access line voice purchasing "agreements"

for SBC's four main regions: Midwest (Ameritech), West (Pacific), East (Connecticut)

and Southwest (including Missouri) as well as in SBC Telecom areas (those markets

outside ofthe incumbent footprint. These b~indles or packages typically include:

"

	

business exchange access line products, such as basic access lines and Primary

Rate ISDN, central office based services ;

"

	

SBC long distance services; and

"

	

enhanced services, such as voice messaging, Cingular wireless and unified

communications (a converged messaging service that allows the user to retrieve

messages and faxes from disparate sources. The service combines email

messages, landline voicemail messages, Cingular Wireless voicemail messages,

and faxes into one format so tl "e user can receive them. all by phone or online .)

Customer premises equipment (CPE) that complements these business voice

services?

Q.

BACKGROUNDFOR SYLVIA FERNANDEZ

By whom are you employed and in what position?

I am employed by SBC Management Services Inc. My title is Director-Packaging

Simplification .

Please describe your work experience with SBC.
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A.

	

I have been employed in various capacities by SBC since 19,088, with the majority of my

career in business marketing. I started with SBC in St. Louis, Missouri where I lived and

worked for nine ofthe 16 years I have been employed by SBC.

Q.

A.

I have held my current position as Director-Packaging Simplification since October 2003.

From April 2001 to October 200;, I was a Director responsible for developing the overall

access line services marketing piograms, covering all size business access services and

related services such as intraLATA toll, messaging, and ISDN .

	

Prior to April 2001 1

served as the Channel Marketing Director and was responsible for creating and esecutin .1

marketing programs specifically targeted at small businesses . In addition, I have held a

variety of marketing positions in the company, such as, Market Research analyst, Small

Business Market Manager, and Product Manager for access line voice CPE and DSL.

Please describe your educational background.

I hold both a Bachelor of Business Administration and Master ofBusiness

Administration degree from St . Mary's University, San Antonio, Texas. I have also

completed several telecommunications and marketing courses over the past 16 years

including at Northwestern's Kellogg School of Management .

Q.

	

Have you previously testified before the Missouri Public Service Commission

(Commission)?

A.

	

Yes, in August 2001 . The case was TO-2001-467 pertaining to SBC Missouri's

application for competitive classification . I was a witness representing basic voice

services for business .



SWB offers the following basic business services.

SOUTHWESTERN BELL TELEPHONE. L.P .. DIHIASBC Missoutu
Business Product Descriptions

FERNANDEZDIRECT SCHEDULE 2

Business Access Line IBAL) is a line that provides business customers the ability to make and receive telephone calls. These
lines can be used to make voice telephone calls or to transmit data to or from the public switched network. Access lines are sold
individually or can be set up with multiple access lines that "hunt." The hunting feature enables a call to "roll over" to the next
available line when the called line is busy.

Customers may opt to purchase flat rate BALs where all the local usage is included in the monthly charge, or they may purchase
measured BALs where local usage may be charged for outgoing calls based on call duration, time of day and distance .
Additionally, message rate service is available in some areas . Customers who purchase message rate service are charged on a
per call basis . Both measured and message rate customers pay a small monthly recurring fee in addition to applicable usage
fees .

Reserve Line is a measured BAL that provides flat rate business customers with a lower cost additional access line . Reserve
Line is a way for a small business with one to four telephone lines to add a business line without having to pay the full cost ofa
regular line. Because Reserve Line is a measured service, customers pay a low monthly recurring rate and pay for the minutes
used each month. BALs, Measured BALs, Reserve Line can be used to make voice telephone calls or to transmit data to or from
the public switched telephone network (PSTN) . Optional features can be added to access lines to increase their functionality .
These features are often referred to as Call Management Features or Vertical Features . Examples include Caller ID, Call
Forwarding and Call Return . The Vertical Features will be described in more detail later .

Analo~_ Trunks/ Multil-ine Service allow for connection from the central office to a PJVate I3rmch F.ech :in4e (POX) nr
system" located on the CUSIUmefs premise. A PBX is customer owned and managed cquipncnt (customer prauises c4cipmont
or CPE) that acts as a switch - providing the connectivity for inbound and outbound calls to the public switched network
(PSTN) . A key system is similar to a PBX. but is designed for smaller customers. Key systems tvpicaly come in filed
configurations (such as eight lines in and sixteen user stations, to give one example). The customer selects the number of
serving trunks that are required to provide the desired grade and volume ofservice . Trunks can be set up in hunting and have
some network "vertical services" or "Custom Calling Features" available.

Direct Inward Dialing (DIDI - DID trunks are trunks from the Central Office (CO) that pass the digits of the dialed DID number
to the PBX or kev s^mc "m (v " itl "" t`,~.e. pY.iuc!cr:lizcc'. sibna{) Nehieh numlcr ~sas d.ml n!

	

!pr

	

T!;_

	

I : °

	

". . . . .' .

	

..

	

. " ,
directs the call to the corresponding station .

Digital I ooo Service provides customers with digital access to and from the PSTN for circuit switch "voice" and circuit
switched "data." This service is delivered on a DS I facility and provides up to 24 line terminations . Each digital loop
arrangement can contact both direct inward dialing (DID) and Non -DID line terminations .

SuoerTrunks offer a direct TI connection from SWB's digital switch to the customers' premises as an option of Digital Loop
Service. Each SuperTrunk provides 24 exchange channels and will allow all channels to receive and make calls. However,
SuperTrunks do not allow for line side features such as Caller ID. PBXs with direct connect capability are what is generally
used with Super Trunks .

Access Advantage Plus (AA+) is a high-capacity line, which provides 24 channels to connect the customer business variety of
telecommunications services, alt through a single circuit (DSI). With AA+, customers are able to make calls, fax, access o-mait
and Internet, and transport data - all over one conduit connecting to our Central Office. Equipment the customer needs to
provide includes : CSUIDSU, 1/0 multiplexer, D4 channel bank, and routes The D4 channel bank is required to retain any line-
side Custom Calling Features or "Vertical Services" such as Call Waiting, Call Return, or Three-way Calling .

Plexar®/Centre is a central office based communications system, which allows business customers to use SBC Missouri's
central office technology instead of purchasing their own switching equipment. The industry often refers to this service as
"Centrex".

Plexar service provides basic call processing capabilities, such as call hold, call transfer, and three-way calling.
Additionally, some Plexar services also offer advanced voice and data call handling, such as Basic Rate Interface (13111) and
Integrated Service Digital Network capabilities (ISDN). Today, there are multiple vendors in Missouri offering PBX
equipment and key systems that are comparable to Plexar service. SBC Missouri offers four Plexar offerings:
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Plexar®-1 is a communications system arrangement for business customers that combines two or more individual local
exchange access lines into a Plexar-I group. This service offers the small business market an alternative to key telephone
service using standard telephone sets with touch-tone .

Plexar® Express is a communications system for small and medium sized business customers that offers a standard and
optional feature array comparable to a Key Telephone System (KTS) or a small Private Branch Exchange (PBX) system .
Plexar Express stations are designed for each user at the business location based on the needs ofthe customer's business .

Plexar®-II is a business communications system that offers standard and optional features comparable to most medium-
sized KTS and PBX systems. Plexar-II stations are designed for each user at the business location based on needs of the
customers business . Plexar-11 has a wide variety of optional features available, including Automatic Call Distributor
(ACD) and Basic Rate Interface Integrated Service Digital Network (ISDN) to meet any size customer's needs.

Plexar-Custom is a communications system that is comparable to a state-of-the-art PBX system . The minimum station size
is 75 or more stations within any serving central office . Plexar-Custom stations are designed for each user at the business
location based on the needs of the business . Further. Plexar-Custom like PBX has a wide variety of optional features
available, including ACD, Station Message Detail Recording (SMDR) and BRI, to meet any size customer's needs. Plexar
Custom prices are developed using the Customer Specific Pricing (CSP) process .

SBC Missouri also offers a variety of lino-related services or "vertical services ." In Missouri they are also referred to as
Easy0ptions© Services . These services can be added to an existing business line to give the custuner more "utility" out of tile
line . These services may be purchased individually or as part of a "package" of other services . These products include:

Coil Waiting -Alerts a customer using their telephone that another caller is trying to reach them .

FERNANDEz DIRECT SCHEDULE 2

Ca11 Waitinn ID -Displays name and/or nun, her nrndditinnnl cotter when a customer is already on a telephone en 11 . Nlus, h^vc
compatible CPE (Customer Provided Equipment) .

Call Waiting ID Options - Using compatible CPE. a customer can choose how to handle an additional telephone call :
"

	

Provide caller with a busy announcement
"

	

Forward the call to a "wail a minute" or "call me back" message
"

	

Rnul°_ the new m.ll to :I coi:'; :'tn :1l ..r, . n^,,,. ,

	

. :!r ::cri`, to zoiut; n." ea!
"

	

Allow the new caller to join the conversation in progress .

Call Forwarding - Customer can transfer all incoming calls to another telephone number.

Three-way calling - Customer can add a third party to an existing call without operator assistance .

Speed Calling - (Classified as competitive effective May 14, 1993 .) Customer can place calls to other telephone numbers by
dialing a code rather than a complete telephone number. Speed Call 30 (residence) and Speed Call 8 (business) have been
"randfathered to existing customers in Missouri .

Call Return - Customer can atno1natically redial the. telephone number of the last incoming call . If returned mnnber is busy . the
telephone company's equipment keeps trying to ca!I the number being rcdialed for a maximum of 30 minutes in order to
establish the call .

Auto Redial - Customer can redial the last outgoing telephone number. If recalled number is busy, SBC Missouri equipment
will keep trying to call the number for a maximum-of 30 minutes.

Priority Call - Provides the customer with a distinctive ring or call waiting tone when the customer is being called from pre-
selected telephone numbers. The customer can construct and modify a list of pre-selected numbers by dialing a unique code .

Call Blocker - Customer can block calls from pre-selected telephone numbers and/or the last incoming call . The customer
builds a screening list and can add numbers by entering a code.

Call Trace - Enables customer to initiate a trace ofthe origin ofthe last incoming call by dialing an activation call . SBC
Missouri equipment will record incoming call information .
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Selective Call Forw din - Enables the customer to forward incoming calls from preselected telephone numbers to another
telephone number. The customer can construct and modify a list ofpreselected telephone numbers by dialing an activation
code .

Simultaneous Call Forwardin¢ -Gives the customer the ability to forward multiple incoming calls simultaneously to another
telephone number designated by the customer.

Call Forwarding -Busy Line -When the customer's phone is busy, incoming calls are forwarded to another telephone number
designated by the customer.

Call Forwarding- Don't Answer -Allows incoming calls that are not answered after a pre-determined number of rings to be
automatically forwarded to a pre-designated telephone number.

Call Forwarding -Busy Line/Don't Answer - Allows incoming calls that encounter a busy condition or are not answered after a
pre-determined number ofrings to be automatically forwarded to a pre-designated telephone number.

Remote Access to Call Forwarding - Provides a customer that subscribes to Call Forwarding service the ability to
activate/deactivate, or change the Call Forwarding feature from a remote location by dialing a remote access number provided
by SBC Missouri .

Personalized Ring - Allows a customer to establish up to three telephone numbers on the same local exchange access line and
distinguish calls to each number by a distinctive ring .

_Caller I- rviceLtMO tI-Msl
"

	

Calling Number Delivery- Provides customer with Calling Party Nwubar (CfN) that can be read and shown by
compatible CPE.

"

	

Callin~Nnme Delivery-Provides the name nssomat:d'.vilh CPN to customer, and can be read by compatible CPE.

Anonymous Call Reiection -Allows the customer to automatically reject calls that have been blocked or marked anonymous by
the calling party .

Call Transfer Disconnect - Enables the customer to add another line to an established call, creating a three-way call . The
sr I

	

, ",~ : muy Ilrer disconnect 1) 0111 the 1 :1 :

	

I'I .r li "e ;wd ad l , ,\

	

_

	

,be

	

nine t .̀co pal [.cs' :o nu ~ ! on
to continue .

Privacy Manager -Allows the customer to intercept incoming calls that are identified as anonymous, out-of-area, unavailable, or
private before the telephone rings . The caller is played a recording that indicates the number they have dialed does not accept
calls from unidentified telephone numbers. At the tone, the caller is asked to record his name or the company he represents . If
the caller complies, the call is completed. If not, the call is disconnected .

Internet Caller ID Service -Allows the customer to be notified of an incoming call via a pop-up dialog box on their personal
comp;ner while logged on to the Internet .

SID^ Missouri n!so offers a variety of local service

	

lncIudirig

Custom BizSaverf Package - is a product grouping designed for small businesses that allows customers to customize a
telecommunications solution with unlimited local access and calling features . Custom Bi-SaversM Package lets customers
subscribe to up to 10 business access lines at discounted flat rates . Choose from a combination of the following useful features :
Call Waiting, Call Forwarding, Three-Way Calling, Call Return, and Caller 1D Name and Number. (Actual features included
depend on the package you select.) Minimum requirements are either one Flat-line or one Multi-line bundle on the primary
line and a term agreement. Term plans of I2-, 24-, or 36-month .

Business Solutions -customizable, money-savings package complete with essential business features and a wide variety of
options designed to handle customers' specific telecommunications requirements .

Features
"

	

Multiple Business Access Lines deliver comprehensive call coverage and accessibility foryour customers.
"

	

Each package includes features such as Call Forwarding and Remote Access to Call Forwarding to help
customers manage calls .
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"

	

Caller ID available with Business Preferred, lets customers know who is calling before customers answer the
line.

"

	

Never miss an opportunity to speak with a customer with CallNotes® voieemail .
"

	

InLine® wire maintenance plans help protectyou against unexpected repair expense .
"

	

Discounts offtariff for 1 year verbal agreement

Business Preferred -the mtm 8 feature discount package includes :
"

	

Caller ID Name/Number
"

	

Call Forwarding
"

	

Remote Access to Call Forwarding
"

	

Three-Way Calling
"

	

Auto Redial
"

	

Priority Call
"

	

Call Return
"

	

Call Waiting

Business Essentials -the mtm 4 feature discount package includes :
"

	

Call Forwarding
"

	

Remote Access to Call Forwarding
"

	

Three-Way Calling

PLUS one feature ofyour choice from the following list :
o

	

Anonymous Call Rejection
Awo Rcdiil

o

	

Call Blockcr
o

	

Call Return
o

	

Call Waiting
o

	

Personalized Ring- lst Ring
o

	

Priority Call
o

	

Selective Call Forwarding
o

	

Speed Calling 8 (not available in Missouri or Kansas)
o

	

Speed Calling 30

SBC Missouri also offers Integrated Services Digital Network (ISDN) based services .

FERNANDEz DIRECTSCHEDULE2

ISDN (Integrated Services Digital Network) is an architecture that maximizes the transmission capability of existing copper
wires, letting customers send both voice and data over a single twisted pair connection . Used for telecommuting, screen sharing,
desktop video conferencing, large file transfer and Internet access .

	

ISDN has two interfaces. They include Basic Rate ISDN
(BRI) and Primary Rate ISDN (PRI) .

Diailine Service"' is a BR I ISDN service which offers two 64 Kilo bits per second (Kbps) B channels and one 16 Kbps D
channel . One or both B channels may be configured for circuit switching or packet switching . Calls over a B channel
configured for circuit switching may be either voice or data . The D channel carry out ofband signaling for the B channels) and
may also h- configured for pocket switching. DigiLine, %%vl~en confgured for circuit sw4chnT, hrOVl(1es access to and from the
PSTN . DigiLine. when configured for packet switching, provides access to S WB's Public Packet Switched Network (PPSN) --
often referred to as the Internet cloud .

SmartTrunk" Service provides access to and from the PSTN for circuit switched voice (CVS) and circuit switched data (CSD)
communications via a PRI interface . SmartTrunk can also be configured to provide packet switched data (PSD) capability .
This capability provides access to SBC Missouri's PPSN or the Internet cloud . SmartTrunk employs a 1 .544 Mbps facility
divided into 23 B channels and one D channel. B channels are used for voice and data communications while the D channel
provides out-of-band signaling.

Select!) is an inbound-calling-only service, which provides ISDN PRI functionality for digital data transport and/or analog
modem calls (voice grade), on a single channel basis. Individual calls may be received at transmission speeds up to 64 Kbps.
Outbound calls may not be placed with SelectData service.
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SelectVideo®Plus is an intraLATA dial-up multi-rate switched digital data service provisioned via a fully configured PRI
interface. SelectVideo Plus will provide digital connections ranging from 64 Kbps to 1536 Kbps (synchronous) in 64 Kbps
increments of bandwidth via the PSTN. The specific rate is user-selectable on a per call basis.



P.S.C . Mo. No. 41
No Supplement to this

	

Integrated Services Tariff
tariff will be issued

	

Section 2
except for the purpose

	

2nd Revised Sheet 6.04
of canceling this tariff.

	

Replacing I st Revised Sheet 6.04

2.13 PROMOTIONAL RATES (cont d)

D .

	

SmartTrunks' Promotion- May Day 11

SMARTTRUNK'M

Fernandez - Schedule 3

(CT)

	

A promotional period will begin July 1, 2004 and end December 30, 2004 for eligible business
customers who order SmartTrunk Service and who commit to a 12-, 24- or 36-month Service
Term . Business customers who order new SmartTrunk Service, or who renew SmartTrunk
contracts which expire during the promotional period, or who add additional Interfaces and/or
Ports to their existing SmartTrunk Service will receive a discounted monthly rate on the
SmattTrunk Interface(s), as well as for the B Channel Circuit Switched Voice/Circuit Switched
Data Transport Business Trunk Equivalent Flat Rate Usage. Customers may optionally add
Calling Information Delivery and/or 100 number Direct Inward Dial (DID) Calling Blocks to the
above mentioned orders, and receive a discount on monthly rates for those services as well . Port-
only orders are eligible for discounts on the B-Channels, CLID and DID, however for these types
of orders the SmartTrunk Port rate itself will not be discounted . Customers who are converting
c>:icthg contracts to longer service :_ . ; : pcr : :rds ...̂rc net cli~ib!c . Prono,ioonl rates a :'e as follo,v :

Product Name

PRIInterface
PRI Port
CSV/CSD Transport

i lal Rate Usage,
per B-Channel

Optional Caller ID
Optional DID 100

Block

These discounted rates will apply for the duration of the Service Term commitment .
Additionally, all associated nonrecurring Installation Charges as set forth in this and other
applicable tariffs will be waived for qualifying orders placed during this promotional period .

(CT)

	

Service must be installed by February 28, 2005.

In the event of early termination of this service as provided under the 12-, 24- or 36-month
Service Term, the customer will be liable for any and all waived Installation Charges, in addition
to termination charges as set forth in this and other applicable tafffs .

Issued : June 1, 2004

	

Effective : July 1, 2004

By CINDY BRINKLEY, President-SBC Missouri
Southwestern Bell Telephone, L.P ., d/b/a SBC Missouri

St. Louis, Missouri

USOC 12-Month Term 24-Month Term 36-Month Term
Initial Renewal Initial Renewal Initial Renewal

IZZUB $510.00 $390.00 $488.75 $368.75 $475.00 $365.00
1ZZU5 480.00 360.00 390.00 300.00 355.00 275.00

1ZZU6 14.50 14 .50 13 .25 13 .25 13.00 13.00
ZVN 10.00 10.00 10.00 10.00 10.00 10.00

1ZZQ8 10.00 10.00 10.00 10.00 10.00 10.00
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THE INFORMATION CONTAINED IN THIS SCHEDULE IS
HIGHLY CONFIDENTIAL.
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PROPRIETARY.
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Products & Services

We're so sure you'll be happy with our service that
we guarantee it .

r` Integrated services

An integrated local, long-distance and high-speed Internet service
delivered over a dedicated T-1 connection .

Voice: One-line businesses

Small business essentials with big value for one-line businesses .

Voice : Multiple-fine businesses

" Customize your 3 Feature Value Package package with the
features you want most .(

Maximize productivity and value with the package .

Make long-distance calls any time, any day for a low, flat rate .
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INTERESTED?
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Products & Services

We're so sure you'll be happy with our service that
,,ve guarantee it .

Integrated service

An integrated local, long-distance and high-speed Internet service
delivered over a dedicated T-1 connection .

1" Voice : One-fine businesses

IH Voice: Multiple-line businesses

Small business essentials with big value for one-line businesses .

Customize your 3 Feature Value Package package with the
features you want most .

Maximize productivity and value with the package .

Make lone-distance calls anv time . anv day for a low . flat rate .

INTERESTED2C

Complete our

have a sales
specialist contect
you .

Cell our toll-free
number :
(866) 347-3843

Or, givethe .
nearest
-«= :

	

a call .
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The other phone cofnpal

Products & Services

t" The smart, flexible solution for larger businesses

Get the reliability you expect from a digital connection and
the savings you expect from Birch.

Birch PRI Connect meets iSDN standards for voice, video
and circuit-switched data applications, and is designed to
link directly to PBX systems equipped with a PRI interface .

The big news isn't what PRI Connect does, or how reliably
it does it . Sure, we're proud of the reputation we've built for
great customer service and network reliability . But the
headline is the price - you can save up to 50 percent.

Dedicated PRI Connection -PRI Connect delivers
23 bi-directional B channels, each running at a full
64Kbps, and one D channel for signaling and call
control.

" Caller ID - Caller identification (name and number)
is included at no additional charge . Use this
information to access customer records or project
files before the call is answered .
Non-Facilities Associated Signaling (NFAS) - Use
the D channel of one circuit for signaling and call
control of additional circuits, freeing up the other D
channels for voice or data applications while
maintaining D channel redundancy .

. Direct Inward Dialing (DID) -Use this optional

STONIER".
alrcers,1688) M4

'INTERESTED?1

Complete our
. . to

have a sales
specialist contact
you.

Gall our tote-hes
number:
(866) 3473643

Or, give the nearest
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Birch Telecom: Major Markets
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Comp_Ietevoi_ce plus.

~ Overview
-_

_

	

--.

	

Local 5etvice' .

	

Featwesand Benefits

Con_taot Us

Voiae MSil ~-

	

_

	

_.

pleteVoice Plus offers the following features As Business Lines or
ervicps:

" Business Line Service offers robust calling features
" Trunk Servires Provide DID, [liar-) or iwo-veaytransmissions
"

	

Features availatrle at an additional cost
o NuVo-Voice [.tall- ot?ers a broad range of messaging

features to enhanceyour business communications
capabilities-

" Pemn7ote Listing Service - provides cailer=. with a local
number that may be forwarded to your business location .

Long Distance

CompleteVoice Plus Features and Benefits

Outbound and inbound services- enable you to call anywhere in
the world

"

	

200 minutes of long distance pet line per month (includes
interstate, intrastate, rural tot[ and iyirXcalls - calling card and
international calls are not Included)
Calling cards- make it possible to rail loncq distance frnrn any
location in the li c, ., at anytime of day
Arcnunt codes- - allow you to tracklong distance billing information

NtjVox Communications .. Inc. 2001
r F:7 :t ; Idr°iioP"
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ISDN-PRI w

_ Overview_
r

	

Features and Benefits

Market Availability

Contact Us
Toll Sewices

	

_

C_ompleteVoicaPlus

Voice Mail

ndard Service Features

.

	

23 "B" and'O" serrice
"

	

Simple flat rate pricing in most areas
" Includes port, interface and channels
"

	

Calling Name and Number Delivery Interface delivers calling party
telephone number andlor listed name (where technically available)
to the called party

" Dynamic Channel Allocation enables a customer to designate the
quantity of call types

" Dialed Number Identification Service (DNIS) provides the PSYMCD
with the toll-free telephone numberthatwas dialed thythe caller

Optional Service Features

ISDN-PRI Features and Benefits

" Backup "D" manner enhances surdivabilihwhen three or more
ISDN PRIs share a "D" channel

. Direct Inward Dialing (DID) provide, direct access to erdension
numbers

. DID Numbers available

NuVBx Communications, Inc. 2001

519(!-up tnr M:ee.;.i e
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IS_DN-PRI

	

_

C_ompleteVoice Plus

'

	

Featur_es and Benefits. , .
.~Market Availability

ntact Us

Voice Mail

Market Availability

NuVox offers service for this product in the following markets

" Atlanta, GA .
" Charleston, SC
" Charlotte, Nc .
" Cincinnati, GH .
"

	

Columbia, fit: .
"

	

Columbus, OH.
" Dayton, OR
" Oreensbom,

Greenville, SO,
" Indianapolis, IN .
"

	

Jacksonville, FL.
"

	

Kansas GltI,, Mr? .
"

	

Knoxville, TPd.
"

	

Lexington, ic .
"

	

Little P+,c k, AR .
" Louisville, l"<Y
"

	

Miami f Ft . Lauderdale FL .
" Nashville, TN .
" Oklahoma City, OK
" Raleigh, NC.

Springfield, Mil.
St. Louis, 100."

" Tulsa, OK .
" tpdichita, KS .
" Wilinington, NC .
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NuVox offers selviee forthis prod Lie:tin the to IIovaing markets:
FeatUies and Benefits

	

,

Market Availability

Contact Us
" Akron, OH .
" Atlanta, GA .
" Charleston, 3C.

Charlotte, NC .
" Cincinnati, OH .
" Columbia, SC .
" Columbus, OH.
" Dayton, OH
" Greensboto, NC .
"

	

Creenville, SC .
" Indianapolis, IN .
" Jacksonville, FL,
" Kansas City, PAO..
" Kno)ville, TI'-
J-" Lexington, KY .
"

	

Little Rock, AR .
"

	

Louisville, KY .
" Miami i Ft Lauderdale F1-
"

	

Nashville, TN
"

	

Oklahoma City, GK,
dC

Springfield ; Mil.
St . Louis, MO

" Tulsa, OK
" srVichita, KS .
" Wilmington, NC .

Market Availability

Fernandez Direct Schedule 7
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- eieConfetILIrL§y
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e. Internet Sereices

A I Prod rr

	

fr Servn

	

ices

Cus baler Cpntnr
o_jutiu ¢js_tait

hl Business

s{?t;oin

	

~

	

N Hana:8 on the Go

	

~
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~
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~

	

t;Aegnrso Dusines>

AT&T Local Service is available for number (314) 331-1236 .
ChektS - ,p~aSk,ernurn rryr',

AT&T Ail inOt?efA - Local Ss ryice fnr nmderatecalling

This plan is recommended for businesses that generally make over
500 minutes of local calls per month, per line .

" $35 .Rf) p9r more?r, unlimited obiling

'tames,"=t6asa~P E8looal Iing jOE.~afjation .

AMAUjn~-te dvat a e=
Unlimited Long Distance and Local calling

Sae-plan details-
This plan is recommended for businesses with heavier volumes of
long distance and local calling .

" $95 ;95 per n--onth per line
" Unlimited State-to-State and Regional Long Distance
" Unlimited Local Service
" Line Charge included

"° Prommwm fR[£ localline installation,

Al,&_7 - Itto o

	

i R)us
Long Distance with moderate Local calling

This plan is recommended for businesses that want a competitive
long distance rate and make over 500 minutes of local calls per
month .

" State-to-State Long Distance : fi .C-t de, minute for Gnhne i)dlmg
6,94 per rnfnute far SKar,dard tflmq

" Regional (IntraLATA) Long Distance : 14 .9E per minute
" Local Service : (35,70 pee Month, untimred oathng
" Calling Card;'ails as tnx, as o.sf car minutp Z e A I r&t'~k

Per ca!S sw harge ,+a "ies by Incati, n . DetaaLls

`>:j ORDER. NOW

Sea

	

an datai -

,71 ORDER- NOW

ORDERNOW

see njaarr jetails

_Intel -_~-_
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" OArA

n HOSTING
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T'exm= & Condftlans I p,5uaap policy
02004AT&T . All rights reserved .

AT&T ISDN Primary Rate Interface supports your the high-volume
transmission needs of your business by utilizing high-capacity,
dedicated T1 .5 lines . The key feature of the ISDN PRI is the use
of out-of-band message-oriented signaling, carried in a separate
digital channel (D-channel) . The D channel is also responsible for
much of the intelligence and flexibility of ISDN. The type of
information transmitted by the D channel includes information
about the caller, such as the caller's telephone number, or
information about the call itself, such as what service is to be
used for the call, and a call completion indicator .

	

Se ;
FEATURES & BENEFITS

Provide access to a wide range of services

Establishes temporary signaling connections to create an
ISDN Distributed Communications System, networking a
company's PBXs

OPTIONS

a AT&T Information Forwarding Service II (INFO-2)

PRICING

ARGI

AT&T ISDN Primary Rate Interface requires customization and

	

Nusines* Applications
tailoring to your environment . For further information, you can

	

using IMN
contact an AT&T representative by calling 1-800-222-0400 .
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IN'.II~IiTE.t1E14£ " 1 1-!I'=TOMEFICENTER

AT&T SON Primary Rate Interface

Request-Addrtloha1
InformaElon

questioms/cnmments
about this servce .

rd',Prild j

AT&T VIdco Gatev,~ay
Service

AT&T Executive Video
Confarencing Service

. Allows for customized call handling

	

A'IWr Toll-Free Multimedia
Service

Customs~Teatiiiib>iegl z

Douglas Countp School
S ysterr,

Additiotral Resaiur es
Vider) Co"Mrerta
Solution Finr)PI



Local

I Long
internal & Gala aenfce ;
Weaisss

~~RSquestHgeine
Information
Frq i6nlh+, ASkeG~-
Queallons

ama .A6autVs :mnrtornsfa:"an YadmAWh;sPagea ;Cantaaesl

fiyour business [leads reliable and elrordable
coneounkellonservices,your business needsMcLeudUSA.
Ali of ourlocal, long distance and Internet services are
supported byour advanced fiber-optic network, andfriendly
andprofessinnM Custaner Service, ovallable 247.We
believe in treating people better than a companyhas ever
treatedthem before .

Local Service

	

-

	

- .:

	

_-___-

	

------_

Onetine Preforted" Package
The simplest option for quality, local service .

Fmmium Pret rr

	

Fac a e
Unlimited local calling, plus lots of features.

Simple PmfenedsSel®ei PatvaaP-rEWf
Choose the local features your business needs
most

Value PreforledaSelect Package -WWf
The most economical local service plan, with the
reliabllfy and vadefy offeatures you need.

rarer rJ v In

	

ee air '~-tance0
Paclcade_

PtoflredAdVanta AT Business LongDistance100
Package

f rAM V n

	

a.Yiisiness

	

na it. U

	

-

i1ltr(xWGS1

Ifl[LwdJ5A waCUas and
te+H[sa. [altfHad) ea5"71]7
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Local. andLong Distance

" 9usiness Flame

Featrtrrv, & 8eneAL

rues

Primp & Av4M.Giliiy

For more information call
1-800-MCI-7766
t9-800-624-77661

Add high speed
Internet service to
any MCI Business
Complete calling plan
far only $50 a martini

MICA- Bit{ le N co,,Veo-

MCI Business Complete offers plans to fit every business need . Whether you make a lot of Long
distance calls, need high speed Internet access, or just want the convenience of one bill for
everything, we have something for every business .

If the phone number above is not the correct number, disk here to go back andre-enter a
ditferent phone number .

the Pan the" i .rs Right

MCI Business Complete Unlimited $59 .99
Per month

Perfect for businesses that wand unlimited local and longdistance carting, and
popular callln9 features -for one low monthlyprice on one bill.

This plan gives you the freedom of.
Unlimited long distance calls
unPmtted lovai toll-pa-11:2

Unlimited local calls
Popular features st no extra charge

one company for your cornmunicahon needs

Plus, for an adddionei monthly fee, you can add any of the following services :

Unllmiled-fl%h speed Irderriet serylce rwhene ayailablel

~ air
it

International allin Plan

AddiSiion sl pfto

	

hhe

Additional taxes and surcharges apply. Clic t r

	

for details .
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" ManagedServices

Local Integrated Services Digital NelworkiPraliary Rate Interface (ISDN-PRI) provides a nigh-speed, inteRgent
connection to the MCI network . Local ISDN-PRI supports voice, data, video, and aptxications such as kkernet Access,
Remote LAN Access, Call Centers, Disaster Recovery, and File. Transfer . This sarvice supports simulloneous voice

ty. Local, long distance, voice, and dgital data caps are provided over the sameTI connection .
rs can 8130 estalbli h high-speed ofigAal connectivity Instantly . Local IS>ON-PRI provides bandwidth
ou need d and connectivity where you need d .

call setup. A separate high-speed signaling channel means callers receive faster call setup .

g efficiency. The faster call setup and ability to support artifice call types can result in a
nt reduction In the number of trunks required .

wer of information. The ability to receive Caller ID kdormation an inbound calls makes Local ISDN-
far Cap Center eppACeilons . Local ISDN-PRI allow$ You to access account clfornation and serve
tomers more efficiently .

es. Competitive local service rates and discount plans are avepable . MCI long distance calls made
ISDcLPRI receive the benefits of on-net pricing .

ed features. These help businesses operate more effectively and efideMlY. These features

Non-Facilgles Associated Signaling (NFAS). NFAS is the ability t0 have a D-channel on one
PRI to provide the signaling and control of other PRts . This allowa the other PRIS to utilize all 14 of
the B-charnels fortraffic .

Backup 11-Charnel.YlMen utifzng NFAS, it's important to realize that the tsuoure of the D-channel
wit re" in failure of all PRIs controlled by that D-channel . The backup D-channel provides
customers with the mechanism to automatically switch over from the princtry D-channel In the
backup D-channel if the active D-channel fails

O Cager ID. Provides customers will, the calling infumation of inbound caps . The customer CPF
muss Lie property equipped to view tms Information .
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" Internet
Flexibil

" gate Customewhen

" Satellite

0 Faster
" Goverment Services

+ vmofesale services
0

Trunkinsignific

"
All

Pfatlucts
4 The p

" Partner Center PRI ideal
your cu

" Porcupine center

Law ra
" Managia MvAccount on Local

" Customer Service
9

" Contact us Enhancinclude:

O

O

Voice and digital data calls over an Industry standard primary rate interface TI f l .544 Mbps) .

Luoal
8udno�;Lima: Which SUSihOSSBs Can USB Local ISDN-PRI?
Trunks
Full Sernce T t

Leeal7SDII FRI
Local lSON.PRI is Meet far'

> DldbcamdLenlDIMace
s rAIImg Cards 0 Medium to Large Size Business customers
> Tall Fcea
" Conferenning e Customers needing dear 64 Nbps for taster cap setup tar voiceldate or video .
> SkyielanrelewS¢nl<es

Coniaicenter £emioer Why Local ISDN-PRI?r MCI Advantage



Sprint "7 . .̂e Sp'i=s Nm y Sauti aa.

Swim busmess

UAreleas phone

SmdOItkemoineOffice

Smd

" Medium

frterprlse

SoMtbns by hWstry

SpecialOffers

Sprint Dedicated Voice IPRIi Package

Streamline and save
WITh lu4 iongmted
digital comrntinicationd
ScrviGes

Flexible package soluUads

packages rdxle.

" Local cog
" Long dstence
" Free katadetbn

Unnrnited local cells

Make an upendedourtber of local calls for one low, flat rate. Locallhes
can be eGypped with hunting(also (mownas rotary) services andother
business features .

Lrrggdisum .

AtCabMDay- features a competitive, dal per-mitre rate. Youget
unxndedalbamd'Mastes tong-famecefig 24x7 . hdrestale lag-
dstane rates very by state.

Free installation

Your hsle9efian is free whenyouchoose ear"-yea agreemerd .

Add-no services

voicemail

Products &Suffices

	

Support

	

partrors

Transform your phme halo e professkxtal answering seryicethat

answers callsand records nessages arorrathedock with dual
daily.

PW Servicefrom Sprint

rmm~n fatnesswenm. " ct.ray cr prc a,e cmvweinmvna "ANnl

i Next Steps
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THE INFORMATION CONTAINED IN THIS SCHEDULE IS
PROPIETARY.
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Unlimited Bundles

	

10/25/2004
Advertised Offers

Product
Local Service.

M0

	

$55.95

	

$52.951--

	

$59.9

	

$54.00

	

$49.99

	

$48.95

**MCI offers 5, 11], and 15% discount on 1, 2, and 3 year term contracts respectively
~"Vonage includes one free fax line with each business account; prices highlighted due to free second line . Prices however, do NOT include broadband connection fee

Gray areas represent service not available or not induced in package

Access Included Included Included Included Included Included
Local Calling Unlimited Unlimited Unlimited Unlimited Unlimited Unlimited

Long Distance:
Bundled Long-Distance Unlimited Unlimited Unlimited Unlimited Unlimited Unlimited

Custom Features:
Caller ID Included

"Premium"
Included

Caller ID w/Name Included Included
Caller ID Block Included

Call Waiting Included Included Included Included Included Included
Call Forward Included Included Included Included Included Included
Call Forward - NA/Bsy Included Included
Auto Callback Included Included
Call Screen
Call Transfer Included
3-Way Calling Included Included Included Included Included Included
Speed Calling Included Included Included Included

Repeat Dial Included

Toll Restriction
Voice Mail included 1 Included



To :

Phena:
Fax:

~+~cr

From:
ihona:
Fax:

Data and Time of Iranswissieh :

	

Mandav . November 24. 2003 12:38.44 PM

Nurftaa o! "Ps includm4INS Cover: 05

It was a plecu"s speaking to You aboal the ~r advanteges a1 MCI. !. we d'eaeeed .
elleahW is the intormalien ourlining ohs laalwn and bamlila MCI allets .

I APPreciale your time, and look tw"vd to speaking *Rh you.

Cinepely .
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MCL
Thinkyou flu ytnet mutest in MCIButaine" Complete-Ud3mheA 1 enitytd speaking with pew
about semce options from MOs, and discussing at the wag that we can Urea four bsasineaa
eonautunicawrns needs.

Thedcuib of the semiec that we discussed am stsnuss in writing, blow. Teem take a fewaamums
to settler, the infnenuuava. 16dicvc ys uwili Mid it tai bt watushle. III all you in a lkw days u:,
answer any epestuuu that wur may have about this and arw a.f ewe- other >crvica s.

Sincetdy,

YO.ur Sales 14pcoentadvs
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WeHave Solutions to Help Crow Your Business

Simplify ymsr Soul) Business tdcannntunicauinn needs with MCIBuotnm ComplewUnifrnseed.
Cost usd®itcd local and mtaanwide Ionia distance Wlagfrom t6c office for the low charge of559.71

per month for your patrtary line. Plea, ym'U get gtea features like C%R Waiting. Caller ID, Can
Frnvaeding,Thaec-WayCalmsandSpats{ Dialgonyswt painusy Brat st no addiunsnl charge!

With MCIBusiness CweepleftUnUu%ital, yuu'llasjuy;
a

	

Udirniard ]oral and"diseases "Wag Casey ~t4 Munae ofANY rnecictiOns, NO
disnexatm between local, ktoI ink usuatt truss d"nCCac Sureto-staC CURS.

Ors* setpstpyrolsr reasmw Cars ID, Cafe Watdpg, Speed vial B, 3Waycaning, ad e'.an
Fnnustding am awhmwiaallyinth.ded st on addoirmsl charge to y.n,!

Now that you have the facts, please look them over.
1'11 call you soon to discuss this further.

liaraadliawdpa,+eLre LpulaAepaia.~1Jpmwoww 'emetic ..Jw99An'aa.uJ. aenrr~r~ I~KI rvr.m~e,e
F.,+n+re .IP.t.Y.tw

	

rwwwesaaa.n.kv!wa..aelCoc tio,aerrer.,u.wwwt.w

	

agry.ewa
Gdyeoad Nrtanrr aeon,

os
n, tlutaY at WPM PAN1 aawasRressrasr,t:maat:ou eeervart :"FF or

	

,C
aWt tarter atawr

f7jaraa I "Ned Uswwul Srnia~rw ie-ruc he- tW true- task. Mstalbe.a ate .ip+ mMy k,
"
as pbna umMr



7*w.Y r1m A. ...n, iw~w in a7C2iw:nnsCw17Jc~A&. ..".l

5wurcy,
Y.u Sck.pepamrm"in
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1 rnrgrdywAwmwham Ywurcomernpdnna foamMCM, un1 dam,Yfop dde way* "hc, w4 tan rarerMm
IwmrNmmn9Arrm9a~mdeudinfdm imi¢ dne re dsedaed me abao"m~albRislnw. Ruo sae a
k~ mnnema mrenew de iAiwWwe. 1 FeSew yen v:1151n1 it 1n bnlaeNr . 11 aN R1" a a few&r1 mandam

' v9er999* LMI ylm1m) MV! ahMlc db bd b) Of9R M7rt ¢cRn.

We Have Solutions to Help Cram Your Business.

foeplil) ym,r7me7 nwne*a cdmmwsmleal:m mach wen qC1 lp11"gaemrplevAa.amssr_
" 71AinimAMeweati1q@aftm""16: Nn~nfdgmpreeroc.
" earrreafkpamuweeswao-b~sae .eawutrlnyCabeaabrWneceem .nrcy.lwmp.ygt

,,iRY .Y.r .w T"nYd Wn. :w.w. Lw" a:w.w,A
"

	

owlp"pWufry('AmID, (;all Waidnx 7pm1IFY N, l.\Gy filling nd CallFnwudigw
.mneicdly!addledrrnYldkindlcMWwrend

ne6rn 1'11 .99 - .r.99
CeSfnwci7-4

119.71 7.y1_
C.wiarem . .99~ 77D.9w

DiwslnfCshbd - 171.91 xtllM
- -Dw~ 33..99 721.99

fYaldc !11.99 5~2y1.99
(ia ' 73999 .Y,.A9
minmc _SWN_.99

~
_ 1719'1

lndiraa 739!M ..

Krwa 519.99
KcmndIL _!)9.99 -. !27- .99
lnwi,iw x9.99 Saw

5!9.99 727.99
Ar*rA9rm 1A.99 72"99
Ma.Vhnd 119.99_ 72..99_

139.99

'M. 7]"99
1.99

N.v Nam v 1Y1.'rl 727-1 -
mwNnm
Nn.. m.v ia...99

_ . .

Nw Y."a
NMhrwAim
Nmrfi Dabm

. W.99
7M99
7.11 .99

u..99
7x7.99
17,-99

fMin 139.99 .99
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91wak Y" fnf rwrinteK9t in MCItsuahfeaaCampltar Serviae. ) e*ged"kingvntb fvlu
about service options from MCY, and eliae astng all the ways that we ran netet ynut business
anmmumCaGamtteMs.

The details ofthe #rvicr that we diseased ate shown in wnrinp bek,w. Please take a few
n.nmen" a+ omivw rM infenmad.. 2 bdieve You wilMd it h. be "Imble. IT call yr .u in a few
days a! amweraq questions that you mayhave about this and anyat maother services.

We Have Solutions to Help Gtow Your Business

Si"npllfy rwrSnWl Oue6aar aeka.a.eumtieauon needs with MCtHwfavv Cineepterc Sersiee.
Whether your bavoera each, high tpalitylek:arnamuniesmnt wedto keep et touch with
clnUMees locally. ,iron rhr state, d¢outlmul the ttmnteyandtwmaround the World. . .MCI

. Sasinaaa Cotopiete otien apmduo daigncd to provide ymwltls great valueand savings . Now,you can rely an ate company m meet all your newir and have kstal and tong dinmee rrvices
contoldlteel on ate hill)

Syo up ere&Y and twelve 2574ofyour kcal lit fees on Pout fret full awoia.a

Now that you have the facts, please look thin over.
Pll can you soon to discuss this further.
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11 the Features yau.need
II one plan:

unlimitltd Local Calling `s
Unlimited Long Distance
Caller ID . . . . . ~~:-_ .:.. . . . . . ... ..

Call waiting
Call Forwarding
3 Way Calling

	

.
Speed Dial
Hunting optional

11 the features your
usiness needs for a
Iwmonthly rate of

;59m99 .
" Yoioslail apdonal"

Fernandez Schedule 12

A new calling plan designed specifically for
small businesses like yours

Call today and receivewo Off

UNLIMITED CALLING AND FEATURES
All of your king distance and local calls and
Caf features foryour business are covered
in one low monthly fee of $59.99.'

ENJOY $30 OFFWHEN YOU CALL TODAY
Call today and we will give you $30 off your
Na for your first mordht ,

YOICEMAIL
The optiorai volcemail plan provides a way to
manage calls when away from the office or
on ft outer Ime. You canOWK messages
by phone or on the web. A'Notilly Me'
feature alerts you to new messages by pager
or by e-mail.

SL Louis, MO

	

1111312003

Unlimited Local
Unlimited Long Distance

One Low Price!

ONE COMPANY, ONE HILL
MCI Business Complete makes keeping track
of expenses easier- All of your local and long
distance calls and all the features you need
are combined in one detailed statement.

EASY SIGN LP
MCI provides two convenient ways to sign up.
Call 1-800-211-9430 to speak with a
Customer Service Representative or visit us
online at vavw.mc.com

	

i

	

sscomol tell
and enroll at any time, Sign up by December
28, 2003 and refer to promotion code XMSO .

ALL 1-800-211-9430 viviUJ .MC1 .COMIBUSIN£SSCOMPLETE II

200071



2nd Revised Sheet No. 121
Birch Telecom ofMissouri, Inc.

	

Replacing Ist Revised Sheet No. 121

4.

	

SERVICES (continued)

4.14 Promotions

Femandez Schedule 13

	

1
PSC Mo. No. 3

From time to time, the Company may elect to offer special promotions to its customers.
These promotions will generally consist ofa reduced price, a waiver ofinstallation charges, or
a free service with a purchase of another service .

Any promotional waiver or discounted rate will apply only one time per customer for each
service in any given wire center prefix during the course ofthe promotional period, subject to
prior notification and approval by the Commission .

TheCompany will provide written notice to the Commission no less than seven (7) days prior
to the beginning ofeach promotion period identifying the promotion and the exchanges within
which the promotion will be offered . If facilities permit, all residence and/or business
customers will be offered the same opportunity to take advantage ofthe same terms and
conditions under the promotions in which to subscribe to residence or business services.

Issued : January 29, 1999

	

Effective: March 1, 1999
David E. Scott, President

Birch Telecom ofMissouri, Inc.
1004 Baltimore Ave ., Suite 900

Kansas City, MO 64105
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2
Birch Telecom ofMissouri,_Inc.

	

Original Sheet No. 122

SERVICES (continued)

4.14 Promotions

4.14.1

	

Birch Basic Business Line

New customers subscribing to 6 or more Birch Basic Business Lines between November
27, 2000 and February 28, 2001 are eligible for a promotional rate of$25.00 per line for all
lines. This promotion applies only to customers in St. Louis Metropolitan Exchange Area
Rate Groups D-Principal, D-MCA 1 and D-MCA 2 as defined in section 3.1 .6 and 4.3 .3 of
this tariff.

Issued : November 20, 2000

	

Effective: November 27, 2000
Birch Telecom of Missouri, Inc.

David E. Scott, President
2020 Baltimore Avenue
Kansas City, MO 64108
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2nd Revised Sheet No . 123

Birch Telecom of Missouri, Inc .

	

Replacing tat Revised Sheet No . 123

4 . SERVICES (continued)

4 .14 Promotions

Issued : July 30,2001

4 .14 .2 Multi-Line Discount and Promotion
'' V1C'E= CUtllryllsRinn

Between August 6, 2001 and October 31, 2001, Business customers subscribing to three or more
lines or trunks at one service location are eligible for the following promotional offer:

1 . A discount of $2 .00 off of the single line or trunk rate that applies to the third and each
additional line or trunk for the life of the service as long as three or more lines or trunks are
maintained, and

2 . Long distance service(l) at :

$.06 / min

	

for Outbound I+ Calls
for Inbound Toll Free Calls$.08 / min

r0issouri Public

RECD JUL 3 0 2001

Customers currently subscribing to Birch for business lines or trunks are not eligible for this
promotion .

4 .14 .3 Multi-Line Long Distance Promotion

Between August 6, 2001 and October 31, 2001, Customers who currently subscribe to three or
more business lines or trunks are eligible for long distance service(1) at the following
promotional rates when they agree to an 18-month term pricing plan :

for Outbound I+ Calls$ .06 / min
$ .08 / min

	

for Inbound Toll Free Calls

These rates apply as long as three or more lines are maintained by the customer .

David E. Scott, President
Birch Telecom of Missouri, Inc .

2020 Baltimore Avenue
Kansas City, MO 64108

Nlisso~rn Public

SLED AUC, 06 7(,01

(1) Long Distance rates apply to calls made within the Continental United States only . All Rules and Regulations
found in the Company's Interexchange Tariff, MO PSC No . 1, will apply to long distance services .

Effective : August 6,2001
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Birch Telecom ofMissouri, Inc.

	

Original Sheet No . 124

4.

	

SERVICES (continued)

4.14 Promotions

4.14 .3

	

ISDN PRI Promotion

	

(N)

Birch Telecom will offer Customers an ISDN PRI promotion without a term commitment
and a waiver of the installation charge. In addition, the reduced monthly recurring rate
includes the TI facility and 23 channels will be incorporated with the promotion.
Optional services including long distance, etc. will be offered at current tariffed rates.
Business rules and product requirements are unchanged.

Customers that sign up during the promotional period ofOctober 7, 2003 to December
31, 2003 will receive the promotional monthly recurring rate of$475.00 for a minimum
of two years. Acontract will be signed to confirm other conditions but no term period
is required .

Customers who are unable to participate due to contractual obligations with other service
providers are eligible to receive a ISDN PRI Rain Check. The Rain Check entitles
them to the promotional price in exchange for signing a contract with Birch Telecom
to take ISDN PRI Service upon contract termination with the present provider . Customer
will be required to provide a copy oftheir current contract and the termination date and
current charges. ISDN PRI Promotion Rain Checks are valid until December 31, 2004 .

To be eligible for this promotion the customer must have their current network access

	

I
service with another carrier within the Birch Missouri serving area and now wish to
migrate their network access service in Birch Missouri .

	

(N)

Issued : September 25, 2003

	

Effective: October 7, 2003
David E. Scott, President

Birch Telecom ofMissouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105
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Original Sheet No . 125

4.

	

SERVICES (continued)

4.14 Promotions

Femandez Schedule 13
PSC MO No . 3

4.14.4

	

Mighty Mouth Promotion

	

(N)

Birch Telecom will offer to Customers a Mighty Mouth promotion, which will offer
a reduced monthly recurring rate without a term commitment and a waiver ofthe
installation charge. The rate includes all 24 channels and the TI facility .

	

Optional
services including long distance, vertical features, etc . will be offered at current
tariffed rates. Business rules and product requirements are unchanged

Customers that sign up during the promotional period October 7, 2003 through
December 31, 2003 will receive the promotional rate of $455.00 monthly recurring
charge for a minimum oftwo years. A contract will be signed to confirm other
conditions but no term period is required

Customers unable to participate due to contractual obligations with other service
providers are eligible to receive a Mighty Mouth Rain Check. The Rain Check entitles
them to the promotional price in exchange for signing a soft contract with Birch Telecom
to take Mighty Mouth upon contract termination with the present provider . Customer
will be required to provide a copy oftheir current contract and the termination date
and current charges. Mighty Mouth Promotion Rain Checks are valid until December
31, 2004 .

To be eligible for this promotion the customer must have their current network access
service with another carrier within the Birch Missouri serving area and now wish to
migrate their network access service to Birch Missouri .

Issued : September 25, 2003

	

Effective: October 7, 2003
DavidE. Scott, President

Birch Telecom ofMissouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105
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SERVICES (continued)

4.14 Promotions
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PSC MO No. 3

Birch Telecom ofMissouri, Inc.

	

Original Sheet No . 126

4.14.5

	

Integrator Promotion

	

(N)

Birch Telecom will offer an Integrator promotional credit to Customers for the
monthly recurring rate of$90.00 for the 1st data channel and the installation charge
of $300.00. Additional data channels, local access lines/trunks, features, etc. will be
offered at current tariffed rates.

Customers will be required to sign a 2-year term commitment to receive this promotion.
The Integrator promotion will be offered from October 7, 2003 through December
31, 2001

To be eligible for this promotion the customer must have their current network
access service with another carrier within the Birch Missouri serving area and
now wish to migrate their network access service to Birch Missouri.

	

(N)

Issued : September 25, 2003

	

Effective: October 7, 2003
David E. Scott, President

Birch Telecom of Missouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105
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4.14.7

	

PRI Connect Service Promotion

	

(N)

Birch Telecom will offer to new Customers a PRI Connect Service promotion.
The promotion will offer a reduced monthly recurring rate which includes the
ISDN PRI facility with 23 B channels and 1 D channel. Optional services including
long distance, NFAS, etc. will be offered at current tariffed rates. Business
rules and product requirements are unchanged.

Customers, who sign up during the promotional period of April l, 2004 through June
30, 2004, will receive the promotional monthly recurring rate of$475.00 for the
duration oftheir contract . A contract will be signed to confirm other conditions
and 24-month or 36-month term plan is required.

To be eligible for this promotion the customer must have their current network access
service with another carrier within the Birch Missouri serving area and now wish to
migrate their network access service to Birch Telecom .

Customers who sign up for the PRI Connect Promotion are eligible for the PBX
Connect Service Promotion.

4.14.8

	

PBXConnect Service Promotion

Birch Telecom will offer to new Customers aPBX Connect Service promotion. The
promotion will offer a reduced monthly recurring rate includes the TI facility and 24
channels as the promotion. Optional services will be offered at current tariffed rates.
Business rules and product requirements are unchanged.

Customers, who sign up duringthe promotional period of April l, 2004 through June
30, 2004, will receive the promotional monthly recurring rate of$475.00 for the
duration oftheir contract. A contract will be signed to confirm other conditions
and 24-month or 36-month term plan is required.

Customers who sign up for the PBX Connect Service Promotion are eligible for the PRI
Connect Service Promotion.

To be eligible for this promotion the customer must have their current network access
service with another carrier within the Birch Missouri serving area and now wish
to migrate their network access service to Birch Telecom.

Issued : March 25, 2004

	

Effective: April l, 2004
DavidE. Scott, President

Birch Telecom of Missouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105
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Multi-Line Discount Promotion

Issued : March 25, 2004
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Birch Telecom will offer the MultisLine Promotion to Birch Business Basic
Line Customers. The promotion is a $2.00 per line discount for month-to-month,
l2-month term ora24-month term Customers.

To qualify, the Customer must subscribe to a minimum ofthree (3) lines at a
single location. Customers whosubscribe to Birch Basic Business Line Service
with 1 or 2 lines at a single location, during the promotion period, will be eligible
to receive the discount when the Customer subscribes to a third line at that single
location . The discount will apply to the third line and each additional line
thereafter for the remainder ofthe Customer's contract or, until the customer
disconnects service or changes to another contract for term Customers.

The promotion is not available to Residential or Smart Biz Customers.

This promotion will be available from April 1, 2004 through June 30, 2004
unless sooner canceled by Birch Telecom.

David E. Scott, President
Birch Telecom ofMissouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105

Effective: April 1, 2004
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4.14.10

	

Birch Telecom Conversion Discount Promotion I

	

(N)

This promotion is for Birch Telecom existing Customers who are converting
from an off-Net product to Integrator Service. A Birch Telecom representative
will contact Customerswho qualify regarding this promotion. In order to qualify,
the Customer must be receiving current discounts from Birch Telecom amounting
to less than 25% offoftheir invoice .

This promotion will offer Customers the choice of four rate plans listed below.

1) Month-to-Month service plan consisting of:
No term plan required
Rates are equal to the current tariff 12-month term Integrator Service rates
Free hunting service
Waiver ofthe non-recurring surcharge

2) 12-month term plan consisting of:
A 5% discount ofcurrent tariff rates for Integrator Service
Free hunting service
Waiver ofthe non-recurring surcharge
Free Voice Mail
Free Call Forwarding to Voice Mail

3) 24-month temr.plan consisting of:
A 10%discount ofcurrent tariff rates for Integrator Service
Free hunting service
Waiver ofthe non-recurring surcharge
Free Voice Mail
Free Call Forwarding to Voice Mail

4) 36-month term plan consisting of
A 10%discount ofcurrent tariffrates for Integrator Service
Free hunting service
Waiver ofthe non-recurring surcharge
Free Voice Mail
Free Call Forwarding to Voice Mail

Customers must subscribe to this promotion by December 31, 2004, unless
sooner canceled by Birch Telecom.

	

(N)

Issued : May 19, 2004

	

Effective: May 25, 2004
David E. Scott, President

Birch Telecom of Missouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105
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SERVICES (continued)

4.14

	

Promotions (continued)

4.14.10

	

Birch Telecom Conversion Discount Promotion II

	

(N)

This promotion is for Birch existing Customers who are converting
from an Off-Net product to Integrator Service. A Birch Telecom representative
will contact Customers who qualify regarding this promotion. In order to qualify,
the Customer must be receiving current discounts from Birch Telecom amounting
to over 25% off oftheir invoice.

This promotion will offer Customers the choice of fourrate plans listed below.

1) Month-to-Month service plan consisting of
No term plan required
Rates are equal to the current tariff 12-month term Integrator Service rates
Free hunting service
Waiver of the non-recurring surcharge

2) 12-month term plan consisting of:
Free hunting service
Waiver ofthe non-recurring surcharge
Free Voice Mail
Free Call Forwarding to Voice Mail

3) 24-month term plan consisting of:
Free hunting service
Waiver of the non-recurring surcharge
Free Voice Mail
Free Call Forwarding to Voice Mail

4) 36-month term plan consisting of
Free hunting service
Waiver of the non-recurring surcharge
Free Voice Mail
Free Call Forwarding to Voice Mail

Customers must subscribe to this promotion by December 31, 2004, unless
sooner canceled by Birch Telecom.

	

(N)

Issued : May t9, 2004

	

Effective: May 25, 2004
David E. Scott, President

Birch Telecom of Missouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105
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4.14

	

Promotions (continued)

Issued : June 30, 2004

4.14.10 Integrator Credit Promotion

Birch Telecom will offer two promotion options for Integrator Service
Customers who sign a 24-month or 36-month term commitment contract . An
existing customer may elect to sign up for the promotions ifthe Customer
signs a new contract.

The promotion options are as follows:

Integrated Credit NowOption :

Femandez Schedule 13
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The Customer, whohas six (6) or more lines, will receive the first (2) two
month's monthly recurring charge waived . The Customer, who has (5)
five or less lines, will have the first month's monthly recurring charge
waived . The charges include all fees for lines, Internet and features. The
waiver will not apply to surcharges, taxes or assessments .

Exception: Customers in Rate Group B, MCA-3 minimum line
requirements are (8) eight lines and Customers in Rate Group B, MCA-4
minimum line requirement is (7) seven lines . The Integrator Credit Now
Option for Customers, in these two rate groups, will receive only the (2)
two month's monthly recurring charge waiver .

If a Customer terminates their contract prior to receiving their credits, the
credits will be forfeited . The tariffed term penalties will also apply.

This promotional option will be offered in conjunction with PRI Connect
Promotion Credit, PBX Connect Promotion Credit, the Freedom Pack
Promotion, the Freedom Pack Plus Promotion or Multi Line Discount
Plus Promotion. This promotion cannot be combined with the Integrated
Credit Over Time Promotional Option, WebHosting Value Bundle
Promotion or BirchNet VPN Value Bundle Promotion.

David E. Scott, President
Birch Telecom of Missouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105

Original Sheet No . 131

Effective: July 7, 2004



Fernandez Schedule 13
PSCMO No. 3

Birch Telecom ofMissouri, Inc.

	

Original Sheet No. 132

4.

	

SERVICES (continued)

4.14

	

Promotions (continued)

4.14.10 Integrator Credit Promotion (continued)

Integrated

	

ash Over_Time Option :

The Customer will receive a 10%Discount on the monthly recurring
charge for lines, Internet and features . The discount will not apply to
surcharges, taxes or fees . The minimum line requirement for Integrator
Service is (6) six lines.

Exception: Customers in Rate Group B, MCA-3 minimum line
requirements are (8) eight lines and Customers in Rate Group B, MCA-4
minimum line requirement is (7) seven lines.

Ifa Customer terminates their contract, the tariffed termination penalties
apply. The 10%discount will not calculate into the penalty.

This promotional option may offered in conjunction with PRI Connect
Service Promotion Credit, PBX Connect Service Promotion Credit, the
Freedom Pack Promotion, the Freedom Pack Plus Promotion, or Multi.
Line Discount Plus Promotion. This promotion cannot be combined with
the Integrated Credit Now Promotional Option, WebHosting Value
Bundle Promotion or BirchNet VPN Value Bundle Promotion.

Ifa Customer falls below the product minimums, then the promotion option
will no longer be valid and the customer will no longer receive the discount .
IfaCustomer adds a new location to their account, the new location will
qualify for the promotion. Only available in Birch Telecom facilities market
where the service is offered. This promotion is available for business
Customers only . This promotion is effective from July 2, 2004 through
September 30, 2004 .

12

Issued : June 30, 2004

	

Effective: July 7, 2004
David E. Scott, President

Birch Telecom of Missouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105



Birch Telecom ofMissouri, Inc.

	

Original Sheet No . 133

4.

	

SERVICES (continued)

4.14

	

Promotions (continued)

4.14.11 PRI Connect Service Promotion Credit

	

(N)

Birch Telecom will offer two promotional options for PRI Connect Service
Customers, who sign a 24-month or 36-month term commitment contract. An
existing customer may elect to sign up for the promotions ifthe Customer signs a
new contract .

The promotional options are as follows:

Credit NowOption :
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The Customer will receive the first (2) two-month's monthly recurring charge
waived . The charges include all fees for circuit and channels. The waiver will
not apply to surcharges, taxes or assessments .

Ifa Customer terminates their contract prior to receiving their two-month credit,
those credits are forfeited . The tariffed term penalties will apply.

This promotional option may be offered in conjunction with Integrator Credit
Promotion, the PBX Connect Service Promotion Credit, the Freedom Pack
Promotion, the Freedom Pack Plus Promotion or Multi Line Discount Plus
Promotion. This promotion cannot be combined with the PRI Connect Service
Credit-Over Time Promotional Option, Web Hosting Value Bundle Promotion
or BirchNet VPNValue Bundle Promotion.

Credit Over Time Option :

The Customer will receive a 10%Discount on the monthly recurring charge for
circuit and channels . The discount will not apply to surcharges, taxes or
assessments .

If a Customer terminates their contract, the tariffed termination penalties apply.
The 10% discount will not calculate into the penalty.

This promotional option may offered in conjunction with Integrator Credit
Promotion, the PBX Connect Service Promotion Credit, the Freedom Pack
Promotion, the Freedom Pack Plus Promotion or Multi-Line Discount Plus
Promotion. This promotion cannot be combined with the PRI Connect Service
Credit-Now Promotional Option, Web Hosting Value Bundle Promotion or
BirchNet VPNValue Bundle Promotion.

If a Customer falls below the product minimums, then the promotion option will no
longer be valid and the customer will no longer receive the discount . Ifa Customer
adds anew location to their account, the new location will qualify for the promotion.
Only available in Birch Telecom facilities market, where the service is offered. This
promotion is available for business customer only . This promotion is effective from
July 2, 2004 through September 30, 2004 .

	

(N)

Issued : June 30, 2004

	

Effective: July 7, 2004
David E. Scott, President

Birch Telecom ofMissouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105
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SERVICES (continued)

4.14

	

Promotions (continued)

4.14.12 PBXConnect Service Promotion Credit

	

(N)

Birch Telecom will offer two promotional options for PBX Connect Service
Customers, who sign a 24-month or 36-month tern commitment contract. An
existing customer may elect to sign up for the promotions ifthe Customer
signs a new contract .

The promotional options are as follows:

Credit Now Option :

The Customer will receive the first (2) two-month's monthly recurring
charge waived . The charges include all fees for circuit and channels . The
waiver will not apply to surcharges, taxes or assessments . Ifthe
Customer orders additional PBX Connect channels during or after the
promotional period, the two-month monthly recurring charge will not be
waived on the newchannels.

Ifa Customer terminates their contract prior to receiving their two-month
credit, those credits are forfeited. The tariffed term penalties will apply.

This promotional option may be offered in conjunction with Integrator
Credit Promotion, the PRI Connect Service Promotion Credit, the
Freedom Pack Promotion, the Freedom Pack Plus Promotion or Multi-
Line Discount Plus Promotion . This promotion cannot be combined with
the PBXConnect Service Credit-Over Time Promotional Option, Web
Hosting Value Bundle Promotion or BirchNet VPN Value Bundle
Promotion.

	

(N)

14

Issued : June 30, 2004

	

Effective: July 7, 2004
DavidE. Scott, President

Birch Telecom of Missouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105
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SERVICES (continued)

4.14

	

Promotions (continued)

Credit Over Time Option:
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4.14.12 PBX Connect Service Promotion Credit (continued)

	

(N)

The Customer will receive a 10% discount on the monthly recurring
charge for circuit and channels . The discount will not apply to
surcharges, taxes or assessments . Ifthe Customer orders additional PBX
Connect Service channels after the promotional period, the discount will
be applied the new channels .

Ifa Customer terminates their contract, the tariffed termination penalties
apply. The 10%discount will not calculate into the penalty.

This promotional option may offered in conjunction with Integrator
Credit Promotion, the PRI Connect Service Promotion Credit, the
Freedom Pack Promotion, the Freedom Pack Plus Promotion or Multi-
Line Discount Plus Promotion. This promotion cannot be combined with
the PBX Connect Service Credit Now Promotional Option, Web Hosting
Value Bundle Promotion or BirchNet VPN Value Bundle Promotion.

Ifa Customer falls below the product minimums, then the promotion option
will no longer be valid and the customer will no longer receive the discount.
Ifa Customer adds a new location to their account, the new location will
qualify for the promotion. Only available in Birch Telecom facilities market,
where the service is offered. This promotion is available for business only.
This promotion is effective from July 2, 2004 through September 30, 2004 .

	

(N)

Issued : June 30, 2004

	

Effective: July 7, 2004
David E. Scott, President

Birch Telecom ofMissouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105
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4.14.13 Multi-Line Discount Plus Promotion

	

(N)

Birch Telecom will offer the Multi-Line Promotion to Birch Business Basic
Line Customers. The promotion is a $1.00 discount per line for the Customer
who signs up for the promotion. To qualify, the Customer must subscribe to a
minimum ofthree (3) lines at a single location. Customers with three (3) or
more lines will be credited the discount per line beginning at the first line and
the discount will be applied on all eligible lines. BirchNet DSL lines are not
eligible for this promotion. Birch Telecom will not assess the non-recurring
charge to the Customer's account during the promotional period .

NewCustomer will be required to sign a 24-month term agreement. Current
month-to-month Customers requesting the promotion will be required to sign
a 24-month term agreement. Current term Customers requesting the
promotion will be required to sign a new24-month term agreement

This promotion will begin on July 2, 2004 and run until September 30, 2004
unless sooner canceled by Birch Telecom. Promotion cannot be combine with
Freedom Pack Promotion or Freedom Pack Plus Promotion. This promotion
is not availableto Residential or Smart Biz Customers

Issued : June 30, 2004

	

Effective: July 7, 2004
David E. Scott, President

Birch Telecom of Missouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105
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4.14.14 The Freedom Pack Promotion

	

(N)

Birch Telecom will offer the Freedom Pack Promotion to Customers, who
purchase a minimum ofthree (3) lines, a block of 200 long distance minutes
and five (5) to seven (7) features, for a $2.00 monthly recurring charge .

NewCustomers will be required to sign up for a24-month term plan .
Existing term Customers will be required to renew with a 24-month term plan .
Existing month-to-month Customers will be required to sign a 24-month term
plan . Birch Telecom will waive the non-recurring charge for existing
Customerswho sign up for this promotion. The Freedom Pack will not be
available for resale Customers.

Birch Telecom will offer the Customer a choice offeatures that are listed in
Section 4.5 .8 .B .7 ofthe Missouri PSC TariffNo. 3. The Customer may
choose a minimum offive (5) features to a maximum of seven (7)feature for
each line. Any additional features will be billed to the Customer at the
tariffed rare .

The block of200 long distance minutes will be pooled at the service location
level and are mandatory on all eligible lines at the service location . BirchNet
DSL lines are not eligible for this promotion. The long distance minutes will
be determined by the number oflines with the Freedom Pack, times 200
minutes.

This promotion will begin on July 2, 2004 and run until September 30, 2004 .
Promotion cannot be combine with Freedom Pack Plus Promotion or Multi
Line Discount Plus Promotion.

	

(N)

Issued : June 30, 2004

	

Effective: July 7, 2004
David E. Scott, President

Birch Telecom ofMissouri, Inc.
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105
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SERVICES (continued)

4.14

	

Promotions (continued)

4.14.15 The Freedom Pack Plus Promotion

	

(N)

Birch Telecom will offer the Freedom Pack Plus Promotion to Customers,
who purchase a minimum ofthree (3) lines, a block of500 long distance
minutes and five (5) to seven (7) features, for a $3.00 monthly recurring
charge .

NewCustomers will be required to sign up for a 24-month term plan .
Existing term Customers will be required to renew with a 24-month term plan,
Existing month-to-month Customers will be required to sign a24-month term
plan . Birch Telecom will waive the non-recurring charge for existing
Customerswho sign up for this promotion. The Freedom Pack will not be
available for resale Customers.

Birch Telecom will offer the Customer a choice of features that are listed in
Section 4.5 .8 .B .7 ofthe Missouri PSC TariffNo . 3. The Customer may
choose a minimum of five (5) features to a maximum ofseven (7) features for
each line. Any additional features will be billed to the Customer at the
tariffed rate .

The block of200 long distance minutes will be pooled at the service location
level and are mandatory on all eligible lines atthe service location. BirchNet
DSL lines are not eligible for this promotion. The long distance minutes will
be determined by the number of lines with the Freedom Pack, times 200
minutes

This promotion will begin on July 2, 2004 and tun until September 30, 2004 .

	

'
Promotion cannot be combine with Freedom Pack Promotion or Multi-Line
Discount Plus Promotion.

	

(N)

Issued: June 30, 2004

	

-

	

Effective: July 7, 2004
David E. Scott, President

Birch Telecom of Missouri, Inc .
1004 Baltimore Ave., Suite 900

Kansas City, MO 64105


