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Re: Docket No. §71804-T1
Request for approval of transfer of control of MC| Communications Corporation
{perent corporation of MCI Metro Access Transmission Services, Inc., holder of
AAV/ALEC Certificate 2608, and MC| Telecommunications Corporation, holder
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Dear Ms. Bayo:

/MMMmMNMMdW&WW

ACK U __of Debra R. Covey, which was inadvertently omitted from the filing on March 10, 1998

AFA of GTE's Memorandum in Oppsition 10 Joint Motion of WorldCom, inc. and MC|

PP " Communications Corporation & Dismies GTE Petition on Proposed Agency Action
—=-#ind Request for Section 120.57 Hearing and CWA Pstition to intervens and Protest

CAF —of Proposed Agency Action. Copies have been provided to the parties of record. If
M A sre any questions regarding this matier, please contact me at (813) 483-2617.
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position of Network Manager with responsibility for the nationwide consolidation of two scparate
long distance networks. I also held the positions of Director of Access Management and Director
of Network Provisioning in the Network Services and Network Operations organizations. These
positions encompassed the responsibility for administration, engineering and design for all Sprint
revenue and network orders which includes voice, data, private line and switched services, both
domestic and internationsl, vendor management, systems development, data integrity, pesformance
monitoring, survivability plaas, training and documentation. 1 joined the GTE organization in 1995
as Project Director-Call Completion. Once GTE Long Distance was formed, one of my major duties
was leading the team which negotiated the contract with WorldCom under which GTE Long Distance
provides the bulk of its retall long distance service.

3 I have read WorldCom and MCI’s Joint Motion stating that GTE Communications
will not be damaged by the proposed merger. I take exception to that statement, as well as to the
statements used to support it. First, the WorldCom contract will not protect GTE Communications
from damage if this merger is approved. The contract is confidential, and [ cannot discuss its details
in this Declaration. | can say thet if, after the merger, WorldCom is protecting a retail position which
it has inherited from MCI, it will lose its incentive to renew the contract when it expires The
contract does have a finite term. Further, WorldCom will have no incentive to expand the reach of
the contract for the development of additionat enhanced services or modify the contract for other
purposes beneficial to GTE Communications. Moreover, even during the pendency of the contract,
GTE LD’s obligations under the contract will cease long before the obligations will expire for
WorldCom. GTE Long Distance will then be free to purchase the same services from another
provider instead, or t0 renagotiate this contract with WorldCom. Because there are so few providers









choice for GTE Communications' purposes. At the time that GTE Long Distance began preparing
to enter the marketplace, Sprint and MCI were reluctant to jeopardize their retail marketing position
by allowing resellers to purchase products they were marketing themselves on a retail basis. At that
time WorldCom provided a unique wholesale opportunity. During the intervening period, because
WorldCom was there, Sprint became more aggressive.

8 While there are other companies available to provide wholesale IXC services, they are
not adequate for GTE's needs as s national rzseller.  Most long distance users do not limit their
calling to within a particular region, therefore, a provider is not really competitive for most customers
unless it can provide service on a major scale. In order to use regional providers, GTE
Communications would have to cobble together & series of agreements utilizing networks with
different characteristics. This is not a feasible way to provide quality service. Some of these regional
providers have themselves put together the services of multiple underlying carriers to provide their
own service. The result has been that they have a reputation for poor and inconsistent quality service.
If GTE Long Distance attempted to use these carriers, quality would vary dramatically, and
consistency would be a serious issue. In addition, some of these regional carriers themselves buy
from WorldCom for resale. Therefore, if WorldCom should raise its price or reduce its availability
as a wholesale provider, some of the cipacity of these same regional carriers would shrink or
disappear, and they would offer even less of an option.

9, In terms of wholessling, WorldCom is considered a "maverick” in the sense that it is
one of the stimulating forces and original leaders in the wholesale marketplace. Because it did not
serve many retail residential customers, WorldCom was initially much more aggressive in seeking to
obtain the business of the large resellers, such as GTE Long Distance and Excel. It entered the












15.  Features such as ISDN, ATM, VPN and enhanced 800 features are integral to the
network. An outside provider cannot add them into the switch nor attach them onto the service.
Because GTE Communications resells WorldCom service and does not use its own network, it does
not have service creation capabilities in the WorldCom network. The addition of ISDN and ATM for
example both require state of the art switching capabilities overlaid onto existing platforms. These
decisions are driven by proprietary engineering and financial decisions by the carrier owning the
assots. GTE Communications is at the mercy of its wholesale provider until which time we have our
fully deployed, robust netwc rk fabric in place, which will not be for several years at the eartiest.

16. The combinaton of WorldCom with MCI will be extremely detrimental to GTE
Communications’ sbility to compete in the marketplace in Florida and on a national basis. Only a few
companies are capable of competitively providing s product mix to telocommunications customers.
I would suggest that all of these, long term, are facilities-based carriers. Subtract from those carriers
the companies willing to allow their products to be rebranded, such as WorldCom, and you have few,
if any, who can provide the services needed to allow a reseller such as GTE Communications to
survive in this merket. Elimisate or combine two of those three or four and you have a situation
which, in my opinion, could disadvantage or eliminate the resellers from a significant part of the
market. This would have the efiiect of disadvantaging even the largest of the resellers in the national
market. In addition, WorldC am may no longer have the incentive to build advanced 800 and VPN
service within its own network because the resident services or MCI will become available to
WorldCom for its own purposes on the MCI network (As previously stated, when MCl views a
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it available for branded resale.) This development would climinate GTE Communications' ability to


















