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MINUTES OF JOINT AT&T/BST CORE TEAM MEETINGS 
LIST OF ATTACHMENTS 

March 28,1996 

I (1) AT&T/BST Negotiations (team members) 
... 

I March 20,1996 

(1) Agenda 
(2)BST Negotiation Team Organizational Chart 
(3)Summary of tentative agreements for resale of BST’s local 

I I (2) Agenda 
I (3) Prooosed Aeenda for Initial CostPrice Meeting 
I (4) Unbundled Loop Resale and Interconnection issues 
I Letter dated March 27, 1996 from Preston Foster to Suzie 1 Lavett clarifying issues from the 3/20/96 meeting 
I 

exchange service 
(4) BST’s rationale that access is not included under 251 
(5) AT&T Communications, Inc. Local Network Elements 
Local Platfohn (3/27/96) 
(6) AT&T Communications, Inc. Total Service Resale 
Planning Document for Network Operations, Network 
Services, Carrier Billing, Data Transfer, Account Maintenance 
Requirements, and Pricing and Compensation in the Local 

I Exchange Service Marketplace (3/28/96) Version 5 
I (7) AT&T Communications, Inc. Unbundled LOOP . ,  - 

Combination and Interconnection Planning Document for 
Network Product and Services, Network Interconnection, 
Network Operations, Access, Account Maintenance and 
Billing, Security and Pricing and Compensation in the Local 

I I Exchange Service Marketplace (3/28/96) Version 2 
I (8) BellSouth Telecommunications. Inc. Rebuttal Testimonv 
OfFrank R. Kolb, Jr. before the Kentucky Public Service 
Commission Administrative Case No. 355 
(9) Letter dated March 28,1996 to Suzie Lavett fiom Preston 
Foster requesting BST’s proposed wholesale pricing for resale 

- . . . . . . .  

__  . . ~ ~- 

. . . . . . . . .  

with summary of action items and key issues from the 

1 
I 
!. ........ ..... - 

(1) Agenda .- 



I Positions (313 1/96) 
1 (3) General Subscriber Service Tariff, Section As. Charges 

April 10,1996 

. .  I Applicable under Special Conditions (Georgia) 
I (4) General Subscriber Service Tariff. Section A4. Service 

Foster with business services list for Tennessee 

(1) Agenda 
(2) AT&T/BST Local Interconnection Negotiations Policy 

I Charges (Florida) 
I (5)Letter dated April 3, 1996 to Preston Foster from Bob 

April 17,1996 

I Scheye with the resale discounts for BellSouth's retail 

(1) Agenda 
(2) AT&T/BST Local Interconnection Negotiations Policy 
Positions (4/17/96) 
(3) General Subscriber Services Tariff - Table of Contents - 

1 services in Georgia and Florida 
I (6) Letter dated April 6, 1996 to Suzie Lavett from Preston 

April 24,1996 (1) Agenda 
(2) Timelines and Process for Completing the Agreement 
(3) Fax dated April 18,1996 to Preston Foster fiom Suzie 
Lavett re CSAs and SAs 
(4) Fax dated April 23,1996 to Preston Foster fiom Suzie 
Lavett re Resale Tariff Items 
(5) Fax dated April 28,1996 to Preston Foster from Suzie 

Positions (419196) 
(3) General Subscriber Services Tariff - Table of Contents - 
Obsolete Service Offerings (Alabama) 
Letter dated A ~ r i l  1 1.1996 to Suzie Lavett fiom Preston I Foster summarizing action items from 4/10/96 meeting 

I 

\ ,  

Obsolete Service Offerings (Alabama) and General Subscriber 
Services Tariff - Louisiana 
(4) Telephone Number Availability 
( 5 )  Letter dated April 17,1996 to Sylvia Anderson horn Mary 
Jo Peed responding to Neil Brown's document request of 
4/4/96 and ktk&regarding the Confidentiality Agreement 
Letter dated 4/23/96 to Suzie Lavett ftom Preston Foster 
summarizing the 411 7/96 meeting and listing action items 

I Lavett re 4/17/96 Core Team Meeting 
1 Letter dated A~ri l26,  1996 to Suzie Lavett from Preston I Foster listing actions and summary of 4/24/96 meeting 
I 



May 1, 1996 

May 8, 1996 

May 15, 1996 

May 22, 1996 

(1) Agenda 
(2) Escalated Items 

1 .  Pre-ordering Interface for Reservation of Telephone 
Numbers 

2. Local Maintenance Electronic Bonding - 
3. Rates to be Applied to TSR calls 
4. IXC Change Process 

Letter dated Ami1 15, 1996 to Suzie Lavett from Susan 
Ray listing action items from 411 5/96 meeting 
(3) Letter dated April 30,1996 to Jim Carroll from Scott 
Schaefer relating to BST’s 4/26/96 letter on ED1 
implementation 
Letter dated May 3, 1996 to Suzie Lavett from Preston Foster 
with information and action items from 5/1/96 meeting 
Letter dated May 6, 1996 to Preston Foster from Suzie Lavett 
relating to ScoiSchaefer’s 5/1/96 (4/30/96?) letter re ED1 
interface 

Mason Fawzi note 5/6/96 of telephone message left for Suzie 
Lavett advising of fax of actions items from team meeting anc - 
response to Scott Schaefer’s letter dated 4130196 
Letter dated May 6, 1996 to Suzie Lavett from Preston Foster 
re Louisiana Resale Tariff 

(1) Agenda 
Letter dated May 10,1996 to Suzie Lavett from Preston 
Foster with information and action items from 5/8/96 meeting 

(1) Agenda 
(2) Letter dated May 15,1996 to Preston Foster from Suzie 
Lavett with BST’s response to Preston’s 5/6/96 letter re 
Louisiana Resale Tariff ~~~~ 

(3) Joint Marketing Restriction Included in Section 271(e)(l) 
(4) Non-recurring Charges 
(5) Negotiations Core Team Process - 
(6) Negotiations Core Team Process (Sub Core Team) 
Letter dated May 17, 1996 to Preston Foster from Suzie 
Lavett re items owed to AT&T per 511 5/96 core meeting 
Letter dated May 20,1996 to Suzie Lavett from Preston 
Foster listing key items of discussion and action items from 
5/15/96 meeting 

(1) Agenda 
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(2) Negotiations Core Team Process 
(3) AL, FL, GA, KY, LA, NC,TN Unbundled Network 
Elements Cost Studies Summary 5/22/96 Status 
Letter dated May 24,1996 to Suzie Lavett from Preston 
Foster with attached summary of action items from 5/22/96 



June 12, 1996 

June 13, 1996 

June 14,1996 

June 19,1996 

June 26.1996 

July 3,1996 

July 8,1996 

Letter to Suzie Lavett from Preston Foster listing action items 
from 6/12/96 meeting 

Memo to Suzie Lavett from Preston Foster with Correction to 
6/12/96 letter - correction on date of Jim Carroll’s formal 
request for data which quantifies the scope of services 
excluded from resale 

Letter to Suzie Lavett from Preston Foster with information 
and action items from June 12. 1996 Core Team Meeting 

(1) Agenda 
(2) ED1 Project Timeline Milestones 
(3) Pre-Ordering Interface for Resellers \ ,  Y 

(4) BellSouth/AT&T Negotiations -- OperationdCost Issues 
(5) June 18, 1996 Meeting Overview (discussion of process - 
&d timelines for cost recovery and to identify cost 
efficiencies) 
(6) SuDDlemental Data Reauest to BellSouth - June 19.1996 

(1) Agenda 
(2) BellSouth’s position regarding the quality and appropriate 
level of service to resellers 
(3) Letter to M a n  Jo Peed from Sylvia Anderson with 
AT&T’s definition of parity 
(4) & ( 5 )  Electronic Interfaces - AT&T proposal to 
compromise with BST on its proposal 
(6) Proposed Recovery of Costs Incurred by BellSouth to 
Provide Electronic Interfaces 
(7) BellSouWAT&T Negotiations --Operations/Cost Issues 
Matrix 

~~ 

(1) BellSouth’s Proposed Schedule for TSR/UNE/LI 
Negotiations 
(2) AT&T Focused Negotiations Proposal, July 3,1996 
(3) 

(1) BellSouth’s Proposed Schedule for TSR/UNE/LI 
Negotiations 
(2) AT&T Forcused Negotiations Prouosal. 7/3/96 
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JOINT AT&T/BELLSOUTH CORE TEAM MEETING NOTES 

March 20. 1996 

On Wednesday, March 20, 1996, The Joint AT&T/ BellSouth CORE Team met 
at 1200 Peachtree Street with the following in attendance: 

AT&T: 

Pam Nelson Neil Brown 
Sylvia Anderson Preston Foster 
Greg Follensbee Mason Fawzi 
Andre' Mule' 

BellSouth: 

Mary Jo Peed (Law) 
Ann Butler (Proj Mgr) 
Randy Jenkins (Acct Team) 
Gloria Calhoun (Strat. Mgt) 

1. Preston and Suzie introduced their respective teams (attachment 1). 
Suzie indicated that Bob Scheye will be on both the Executive and CORE Teams 

2. Preston advised that AT&T's goal was open, amicable, productive 
negotiations, and that they be completed by mid-summer. AT&T is ready. We 
have the resources dedicated. 

Beth Cames (Netw Oper) 
Joyce Savage (CARE) 
Suzie Lavett (chair) 

3. 
who reported on the Executive Team meeting on March 11. 

He then reviewed the agenda (attachment 2) and introduced Pam Nelson 

a) 
b) 

BellSouth 
c) 

We sent our letters to Ackerman on March 4 
Our understanding is that Charlie Coe is authorized to speak for 

The following points were made on March 11: 
1. 
2. 
3. 

4. 

AT&T's intent is to have agreements by mid-July 
This necessitates an expeditious approach to negotiations 
We've been negotiating since August, 1995. We want to 

use those agreements as a starting point 
Sylvia stated there is a need for a new non-disclosure 

agreement between AT&T and BellSouth to take into account the need to 
provide information in connection with negotiations and any related proceedings 
under the Telecommunications Act of 1996. Mary Jo agreed. 



a) Sylvia agreed to send Mary Jo a draft of a non- 
disclosure agreement tonight. Mary Jo concurred that AT&T and BellSouth 
should reach closure by end of week. 

Documentation should be provided in a timely manner 
Negotiations should be conducted on a business to business 

* 

5. 
6. 

basis 
7. Expectations of the Executive Team: 

a) Put resources together 
b) Meet as needed 
c) Prioritize our needs 
AT&T defined the scope of the negotiations. BellSouth must 

The BellSouth executives proposed that we negotiate on a 

We then described the "high level"AT&T requirements: 
a) Total Services Resale 
b) Electronic interface 
c) Interconnection (BNFs) 
d) 

8. 

9. 

10. 

provide the same services to AT&T as they provide their retail customers. 

regional basis rather than state by state. AT&T agreed with this position. 

Cost-based access, dialing parity, poles, right-of-way, 

11. Suzie's comment: I see no conflicts; no disconnects. We're 
etc. 

in sync. We'll have resources, and will move forward as quickly as we can. 

e) 
Executive Team agreed that we would provide each other copies of documents 
rather than just providing access to them. The group agreed that this would be 
more convenient. 

Regarding documentation, Sylvia advised the group that the 

9 Preston then explained the Roles and Responsibilities of 

1. 

2. 

negotiating teams 
Executive Team-ratify agreements, set policy direction, 

closure to the process, resolve "elevated" issues 
CORE Team-manages negotiation process itself. Makes 

sure process moves forward. Receives initial agreements from SME teams. 
Prepares cover letter for each agreement, initials, and forwards to Executive 
Team for ratification 

a) 
Usually Wednesdays; except next week when we'd like to meet on Thursday. 

SME Teams handle operations and cost issues. Submit 
agreements to the CORE Team. 

At this point, Mary Jo asked at what time in the process do 
we intend for agreements to become binding. We explained, when the 
Executive Team approves them. Her concern is that, if we "piecemeal" this, we 
lose the opportunity to "give and take". Sometimes, to reach agreement on one 
issue, we might need to re-consider another. 

The CORE Team should meet at least once a week. 

3. 

4. 



yc a) Suzie added she was concerned about making a 
binding agreement on select items before we have a complete agreement on the 
entire package. 

b) Gloria recommended that it sometimes helps to have 
a category, "agreement in principle." This allows us to categorize, and set aside, 
things on which we've reached agreement. 

5. Sylvia recommended, both of us need to think about how to 
handle agreements on issues and make it an agenda item next time. 

6. Suzie concurred with CORE Team approval of issues and 
forwarding to Executive Team. 

7. There was a brief discussion of how BellSouth keeps track 
of issues with Microsoft Access software. 

g) SMETeams 
1. 

Neil distributed an outline of his agenda for the first Cost meeting 

1. 
2. 
3. 

Pam described the SME Team staffing 

h) 
(attachment 3). He recommends Friday afternoon or Monday. Suzie 
recommended Neil call Bob Scheye tb set up the meeting. 

Neil expects to meet at least weekly and often by telephone. 
He expects to close on cost/price issues by end of April 
Neil asked if Marc Cathey was involved in negotiations. 

Suzie responded that Marc will still handle access pricing and cost issues on a 
separate track from other negotiations. 

Neil responded that AT&T's position is access is covered 
under the Act and must be in order to meet requirements for nondiscriminatory 
pricing. Neil further stated that he wanted to press forward to try to find a way to 
include access within the scope of negotiations. He stated that pending data 
requests would include requests for access costs based on the decade old 
BellSouth position that "a minute is a minute is a minute." This means simply 
that the economic cost of switching a minute is the same whether the call be 
interstate, intrastate, or local. A facility costs the same without respect to use. 

Suzie responded that BellSouth would like to keep access 
separate from interconnection negotiations. 

Mary Jo-Is it AT&T's position that access is included under 
251? 

Suzie added that Richard Robertson advised her that access 
is separate 

Sylvia responded that we were surprised at that comment, 
since it differs from what was said during the Executive meeting. She added that 
we strongly disagree with that position. 

Mary Jo-l think we've discovered our first issue. BellSouth's 
position is that interconnection under 251 is interconnection LEC to LEC, not the 
actual retail product of switched access service. Toll carriers are not included. 
Access will be discussed seperately with Marc Cathey. 

c 

4. 

5. 

6. 

7. Sylvia-Absolutely! 
8. 

9. 

10. 

n 



11. Greg asked if any other retail services would not be 
negotiated. Mary Jo’s response was she was not knowledgeable enough about 
all of Bell’s retail service to answer the question. 

Preston asked her to once again explain Bell’s position. 
Mary Jo responded that BellSouth believes that 251 deals with interconnection of 
LEC to LEC and doesn’t include interconnection of AT&T as a toll carrier. 

Neil added that we expect to be negotiating for cost-based 
BNFs and cost based prices. He then asked that they expeditiously provide us 
with avoidable cost studies that Bell used in Kentucky. 

a) Mary Jo-I’m confused. I thought we were negotiating 
for Florida, Georgia, North Carolina and Tennessee. Why do you need Kentucky 
data? 

b) Neil explained that the Kentucky data would give us a 
better understanding of your methodology 

c) Mary Jo-If we just gave you the methodology, would 
that be sufficient? Neil would prefer the cost studies. 

d) Mary Jo-I’m not comfortable doing this without a non- 
disclosure agreement. Sylvia advised she would get her the draft tonight. 

At this point Sylvia asked that Bell articulate its access 
position with more specificity what BellSouth thinks does and does not fall within 
the act, together with BellSouth’s rationale. AT&T’s position is simple. The Act 
makes no distinctions. Exchange access, as defined in the Act, is included. 

Preston offered that we’d like to move the 50+ previously agreed 
upon items forward. Let‘s make this an agenda item for the next CORE Team 
meeting. All agreed. The next meeting was scheduled for March 28 1:OO to 
3:OOpm at AT&T. 

12. 

13. 

14. 

I) 

1) Requirements and Timelines-Pam and Neil 
1. Pam led a discussion of the TSR and unbundled loop resale 

2. How can we track our progress? 
3. Gloria explained the MS Access tracking system that Bell 

4. We’ll agree on the 50+ items as a starting point and review 

We need to surface items where we disagree and spend 

We hope to have unbundled loop resale resolved by mid- 

At this point, Suzie announced that she would be taking 

a) 

issues (attachment 4) 

uses. Pam has access to this data base. 

at next week’s meeting. Gloria and Jay will put the material together and 
distribute to CORE Team before next week‘s meeting 

5. 
time on this at the next meeting. Suzie added that we need to know what is 
required to resolve the issues. 

6. 
July. 

7. TSR resolved by 511 
8. 

Gloria’s place in the negotiations. 
She will identify and provide resources 



b) 
c) 

d) 

She will be plugged into existing teams 
We’ve put together a permanent team to pick-up 

Gloria’s negotiations. There will be some transition activity. 
Randy asked if we could put together an organization 

chart clarifying who is on BellSouth’s Executive Team, Core Team, and SME 
Teams, and how the teams are linked. Suzie agreed to handle. 

Jay and Robert should call Suzie to set up meetings. 
Neil should go directly to Bob Scheye 

Neil “re-invited’’ BellSouth to put a proposal on the 
table to meet AT&T’s expectations regarding access pricing or at least goes as 
far as BellSouth is willing to go, and include whatever other issues BellSouth 
feels is in its interests. Suzie will pass this along ta Marc. 

Preston and Suzie 

t 

e) 

9 

k) We agreed to channel names of new team members through 

1) 

m) 

Preston will develop the agenda for the next meeting 

Mason and Ann will discuss an issue-tracking system off-line * 

Action Items 



FAX 
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To; 
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Phone (404) 81b-SlOO 

Fa Phone (404) 810$131 
cc 

From: 
suri. mort 

l 
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Per my message earlier today: 

Confirmed BST attendees for tomorrow's meeting are, in addition to me: 

Beth C a m  
Gloria Calhoun 
Ann Butlcr 
Mary Jo Peed 

Lynn Smith is also planning to attend if she can reschedule another meeting. 

Please give me; a call at 404-5297498. 
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AT&T: Neil Brown 
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Suzie Lavett 

AT&T Neil Brown 
M: Bobscheye, 

Suzie Lavett 

AT&T Pam Nelson 
WT: Suziebvett 

AT&T Pam Nelson 
BST: SuzieLavett 

BellSouth Team 

cote Team Consulting Team Members 
SuEk Lava - Team Leader 
Telephone Number - (a) 529.74% 

DeMis Davis - N m k  Portability 
fhky Hidgon - Elec~roNc Communications 

ger - Regulatory Ken Mizenber 
Keith Milner - Network Issues 

Fax Number - (404) 42oo(xll 
Lynn Smith - Service Center Operations 
Beth Cames - Network Operations 
TBD - Billing 
MarYbPd-Legal  
Ann Butier - Project Management 
Bob !%-.heye - Cost/Pridng 



BeCLSouth /AT&T Core Team Nepotiations Meetinz 

March 20,1996 Agenda 

1.  Welcome & Introductions 

2. Review Agenda 

3. Review of Executive Team Meeting 
- Purpose 
- principles 
- Priorities 
- Documentation 

4. Roles & Responsibilities Discussion 
- Executive Team 
- Core Team 
- SME Teams 

5. Negotiations Process Discussion 

6. Requirements & Timelines 

7. Recap & Action Items 

Preston Foster 
Suzie Lavett 

Preston Foster 

Pam Nelson 

Sylvia Anderson 

Preston Foster 

Preston Foster 

Pam Nelson 
Neil Brown 

Andre Mule’ 



Southern Region AT&T/BST Negotiations Team Structure r 
J I 
AT&T Corn Frilit.tion Term 

Preston Fodu, Team Leader, Loul Suviee OrpmiutiOn, (404) 810-8548 
Mason Fami, Lout Service Orgmkatbn, (404) 810-8574 
Greg Fdknrbce, Governmeat Main, (404) 810-7550 
Sylvia Anduroa, Lepl, (404) 810-8070 
Pam Nclron, Cprtomer Conneetrvi ly, (404) 810-3100 
Neil Braa,  Clutomer Comcctivity, (404) 810-7269 
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m h4arch20, 1996 

Mr. Mule’ 

Andre’, 

In addition to handing out the attached chart at my time on the agenda this afternoon, it is 
my intention to talk about the following; 

1. I want to nail down the date and time of the ikst cosdprice meeting. 
My objective is this coming Friday afternoon or this coming Monday 
morning, whichever best suits BellSouth. 

2. I expect to meet at least weekly until we resolve the codprice issues. 

3. I expect we should be able to close on cosdprice issues or know exactly 
where we stand by the end of April. 

4. Suzy’s voice mail message last night to Pam Nelson left me with a 
question? We expect to negotiate all aspects of codpricing with Bob 
Scheye and the BellSouth team. To the extent that requires other 
BellSouth resources, such as Marc Cathey, we welcome them to join our 
negotiations. Please invite Mark to come to the first cost/price meeting if 
that will facilitate timely progress. 

5. We are preparing detailed data requests to obtain the information 
required to negotiate on cost based pricing. those requests should be 
available no later than two weeks from now, perhaps earlier. 

However, we do want to formally request on%, of items today. please 
provide the Avoidable Cost Study and all back-up material supporting your 
recent Kentucky testimony on this subject. We would like to have that 
delivered before the end of this week. 
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Proposed Agenda for Initial Cost/Price Meeting 
Date: ASAP (3/22 or 3/25) 

Time: 3/22 at 1:00 pm or 3/25 at 9:OO am 
Location: 1200 Peachtree Street NE. Prom I 

Principles 
-Open, Candid Negotiations 
-Timely and Accurate Responses to Requests for Information 
-Document Agreements as They Occur 
-Document and Quickly Escalate Disagreements as They Occur 

Share Positions on Provisions of Federal Legislation in Kev CostPrice Areas 

Issue BeUSouth Position AT&T Position 
LEC Services Available for 
Resale. 

- 

Standard for Determining 
Wholesale Discounts 

Cost Standard for Pricing 
Access 

Cost Standard for Unbundled 
Network Elements 

Other Areas Which May Help Facilitate Achieving Agreement on SpecSc Prices and 
Timing: 

-Rate Rebalancing 
-USF Reform 
-Other 

Identify CostPrice Sub-Team Leaders and Other Subject Matter Experts for: 
-WholesalelResale 
-Access and Unbundled Network Elements 

Establish Dates for Sub-Team Meetings (At Least Once/Week in Person; Calls as 
Needed) 

OpenFonun 



/4 

Unbundled Loop Resale and Interconnection 

Network Services and Products 

h 

Basic Service Requirements 
Directory Assistance 
Listings 
Operator Services 
Lifeline Service 
Telephone Relay Service 
Inside Wire 
800 Database Access 
Payphone Services 
Hospitality 
LI DB 

N etwo r k 0 pe ra t ion s 

Service Ordering and Provisioning 
Maintenance Procedures 
Operational Readiness Test 
NXX Assignment and Administration 



Unbundled Loop Resale and Interconnection 

Pricing and Compensation 

Network Interconnection 

Physical Interconnection Requirements 
Point of Interface 
Co-Location Requirements 
Signaling 
Loop Unbundling 
Right of Way Issues 
Number Portability 
91 I 
Disaster Recovery 
Network Validation Test 

n 



Unbundled Loop Resale and Interconnection 

AT&T as an Access Provider 

LAM and Billing 

Billing Requirements 
Data Transfer Requirements 
LAM Requirements 
Operational Readiness Test 

Security 

Law Enforcement and Physical Security 
Fraud 
Repetitive Debtor 

n 



Total Service Resale 

Network Operations 

Service Ordering and Provisioning 
Maintenance Procedures 

Network Architecture and Services: 

Basic Service Requirements 
NXX Assignment and Administration 
Directory Assistance 
Listing 
Operator Services 
Lifeline Service 
Service Assurance Warranty (SAWS) 
91 1 
Inside Wire 
Disaster Recovery 
Payphone Services 

Billing and LAM 

Requirements for Local and IntraLATA Toll 
Data Transfer Requirements 
LAM Requirements 

Pricing and Compensation 
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Audra J. Hurston 
Pmgnm Mamger - Marlgt Enby 

March 25,1996 

To: CoreTeam 
Governance Team 

Attached for your information is the following information: 

Letter from Preston Foster to Suzie Lavett which was faxed and 
mailed to her today. 
3/21 Core Team Meeting Notes 



March27,1996 

SlrZieLavett 
Ballsonth 
675 West Peachtree Street NE 
Roam llAl5SBC 
Atkntr, GA 30375 

Re: First Core TeamMating Between AT&T and BdlSoPth o~lMnch 20,1996 

AT&T offiote, F d  Fhr,  1200 Perchtree Street, NW, e GA 30309 

It was good meeting with you and the rest of the Be11sOuth team 011 Wednesday, March 20. 
1996. lRere were several items from our meeting that I want to confirm to insmetbuthem 
are no misunderstandings. 

Following, as information and for follow-up. are thc action items from our Msrch 20.1996 

team. 
Bellsouth / AT&T NegotiatioaS Con Team Meeting. Please sbare this inkmtum withyour 

P 



1. Sylvia Anderson of ATBrT, agreed to send Mary Jo Peed of Bellsouth. a draft of a now 
disclosure agreement by COB, 3/20 to take into account the need to produce i n f o d o n  in 
connection with negotiations and any related proceedings under the Telecommunications Act of 
1996. Sylvia and Mary Jo resolved to reach agreement on the non-disclosure by 3/22/%. My 
undersgnding is that Sylvia faxed Mary Jo AT&T*s proposed draft on 3/20; Mary Jo and 
Sylvia exchanged voice mail messages conceming the draft on 3/22; Mary Jo forwarded her 
comments on the draft to Sylvia on Monday, 3/25; and that discussions concaning the draft 
are underway. 

2. Sylviaand Mary Jo also agreed todiscuss and recommend apmcw for documcntmg - issues 
on which we have alnady reached agreement through preAct negotiatiom. ?hir 
ncommendation will be discusred at the 3/28/% Core Team meeting. 

3. Preston Foster, of AT&T. recommended that we move the SO+ previously agned to items 
through theprocess d m  in item 2, once finalized, as the first a d a o f b u s i a t r h e  
3/28/96 Core Team meeting. Gloria Calhoun of BellSouth, and Jay Biadbury of AT&T, wiIl 
assemble’the material. 

4. Neil Brown, of ATdtT, distributedm outline of hi agenda for the fint Cost Team SME 
meting. Neil recommended Friday, 3/22, or Monday, 3/25 for the m#tins. Suzie Lavca, of 
BellSouth, said that she would call Bob Sckye and recommended that Neil call Bob also. Neil 
agrred. 

5. Neil Brown requested a copy of RellSoutb’s Kentucky Avoidable Cost study. After 
discussion, Mary Jo agned to provide the metbadology of the Cost study to Neil uaderamn- 
disclosun agreement. 

6. At tbe meetisgym suggested thatnegotktions c o u  access pricing and cost iglles be 
haded scg9rately from these negotiations. Mary Jo thenstated Bellsorsthdas notc(wBider 
negotiations of switched access savice tobe within the scope of the Act, andrhcr&cetbose 
mzgotiations will continue on a seplvab track. AT&T s t ~ u o u s l y  objected to thir pition, 
Sylvia stated that access pricing, including switched aceas b compelled by the pltin laasuage 
&Section 251 and elsewhen in the Act. After much dsauuion, Mary Jo ag~& toprwidea 
written explaaation of Bell!ktuth‘s position (what type of iacasj BellSouth conriders within the 

and BellSoutb’s rationale for its position by no later than the next Con Teom meting 
scheduled for 3/28/96. 

scope oftbe Act versus what type of 8ccess BeIIsouth belives is outside the scope ofthe Act) 

7. BellSouth and AT&T agreed to identify and discuss SVQW of d-aent firom prior 
nego(iatiom as item 2 for the 3/28/96 Con Team meeting agendaand to agrec onaproaJs for 
resolving thost issnes. Suzie Lam and PreJtOn Foattr m nsporrpible fw identifyhg these 
issues. 



r- 8. Randy Jenkins, of BellSouth, asked that the BellSouth Core Team put together a piaOrial 
chart that clarifies who is on BellSouth's Executive Team, Core Team and SME Teams and 
how the different BellSouth teams are linked. Suzie Lavett agreed to provide this information 
PrlmPtlY- 

9. Neil Brown "teinvited" BellSauth to put a proposal on the table to address ATWs 
expectations regarding access price reductions. Suzie hvett agreed to pass this request dong 
to Marc Cathey of BellSouth. 

10. Reston Foam will develop the agenda for the 3/28/% meeting. Bellsouth ad AT&T 
agreed that all Core Team meetings after 3/28 will take place on Wednesdays at 1 p.m. 

11. Mason Fawzi of AT&T and Ann Butler agreed to meet to discuss an issue taxking system 
forthese negotiations. 

Thank you for your attention to these issues. Feel free to call me on (404) 810-8548 if you 
have questiom. 

Sincerely, 

Reston G. Faster 
Lead Negotiator 
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JOINT AT&T/BELLSOUTH CORE TEAM MEETING NOTES 

March 28, 1996 

On Thursday, March 28, 1996, the Joint AT&T/ BellSouth CORE Team met at 
1200 Peachtree Street with the following in attendance: 

Suzie Lavett Mary Jo Peed 
Ann Butler Mason Fawzi 
Loretta Cecil Greg Follensbee 
Preston Foster Pam Nelson 
Wayne Kendall Jay Bradbury 
Randy Jenkins Andre' Mule' 

Preston began by reviewing the agenda (attachment 1) 1. 

2. 

advised either Charlie Coe or Scott Schaefer (both officers) 

Suzie discussed her organization chart (attachment 2) 
a) 

b) 

Preston asked who would sign the final document. Mary Jo 

Scott would be the new interface with Jim Carroll 

3. Issue approval process: 
a) 

negotiate and refer agreed upon items to the CORE Team. The CORE Team 
reviews and initials, and sends the documents to the Executive Team for final 
approval. 

b) Suzie distributed a document that summarizes agreed upon items 
(attachment 3) 

1. 
2. 
3. 

4. 

Preston summarized the agreed upon process: The SMEs 

Gloria and Jay worked on this 
Could become a "stipulated agreemenr 
Mary Jo added: We consider this a Work in progress". She 

Pam asked: What's the meaning of the term "non-binding?" 
a) 

b) 

c) 

d) 

will work with Sylvia to make this a more formal agreement. 

"work in progress". When signed by the Executive Team, then it's a contract. 

everyone will be comfortable with. 

so at any time we'll know where we are? 

take" as we go through the negotiations. 

Mary Jo answered: This is not a "contract", but a 

Mary Jo offered: Sylvia and I will add language that 

Pam: You'll put it under project management rules, 

Mary Jo: Yes. I want the opportunity to "give and 



/- 

5. Preston asked when Sylvia and Mary Jo can come to 
closure on this. Mary Jo said: Let me take this document back and put it in 
"legal form." 1'11 send it to Sylvia for review. 

a) Preston asked: Is a week reasonable? Mary Jo: 
Fine. 

b) Preston: Ok. Then we'll have it for the next CORE 
meeting. 

Preston: Will the 50+ items previously agreed upon be 
included in the document Sylvia and Mary Jo work on? Mary Jo: Yes. 

4. Areas of disagreement 

6. 

a) All agreed on the following process for handling disagreements, as 
described by Preston. The CORE Team will use no more than two sessions to 
discuss issues of disagreement. Then, if the CORE Team can't resolve them, 
we should move them on to the Executive Team. The Executive Team can 
agree, or agree to disagree, or decide to mediate, or table the issue. 

will begin using Microsoft Project software rather than Access, which she now 
uses. 

database. To be completed by Tuesday. It will be shared by BellSouth and 
AT&T. Mason and Ann are owners of this process. 

Suzie: That's difficult; it varies issue by issue. 

your changes. Jim Carroll and the BellSouth Executive Team agreed to an open 
exchange of data. Your draft is inconsistent with the Act, which recognizes the 
PSCs as mediators and arbitrators. You refer to "normal discovery rules". We 
don't know what they are. Our recommendation is that we ask the Commission 
to mediate this. 

2. Mary Jo: Is that it? There are no other suggestions? 
3. Loretta: I don't see how we can agree. 
4. Mary Jo: We need to raise this to the Executive Team. 
5. Preston: How should we escalate? 
6. It was agreed that we would escalate the nondisclosure 

agreement within our respective organizations tomorrow. If no agreement is 
reached tomorrow, the parties are free to choose to mediate this issue. 

7. Suzie will call Preston by 3:OO tomorrow afternoon with a 
status report. 

9 Preston: Let's move on to BellSouth's view that access is not 
included under 251. You were to prepare a rationale. Mary Jo distributed the 
rationale (attachment 4) 

b) Suzie described her process for managing the requirements. She 

Mason and Ann Butler will work on populating the MS Project 

Mason: When do you think you'll be able to give us a timeline? 

1. Loretta: 1 can see we're at an impasse. We can't adopt 

c) 

d) 

e) Non-disclosure 

* 

1. Mary Jo reviewed the rationale 

300029 



2. She added: Neil is certainly free to discuss access with 
Marc Cathey. 

3. Preston: Our view is that access is included under 251. 
1 FR exchange service includes access. If we buy 1 FR service, it should include 
access. Where is the wall? 

4. Mary Jo: 251 is the wall. It changes nothing on access that 
existed prior to the Act. 

5. Suzie: We’re at the point that access was separate prior to 
the Act; it‘s separate now-until the FCC says something different about access. 

6. Preston: We need to escalate this as well to our Executive 
Teams 

a) 
b) 
c) 

d) 

Pam reviewed 6 issues the SMEs haven’t resolved 
a) 

Suzie: I’d like to have your position in writing. 
Preston: We’d be happy to comply. 
Suzie: When can you get us the AT&T position on 

Preston and Loretta: By noon tomorrow. 

Real time interfaces-BellSouth doing a study to be 

1. Could we get a status report next week? Suzie 

2. Pam: This is an important item to Jim Carroll 
Routing of AT&T operator services, DA, repair calls to 

our own platform 
1. Suzie stilt researching this 
2. Pam: We need to know what are the technical 

and policy issues 

Suzie: That‘s tied into the universal Service 
fund. May better be handled through negotiations between Neil and Scheye. 

Suzie: As a policy, BellSouth won’t resell this 

c 

exchange access? 

g) 

completed 5/1 

will see what she can do. 

Pam then discussed TSR positions from prior negotiations. 
1. 

b) 

c) Liieline resale 
1. 

2. Pam clarified the requirement 
3. 

Discount associated with directory listing services 
Discount associated with payphone services 

d) Grandfathered services 
e) 
9 
Suzie will get us status on all items by Tuesday 2. t 

5. Sharing of requirements 

elements (attachment 5) 

per the Local Network Elements document (attachment 6) 

Network Elements document (attachment 7) 

a) Jay distributed 3 documents dealing with unbundling 
1. 

2. 

3. 

Local Network Elements-an overview of 17 network 

The TSR document we’ve used since 10/95, amended as 

Unbundled Loop document, also updated as per the Local 



4. A kick-off meeting with Robert Oakes and his team was 
scheduled for next Wednesday, but the schedule will have to be reviewed. 

a) Suzie proposed a conference call instead of a 
meeting, with a meeting the following week 

b) Mary Jo will share copies of the “stipulated 
agreements” by FAX this afternoon 

c) Suzie: We need to review all of this before we meet 
d) Mason: Do you have any LEC to LEC agreements? 

1. Suzie will check on the availability 

Preston: Last week we requested the methodology for cost 

a) 

Preston: Is the Georgia cost study available? Mary Jo will 

a) 

b) 

c) 
d) 

* 

” 
b) CosVPrice 

1. 
avoidance that was used in Kentucky 

testimony (attachment 8) 

check and provide it if it is public information. 

Mary Jo distributed copy of Frank Kolb’s Kentucky 

2. 

3. Wayne reviewed Neil’s list 
The second cost team meeting scheduled for 4/4-all 

cost issues will be addressed 
Neil asked Marc Cathey to provide him with BellSouth 

access proposal by Monday, 411 
Neil and Marc will meet with Jim Carroll on 4/2 or 413 
Neil recommends that starting Tuesday, 419, a 

standard weekly meeting at 9:30am. If a second meeting is required, conferees 
will establish a schedule. 

e) Neil expects to deliver data requests to Scheye next 
week 

Mason began by asking if the BellSouth team had an 
opportunity to check if there were any items other than exchange access that 
were not included in the Act. They had not. 

Mason then distributed a list of tariff services for Georgia 
and Florida (attachment 9). He explained that we’d like them to add their retail, 
wholesale, and discount prices to the lists. Also, he asked for any special 
contract information they may have in those states. We’d like the information 
prior to the 414 CORE Team meeting. 

do so much work in such a short amount of time. 
t b) Suzie explained: I think we’ll have an overall 
percentage discount rather than an item by item discount. We can take this back 
and review it, but we can’t commit to do this by 414 

that pricing plans are not considered ‘services” as defined under the Act. The 
underlying “services” are certainly available for resale. 

arrangements. If we have a confidentiality agreement, would Tuesday be a 

* 

c) Services-Mason 
1. 

2. 

a) Mary Jo interjected: I think it‘s unfair to expect us to 

c) Mason asked about “Pricing Plans” Suzie explained 

3. Preston: I’d like to ask about contract services 



reasonable time frame to get an answer on your position on resale of contract 
services arrangements? Yes. 

* 6. 

* 7. 
review the overall schedule. 

Suzie then distributed a list of key activities and dates (attachment 10) 

Suzie and Preston will get together Tuesday afternoon at 1:OOpm to 

8. 
Southern Bell Center. 

The next meeting was scheduled for Wednesday, April 3, 1:OOpm at the 

Action Items 



Agenda topics 
1. Issue Approval Process Preston Foster 

Issue Specific Agreements 
SO+ Agreed to Items 

2. Areas of Disagreement 
Escalation Process for Issue 
Resolution 
Identification of Issues 

3. Sharing Requirements 
TSR 

Operations 
CostPrice 
Services 
Timelines 

1. Next StepdScheduling 
i. Recap 

Lead Negotiators 

SMES 

Preston Foster 
Andre' Mule' 

" 9.30033 
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This document summarizes the operational arrangements that have been 
tentatively agreed upon by ATBT and BellSouth for the resale of BellSouth's 
local exchange service. In general, this document reflects the fact that BellSouth 
is committed to providing AT&T and its customers with the same high quality 
service as BellSouth provides to its end user customers. The numbers in 
parentheses following each item correspond to the item in the AT&Ts 
requirements document that formed the basis for the discussion of each item. 

BellSouth will no t i i  AT&T and obtain approval from AT&T if a customer 
requests changes to service at the time of installation. Otherwise, there will 
be no deviation from the service order. (7.A. 72) 

BellSouth will provide the same intercept treatment and transfer of service 
announcements to AT&T's customers as BellSouth provides to its own 
Customers. (7.A.76) 

BellSouth will provide AT&T with appropriate notification of all area transfers 
wivl line level detail, and will also notify AT&T of any LATA boundary 
changes. (7.A.78) 

BellSouth will train all service technicians on their obligation to provide non- 
discriminatory service to AT&T's end users. Dedicated technicians will not be 
assigned. (7.A.20) 

BellSouth will advise misdirected business office callers to contact their local 
service provider and will provide a telephone number, provided by the other 
service provier, for the other provider upon request. (l.A.25) 

BellSouth will handle aH 91 1 and E91 1 updates for AT&T's customers in the 
same manner as BellSouth uses for BellSouth's end user customers. In both 
cases, all updates are driven by the service order. (7.A.26) 

To the extent that circuit-spe& engineering is required for a resold service, 
BellSouth will provide the Same level of engineering support for the resold 
service as BellSouth provides for its comparable retail service. (l.A.27) 

BellSouth will call AT&T if scheduled appointments are in jeopardy. (7.6.3.c) 

A BellSouth technician will clear any reported trouble to the end-user's network 
interface. (7.B.74) 
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There will be no loss of features or functionallty or differences in technical 
characteristics based on the classification of services as either resale or 
retail. ( 2.A. 7.) Specific technical characteristics or services include: 

1. Dial tone and ring. (2.A.7.a) - 
2. Capability for either dial pulse or touch tone recognition. (2.A. 7.b) 
3. Capability to complete calls to any location. (2.A.7.c) 
4. Extended local calling area. (2.A. 7.4 
5. 1 + IntralATA toll calling where available (no PIC). (2.A. 7.e) 
6. PIC l +  service where available for TRA (wlPIC). (2.A.7.f) 
7. CIC dialing ( 1 O x x x X )  (2.A. 7.g) Note 4 digit diakng pattern 
8. Access to vertical features and functions, with the exception that that 

'grandfathered" services require further negotiations between BST and AT&T. 
(2.A. 7 4  

9. Call detail recording capability required for end user billing. .(2.A.7.~3 
I O .  Access to Telecommunications Relay Service (lRS). (2.A. 7.k) 
11. All CLASS and Custom Calling features and functions (e.g.,caller ID), 

with the exception that that"grandfathered" services require further 
negotiations between BST and AT&T.(2.A. 7.4 

12. International Calling. (2.A. 7.0) 
13. 911, 500, 700, 800, 888, 900,976. (2.A.7.p) 
14. PBX trunks and DID service. (2.A.7.s) 

BellSouth will provide the following end office features, where available and 
provided to BellSouth's end users: (2.A. 7.q) 

1. Distinctive ringing. (2.A. 7 4 . 7 )  
2. Repeat dial capability. (2.A. 7.g.2) 
3. Multi-line hunting. (2.A. 7.q.3) 

BellSouth will provide the following feature capabilities allowing for Memory Call 
services (2.A. 7.4. 

1. SMDl - Station Message Desk Interface, Interswitch SMDl (ISMDI), 
and Enhanced SMDl (2.A.l.r.l) 

2. MWI - Message Waiting Indicator (2A.1 .r.2) 
3. CF-BIDA - Call Forward on Busy I Don't Answer (2.A.l.r.3) 

BellSouth will maintain sufficient numbers to meet the needs of all Local 
Service Providers. (2.8.5) 

BellSouth is responsible for the reservation and aging of numbers. (2.8.6) 
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BellSouth will provide the same directory assistance features in conjunction 
with its resold services as it provides in connection with its retail services, 
which currently include the following: (2.C. 7) 

1. 

2. 

Two customers or numbers and or addresses per call (as specified in 
BSTs end user tariffs). (2.C. 7.a) 
Upon request and where available, call completion to the requested 
number for local and intraLATA toll calls. (2.C. 7.c. 7 )  

BellSouth will provide the name and address associated with end users 
served by other service providers, except for unlisted numbers, where 
provided by BellSouth. (2.C. 7.b) 

BellSouth will update its listings data base in connection with resold services 
through the same means and in the same time frames as it updates the data 
base for its retail services. (2.C. 7.e) 

Any information provided by a directory assistance Automatic Response Unit 
(ARU) will be repeated the same number of times for A T W s  end user 
customers as for BellSouth's end users (currently twice). (2.C. 7.0 

Any resold service will be provided at parity with BellSouth's comparable 
retail service, and will comply with the same PSC requirements. (2.C.7.g.) 

1. Number of rings to answer will comply with PSC requirements. (2.C.747.7) 
2. Average work time will be at parity with BellSouth's services. 

(2.C. 7.9.2) 

BellSouth will provide the following intercept service for customers moving 
service: (2.C.7.h) 

1. BellSouth will provide a referral to the new telephone number in 
the same manner as for BellSouth's end users (Le., will refer to a 
new 7 or 10 digit number). (2.C.7.h.7) 
BellSouth will repeat the new number twice on the referral 
announcement. (2.C. 7.h.2) & (2.C. 7.h.4) 

2. 
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P 
BellSouth will provide the following operator services capabilities in the same 
manner as provided to BellSouth's end user customers: 

1. 
2. Emergency calls (2.E.5.f) 
3. 
4. Handicapped caller assistance (2.E.5.j) 

BLV I El - Busy Line VeriticationlEmergency Intercept (2.E.5.e). 

Notification of the length of call (2.E5.g) 

Access to 91 1 I E-91 1 will be provided in a manner transparent to the 
end user. (2. H. I )  

BellSouth will make Inside Wire Maintenance Plans available for resale. 
BellSouth technicians will advise customers that they are at customer's 
premises on behalf of AT&T (2.1. I )  

When engineering advises it is applicable, BellSouthwill n o t i  AT&T of any 
charges associated with required construction for a given service. AT&T will 
provide contact information. (I,A.2.g) 

For desinged or complex orders, BellSouth will FAX a hard copy of the 
service order, which will include applicable critical dates, along with the FOC. 
(l.A.2.h) 
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ISSUE: 

BELLSOUTH'S 
POSITION: 

What effect does the Telecommunications Act of 1996 have on BellScuWs provision of A-s 
Services to ATBT at the current rates, terms and conditions? 

The Telecommunications Act of 1996 has no effect On BellSouth's provision of access services 
through which AT8T originates or terminates the interexchange calls of its customers. 
Specifically, the Congressional conference committee rejected the H.R. 1555 approach of dealing 
with interconnection matters through expansion of the existing section 201. Instead, the 
conference committee adopted a new model for local interconnection in a new section 251. The 
adoption of the new model left section 201 unaltered. Section 201 governs the provision by 
BellSouth of access services to ATBT.' 

m e  intent of Congress is further crystallied through the adoption of section 251(g). SeCtiMl 
251(g) obligates BellSouth to continue to provide access services as it does today until the 
Commission explicitly supersedes the present obligations through the adoption of new 
regulations. Section 251(g) states: 

On and after the date of enactment of the Telecommunications Act of 
1996, each local exchange carrier, to the extent that it provides wireline 
services, shall provide exchange access, information m, and 
exchange services for such access to interexchange carriers and 
information service providers in accordance with the same equal access 
and nondiscriminatory interconnection restrictions and obligations 
(including receipt of compensation) that apply to such camer on the date 
immediately preceding the date of enactment of the Telecommunications 
Act of 1996 under any court order, consent decree, or reguhtion, order, 
or policy of the Commission, until such restrictions and obliitions are 
explicitly superseded by regulations prescribed by the Commission after 
such date of enactment During the period baginning on such date of 
enactment and until such resbsctions and o M i i  are w supemded, 
such restrictions and obliiations shall be SnforCeaMe in the same mann@ir 
as regulations of the Commission. 

Therefore, until such time as the Commission promulgates new regulations to address BCOBSS 
charge reform, the current regime will remain in pkrce. 

In conclusion, the Telecommunications Ad of 1996 does not impose a duty on 
BellSouth to negotiate with ATBT for the provision of exchange access wvices. 

/- 

Section 251(i) specifically preserves section 201 authority for other purposes, such as dealing with inter 1 

exchange access matters. 
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Q. 

BELLSOUTH TELECO-CATIONS, INC. 

R E B m A L  IEYIIMONY OF FR4NK R KOLB, IR. 

BEFORE THE KENTUCKY PUBLIC SERVICE C 

ADMlNISTRATIVE CASE NO. 355 

PLEASE STATE YOUR NAME, ADDRESS, AND POSITION WITH BE 

TELECOMMUNICATIONS, INC. ("BELLSOUTH"). 

My name is Frank R. Kolb, Jr. and I am employed by BellSouth Telecommunications, Inc. as a Director 

in the Finance Organization. My business address is 3535 Colonnade Parkway, Birmingham, Alabama 

35243. 

PLEASE GIVE A BRIEF DESCRIPTION OF YOUR EDUCATIONAL BACKGROUND AND 

WORK EXPERIENCE. 

I received a Bachelor of Science degree in Electrical Engiueering fram Louisiana State University and 

am a Registered Professional Engineer. I have approximately twenty years experience in coordinating 

the development of ecommic models for application in teiecommunications cost for pricing studies and 

in general costing of telec~mmunications resources. 

WHAT IS THE PURPOSE OF YOUR REBUTTAL TESTIMONY? 

The purpose of my testimony is to rebut the testimony of AT&T regarding the cwts that will &'avoided 

and the appropriate discount for resale services. My testimony presents the results of BellSouth's 

internal cost study that determined the costs that will be avoided due to making Savices available for 

resale in Kentucky. My testimony describes why ATBtT's proposal should not be adopted and why 

BST's study approach is appropriate. 

" 390i9;' 

WHAT IS THE APPROPRIATE DISCOUNT PERCENT FOR RESOLD SERVICES AS REQUIRED 
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BY FEDERAL LEGISLATION? 

BellSouth has dacrmined that the appropriate discount as defined by fed& legislation is 9?/0 for 

residential services and 8% for business services. These discounts and the methodology used to develop 

them are described below. The cost study used to determine is also included as Exhibit FRK-I . AT&T 

claims that BellSouth's costs that will be avoided are in excess of twenty-six percent and that the 

discount should be at a minimum of twenty-six percent. Mr. Guedel offers no study or analysis to 

support this recommendation. 

WHAT DOES THE TELECOMMUNICATIONS ACT OF 19% REQUIRE AS IT RELATES TO THE 

PRICING OF RETAIL SERVICES FOR RESALE? 

The standard for determining the price of the wholesale offering is the costa that BellSouth will avoid by 

making a service available for resale. 

Section 252 (d)(3) of the new Act states: 

"For the purposes of section 251(c) (4), a State commission shall detarmne ' wholesale ratcs on the basis 

of retail rates charged to subscribers for telecommunications service requested, excluding the portion 

thereof attributable to any d e t i u g ,  billing, coflection, and otha costs that 

exchange carrier." Section 252 (e) (3). [Emphasis added.] 

' bythelocal 

HOW DID YOU DETERMINE WHICH COSTS ARE AVOIDED WITH RESALE? 

To determine the costs that will be avoided, we looked at all the functions that are requked in providing 

service to a BellSouth customer. Then a determtna ' tion was made as tothe costassociatedwitheach of 

these functions that would be avoided as a result of resale. These cost savings are the costs that 

BellSouth will avoid with resale. 

WJOllJS 
WHAT ARE THE MAJOR COSTS THAT WILL BE AVOIDED? 

The costs that will be avoided are related to the functions of customs services, d i n g  the bill to the 
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Q. 
A. 

Q. 

f i  
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** Q. 

A. 
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Q. 

end user, some marketing functions, and uncollectibles. 

DESCRIBE THE COST CHARACTERISTICS CONSIDERED IN THIS S m y .  

The majority of the costs that are avoided as a result of resale are associated with the customer as 

opposed to a service. For example, the costs of postage and paper for mailing the bill are shared among 

all of the services that an end user buys, but are direct with respect to the end user. Similarly, many of 

the costs associated with customer services cannot be traced back to any one given service. When a 

customer calls a service representative and inquires about bis bill, the service representative may 

discuss one or more services that the customer purchases. Any attempt to allocate the cost of the call to 

the different services would be extremely difficult and subject to error. 

DO YOU RECOMMEND SEPARATE DISCOUNTS FOR RESIDENCE AND BUSINESS RETAIL 
SERVICES IN DETERMINING PRICES FOR RESALE? 

Yes. Because average revenues and average expenses vary between residential and business customers 

we are recommending two separate discounts. The Company proposes a percent of revmue discount. 

This percentage calculation assumes that the customers that choose to go with a rrsella will be average 

revenue customers. 

WHAT WOULD BE THE IMPACT OF THE RESELLERS TARGETING HIGH REVENUE 

CUSTOMERS? 

To the extent that resellers target high revenue residence or business customers, the avoided cost as a 

percent of revenue will be lower. For example, we estimate the average bill for the top tw-enty percent of 

BST's residential customers in Kentucb to be approximately twice the average bill of all residential 

customers in the state. Therefore, if resellers target the top revenue producing nsidential customers, 

then the discount percentage would be about 4.5%. 

" 330i33 

IN YOUR STUDY HOW DID YOU CALCULATE THE CUSTOMER SERVICFS COSTS THAT 
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WOULD BE AVOIDED. 

Theexpensesassoclated ' with customer services are in account 6623. The study examiaed all of the job 

functions assigned to account 6623. For each job function, a determination was made as to whether or 

not that function would continue to be performed for the end user under resale. Many functions in 

account 6623 will continue to be performed for the resold accounts and therefore the expense associated 

with those functions will not be avoided. These functions include local and toll message processing, 

account operations, message investigation, interexchange customer services, support and indirect 

supervision. Consequently, the main costs that will be avoided are associated with service 

representatives in the customer service centers. 

-\. 

Q. 

A. 

WHAT ARE THE BILLING COSTS THAT THE COMPANY WILL AVOID? 

BellSouth will still be maintaining a customer record for each end user. The Company wil l  rcwrd and 

maintain usage and service characteristics of each customer so that it can render a bill to the reseller. 

The only billing costs that will be avoided due to resale are the costs associated with printing and 

mailing a bill to the end user. While the Company will incur an additional cost in so- Printing and 

mailing the end user bill information to the tesellet, the Company did llpt include that 

study. 

r? 

in this 

Q. 
A. 

n 

Q 

A. 

WHAT ARE THE MARKETING EXPENSES THAT WILL BE AVOIDED? 

Account 6612, which is the sales expense account, represents the total marketing expenses that the 

Company will avoid as a result of resale. BellSouth will not incur a sales expense for each customer that 

chooses to buy service h m  a reseller. Accounts 661 1 and 6613, advertking and product management 

expenses, however, should not be included in any avoided cost study becaw the Company st i l l  incurs 

those expenses for resale services. 

" ')9OLU;3 
WILL UNCOLLECTIBLES BE AYOIDED? 

For this study it has been assumed that uncollectible expenses will be avoided. The reseller is 
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responsible for absorbing any bad debt on the part of its end users. If BellSouth experiences reseller 

default, then it may be appropriate to net the end user uncollectible expensc against the reseller default 

and decrease the percentage discount for resold services. The Company included in its study 

one-hundred percent of uncollectibles as avoided cost. 

P 

Q. DOES YOUR STUDY INCLUDE ANY OF THE COST INCREASES ASSOCIATED WITH 
RESALE. 

No, it does not. We have made preliminary studies on the costs that will increase because of resale; for 

example, service order costs. The study assumes that these costs will be covered by the non-recuring 

charge to the reseller for service connection. If the reseller d m  not pay a non-reaming charge for 

service connection, then a lower percent discount is appropriate. 

Q. PLEASE SUMMARIZE YOUR TESTIMONY. 

fi  A. The Telecommunications Act of 1996 requires the State commissions to daerrmne . wholesalerateson 

the basis of retail rates charged to subscribera for telecommuuications service requestcd, excluding the 

costs that will be avoided by the local exchange Carrier. BellSouth has paformed a study to determhe 

the avoided costs due to resale as de- by the Act. This study is an dysisofthe costs that 

BellSouth avoids when its customers elect to purchase their services from a resell=. The study iucludes 

costs that could arguably be excluded in order to provide the Commission with a reasonable starting 

point for resale discounts for BellSouth‘s services in Kentucky. The Company’s study resulted in 

percentage discounts to retail rates for the avoided costs of 8% for business and 9?/a for residence. 

AT&T opines that BellSouth’s avoided costs equate to a discount to retail services of a minimum of 

twenty-six percent. AT&T offers no basis for this opinion in this procdiug, nor does it offer for 

review a study to support such claims. Its recommended discount of anywhexe between twenty-six 

percent and Stty percent as included in its testimony is totally unsupported and, therefore, without 

reasonable basis. 
23020j  

I urge the Kentucky Commission to review the analysis put forth in my testimony, and in the Company’s 
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study (Exhibit FRK-I), and fmd that it is a reasonable approach to the Act's quirrments for d i s c ~ ~ n t s  

to retail services. This provides the Commission with an appropriate discount for BeUSouth to 

implement the required wholesale rates. 

)4 

Q. DOES THIS CONCLUDE YOUR TESTIMONY? 

A. Yes. 
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BellSouth Kentucky Resale Study 

Executive Summary 

This document describes the process used by BcllSouth in developing the discount pcrccntage 
for nsale KMCCS. The mult of the study is that thc appropriate discount is 9 percent for 
residential service and 8 percent and for business service is. 

The study looked at the costs that the Company would avoid when a customer decides to 
purchase telecommunications services from a reseller instead of BellSouth. Under federal 
legislation, the price the Company charges to the n r l l e r  is the retail price minus the costs the 
Company avoids wich the wholesale offering; The costs that the Company avoids include 
customer seMces, billing cost.% sales cxpcnse~, and uncollectiblcs. 

The cxpmses associated with customer sewices are in account 6623. The study examined all or 
the job functions assigned to account 6623. For each job function, a detamination was made as 
to whether or not that function would continue to be performed for the end user under resale. 
Many functions in account 6623 will continue to be performed for the resold accounts and 
therefore the expense associated with those functions will not k avoided. These functions 
include local and toll message processing, account operations. message investigation. 
interexchange customer -ices, support end indina~supavisiou. The main costs that will be 
avoided arc associated with service ~ t a t i v c s  in the customer sen~ice centers. 

The avoided costs for b i h g  me the costs of mailing the bill to the end user. &Ilhuth will still 
be maintaining a customer record for each end user. The Company will record and maintain' 
usage and svvice characteristics of each customer so that it can render B bill to the reseller. Thc 
only billing costs that will be avoided duc w d e  arc the costs associated with priming and 
mailmg a bill to the end user. 

Account 6612, whiih is the sales orpenst accoun!, represents the total marketing expenses that 
the Company will avoid as a result of resale. BellSouth will not incur a sales expcnse for each 
customer that chooses to buy service from a reseller. Accounts 661 1 and 6613. adwnisinp and 
product management expenses. however. should not be included in any avoided cost study 
because the company will still incur those expenses. 

For this study the Company assumed that it will avoid uncollectible expenses for resold services. 
The reseller is responsible for absorbing any bad debt on the put of its end usen. If BellSouth 
experiences nxllcr default, thur it may be appropriate to net the end user uncollectible expense 
against the resclkr default and decrease the ptrccntage discount for resold s d c c s .  

+3 ,I 

@ 
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The calculations for determining the percent discount are given on the attached workshw. The 
first two worksheets give a summary of the impact of resale on residential service and business 
SCMCC. Included on the two worksheets are the total revenues subject to resale and the total 
avoided costs. The percent discount is determined by dividing the total avoided costs by total 
revenues subject to resale. 

The revenue worksheet shows how the revenues were calculated. Total local revmuc and toll 
revenue were added together to detennh the rwenuc subject to a discount under male. 

Expcnsc Worksheet A shows the expensa by category that are avoided due to resale. The billing 
expenss were calculated by determining the total expenm avoided on a per lines basis and then 
multiplying by the total number of lines. F a  sales cxpcnse~ one hundred percent of account 6612 
for residence and business service was assumed to be avoided. Likewise for uncollectibles, 100 
percent of the uncollectible amount for residence and business was assumed to k avoided. 

Expense Worksheets B and C show the avoided costs for customer services for residence and 
business services. The worksheets show *.avoided expenses. 

3 
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Business Summary 

1 
2 
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3 
KmtUCky 1095 -Bairn- SUmmPv 
Analysis of the hnpact of n u l o  on Businesr Service 

Page 6 of I O  1 
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BeltSouth Telecommunications, e ’  IN. 

- 
6 
7 
8 
9 
10 

Revenues S o u ~ c u k U o n  

Local Servioe Revenue Revenue Worksheet. Line 22 S 156.005,& 
Long Distance Revenue Revenue Worksheet. Line 24 S 23,986,380 

- 

13 
14 
15 

Avoided Expe~~res 

1 11 ITOTAL Local + Long Distance I L w o  - I S 17Q.993.884 
12 I I 

.” 
Expense Worksheet A. Llne 11, Col D 

Expanse Worksheet A, Lime 19. Col 0 
EXflWlS9 Worksheet A, Line 21, Cd 0 

16 Customer Sewices 
17 Billing 
18 Sales 
19 Uncokclibles 
20 

Expenee Worksheet A, Line 17, Col D 
s 4,557,115 

s 8,167,000 
$ 450TB7 

s 550,83IT 

_ _  
21 
22 
23 
24 
25 
26 
27 

Ll6tL17+Ll - WL19 $ 13,725,919 TOTAL Avoided Expenses 

Oircount as a Percent of Re&&tue (L21/Ll1)’100 
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Revenue Worksheet 

’ 1 Kentucky 1995 -Revenue Worksheet 
2 
3 I 

hlydr of the impact of Rerale on Residential and Budness Senricer 

J 
BellSouth Telccommwicati. Inc. 

Exhibit FRK-I 

7 
8 Local Senrice Revenue CRlS BKng System $ 207,990.41 9 
9 Long Distance Revenue CRlS Billing System b 43,365.797 
10 Tdal Residential Revenue L&L9 S 251,356,216 
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Expense Worksheet A 

by* - 
BellSouth Telecommunications, Inc. 

1 Kentucky I995 - Expemse Worksheet A 
2 Analysis of thr Impact of Remb on RasIdenUal and Burheas Sewicon 
.a I 

-. 

Exhibit FRK-I QI 

I I L - - 4 1  

a G I) _-- -_ 
Residential Business c--- 7 Customer %lvlcoErpenses: SwrcelCatcutatlon 

I 

Y 

- 9 Total Expense Worksheet B & C. Line 21 & 20, C d  C $ 23,001,702 ' $-8,258.01d 

11 Avoided Expanse Worksheet B & C, Line 19 8 10. Col C $ 13,949,057 - $ 4,557.11[ 
10 Percenl Avoided Expens e Worksheet B B C, line 23 & 22, Col C 60% 559 

4 9  
1 I 

I C  

13 Billing Expenses: 
14 
15 CodperLie Billing Cost Analysis s 4 . 6 % ~ 7  2.44 
16 tofLines Lines Tracking Report - 800,490 22571366 
17 Total EuWihg Expense LWL16 s 3,709,201 $ ~- 550.83e 
I n  

I I . - 1 Resource Tracking Analyds and f 4 m g  System I s 524.000 . - I _. $ 8,167,OoC 

c. .. 

3/11/96 i 
ki 
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Expense Worksheet B 
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1 IKm(uCky 199s - Expenwr Workshoot B 
2 IAnrlvmlr of Account 8 B Z 3 ~ ~ d o m e r  d i c n  for Rufdnce 

1 I .- 

JFC I DoYarsAvaided 
I I 
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21 lT0tal Residence Expenses Account 6623 I I S  23,081,702 
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Expense Worksheet C 
\- J 

I 1 
2 Analysis .. of Account 8623 - Customer S m i c u  for Bushr~s 
3 
4 
5 JFC Dollars Av0id;d' 
R 

Kentucky 1995 - Exponms Woduhet C 

- - - -_ 
C _ _  A B - - _- 

.- _ _  .. 
38 TotalCosK& - $ -43557375 

S 0,256,014 
-. 

I@ 

21 
22 P e r c m % 2 3  Expenses Avoided for Business 
23 
24 

3 0  'Total Business Expenses Account 6623 

-- - -_ - 

!&) - 
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Expense Worksheet C 

-- 
24 
25 
28 
nr 

I. I 1 

18 ITdal Costs Avoided I $ 4,557,115 
lll I I I 

- 
Source: Resource Analysis Tracking System 

22 Percent of 6623 Expenbii%ided for 8usineii-1 I-- I 
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BellSouth Local Service - Georgia 

Individual Line: 
Flat Rate Option: 

Jekyll Island (2) 
Albany (5) 

Augusta (7) 
Macon (7) 

3/28/96 
SBM 

A3.7.2.A 

GEORGIA 1 BELLSOUTH 
RESIDENCE 1 TARIFFREF 

I 

Georgia Community Calling: 
(Alternative to Flat Rate, message 
rate to local &measured calling to 
additional exchanges) 

Rate Groun2 

A3.7.4.D.2 
A3.7.2.B 

~ 

Savannah (7) I 
Atlanta (12) 

t f 1 = h h r  of rate omm 

r- ~ ._ 

Rate Group5 
Rate Group? 

Rate Group12 
r 

" --r ~. ., I 

Only valid rate groups: 2.5,7.12 
I 

I Group121 

1 

I 
- D i u n t  I A3.11.2.c 

I I I 

Sample Route: 
Rome - Atlanta 

I 

I 
- Deluxe (Residence Only) 1 A3.11.2.c 

Sample Routes: 
Athens - Atlanta 
Rome - AUanta 

I I I 
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BellSouth Local Service - Georgia 

Foreign Exchange Senfice: 
Local Channel 

Interoffice Channel 

- Incoming I A3.11.2.C 
I 

A9 

I 

I 
- Local Expanded Area Plan I A3.11.2.D 

ISDN 
BRk 
Interoffice Circuits 
Accass: 

Interoffice circuit 1st mile 
Interoffice circuit each add’l mile 

Basic Rate Interface: 

I I 

A42 

High Speed Packet Data Profile. par channel 
Low Speed Packet Data Profile. par channei 
Oatiarul lSDN F u t u m  A42.2 

B Channel (up to 2) Per DSLl I 
Flat Ratel 

Perm Hiah Saeed Pkt Additiwl 
M-1 

t 
. ...~.. _ r _ _ _ .  .... 

On-Dmd Hgh Speed PM Additive1 
Plafile. ner channdl I 

I 
-. - - . . . . . . - -. . -. . 

Privacy Release per Shared DNI 
Manual Exclusion mr Shared DNI 

I r -  - -  - -- - -. . . - _ _  . . . 
Intercom Calling-Diill I 

~ ~ 

Intercom Calling-Automatic1 
Intercom Calling-Call Appearancel 
Conf Dmn. Hold 8 Transfer Ked - , -  - r .  ~ 
_. 

Features for use Wlnon-EKTS CPE: I 
Call Fmrdina-Variable1 I 

I Call Forwarding-Variable F& Buttonj I 
Call Forwarding Busy Line( 

Call Fwd Busy Line - Pmgrammablel 
3/28/96 
SBM 
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BellSouth Local Service - Georgia 

Conf, Drop, Hold 8 Transfer 
6-way Conf, Drop, Hold 8 Transfer 

Speed Calling 
Calling/Called Number Delivery 

Visual Msg Waiting Indicator 
Audible Msg Waiting Indicator 

Addl Call Appearance PDN or DN 
Call Tracing 
Call Return1 

Preferred Call Fwdl 
Call Block1 

3/28/96 
SSM 
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BellSouth Local Service - Georgia 

Call Fwd BL Multiple Simult Calls 
Call Fwd DA Multiple Calls 
Call Fwd Variable Multiple Calls 
Call Forwarding Variable 
Rem. Acc.- Call For. Variable 
Per Call 3-Way Calling A I  3.9.4 
Flexible Call Fomrding, Plus A13.9.4 
(Trial Offerings) 

n 

Complete Choice Service 
Area Plus Sewice 
Area Plus wlCompIete Choice 

A3.41 
A3.42 
A3.42.3 

Custom Code Restriction I A13.20 
Ontian1 I I 

RTngMaster Service A13.34 
RingMaster I 
RingMaster II 

Multi-Feature Discount Plan A13.33 
2 Features 
3 Features 
20 Features 

vhiual Director A13.35 

Local Usage Detail A3.22 

Special Number Assignment: A4.11 
3/28/96 
SBM 
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P 

Search 
Search and Assign 

Dual Service 
Telephone Number Change 
Telephone Y Restoration 

P 

A4.8 
A4.3 
A4.3 

Local Directory Assistance 
DA Call Completion 

A3.13 
A3.24 

I 
Oper. Assisted Local Calk A3.14.1 

Person-Wenon 
Operator Dialed Surcharge 

Coin Calk 

Calling Card I 
Operator Handled, including 
Collect third number. sent-mid. etc. I I 

A7.1 

Busy Line Verification 
Busy Line Interruption 

A3.15.1 
A3.15.1 

Installation Charges 
C.O. Work Charge 
New Line Connection Charge 
Service Order for New Line - - . . - - . - -. . . . . . -. . . - 

move or change existing svc 
record hme orders I I 

A4.3 

,r- . - . 
~SimDla oremise work first 15 mins. 

I I 
Complex premise work first 15 mins. - Each add'l15 minutes 

Unk-Up Georgia 

I 
. .  - Each add'l15 minutes I 1 . 

A4.10 

c I I 

3/28/96 
SBM 
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BellSouth Local Service -Georgia 

Dormitory Communication Svc 

Long Distance Trunk Svc 

Key Telephone System (911 Svc) 

~oca l  Calling Area Conf Svc 

P 

A13.13 

A13.14 

A13.15 

A13.16 

Designer Listing I 
Access Service Listing (FX svc) 

I 

Message Waiting Indication 
Audible 

A I  3.47 

. 
MEMORY CALL Voice M i l  I A13.44 

Mailbox each1 

Electronk White Prges: 
Per ID 

Per Screen sent 

A13.51 

HOT LINE Service: A13.56 

Warm tine Senrice A13.57 
Business line only 

PRE-Pald Calling cPrd:(lriPi) 
per min. 

per call handed to IC 
- 

Pmstige communication Service 
Basic Feature Group: 

User TransferlConfemnce 
Call P&UD 

A12.16 

I r. - . - 
11.11 U&l I 

I _”.. . .”_ 
User Transferlconference 8 Pickup! I 

3/28/96 
SBM 

Page 6 B!%APROD.XLS 



, .  . I' 

~ ~~ 

User Transfer/Conf 8 Call Hold 
Transferkonf, Pickup 8 Call Hold 

Speed Calling 6/access arrangmnt 
Call waiting 

Call Forwarding Variable 
Call Forwarding Don't Answer 

Call Fotwarding Busy Line 
Speed Calling 30/acc.arrangement 

Optional Feature Groups: 

BellSouth Local Service - Georgia 

Wide Area Telecommunications 
Senrice (WATS) 

3/28/96 
SBM 

A I  9 

2.302 I ]  
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BELL SOUTH FLORIDA LOCAL OFFERS 

Flat Rate Option: 
Cedar Key (1) 
Pensawla (6) 

West Palm Beach (9) 
Jacksonville (10) 

Miami (12) 

I BellSouth 
RESIDENTIAL SERVICES I TARIFFREF 
Individual Line: I 

A3.4.28.2 

~~ ~ 

Cedar Key (I) 
Pensacola (6) 

West Palm Beach (9) 
Jacksonville ( IO)  

IMessaae Rate ODtion: 
I I 

L 
Basic Optional EAS 
- Option discontinued with 

implementation of ECS 
I 

kAltem;tive to Flat Rate) I 
Individual Line: 

. --,, . .. 

( ) = Number of rate group. I 
I 

ROTARY SERVICE A36 I 

Drogback rate I I 

I 
Local Exceptions I A3.8.1-49 

I 

MLL.GG 3/28/96 

~~ 
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BELL SOUTH FLORIDA LOCAL OFFERS 

RESIDENTIAL SERVICES 
Local Calling Plus 

BellSouth 
TARIFF REF 

A3.8.50 

Interstate Subscriber Ln Chge Waiver 
and Matching Prog. (Lifeline Assist.) 

A3.8.56 

I 

Emegoncy interrupt Sorvlce I A3.11B I 

Olympic Netwk Srve - Oriando-Miami A3.8.57 

Dlrectoy Assistance Service A3.9 

Operator Assisted Local Calls A3.10 

Verification Service A3.1IA 

Dedicated Access Sewices Capablo of 
Using the Local Exchange Network 

A3.12 

Local Usage Detail 
Local Dlr Assist. Call Completion Svc 

I 

I 
Back-up Line Services A3.38 

A3.22 
A3.24 

instaibtkn Charges I A4.3 
New residence single line I 

Outgoing Only Servke A3.29 
Cedar Key (I)  
Pensawla (6) 

West Palm Beach (9) 
Jacksonville (10) 

Miami (12) 
-h 

Dual Service A4.4 
Nonrecurring 

Special number assignment charge A4.6 
search: 

Search & assign: 

Llnk-up Florida A4.7 

Residency Llstlng A6 

Page 2 of 6 



P 

Interphone Services 
Install charge 
Monthly rate 

Each aparbnent connection 
Channel faciliies 

Install chame 

P 

A13.3 

MLL,GG 3/28/96 

BELL SOUTH FLORIDA LOCAL OFFERS 

1 BellSouth 

I 
RESIDENTIAL SERVICES I TARIFFREF 

I 
RESIDENTIAL I I 

~~~~ ~- . 
USTOY CALLING SERVICW A13.9.3 I 

Page 3 of 6 



BELL SOUTH FLORIDA LOCAL OFFERS 

RESIDENTIAL SERVICES 
Remote accesscall forward variable 

r- BellSouth 
TARIFF REF 

MLL.GG 3/28/96 

Exchange Line Data Servke 
installation 

A13.41 

I 
ann Line Servke A13.57 

I I 
Page 4 of 6 FL-BSTAR.XLS 



BELL SOUTH FLORIDA LOCAL OFFERS 

Wide Area Telecom Service 
Outward WATS 
800 Service 

,-  

e 

A I 9  

c 

I BellSouth 
RESIDENTIAL SERVICES 1 TARIFFREF 

.D Msg Telecorn S 

~~~ 

ervice I A i 0 3  

I 
Directory Assiince Service Ai0.7 

I 
IntraLATA LD VeMErneg Interrupt I Ai8.0 
Verifv I . 
Emergency Intempt I I 

I 
Calling Plans - Saver Service Ai0.13 

I 1 
I 

Toll Dir AssisLCall Completion Srve I A18.14 
I 1 

ence Service 
mecurring Access - nc 

Channels activated 
Permanent high speed packet additive 
Ondemand high speed packet additive 
Install charges I 
Optional features A42.2.5 

I 

I I I 
I I I s 

MLL,GG 3/28/96 
Page 5 of 6 FL-BSTAR.XLS 



Bell South Georgia 

Individual Line: 
Flat Rate Option: 

Jekyll Island (2) 
Albany (5) 
Augusta (7) 
Macon (7) 

Savannah (7) 
Atlanta (12) 

() = Number of rate group. 
Only valid rate groups: 2,5.7,12 

Georgia Community Calling: 
(Alternative to Flat Rate, message 
rate to local &measured calling to 
additional exchanges) 

PBX TRUNKS: 
Flat Rate Service: 

Ga.Community Calling: 

+-- 

Bell South Services Required for 
BUSINESS SERVICE Resale in Georgia: i BELL SOUTH 

TARIFF REFERENCE 

Rate Group2 
Rate Group5 
Rate Group7 

Rate Group12 

Rate Group2 
Rate Group5 
Rate Group7 

Rate Group12 

Rate Group2 
Rate Group5 
Rate Group7 

Rate Group12 

Rotay Lines (Hunting Charges): 
Group2 
Group5 
Group7 

Group12 

First Group of 20 DID numbers 
Each Additional group of 20 DID #s 

DID Trunk termination 

MultiFrequency(MF) 
Dual Tone Multiuency(DTMF) 

Direct Inward Dial: 

Signaling Options: 

Page 1 

A3.7.2.A 

k3.7.4.D.2 

A3.7.4 

A3.7.4.A 

A12.7 



Bell South Georgia 

h bell South Services Required for 
IUSINESS SERWCE Resale in Georgia: 

)ptional EA$ 
dltemative to intralata toll) 
pply to Lines, bunks & NARs 
. Economy 

, D i s ~ ~ ~ n t  

Sample Route 
Rome - Atlant 

p Incoming 

I Local Expanded Area Plan 

Memion Service8 

bnnltoy Communications Svc 

oca1 Area Conference Servke 

lsual Director 
Caller ID Delux 

Call W i n g  Delux 
Call Forwarding Busy Lin, 

Call Forwarding Don't Anw 
Msg Waiting Indication - Audibl, 

IultiLIne Hunt Queuing 
Per MultiLine Hunt Grou 

per group w/ delay Anncmar 
per hunt grp wlcall waSng lamp 
per grp w/ annc 8 call wait lamp 
delay announcement per channt 

delay announcement per bun 
music after annc per channt 

music after annc per bun 
call waiting indic per unique timin 

BELL SOUTH 
TARIFF REFERENCE 

A3.11 

A3.11 .I .A. I 

A3.11.1 .A.2 

A3.11.1.A.4 

A3.1 I .2.0 

A I  3. I 

A13.13 

A13.16 

A13.35 

A13.53 

Page 2 



Bell South Georgia 

lell South Services Required for 
IUSINESS SERVICE Resale in Georgia: 
oca1 Usage Detal1 

:lassroom Communications Svc 
Group : 
Group ! 
Group ' 

Group 1: 

IEGAUNK Service: 
Digital Local Channel 

Inter Office Channel 

IEGALINK CHANNEL SERVICE 

Central Ofb(MUX) 
24 Voice Equivalent Channeis 

Feature Activation 

Network Access Register Package 
Flat Rate NAR Package 

Message Rate NAR package 

Group: 
Group: 
Group' 

Groupl: 

Group: 
Group, 
Group' 

Groupl: 

BELL SOUTH 
TARIFF REFERENCE 

A3.22 

A3.32 

87.1 

87.1 

A3.12.2 

A3.35 

' I  ,I - -.. J 

letwork Access Service 

Page 3 



Bell South Georgia 

Group5 
Group7 

Group12 

Foreign Exchange Service: A9 
Local Channel 

Interoffice Channel 

Line and Trunk A3. 
Foreign Central Office: A9 

Interoffice Channel 

Back-up Line A3.38 

ISDN: A42 
BRk 
ACCESS 

Interoffice circuit 1st mile 
Interoflice circult each a w l  mile 

Basic Rate Interface 
B Channel (mu of 2) 

Flat Rate 
-0 

D Channel 
Optionrl ISDN Features 
Featurea for we w/EKTS CPE: 

Shared Primary DN 
Secondary Only DN 

Shared Secondary Only DN 
Shared non-ISDN DN 

Privacy Rekse  per Shared DN 
Manual Exclusion per Shared DN 

Intercom Calling-Dial 
Intercom Calling-Automatic 

Intercom Calling-Call Appearance 
Conf, Drop, Hold 8 Transfer Key 

Call Forwarding-Variable 
Call Forwarding-Variable Feat Button 

Call Forwarding Busy Line 
Call Forwarding Busy Line Prgrmbl 

Call Forwarding Don't Answer 
Call Fwd Don? Answer Prgmbl 

Call Pickup 

Features for use w/non-EKTS CPE 

Cail Fwd Multiple Simultaneous 2 'j 8 2 4 

)Bell South Services Required for I BELL SOUTH 
USINESS SERVICE Re&e in Georgia: I TARIFF REFERENCE 

G~~uDZI  

A42.1.5 

Page 4 3/28/96RECGAFTR.XLS 



Bell South Georgia 

I 
I 

P 

Dial Call Waitins 
Make Busy-IntragrouF 

X.25 Hunting 
lntl Closed User Groq 

Packet Features: 

CUSTOM CALLING SERVICE 

Remota Call Forwarding 
ouchTone 

Per feature non-bca 
Per feature loca 

per additional access facilii 
Call Fomprding 
Call Fotwardlng Don‘t Answer 
Call FoMnrdlng Busy Line 

-Way Calling 
Call Wa lng  
S p e d  Calling (8 code) 
Speed Calling (30 code) 
C ~ s t  control of d l  forward - BL 
C u t  control of call fotward -DA 
Call Fomardlng Varlable -trunk 
Call Forwardlng Variable -line 
Rem. Acc.- Call For. Variable 
Per Call 3-Way Calllng 

Custom Code Restriction 

heell South Sewices Reauired for 
BUSINESS SERVICE R i a l e  In Geogla: 

Conf. DroD. Hold 8 Transfer 

BELL SOUTH 
TARIFF REFERENCE 

A13.2.3 
A13.11 

~13.9.3 

A13.20 

Page 5 

~~ 



Bell South Georgia 

P 

P. 

Bell South Setvlces Required for 
BUSINESS SERVICE Resale in Georgia: 

Option' 
option: 
Option: 
Optiow 
Optionf 

:all Block Third Number and Collect 
)elective class of call screening 
'ouchStar Senrice: 
Call Return 
Repeat Dialing 
Call Selector 
Prefemd Call Fonnrarding 
Call Block 
Call Tracing 
Anon Call Rejection 
Caller ID - Basic 
Caller ID - Deluxe 
:ailing # Delivery Blocking, Perm. 
:aliing # Delivery Blockingbll 

l lnghster Service 
RingMaster I 
RingMaster II 

)kc. for Multiple Features 
2 Features 
3 Features 

20 F e a t ~ m ~  

)pecbl Number Assignment 
seard 

Search and Assigi 
ha1 Service 
'elephone Number Change 
'ekphone # Restoration 

ncal Directory Assistance 
IA Call Completkm 

)per. Assisted Local Calls 
Calling Card 
Operator Handled 
Perron-to-Person 
Omtator Dakd Surchame 

'ublic telephone Service 

BELL SOUTH 
TARIFF REFERENCE 

A13.12 
A13.19 

A13.34 
A3 behind 

ible of contents 

A13.33 

A4.11 

A4.0 
A4.3 
A4.3 

A3.13 
A3.24 

A3.14 

Page 6 



Bell South Georgia 

Bell South Sewlces Required for 
BUSINESS SERVICE Resale In Georgia: 

Message Charge! 
Inmate Calling Servici 

Message Rati 

Access Lini 
Customer Proivided Inmate Servici 

SemlPubllc Telephone Sewice 

Access Line Service COCOT 

Busy Line Interruption 

lnstallrtkn Charges 
C.O. Work Work Charge 
New Line Connection Charge 
Service Order for New Line 

Secondary Service Order 
Record Order Charge 
Premise work first 15 rnins. 

-Each 48115 minutes 

n 

Directory Listings: 
Non-Published Listing(Private) 
Non-Listed Listing 
Additional Listing 
Alternate Listing 
Cross Reference Listing 
Dual Name L&g 
Foreign Listing 
Mobile or Cellular listing 
Telephone Answering Service 
Special Text Listing 
Styliit (Vanity number) listing 
T i e  and Suflixes 
Designer Listing 

Network Intem 

Central ORkO Battery Reversal 

Break in R e l y  Number Group 

Message Register Sewlce 

ESSX Premises Attendant Sew 

WATS 

BELL SOUTH 
TARIFF REFERENCE 

A7.2 

A7.3 

A3.15 

A4.3 

A14.1 

A14.2 

A14.3 

A14.7 

A14.8 

Al9. 

Page 7 



Bell South Georgia 

Bell South Services Required for 
BUSINESS SERVICE Resale in Georgia: 
Emegency Reporting Services 

r- 

I BELL SOUTH 
TARIFF REFERENCE 

A24 

Abbreviated Dialing (NI I  svc) 
Tier 1 - Atlanta 
Tier 2 - Albany,Athens,Augusta 

Columbus,Macon.Savannah 
Ter 3 - Adaifsville,Brernen.Valdosta 
Ter 4 - Americus, Bainbridge, Etc. 

AdWatchSe~ia 

Crisis Link Service 

MEMORY CALL voice mall 
Mailbox each 

Electronic White Pages: 
Per IO 

Per Screen seni 

HOT LINE Service: 
Business line only 

Warm tine Service 

Uniform Access Number (UAN): 
Per UAN 

Per Call delivered 
ANI delivery 

Per UAN 
Per ANI delivered 

Trunk Side Access Fadlily 

A30 

A35 

A39 

A34. 
A34. I 

A34.3 

A34.4 

A34.5 

A1 3.44 

A13.51 

A13.56 

A13.57 

A13.58 

A13.59 

A3.28 
5 

‘1 

Page 8 



Bell South Georgia 

Bridged Links 
Mkc. Tenninationa 
Trunk Side Terminations 
Misc. Line Terminations 
800 service 
OuWATS 

Station Links 
Flat Rate 
Message Rate 
Flat Rate on MegaLink or Equiv 
Msg Rate on MegaLink or Equiv 

Feature Group. 
NonIlectonic Set - Basic 
DID/DOD 
Station-Mtation Calling 

BUSINESS SERVICE R&aie in Georgia: 
Call Deta 

Custom Service Area 
Per UAN per end office blocked 

PRE-Pald Calling Card:(Tliai) 
per min 

per call handed to IC 

PRESTIGE COMMUNICATION 
SERVICE 

Basic Feature Group: 
User Transfer/Conferena 

Call Pickul 
User Tmnsfer/Conference (LPickul 

User Transfer/Conference&call holc 
Transfer/wnf.,pickup 8 call holc 

Speed Calling 6/acc. arrangemen 
Call waitins 

Call Forwarding Variabk 
Call Forwarding Don’t Answe 

Call Forwarding Busy Lim 
Speed Calling 30/acc.arrangemen 

Optional Feature Groups: 

BELL SOUTH 
TARIFF REFERENCE 

A I  3.62 

A13.60 

A12.18 

A12.1 

Al2.20.8.B 

A12.20.8.H 
A12.20.8.J 

A12.20.9.A 

A I  2.20. I O.A. 
A I  2.20.10.B 

3s 
Page 9 



Bell South Georgia 

Bell South Services Required for 
BUSINESS SERVICE Resale in Georgia: 
AlOD 

P 

c 

Common Recorded Anncment 

Automatic LindDirect Connect 
Touch Tone 
Feature Group 2 Capabilities 
Non-Electronic Basic Included 
Call Block 
Call Forward Busy Line Fmed 
Cali Forward Don't Answer Fxed 
Call Forwarding Variable 
Call Hold 
Call Pickup 
Call Return 
Cali Selector 
Dial Cali Waiing 
Preferred Call Forwarding 
Repeat Dialing 
Speed Calling Short 
3 Way, Cons. Hold, Cali Transfer 
Feature Group 3 Capabilities 
Non-Electronic Basic Included 
Call Block 
Call FoFwarding Variable 
Call Hold 
Call Pdtup 
Call Return 
Call %kctor 
Dial Call Waiing 
Peferred Call Forwarding 
Repeat Dialing 
Speed C a l l i  Short 
3 Way, Cons. Hold, Call Transfer 
Feature Group 4 Capabilities 
~on-Elecbonii Basic Included 
Cali Forward Busy Line Fixed 
Call Forward Don't Answer Fxed 
Stn RestrictiokFull Denied Orig 
Featun Gloup 5 Capabilities 
Non-Electronic Basic Included 
Call Hold 
Dial Call Waiting 
Repeat Dialing 
Speed Calling Short 
Stn Restriction-Full Bnied Orig 

Basic Hunting (Optional) 
1AESS Features 
Feature Group 1 Capabilities 

. .  

BELL SOUTH ~~~~ 

TARIFF REFERENCE 

Page 10 

A I  2.20.10.C 



, I  

Bell South Georgia 

Feature Group 6 Capabilities 
Call Forwarding Variable 
3 Way, Cons. Hold, Call Transfer 
DMS-100 Features 
Feature Group 1 Capabilities 
Automatic LindDirect Connect 
Touch Tone 
Feature Group 2 Capablllties 
Non-Electronic Basic Included 
Call Blodc 
Call Foward Busy Spli Dest Prog 
Call Fwd No Answer Split Dest Prog 
Call Forwarding Variable 
Call Hold 
Call ParWCall Retrieve 
Call pickup 
Call Return 
Call Selector 
Call Transfer (System Exception) 

Directed Call Parkmetrieve 
Make tine Busy 
P r e M  Call Fowarding 
Repeat Dialing 
Speed Calling Short 
3 Way, Cons. Hold, Call Transfer 
Feature Grwp 3 Capabilitiw 
Non-Electronic Basic Included 
Call Bkdc 
Call FoMlard Busy Split Dest Prog 
Call Fwd No Answer Spli Dest Pmg 
Call Forwarding Variable 
Call Hold 
Call ParWCall Retrieve 
Call Pickup 
Call Return 
Call Selector 

Directed Call ParWRetrieve 
Make Line Busy 
Preferred Call Forwarding 
Repeat Dialing 
Speed C a l l i  Short 
3 Way, Cons. Hold, Call Transfer 
Feature Group 4 Capabilities 
Non-Electronic Basic Included 
Data Call Protection 

Dial Call waiting 

Dial call waiting 

)Bell South Servlces Required for 
BUSINESS SERVICE RAale in Georgia: 
3 Way. Cons. Hold, Call Transfer 

BELL SOUTH 
~~~ ~. - .. 

TARIFF REFERENCE 

A12.20.10.D 

Page 11 



Bell South Georgia 

Feature Gmup 5 Capabilities- 
Non-Electronic Bask Included 
Call Transfer (System Exception) 
Dial Cali Waiting 
Speed Calling Short 
Stn Restriction-Full Denied Orig 
3 Way, Cons, Hold, Cali Transfer 
Feature Gmup 6 Capabilities 
Call Forwarding Variable 
3 Way, Cons. Hold, Call Transfer 
Feature Gmup 7 Capabilities 
Non-Electmnic Basic Included 
Dial Call W i n g  
Speed Calling Short 
Stn Restriction-Full Denied Orig 
3 Way, Cons. Hold, Call Transfer 
Feature Gmup 8 Capabilities 
Non-Electmnic Basic Included 
Call Blodc 
Call Forward Busy Split Dest Prog 
Call Fwd No Answer Split Dest Prog 
Cali Forwarding Variable 
Call Return 
Data Call Protection 
Directed Call Parkmettieve 
Make Line Busy 
Repeat Dialing 
Speed Calling Short 
ACD Feature Group 1 
Non-Electronic Basic Included 
ACD Activate/Descbv ' ateNotReady 
Call Bkdc 
Call Forward Busy SpM Dest Prog 
Can Fwd No Answer Split Dest Pmg 
Cali Forwarding Variable 
Call Hold 
Call ParWCall Rebieve 
Call Pickup 
Call Return 
Call Selector 
Call Transfer (System Exception) 
Dial Call W i n g  
Directed Call PaWRetrieve 
Make Line Busy 
Preferred Call Fonnrarding 
Repeat Dialing 
Speed Calling Short 

/-- 

)Bell South Servkes Required for 
BUSINESS SERVICE &le in Georgia: 
Stn Restriction-Full Denied Oria 

BELL SOUM 
TARIFF REFERENCE 

Page 12 



.- 

ACD e a t u m  G ~ U P  2 
Non-Electronic Basic Included 
ACD ActivatelDeaCtiVate Not Ready 
Call Block 
Call Forward Busy Split Dest Prog 
Call Fwd No Answer Split Dest Prog 
Call Forwarding Variable 
Call Hold 
Call ParWCall Retrieve 
Call Pickup 
Call Return 
Call Selector 
Dial Call Waiting 
Directed Call ParWRetrieve 
Make Line Busy 
Preferred Call Fomrding 
Repeat Dialing 
Speed Calling Short 
3 Way, Cons. Hold, Call Transfer 
ACD Feature Group 3 
Non-Electronic Basic Included 
ACD Acthrate/DeactiMte Not Ready 
Call Bkck 
Call Forward Busy Split Dest Prog 
Call Fwd No Answer Split Dest PrOg 
Call Fonwarding VariaMe 
CaU Return 
Data Call Plotection 
Directed Call ParwRetrieve 
Make Line Busy 
Repeal Dialing 
Speed Calling Short 
ACD Feature Gmup 4 
Non-Electronic Basic Included 
ACD &thWDWCtk’ak Not Ready 
Call Forwarding Variable 
3 Way. Cons. Hold. Call Transfer 
Ekdronk Bus Set Featum Gmup 
DIDDOD 
Station--lion Calling 
NOD 
Common Recorded Anncment 
Basic Hunting (Optional) 
ACD Supv Uec Set Feature Gmup 
DIDIDOD 
Station-@-Station Calling 

?OD 

Bell Sooth Georgia 

h ~ e i l  South Services Reaulred for 
BUSINESS SERVICE RAr le  in Georgia: 
3 Way. Cons. Hold, Call Transfer 

BELL SOUTH 
TARIFF REFERENCE 

p . 3  4 

c 3 3 

Page 13 
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Bell South Georgia 

/? 

- 

hell South Services Reaulred for 

Incalls Key 
ACD Agent Elec Set Feat Group 
DID/DOD 
won-tc-Station Calling 
AI00 
Common Recorded Anncment 
lncalls Key 

Feature Group 1 Capabilities 
Automatic Line/Direct Connect 
Touch Tone 
Feature Group 2 Capabilities 
Non-Electronic Basic Included 
Call Block 
Call Forward Busy Line Program 
Call Forward Don't Answer Program 
Call Forwarding Variable 
Call Hold 
Call ParWRetrieveIAnswerback 
Call pickup 
Call Return 
Call Selector 
Dial Call Waiting 
Diractad Call Park 
Praferrad Call Fomrding 
Repeat Dialing 
Sped Calling Short 
3 Way. Cons. Hold. Call Transkt 
Feature Group 3 CapabilwIes 
Non-Electronic Basic Included 
Call Bbck 
Call Forwarding Variable 
Call Hold 
Call ParWRetrieve/Answerbadc 
Call pickup 
Call Return 
Call Selector 
Dial call wing 
Directed Call Park 
Preferred Call Forwarding 
Repsat Dialing 
Speed Calling Short 
3 Way, Cons. Hold, Call Transfer 
Feature Group 1 Capabilities 
NokElectroni Basic Included 
Call Forward Busy Line Fixed 
Call Forward Don't Answer Fixed 

w 

_. 

BUSINESS SERVICE R&le in Georgia: 
Common Recorded Anncment 

BELL SOUTH 
TARIFF REFERENCE 

AI  2.20.10.E 

Page 14 



Bell South Georgia 

r'. 

F 

)Bell South Services Required for 

Automatic LinalDirei Connect 
Touch Tone 
Feature Group 2 Capblltties 
Non-Electronic Basic Included plus 
Call Block 
Call Forward Busy Line Plogtam 
Call Forward Don't Answer Program 
Call F-ing Variabk 
Call Hold 
Call Pickup 
Call Refurn 
Call SeleCtM 
Data Call Protection 
D i  call W a i  
Preferred Call Forwarding 
Repeat Dialing 
Speed Calling Short 
3 m. Cons. Hold, Call Transfer 
Feature Group 3 Capabilities 
Non-Electronic Basic Included 
Call Block 
Call Fonwarding Variable 
Call Hold 
Call Pickup 
Call Return 
Call Selector 
Data Call Protecbion 
Dial Call Waiting 
Preferred Call Forwarding 
Repeat Dialing 
Speed Calling Short 
3 Way. Cons. Hold, Call Transfer 
Feature Group 4 Capabilities 
Non-Electronic Basic Included 
Call Forward Busy Line Fbted 

BUSINESS SERVICE Resale In Georgla: 
Stn Restriction-Full Denied Orig 
Feature Group 5 kpbilities 
Non-Electronic Basic Included 
Call Hold 
Dial Call W i n g  
Speed Calling Short 
Stn Restriction-Full Denied Orig 
3 Way, Cons. Hold, Call Transfer 
Feature Group 6 CapabllitIes 
Call Forwarding Variable 
3 Way, Cons. Hold, Call Transfer 
' M D  Feature Group 
Feature Group 1 Capabllitiea 

Page 15 

BELL SOUTH ~~ ~~ 

TARIFF REFERENCE 
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Bell South Georgia 

Stn Restriction-Full Denied Orig 
Feature Group 5 Capabilities 
Non-Electronic Basic Included 
Call Hold 
Data Call Protedon 
Dial Call Waiting 
Repeat Dialing 
Speed Calling Short 
Stn Restriction-Full Denied Orig 
3 Way, Cons. Hold, Call Transfer 
Feature Group 6 Capabilities 
Call Forwarding Variable 
3 Way, Cons. Hold. Call Transfer 
Tandem Switching Feat. (TSF) 
ARS - Deluxe 
Network ARS 
Automatic Abmate~ Routing (AAR) 
Travelling Class Mark (TCM) 
Faciliues Restriction Level (FRL) 
Uniform Numbering 
Simulated Facllitiec GIUUD 

)Bell South Services Required for 
BUSINESS SERVICE Resale in Georgia: 
Call Forward Don't Answer Fixed 

mous Call Rejection 

Fwd - Multiple Simultaneous 

W i n g  Originating 
ng Term w/Cancel Call Wal 

Calling Name Delivery 
Calling Name Display Intragroup 
Calling Number Deliery Blocking 
Code Calling, Answer 
Code Restriction 
Conference Arrangements 

Meet-Me 
Pre-Set 

Station Controlled 
Delay Announcement 

BELL SOUTH 
TARIFF REFERENCE 

A12.20.11 

A12.20.12 
A12.20.13 

.1 -: 

3 -  

Page 16 WWQ6REQGAFTR.XLS 



Bell South Georgia 

Dial 0 Call Transfer Capability 
Direct Inward System Access 
Directed Call Pickup 

Barge-In 
Barge-In Exempt 

Non-Barge In 
Non-Barge In Exempt 

Distinctive Call Waiting 
Distinctive Ringing 
Do Not Disturb 
Exeuctive Busy Ovemde 
Group Intercom 
Hunting Arrangements 

Distributed Line Hunt 
Multiline Hunt 

UCD 
Loudspeaker Paging, Answer 
Message Waiting Audible 
Messagewaiting Lamp Indication 
MusWAnnouncement On Hold 
Netwok Speed Calling (DMS-100) 
Personal Call Screening 
Queuing Incoming 
Selective Call Acceptance 
S i m p l i i  Message Desk Interface 
Speed Calling Long - Individual 
Speed Calling Long 
!3n Controlled Outgoing Restrictions 
SMDR 
Station Restriction 
Toll Restriction 
Trunk Verification from Station 

ACD Network Mgt Reports 
ACD Remote Load M g t  
SwitchGomputer Appl Interface 
Electmnk Bus Set Sewke Optional Features 

ACD - Basic 

n 

I 
I 

/- 

I 

MuWSwv PLUS I At231 
MultiSew PLUS requires each Main Station Line to have a NAR in 
addition to a Station Link. The Station Link prices however, have 
been reduced which results in lower per station pricea for Rate 
Groups 2.5 and 7 (between I .3% and 42%). The net price 
impact to Rate Group 12 results in a 25?? increase over 

r d 

u 

)Bell South Services Required for 
BUSINESS SERVICE Resale In Georgia: 
Denial of Call Tracing 

BELL SOVM 
TARIFF REFERENCE 

ustomor Control I A12.20.15 

Page 17 



Bell South Georgia 

Private Line Servkee 8 
Channels 8.3 
Voke Grade 8.3.4.1.8 

Local Channel 
Non-Wre Center Conn. Channels 

Interoffice Channel 
Bridging 

Signalling Arrangements 
Conditioning 

Local Channel 
Non-Wire Center Conn. Channels 

Interoffice Channel 
Bridging 

Local Channel 
Interoffice Channel 

Bridging 

Wred Music 

Commenlal Quality Video 

Dlgital Network Service 
MegaUnk Service 

Digital Local Channel 
Interoflice Channel 

Clear Channel Capability 

Digital Local Channel 
Node Channel Termination 

Interoftice Channel 
Mubpoint Service 

Secondary Channel Capability 
Data Over Voice Channel 

Basic System Capacity 
Feature Activation 

Basic System 
Electcical Interface Equipment 

Local Channel Mileage 
Interoftice Channels 

Channelization Capacity 

SynchroNet Service 

Megalink Channel Servke 

UghtGate 1 & 2 

:F REFERENCE 

capability of a DS-I Trunk Side Termination. 

I 

8.3.4.1 .C 

8.3.4.1 .D 

8.7 
8.7.1 

8.7.2 

8.7.3 

8.7.4 

Page 18 3/28/96REQGAFrR.XLS 



Bell South Georgia 

Incoming Call ldentificatioi 

SmartRlng Service 

Custom Ntwk Svc Arrangement I 

Integration Plus Management 
Service8 Terminal interface 

Flexfierv Service 

Network Usage Info Service 

Frame Relay Service 
Customer Connectio 

Service Feature Charge 

Name Mode LAN Interconnection 
Data Chanm 

Po 
Address Reconfiguratio 

Connectionless Data Service 
Customer Connectio 

Service Feature Charge 

Broadband Exchange Line 

Derived Data Channel Service 

Data Tra~port  Access Chnl Svc 

Pulrelink PuMk Packet Sw Ntwk 

AccuPuke Service 

r- 

e 

P 

)Bell South Services Required for 
BUSINESS SERVICE Resale in Georgia: 

Feature Activatioi 

BELL SOUTH 
TARIFF REFERENCE 

8.7.5 

8.7.8 

87 

B.8 

A.32.1 

A.32.1.3 

A.32.1.4 

A40.1 

A40.2 

A.40.4 

A40.5 

A29.1 

A29.2 

A29.5 

A29.6 

Page I 9  



Bell South Florida 

Bell South Senrlces Required for 
BUSINESS SERVICE Resale in Florida: 
lndhrldual Line: 

BELL SOUTH 
TARIFF REFERENCE 

k3.5.2 

Flat Rate Option: 
Cedar Key (I) A3.4.20.2 
Pensacola (6) 

West Palm Beach (9) 
Jacksonville (IO) 

Miami (12) 

Message Rate Option: 
(Alternative to Flat Rate) 
Individual tine: 

Cedar Key (I)  
Pensacola (6) 

West Palm Beach (9) 
Jacksonville (f0) 

Miami (12) 
( ) = Number of rate group. 
PBX TRUNK LINES 
Flat Rate Option: 

Cedar Key (I) 
Pensacola (6) 

West Palm Beach (9) 
Jacksonville (IO) 

Miami (12) 

Cedar Key (1) 
Message Rate option: 

Pensacola (6) 
West Palm Beach (9) 

Jacksonville (IO) 
Miami (12) 

( ) = Number of rate group. 

ROTARY SERVICE 

A3.4.2 

A3.5.2 

A3.6 

I 

Establish trunk group&fint group of 20 #SI 
I A12.7 DIRECT INWARD DIAL TRUNKS 

Each Add'l20 DID numberr/ 

Page I 



Bell South Florida 

P 
South Services Required for 
INESS SERVICE Resale in Florida: 

Each DID Trunk Terminatioi 
Optional signaling (MF or DTMF 

c Optlonal EAS 
- Option discontinued wit 

implementation of EC! 

rnced Optional EA% 
- Premium Residence Servicl 

Unlimited calling from one exchange 
to one or more specified exchanger 

32 specific routes listec 

nded Calling Service (ECS) 
Usage based pricing for custom 
dialed or operator assisted calls t 

selected exchanges. Automati 
enmlfmen! 

onal kasured Service 
Lower monthly rate, fiat minimur 

usage rate, lower intralATA toll usage 
Probably will IW longer be markets 

d Calling Plus 
Fiat rated calls to specific exchange 

imbn Setvices 

nkoy Communications Svc 

MI Area Conference Service 

3Une Hunt Queuing 
Per MultiLine Hunt Grou 

per group w/ delay Anncmei 
per hunt grp w/call waiting lamp 
per grp wl annc 8 call wait lamp 
delay announcement per cham 

delay announcement par trur 
music after annc per channl 

music after annc per trur 
call waiting indic per unique timin 

al Usag Detail 

P 

BELL SOUTH 
TARIFF REFERENCE 

A3.7.1 

A3.7.2 

A3.7.3 

A3.0.1 - 4 0  

A3.8.50 

A13.1 

A13.13 

A13.16 

A13.53 

‘age 2 3/28/96 REQFLFRXLS 



Bell South Florida 

P USINESS SERWCE R&ale in Florida: 
ustom Code Restriction 

Option 
Option 
Option 
Option, 
Option 
Option1 

elwork Access Registers 
Cedar Key (I 
Pensacola (e 

West Palm Beach (E 
Jacksonville ( I C  

Miami (12 

etwork Access Service 

Cedar Key (1 
Pensacola (E 

West Palm Beach (S 
Jacksonville (I( 

Miami (1; 

a& Up Line Service 

lutgoing Only Service 
Cedar Key ( 7  
Pensacoh (t 

West Palm Beach (S 
Jacksonville (I( 

Miimi (I: 

xpanded Local WATS Saver 
7500 MOU per monl 

15,000 MOU per moni 
30,000 MOU per moni 
45.000 MOU per moni 
60.000 MOU per monl 
75,000 MOU per moni 

Dsital Local Cham 
Inter ORics Chann, 

BEGAUNK Service: 

BEGALINK CHANNEL SERVICE 
Central Office(MU1 

BELL SOUTH 
TARIFF REFERENCE 

A13.20 

A3.13 

A3.35 

A3.38 

A3.29 

A3.14 

07.1 

2.3 
Page 3 3)28/96 REQFLFRXLS 



Bell South Florida 

ISDN: 
BRI: 
ACCESS 

Interoffice circuit 1st mile 
Interoffice circuit each add'l mile 

Basic Rate Interface 
B Channel (max of 2) 

Flat Rate 
Pennanent High Speed Packet 
On Demand High Speed Packet 

Optlonal lSDN Features 
Features for use wlEKTS CPE 

D Channel 

Shared Primary DN 
Secondary Only DN 

Shared Secondary Only DN 
Shared non-ISDN DN 

Privacy Release per Shared DN 
Manual Exclusion per Shared DN 

Intercom Calling-Dial 
Intercom Calling-Automatic 

Intercom Calling-Call Appearance 
Conf, Drop, Hold 8 Transfer Key 

Call Forwarding-Variable 
Call Forwarding-Variable Feat Button 

Call Fowardihg Busy Line 
Call Forwarding Busy Line PrgnnM 

Call Forwarding Don't Answer 
Call Fwd Don't Answer Prgmbl 

Call Fwd Multiple Simultaneous 
Call Pickup 

Conf. Drop, Hold 8 Transfer 
6-way Conf, Drop, Hold &Transfer 

Multi-Line Hunt Group-Voice 
Multi-Line Hunt GroupData 

Speed Calling 
Visual Msg Waiting lndicatur 

Audible Msg Waiting Indicator 
Addl Call Appearance PDN or DN 

Call Tracing 
Call Return 

Preferred Call Fwd 
Call Block 

Feature8 for use w/non-EKTS CPE 

h~el i  South Services Reauired for I BELL SOUTH 

A42 

SS SERMCE Rebale in Florida: I TARIFF REFERENCE 
24 Voice Equivalent Channels1 

I Feature Activation I 

A42.1.5 

n 

3 
"' 
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Bell South Florida 

Foreign Exchange Servke: 
Local Channel 

Interoffice Channel 

Exchange Access Line 

Bell South Services Required for 
BUSINESS SERVICE Resale in Florida: I BELL SOUTH 

TARIFF REFERENCE 
Call Selectorl 

A9 

X.25 Hunting 
Inti Closed User Group 

Selective Call Acceptance 
Stn Restriction-Denied Origination 
Stn Restriction-Denied Termination 

Auto LindDirectCon 

Packet Features: 

Installation C h v g r  
New residence single line 

M . 3  

A9.1.6 

I 

BUSINESS I A13 
CUSTOM CALLING SERVICES; 
TouchTone 
Call Fonmrding 
Three-way Calling 
Call Waiting 
Sped  Calling (8 code) 
Speed Calling (30 code) 
Call Fonmrdlng Busy Une 
Call Fonmrdlng Don't Answer 
Customer control of call forward 

Remote Call Forwarding 
Per feature non-local 

Per feature local 
per addSonal access f&ilii 

A9 I Foreign Central Office: 
Interoffice Channel I 

Each additional line 
Premises work - 1 st 15 minutes 

Secondaty service charge 
- Each add'll5 minutes 

Specla1 number assignment charge 
Search 

Search gassign 

A13.11 

P 

Page 5 3/28/96 REQRm.XLS 



Bell South Florida 

---"- ~ 

Selective class of Cali Screening 
Local Area Conference 

TouchStar Service 
Call Return 

rc 

A13.12 
A13.16 

A13.19 

P 

RingMaster I 
RingMaster I1 

Discounts for Multlple Features 
2 Features 
3 Features 

4 Features 

Local Directory Assistance 
DA Call Compktion 

Operator Acri8ted Local Calk 
Calling Card 
Opetator Handled 
Pemn-to-Person 

)Bell South Services Required for I BELL SOUTH 

'Coin CPU. A7.1 
Public telephone Servke 

Message Charges 
Inmate Calling Mi 

Message Rate 

Access Lime 
Customer Proiviied Inmate Service 

SemlPublk Telephone Sewice 

Acce88UneSenfice COCOT 

BUSINESS SERVICE Resale In Florida: I TARIFF REFERENCE 
Usroe Senslthre 3-Ww Calllna A13.9.4 

Dlroctoy Llstlngs 
Non-Publiied Listing(Pfiwte) 

AB 

Repeat Dialing 
Call Selector 
Preferred Call Forwarding 
Call Block 
Call Tracing 
Caller ID - Basic 
Caller ID - Deluxe 

A13.34 

A13.33 

A3.9 
A3.24 

A3.10 

Busy Line Veriffcatlon 
Busy Line IntermpUon I 

A7.2 

A7.3 

A3.1 I 
A3.11 

si 
Page 6 3/28/98 REQFLFTRXS 



Bell South Florida 

Alternate Llsting 
Cross Reference Listing 
Dual Name Listng 
Foreign Listing 
Mobile or Cellular listing 
Special Text Listing 
Stylist Service Listing 
TtIe and Suffixes 
Designer Listing 

Network Interface 

Central Office Battery Reveml 

Break in Rotary Number Group 

Message Reglster Service 

ESSX Premlses Attendant Sew 

_-.. -- . -. 
USINESS SERVICE Resale in Florida: 

Emergency Reportlng Senrices 

Equip for Dkabld Customerr 

Interconnection of Mobile Services 

bbrevlated Dlallng (NI I  svc) 
Ft  Laud, Miami, Ollando 

ZlpCONNEC‘ 
wlre Center Routin, 
Block Group Routit? 

Zip Code Routin! 
Routing Option 

Time of Da! 
Dayofweel 

Percent Distribuliol 

BELL SOUTH 
TARIFF REFERENCE 

A14.1 

A14.2 

A14.3 

A14.7 

A14.8 

Al9. 

A24 

A30 

A35 

A39 

A34 
*.1 

3 u 
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Bell South Florida 

Bell South Services Required for 
BUSINESS SERVICE Resale in Florida: 

BELL SOUTH 
TARIFF REFERENCE 

Point to number 

Ad Watch Setvice A34.4 

Crisis Link Service A345 

MEMORY CALL Voice mail A13.44 
Mailbox each 

Electronic White Pages: A13.51 
Per ID 

Per Screen sent 

HOT LINE Service: A13.56 
Business line only 

Warm Line Service A13.57 

Uniform Access Number (UAN): A13.58 
Per UAN 

Per Call delivered 

Per UAN 
Per ANI delivered 

ANI deliiefy A13.59 

Custom Service Area 
Per UAN per end office blocked: 

r? 

User Transfer/Conference 

User TransfedConference BPidcup 
User Transfer/Conferenc&caH hold 

Transfer/wnf.,pickup 8 caH hold 

Speed Calling G/acc. arrangement 
Call wa+ng 

Call Forwarding Variable 
Call Forwarding Don't Answer 

Call Forwarding Busy Line 
Speed Calling 30/acc.arrangement 

call Pickup 

Optional Feature Groups: 

AI  3.60 

I 
ESSX and Digital ESSX I - I A12.1 

rvice Establishment Charge A12.1.7 
3 
ri 

Page 8 3/28/96 REQFLFRXLS 



BELL SOUTH 
TARIFF REFERENCE 

Bell South Servlces Required for 
BUSINESS SERVICE Resale in Florida: 

VS System 
S system 

M System 
L System 

Network Access Limiter 
Nehvork Access Terminal 
ESSX Service - VS and S 
Maln Station Lines 

Main Station Line 

A12.1.8 
Terminated as a PBX trunk 

Bell South 

Intercom Chrg (Flat,Message, Measured) 
Wre center line charges 

VS System 
up to 2.5miles 

greater than 2.5 miles 

up to 2.5mik 
greater than 2.5 miles 

S System 

rS 6i S Feature Group A 

Way callin,consult hold,transfer4ndvidual 
way callii,consult hold,transfer-all calk 

Available Features: 

call forward - BL 
Call foMlard - DA 

call forward variable 
call forward variable outside 

call hdd 
call pickup 

call waiting terminating 
call waiting originating 

Speed Call (6) Customer changeable 

Any 3 Features 
Any4 Features 
Any5 Features 
Any 6 Features 
Any 7 Features 
Any 8 Features 

Bundles of Group A Features 

3 u 

Florida 

Page 9 

Any 9 Features 
Features on a per System Sui. 

call focward - BL 
per System 

per Line 

per System 
per Line 

call pickup 

3 R W  REQFLFRXLS 



Bell South Florida 

per System 
per Line 

per System 
per Line 

Speed Call (6) Customer changeable 

Features on a Monthly Basis 
3-Way Call, Hold, Xfer-lndivid 

per System 
per Line 

per System 
per Line 

per System 
per Line 

per System 
per Line 

per System 
per Line 

per System 
per Line 

per %stem 

par System 

per system 

per Sy*m 

3-Way Call, Hold, Xfer-All 

call forward - BL 

Call forward - DA 

call fomrard -Variable 

call forward - Varlable Outskle 

Call Hold 

per Line 
Call Pickup 

per Lina 
Call Waiting Termlnathg 

par tine 
Call Waiting Originating 

per Line 

per System 
per Line 

Speed Call (6) Customer changeable 

issx senrice - M 
hln W o n  Lines 
&in Station tine 

Intercom Chrg (FlafMessage, Measured) 

up to 2.5mik 
greater than 2.5 miles 

Wire center line charges 

Bell South Services Required for I BELL SOUTH 

A12.1.9 

BUSINESS SERVICE Resale in Florida: I TARIFF REFERENCE 
call waiting terminating 

Page 10 3/28/98 REQFLFRXLS 



Bell South Florida 

le11 South Services Required for 
IUSINESS SERVICE Resale in Florida: I BELL SOUTH 

TARIFF REFERENCE 

:SSX - M Featurs Group A 

way callin,consult hold,transfer-indwidual 
way callin,consult hold.transfer-all calls 

Available Features: 

Call forward - BL 
call fofward - DA 

call foward variable 
call forward variable outside 

call hold 
call pickup 

call waiting terminating 
call waiting originating 

Speed Call (6) Customer changeable 

Any 3 Features 
Any4 Features 
Any5 Features 
Any 6 Features 
Any 7 Features 
Any 8 Features 

undler of Group A Features 

per System 
per tine 

call pkkup 
PetSy- 

per Line 

per Sysm 
call mMng terminrting 

per tine 

per System 
per Line 

S p e d  Call (6) Customer changeable 

Features on a Monthly Bask 
3- Call, Hold, Xfer-lndhrld 

per System 
per Line 

per System 
per tine 

per System 
per tine 

3-Way Call, Hold, Xfer-All 

call forward - BL 

call f o ~ r d  - DA 
per system 

Any 9 Featurn 
Featurea on a per System Bask 

Call forward - BL 



Bell South Florida 

call fomnrd - Variable 
per System 

per Line 

per System 
per Line 

per System 
per Line 

per System 
per tine 

call fomrd  -Variable Outside 

Call Hold 

Call Pickup 

Call Waiting Terminating 
per Sy*m 

per Line 

per System 
per Line 

per System 

Call Waking Originating 

S p e d  Call (6) Customer changeable 

lell South Services Required for I BELL SOUTH 

p i r  tine 
SSX Service - L 
kin Station Uno8 
ain Station tine 

Intercom Chrg (Flat,Message, Measured) 

up to 2.5miles 
greater than 2.5 miles 

Wire center line charges 

SSX - L Featurn G l o ~ p  A 
Avalkbk Features: 

my Callin.consult hold,transfer-individwl 
vay callin,consult hold.tran.sfer-all calls 

call forward - BL 
Call fowrd - DA 

call forward variable 
call forward variable outside 

call hold 
call pickup 

call waiting terminating 
call waiting originating 

A12.1.10 

Speed Call (6) Customer changeable 

Any 3 Features 
undles of Gmup A Features 

Any5 ~ n y 4 ~ - 7  Features 

Page 12 3/28/96 



Bell South Florida 

Bell South Services Required far 
BUSINESS SERVICE Resale in Florida: 

BELL SOUTH 
TARIFF REFERENCE 

Any 6 Features I 
Any 7 Features 
Any 8 Features 
Any 9 Features 

Features on a per System Basis 
call forward - BL 

per System 
per Line 

per System 
per Line 

per System 
per Line 

per System 
per Line 

call pickup 

call waitlng terminating 

Speed Call (6) Customer changeable 

Features on a Monthly Bask 
3-Way Call, Hold, Xfer-lndvid 

per System 
per Line 

per System 
per Line 

per System 
per Line 

per System 
per Line 

per SY- 

3-Way Call, Hold, Xfer-All 

call forward - BL 

all f0-d - DA 

call fonvard - Varlable 

per Line 

per System 
per Line 

per System 
per Line 

per System 
per Line 

per System 
per Line 

per System- 

call fonvard - VarlaMe Outside 

Call Hdd 

Call Pickup 

Call Waitlng Tenninating 

Call Waiting Originating P 
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lvate tine Sewices 
hannelr 
,Ice Grade 

local Channel 
Non-Wire Center Conn. Channels 

Interoffice Channel 
Bridging 

Signalling Arrangements 
Conditioning 

Local Channel 
Nan-Wire Center Conn. Channels 

Interoffice Channel 
Bridging 

Local Channel 
Interoffice Channel 

Bridging 

Ired Muslc 

Drnrnerclal Quality Video 

i w  Nl(W0rk Service 
egaUnk Servlco 

Digital Local Channel 
Interoflice Channel 

Clear Channel Capability 

Digital Local  Channel 
Node Channel Termination 

I n t e r n  Channel 
Multipoint Service 

Secondary Channel Capabilii 
Data Over Voice Channel 

Basic System Capacity 
Feature Activation 

Basic System 
Electrical interface Equipment 

Local Channel Mileage 
Interoffice Channek 

C h a n n e l i n  Capacity 
Feature Activation 

Prirnaly Rate Access Line 
Interoffice Channels 

VnchroNet Senice 

IegaLink Channel Service 

IghtGate I & 2 

legalink ISDN Service 

di Snuth Servicea Reauired for I BELL SOUTH 

B 
8.3 

8.3.4.1.8 

3 

...- . .~. -- - 
JSINESS SERVICE Resale in Florida: I TARIFF REFERENCE 

per Line1 

I Speed Call (8) Customer changeable 
per System 

per Line 

B.3.4.1.C 

8.3.4.1.0 

B.7 
B.f.l 

6.7.2 

8.7.3 

8.7.4 

0.7.5 

v 
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Bell South Services Required for 
BUSINESS SERVICE Resale in Florida: 

Primary Rate B Channels 
Incoming Call ldentificatior 

Service Area Connectior 
Service Area Junctior 

Primary Rate B Channels 
Incoming Call ldentificatior 

SmartPath Service 

SmartRlng Service 

Custom Ntwk Svc Arrangement I 

lntegrstion Plus Management 
Services Terminal interface 

FlexServ Sewice 

Network Usage Info Service 

Frame Relay Service 
Customer Connectior 

Service Feature Charge! 

Native Made LAN Interconnection 
Data Channe 

Por 
Address Recomiguratioi 

Connecttonless Data Sewlce 
Customer Connectioi 

Service Feature Charge! 

Broadband Exchange Line 

Derived Data Channel !hrvice 

Data Transport Access Chnl Svc 

PukeUnk Public Packet Sw Ntwk 

AccuPulse Service 

BELL SOUTH 
TARIFF REFERENCE 

0.7.8 

87 

B.8 

A32.1 

A32.1.3 

A.32.1.4 

A.40.1 

A40.2 

A40.4 

A40.5 

A29.1 

A29.2 

A29.5 

A29.6 

P- 
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2 3 0 2 i.; cl 
3/28/96 REQFLFTR.XLS 



? 

AT8cTBST Local Interconnection Negotiations March 28,1996 Core Team Meeting 

Kev Milestones 
Establish Core 8esale Negotiation Team 3/19/96 

Receive AT&T's Unbundled Network Elements and Local Interconnection Requirements 3/28/96 

Establish Unbundled Network Elements and Local Interconnection Negotiation Team@) 4/2/96 

Complete Resale Requirements Negotiations 5/1/96 

Complete Unbundled Network Elements and Local Interconnection Negotiations 

Last Week's Activities 
Order Process Conference Call 3/22/96 

AT&T/BST documentation meeting 3/25/96 

Joint Meeting Regarding Documentation Issues Agreed upon 8/95 through 3/26/96 3/26/96 

Order Flow Meeting 3/26/96 

Began Grouping Issues by Overall Issues (e.g. Electronic Communications) 3/26/96 

Established Parameters for Project Tracking (MS Project: Issue, Action Item, Responsible Party Level) 3/27/96 

7LW96 
1-2 

+-- 
-k Next Week's Activities I 
r : 4/2/96 - 

4/2/96 

TBD 

4/3/96 

BST Provide Resale Requirements Grouped by Overall Issue for Concurrance 

Put Issues, Action Items Party and Due Dates into Project Management Process & Distribute 

BST/AT&T Conference Call or Meeting Regarding Local Interconnection Issues 

Billing Conference Calls: Data Transfer & Billing 

Begin Weekly MS Project Reports and Follow-up Process 

Identify Issues With No Current Activity and Develop Action Plan 

c2 

$ 

2. 
\ - 
"\ 
h 

4/4/96 7' c 3 
C> a 
i 
c. 

\ 
4/4/96 r\ 

C .  
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Preston 0. Foster R w m  10140 
District Manager 1200 Peachtree St. 
Strateaic Planning - Market Entry Atlanta. GA 30309 

404 810-8548 
FAX: 404 810-8477 
AlTMail!pfoster 

- . 

March 28.19% 

Ms. Swie Law HAND DELIVERED 
BCllSOUth 
Room ESG 3535 Colonnade Parkway 
Birmiagham, Alabama 35243 
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Pmston 0. Foster Room 10140 
District Manager 1200 PeacMree St. 

Atlanta. GA 30309 
404 81 0-8548 
FAX: 404 810-8477 

strategic Planning - Market Entry 

April 2,1996 ATTMail!pfoster 

Suzie Lavett 
BellSouth 
Room E5G 
3535 Colonade Parkway 
Birmingham, AL 35243 

Dear Suzie, 

Thank you for meeting with us last Thursday. I believe that we can work together to 
successfully conclude our negotiations within the 135-day negotiating period 
prescribed in the Telecommunications Act of 1996. To do that, we must focus first 
on areas where agreement can most likely be reached. I am anxiouS to move OUT 
teams to that level of discussion. 

Below is a summary of action items and key issues from our March 28,1996 Core 
team Meeting held at AT&T, 1200 Peachtree Street, NE, Atlanta, Georgia The 
attendees were as follows: 

Suzie Lavett Mary Jo Peed 
Ann Butler Mason Fa& 
Loretta Cecil Greg Follensbee 
Preston Foster Pam Nelson 
Wayne Kendall Jay Bradbury 
Randy Jenkins Andre’ Mule’ 

1. Parties agreed to the following approval process: The SMEs negotiak and refez 
agreed upon items to the CORE Team. The CORE Team reviews and initials, and 
sends the documents to the Executive Team for final approval. 

2. Mary Joe agreed to draft language around documenting items agreed to by next 
CORE Team meeting. Mary Joe will involve Sylvia as necessary to develop 
language to reach closure on (approximately 56) previously agreed to items. 

e -7 
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3. Parties agreed on the following process for escalating items as described by Preston: 
The CORE Team will use no more than two sessions to discuss issues of 
disagreement. Then, if the CORE Team cannot resolve them, we should move thm 
to the Executive Team. The Executive Team can agree, agree to disagree, decide to 
mediate, or table the issue. 

4. Ann Butler & Mason Fawzi will work on populating the MS Project database. To be 
completed by Tuesday 412. It will be shared by BellSouth and AT&T. Mason and 
Ann are owners of this process. 

5. Parties agreed to escalate resolution of Nondisclosure to respective Leadership teams 
by COB 3/29 for immediate resolution or possible mediation on the matter. 

6. Agreed that Suzie will call Preston by 3:OO tomorrow afternoon with a status report 
on BellSouth’s position on the Non-disclosure and desired course of action. 

7. Parties agreed to escalate access issue. to Leadership Teams. (For the time being, 
parties agree to disagree as to whether or not access included as part of the Act.) 

8. AT&T agreed to provide AT&T’s access position vis-avis the Act by noon 3/29. 

9. Suzie agreed to provide Pam staWellSouth position on the following six items 
related to TSR items from prior negotiations. To be provided by Tuesday 412. 

n 

1 7  
*Real time electronic interfaces - when available? schedule? 
*Routing of AT&T operator Services, DA, repair calls to our own 

*Lifeline resale policy. 
*Resale of Grandfathered services. 
*Discount associated with directory listing services. 
*Discount associated with payphone services. 

platform. Technical and policy issues? 

10. Mary Jo agreed to share copies of the Florida interconnection agreements already 
agreed to by BellSouth by FAX by COB 3/28. 

/ 7  
1 1. Suzie agreed to respond to Mason’s request for copies of any existing LEC to LEC 

agreements addressing muting, operator services, directory assistance. 

12. Mary Jo agreed to research and provide BellSouth’s GA avoided cost testimony if it .- 7 is public information. 

13. Suzie agreed to call Mason by COB Tuesday 4/2 with an update on developing , -  

response to his request for GA, FL. wholesale discounts and services BellSouth does 
not intend to make available for resale. 



14. Suzie agreed to respond to the requested policy positions and information regarding 
issues mentioned in P. Foster 2/28 letter: 

*Resale of Future Services policy. 
*Resale of promotional discounts, incentives, volumdterm discounts 

*List of all existing special contract retail service offers or individual case 
policy. 

basis deals. (e.g.. : CSAs) 

15. Suzie agreed to provide BellSouth position on resale of Contract Service 
Arrangements (CSAs) by COB Tuesday 4/2. 

16. Suzie and Preston agreed to meet Tuesday afternoon at 1 :00 p.m. to review the 
overall schedule. 

17. The next meeting was scheduled for Wednesday, April 3 at 1:00 p.m. at the Southern 
Bell Center. 

Thank you for your continued attention to these matters. Feel free to call me at any time 
on (404) 810-8548. 

Sincerely, 

Prestkn G. Foster 
Lead Negotiator 
AT&T 



JOINT AT&T/ BELLSOUTH CORE TEAM MEETING NOTES 

April 3, 1996 

On Wednesday, April 3, 1996, The Joint AT&T/ BellSouth Core Team met at 675 
W. Peachtree Street with the following in attendance: 

Ann Butler 
Mary Jo Peed 
Greg Follensbee 
Mason Fawzi 
Sylvia Anderson 

Suzie Lavett 
Preston Foster 
Pam Nelson 
Neil Brown 
Andre' Mule' 

1. Preston reviewed the agenda (attachment 1) 

2. Agreed To Items Process 
* Mary Jo said she had agreed to draft something, but hasn't. She's 
not sure the document that was passed out at the last meeting is sufficient to 
include in a contract. When she has enough information for her draft, she wants 
to include "final contractual language" in it. 

Sylvia asked: Is that practical to do at this time? 
Pam: I don't know about "contractual language." 1'11 leave that to 

the lawyers, but we need to document what we've agreed to. 
Sylvia: We'd like to know that we agree on the previously agreed 

to items. In the interim, are we in agreement that we've reached agreement on 
these issues? Mary Jo and Suzie agreed. 

Pam: We need to include more language on the "how" in addaion 
to the "what" 

1. Mary Jo: That's what I mean. We need more meat on this. 
Mary Jo agreed to take a couple of items and draft language for 

Pam: As a milestone, we should calibrate our progress at each 

Preston: Is there any problem in thrashing out what the final 

Preston said we'd like to calibrate the entire work plan each week. 

a) 

b) 
c) 

d) 

e) 

9 
next week. 

g) 
meeting. 

h) 
agreement will look like? Sylvia says it's too early to do this. 

I) 
All agreed. 

* 

P 

3. Status of Escalated Items 
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a) Non-disclosure: Preston said we’d like to reinforce that everything 

Sylvia: Regarding Mary Jo’s cover memo, we’ll have to take 

Mary Jo: We’re going to exercise good legal caution on 

we’ve given you since the first Core Team meeting will be covered under this 
non-disclosure agreement. All agreed. 

it on a case by case basis. An example is the Kentucky cost study. We have a 
different view. We think these studies are relevant. 

2. 
documents we provide 

Preston: You’ve received our position on access. Any change in 
your position? Mary Jo said there wasn’t. 

1. Preston advised that Jim Carroll will be discussing access 
with Charlie Coe tomorrow. 

2. Suzie said she hadn’t briefed Coe on access. She will 
handle. 

Preston clarified BLS personnel changes. Mark Fiedler will replace 
Scott Schaeffer. Mark‘s appointment is effective 5M. He’ll be taking Dick 
Anderson’s place and report to Coe. Schaeffer will be involved until 511. 

4. Regarding Policy Positions (attachment 2), Preston said that our purpose 
is to better understand your positions on each. 

a) Mason: Last week, I thought you said that volume discount 
packages were not for resale, but here you seem to say they are. Suzie 
responded that she was mistaken last week 

b) Mason: What‘s the difference between ICB’s, CSAs, and Special 
Arrangements? 

1. Mary Jo answered: Special Assemblies (or, Special 
Arrangements) are things customers want, but we ordinarily don’t provide. They 
generally have to be specially engineered and priced out. A Special Assembly is 
a “service.” 

where we’ve had to provide special construction to provide facilities. 

arrangement to respond to competiive forces. It is not a service and is not 
available for resale. 

When he ceases to be our customer, the CSA would be terminated. Mary Jo 
provided copies of the tariffs for CSAs and ICBs (attachment 3) 

Mary Jo added that ordinarily, CSAs are only provided for business 
customers. “I would be shocked if we had a CSA for a residential customer.” 

1. CSAs are only intrastate 
2. We use CSAs for Essx to compete with PBX service 
Mason: You say you’ll give us volume and term contracts for 

1. 

b) 

c) 

2. Suzie: ICBs are handled at the FCC level. This is something 

3. A Contract Service Arrangement is a special pricing 

Neil: Would a CSA be transferable to an AT&T customer? Suzie: c) 

d) 

e) 
resale. If we have a customer who wants a 3-year deal, would you wholesale to 
us at a 3-year deal? 



1. Suzie: Special Arrangements and ICBs will be handled on a 
case by case basis. If there are avoidable costs, that will be taken into account. 
We need to get some language together that we can talk through. 

Preston: Essx is a local service you sell through tariff. If a 
customer has Essx with a CSA, and AT&T can’t provide CSA with Essx, wouldn’t 
AT&T be at a competitive disadvantage. Mary Jo: I’m sure AT&T could come 
up with a meaningful offer to substitute for the CSA. The CSA is a competitive 
response tool for us. Our position is CSA is not available for resale. The 
rationale is CSA is a pricing arrangement, not a service. We don’t have a 
requirement under the Act. 

would be in special sections also. 
* 

My understanding is that‘s true, but let me check with Bob on that. 

customers, but not to AT&T. Mary Jo: The CSA is a competitive response for 
us. They are not available for resale. They are basically wholesale contracts 
with customers. We don’t have to treat resellers the same as end-users. We 
can “reasonably discriminate.” 

Mason: What is the rationale for “termination liabilities” when a 
customer transfers to AT&T. Suzie: If a customer transfers, he no longer is a 
BellSouth customer, and his contract includes a termination penalty. If AT&T 
has a proposal, we’d be glad to look at it. 

Preston: Let me get this straight. The issue is Bellsouth’s 
concern about not fully recovering revenues in the CSA contract? Suzie: That is 
certainly a reason. But another issue is we no longer have a contract with the 
customer. We’ll look at a proposal. 

Greg: Would you run this through? Would you entertain an 
offer? Suzie will check and advise. 

customers. How are we not similarly situated? Mary Jo: I don’t see a reseller 
similarly situated as an end-user customer. We need to treat all resellers the 
same, and all end-users the same. 

available for resale. Suzie: Let‘s start by checking where these items are filed. 
Then, the process might be clear-cut. * 

2. 

9 

g) 

h) 

Suzie: ICBs are still in separate sections of the tariffs. CSAs 

Greg: Is everything else in the tariff available for resale. Suzie: 

Sylvia: BellSouth would provide CSAs to other BellSouth 

i) 

c 
1. 

2. 

Greg: I understand your CSAs are competitiie responses to 

* 

j) 

k) Mason: We’d like specific references in the tariff that CSAs are not * 

1) 
m) 

their business, we may negotiate a special price to that business. 
n) 

next week? Suzie: I don’t know what’s involved. 1’11 have to check. She’ll call 
Mason tomorrow. 

0 )  
will draft language and advise Suzie. 

Suzie will get us a clearer definition of ’promotional offerings” 
Mason: Could we get an example of a volume discount? 
I. Suzie: If a business customer wants a dozen DSI pipes to 

Preston: Could we get a full accounting of what is not available by 

Pam: Re: Status and Next Steps, we need to update entries. Pam 

* 

- 



P 5. Electronic Communication 
a) 
b) 

Suzie: We're studying certain interfaces now. No new information. 
Pam: We need to run a parallel course on this one. HOW can we 

understand the technical development work? Is there any way we can talk about 
this? We'll make resources available to work with you on this. 

Suzie will talk to Becky and check status and see if we can 
accelerate development. 

Preston: We need a proposal by 411 5 so we'll be ready for 
511 ORT. 

c) Pam will review this item and submit changes 
d) 

"arbitration" We're planning for an interconnect agreement. Let's not use that 
term in these documents. All agreed. 
* 
mean. We need a clearer understanding. 

1. 

2. 

Sylvia: In "Next Steps" we should delete the reference to 

Pam: Under BST Position, what does "daily basis for change" e) 

6. Grandfathered Services 

a) Neil: can you help us understand how grandfathered services can 

1. Suzie: It's similar to the CSA rationale. Once the customer 

2. Mary Jo: It's an issue of pa r i .  If that customer disrupted 

Neil: But if all you did was transfer service to us, the grandfathered 

1. Mary Jo: Our intent is to make it hard for a grandfathered 

Neil: Why are things grandfathered? 
I. 

be excluded from resale? 

is no longer our customer, we're no longer obligated to provide the service. 

his service, the grandfathered service no longer available to him. 

service should be transferred as well. 

service to continue. 

b) 

c) 
Mary Jo: Obsolete equipment, pricing structure changed, no 

demand for service now. There are many reasons. AT&T is trying to stop 
providing telegraph service at the FCC. 

Neil: I don't understand the adverse impact if a customer is 
merely transferred to AT&T. I'm asking you to reconsider. 

Greg: Do you grandfather because it's something you want 
to do, or something the PSC wants? Mary Jo: PSC is generally the reason. So 
we can slowly attrition to a new service. 

Greg: Can we help you by supporting your view on 
grandfathering before PSCs? Can you support us by not asking to grandfather 
anymore? Mary Jo: Yes. Essx seems to be our problem. 

5. Mary Jo: Do you know what services are grandfathered? 
Suzie will check and call Mason with timeline. She will also research the Essex 
issue internally. 

a) Preston: It would be helpful to get this information late 
this week or early next week. 

2. 

3. 

4. 

* 

* 



7. Neil: Help us understand your position on Lifeline. 

a) 
Georgia, Tennessee, and North Carolina (attachment 4). 

She explained: Link-up is a program whereby we waive a 
portion of the non-recurring charges. It provides subsidized assistance to low 
income subscribers who qualify. She could not find references to Lifeline in the 
tariffs, but she said Lifeline is a program whereby they waive the subscriber line 
charge. 

us, would you oppose our asking PSCs to certify us to offer these services? 
Mary Jo: No. That would be fine. 

8. 

Mary Jo distributed the tariff references on Link-Up Florida, 

1. 

b) Greg: Since you don’t feel you can wholesale Link-Up or Lifeline to 

Direct Routing of Calls and Repair Service 

a) 
b) 

AT&T wants calls routed to their own people 
BellSouth contends there are technical problems 
1. Suzie: We’re running out of “line class codes” 
2. We’d have to offer this service to all resellers 
3. Would need “thousands” of “line class codes” 
4. Need over 300 line class codes for each reseller. 
Pam-we need to deal with facts about the number of codes per c) 

switch. Suzie’s people are working on this. We’ll get some additional guidance 
from Jim Carroll and Charlie Coe. 

around before you eventually have your own faciles? 

out this one. 
f 

and report back to the group. 

9. Sharing requirements 

Preston: What about the Georgia cost study that we requested last 
week? 

1. Suzie: Sheye said we shared everything in the Georgia 
proceedings. Neil and I will verify with Bob tomorrow. 

Mason: What about the list of services? 
I. Suzie: Sheye sent a letter with the percentage discounts 

this morning (attachment 5). She will verify that everything in the tariff will be 
provided at these discounts. Suzie will check and discuss with Neil at 4/4 
meeting. 

* I O .  Resale of Future Services-Suzie said her understanding is they are 
included. Will give us a position in writing. Also, our process. 

1. 

2. 

Suzie will look at the magnitude of the upgrade (cost, site, timing), 

Suzie: Another consideration is how long will resale be 

We may have to get real “switch” people together to hammer 

d) 

a) 

b) 



P. * 11. Non-recurring charges-Suzie will get a clarification of non-recurring 
charges. There will be different discounts based on the kind of non-recurring 
charge. Will delineate how Bellsouth will treat non recurring charges for a new 
customer as opposed to non-recurring charges for a switch-as-is 

* 12. Mason distributed the Tennessee list of services (attachment 6) 

13. Suzie asked Neil about the status of his data requests. Neil advised he's 
working on it; trying to pare it down. Objective is to get it to her by end of week. 

* 14. Preston: Can we get reports on Future Services and Non-Recurring 
Charges by Monday? OK. 

a) We are thinking we may need the Core Team to meet more often-say, 
twice a week. Suzie: I'd be concerned about a second meeting. We only have 
so many people with the necessary expertise. We can throw bodies at the 
process, but that wouldn't do much good. We were planning to have a "sub- 
team" meeting after this one to look at the project progress. I think that's more 
productive. 

Preston and Suzie agreed to have the progress review meetings 
starting on Monday, 418 in room 3060 at 8:30am. Thereafter, they will be held 
each Friday morning, starting on 4/12. 

15. Mary Jo discussed the Florida, Tennessee, Georgia, North Carolina Link- 
Up tariis. 

a) She couldn't find the Lifeline tariffs 
b) We briefly reviewed the difference between the two services 
c) Neil: My questions on Liieline are the same as my questions on 

b) 

Grandfathered Services. Is this not considered a service and therefore not 
offered for resale. Mary Jo: These are not services and are not offered for 
resale. 

* 16. Regarding Special Arrangements, the question was asked: If there is no 
contract, will BellSouth resell as is? Suzie will check and advise. 

* 17. Preston: On Special Assembly the issue is loss of termination liability 
dollars. On CSA, the issue is it's a competitive response, and you are not willing 
to resell. Mary Jo agreed to check this as well. 

Action Items 



1 

BellSouth /AT&T Core Team Nepotiations Meetinz. #3 

April 3, I996 Agenda 

Review Agenda and Purpose 

3. Status of Escalated Items 
- Non-Disclosure 
- Inclusion / Exclusion of Access in Ne-otiations 

3. Review of Policy Positions 
- Resale of Volume Packages, ICB's and CSA's 

- Resale of Grandfathered Services 
- Resale of Lifeline Service 
- Direct Routing of Calls and Repair Service 
- Resale of Future Services 
- Non-recurring Charges 

P - Electronic Communication 

4. Sharing Requirements 
- Georgia Cost Study 
- List of Services with Proposed Wholesale Prices (Georgia) 

5. Timelines / Scheduling 

P 
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SOUTHERN BELL TELEPHONE 
AND TELEGRAPH COMPANY 

& y C \ I  I ,  i l l - r  1Lq- j OFFICIALIVIROVEDVWION. RELWm BY E?HO 

GENERAL. SUBSCRIBER SERVICE TARIFF Second Revised Page 6 
Cancels First Revised Page 6 

EFFECTIVE: December 1. 1993 
GEORGIA 

ISSUED: September 30, 1993 
c BY: President -Georgia 

Atlanta, Georgia 

A5. CHARGES APPLICABLE UNDER SPECIAL CONDITIONS 

~ 5 . 3  Charges for Unusual Installations (Cont’d) 
A5.3.3 Temporary Installation 

When an installation is required for temporary service and there is no immediate prospect of reusing the plant 
provided, the subscriber may be required to bear all or a portion of (he cost of such insfallation, over and 
above all other regular charges for service. 

~ 5 . 4  Special Sewlce Arrangements 
A5.4.1 C c n d  

A. Where practicable, special arrangements‘, not otherarise provided for in this Tariff, are furnished iffhey arc i:: 
pccord with authorized service offerings and if they are to be UJed in connection with and not detrimental ta 
any of the services furnished by the Company. Charges for such special service arrangements will be bared on 
the estimated costs of furnishing them. such c& to consist of the following items (0 the extent they arc 
applicable: 
1. Cost of maintenance 
2. cosl of operation. 
3. Depreciation on the stimated cost installed of the bcilities provided, based on the anticipated UreW 

service lik of the facilities with an appropr,hte allowance for the esIimated net salvage. 
4. Administration and taxes on the basis of reasonable average charm for these item. 
5. Any other specific items of expense associated with the particular situation. 
6. A reasonable amount, computed on the fstimatcd wst W e d  of the facilities provided, for return and 

contingencies. 
FAmated Coy installed ac mentioned in A5.4A3. and A5.4A.6. preceding includes cost of equipment and 
materials specifically provided or used plus the estimated cost of installing, including engineering, labor, 
rupemision, transporntion, right-of-way and any other investment item. 

B. 

A5.43 R e n e d  for Frrtnre Use 

A5.5 Resewed for Future Use 

A5.6 Contract Senrlce Arrangements 
A5.6.1 Gcnaal 

A. When cconomiallJ practicable, customer rpetific contract - a m ~ g a ~ ~ w  may be furnished in lieu of 
cxising tariff o&ri~~@ p r o W  there is rtggnabk p0tmti.l for ULlOCODOmiC byprs of the Company’s 
sedres. Uneconomic occurs when 110 dtcmative scnica armqawnt is ucilirad. in Lieu of Company 
services, at prices below the Company’s rata but above the Company’s incrcrnenml casu 

Note 1: In ordcr to meet Open Network Ardrit&lure (ONA) rcquircmcna, the Gmpany. 
upon curtomu request. wiU pmducc a s p c i r l  arrau@nent for WatchAle+ 
serria end Fwformanec and Fault MaMgamIt Service bared upon criteria in 
A5.4.1. 

Material Prrriouslg appearing on this page now a p p a n  on p.o(s) 7 of thip section 
*Regiscereed Service Mark of BellSouth Corporarion 



OFFICW APPROVED VERSION. RELEASED BY =THO 

SOUTHERN BELL TELEPHONE GENERAL SUBSCRIBER SERVICE TARIFF Original Page 7 
AND TELEGRAPH COMPANY 

ISSUED: September M. 1993 EFFECTIVE December 1, 1993 
GEORGIA 

P BY: Prerident - Georgia 
AtIanP, Georgia 

A5. CHARGES APPLICABLE UNDER SPECIAL CONDITIONS 

~ 5 . 6  Contract Senrice Arrangements (Cont'd) 
A5.6.1 General (Cont'd) 

B.  Rates, C h a w ,  T e r m  and additional regulations, if applicable, for the contract service arrangements will be 
developed on an individual cay basis, and will include all relevant costs, plus an appropriate level of 
contribution. 
Unless otherwise specified, the regulations for contract service arrangements are in addition to the applicable 
regulations and rates specified in other sections of this Tariff. 

(M) ~ 

C. ( M) 



OFFlCWAPPROVEDVERSIOY -ED BY W H O  

BELLSOUTH GENERAL SUBSCRIBER SERVICE TARIFF Fifth Revlxd Page 6 
Cancels Fourth Revised Page 6 

EFFECnVE. February 17, 1994 

~LEcOMMUNICATIONS. INC.' 

ISSUED February 1,1994 
FLORIDA 

BY: Joseph P. Lacher, President - n 
Miad,  Florida 

A4. SERVICE CHARGES' 

A4.6 Special Number Assignment Charge (Cont'd) 
A4.6.1 General (Cont'd) 
C. 
D. 

All specific number requests other than numerical patterns must be made by specifying the digits desired. 
If questing a specific number, the customer will be allowed to name one or two alternative specific numbers, 
in order of preference, that would be acceptable if the fint choice is not available. 
If the customer does not wish to name any specific alternative choices, he may sate a desire for two "easy" 
number altemali*a. If his first choice is not available, he will be provided with two-"eary" number candidates 
from which to choose. The customer may name one alternative specific number as his second choice and state 
a desire for an "easy" number as a third alternative. If his fint and second choice arc not available. he will be 
provided with one "easy" number candidate to consider. 
If the customer has no specific number to request but merely desires an "easy" number. he will be provided 
with three "easy" number candidates from which to choose. 
In the case of both specific and "easy" numben. only one number may be w i p e d  per each charge listed. 
The appropriate charge. applies in addition to all otherwise applicable charges, e.&, Number Change, Record 
Suvice Order, Foreign Central OIiice, etc. 
If a customer obtains a number under this Tariff that must subsequently be changed for Company r w n s  
(e.g., area transfer). this charge. will not apply for providing this same customer a special number from the 
newly available pool. A customer that moves but remains in the same serving office or wire Center may retain 
hi special number at no additional charge. Any q u a t 9  to change to a new special number will be 
chargeable. 
The charges apply for searching for and, if available, assigning a workable number and are not refundable. The 
number itself remains the property of the Company as stated in Section A2. of this T d  
Thii service is available where facilities or arrangemenk permit. - A4.6.2 Rates and Chprga 
Nonrecurring Charges, per request for a number to be assigned. 
1. SesrchOnly ~ 

E. 

F. 

C. 

H. 

A. 

Nomumring - usoc 
(a) Residence $544 RNCSO 
(b) Busines 18.W RNCSO 

(a) Residence 2s.u RYCSW 

(b) Business 15.9) RNCSN 

2. SeachandAsign 

A4.7 Link-Up Rorlda 
A4.7.1 W e d  
A. U - U p  Florid. is offered in all uchangcs u) provide subsidized assistance to q u l i f f i q  applicants. It is 

intended to p- and promote subscribenhip among low income houwholdr by p- a credit to and a 
deferred rshcdule for payment of the instaUation and conneelion charge5 applicable to the prosisioning Of 
residence snica 

Note 1: The change5 on thii page arc a result of the restructure of this section. IN) 



OFFtCW APtROVm VUISION. REWED BY STHO 

BELISOUTH GENERAL SUBSCRIBER SERVICE TARIFF Fourth Revised Page 7 
Cancels Third Revised Page 7 

EFFECTIVE: February 17, 1994 

TELECOMMUNICATIONS. INC.' 

ISSUED February 1.1994 
BY: Joseph P. Lacher. Resident - FL 

FLORIDA 

Miami, Florida 

A4. SERVICE CHARGES' (N) 

A4.7 Link-Up Florida (Cont'd) (N) 
A4.7.1 General (Cont'd) (N) 

The Company's rules for the Link-Up Florida program are as provided in Commission Order No. 19684, 
Docket No. 880847-TL. T 

.The Company's deferred payment schedule referenced in Commission Order No. 19684, Docke: No. 

8. 

C. 

W) 

(N) 
e . .  

880847-TL is as provided in this Tariff. 

Persons wishing to qualify for the credit must meet state certification criteria for eligibility. This credit is I , 

available only to residence customers. and will be applied to the nonrecurring charges for the atablishmcnt of 
service for a single telephone line per household at the principal place of residence. 

A4.1.2 Regulations !Nl 

A. (N! .. 
d ' ,  . . 

C I  . . 
B. 

C. 

The subscriber must no( be a dependent for federal income tax purposa. unless the subscriber is more than 60 
yean of age. , .  

The subscriber must be a current recipient of or certified eligible for Medicaid or Food Stamps. 
A4.7.3 Rata and Charge5 (N) 

1. Federalcredit' (N) 

(a) Each 3- WA (N) 

( N l  

(N) 

Nonrecurring 
ch-s usoc 

A4.8 Resewed for Future Use 
A4.9 Resewed for Future Use 
A4.10 Resewed for Future Use 
A4.11 Resewed for Future Use 

(N) 

(N) 

(N) 

(N) 

(N) 
(N) 

Netc 1: 
Note 2: 

The changes on this page are a result of the rrrtrucNre of this section. 
Credit is SO percent of the Line Connetion Charge. The credit is not to exceed 
530.00. 



SOUTHERN BELLTELEPHONE GENERAL SUBSCRIBER SERVICE T m  Sixth Revised Page 2.1 
ANI, =GRAPH COMPANY Cancels Fifth Revised Page 2.1 

GEORGIA ___. 
r- ISSUED Seprcmber 26,1995 

BY: Prrsident - Geotgin 
Atlanta. @&a 

A4. SERVICE CHARGES 

~ 4 . 1  Definitions (Conrd) 

EFFECIM: Cktokr 26.199.5 

A4.1.11 Simple Service 
Thc ferm Simple Service as specified herein is defmed as Simple Business and Simple Residence service as defmed 
in A4.1.9 and A4.1.10 prccedmg. 

A4.1.12 Complex Service 
The tern Complex Service as specfled herein is defmed as service lcrminaIing in a communicaliom syncm such as (0 
Key, PBX, or CeMIE Type Ser*iers. The M11 Complex Service may apply as well 10 spcclnl services specifically 
noted as Complex SeMW in otha Kction~ of thiz Tariff. 

A4.1.13 Dual Service 
A Javice offering which SUppliCS the Same dial lone C O U ~ l I y  tW0 diffgmt addrrJSCS W e d  from dK Same 
wire cum during the rime of a cusfomc~ move. 

A4.1.14 R e a r r a n g e m  
The tcrm rearrangemcnu BS specified hmin is defined for S l l e  and Complex Rcsidenee and Business Service as 
rcqucnr initiated by the cu~omc~ for of a drop wire. prnkxtor, andlor aenvcuk inmface. 

A4.1.- Reserved for Future Use 
A4.1.16 Reserved for Future Use 
A4.1.17 Rescrvced for Futme Use 
AAL18 Reserved for Future Use 

m. 
A4.1.19 Special Nn~nkr A -_ *chn%e 

Ihc 
n ~ y ~ ~ ~ ~ ~ A ~ ~ ~ ~ f a ~ f ~ ~ ~ a ~ ~ ~ ~ ~ .  

appl-for a cuamksr requested special telephone number, otha thpn that number which would 

A4.130 LiaL-Up Georgi. 
Link-Up Gtolgia i s  a starc appmvcd FCC a u M  asshmce program which prwides a rpecificd adit m the 
non-recming chsges for& estabbhmmt of service m quaWied rraidmcc commun. 



, -  SOUTHCENTRALBELL GENERALSUBSCRIBERSFSWCESTARIFF Nineteenth Revised Page 7 
TELEPHONE COMPANY Cancels Eighteenth Revised Page 7 

ISSUED: March 17.1595 EFlW3M3AprilZO.1995 
TENNESSEE 

r'. B Y  Rwidmt - T- 
Nashville, Tmoclca 

A4. SERVICE CHARGES' 0 



SOUTHERN BELL TELEPHONE 
AND TELEGRAPH COMPANY 

ISSLED: February 2. 1988 

GENERAL SUBSCRIBER SERVICE TARIFF Third Revised Page 2 
Cancels Second Revised Page 2 

EFFECTIVE March I. 1988 
YORTH CAROLINA - B Y  Vice President 
Charlotte. Nonh Carolina 

A4. SERVICE CHARGES 

A4.1 Definitions (Cont'd) 
~4.12 (DELETED) 
A4.1.3 (DELETED) 
~4.1.4 Terminal Equipment 

Equipment at the subscriber's or user'rend(s) of a communication. intercommunication. signaling, or paging 
circuit. 

~4.1.5 (DELETED) 

A4.1.6 (DELETED) 
~4.1.7 Rearrangements 

The term rearrangements as specified herein is defined for Simple and Complex. Residence and Business 
k n i c e  as requests initiated by the customer for rearrangement of a drop wire. protector. an&or network 
interface. 

~4.1.8 Reserved for Future Use 
A4.1.9 Reserved for Future Use 
Al.1.10 Link-Up Carolina ( S )  

Link-L'p Carolina is a state approved, FCC authorize4 assistance program which provides a specified credit IO 
the nun-recurring charges for the establishment of servife to qualified residence cuaomers. 

(N) 

A4.1.11 Reserved for Future Use 
A4.1.12 Reserved for Future Ur 
A4.1.13 Dual Service .. 

A service offering which supplies the same dial tone concurrently to two different add- served from the 
same wire center during the time of a customer move. 

A4.2 Appllcatlon of Charges 
A1.2.1 General 

A. kwice  charges are applicable for all equipment and services furnished to the subscriber as herein'provided. 
The charges are intended as a means of recovering a portion of the CMU of the operations required due to 
subscrihers' requests. 
kn-ice charges am not applicable br: 
1. 
2. 
3. 
4. 
5. 

E. 
Work functions vbih w not required due to the subscribers' reqll& 
N o d  mainten8ncc and repir of the Company's network and service. 
An upgrade or downgpde of exchange service. 
Company initiated orders. e.&.. a number change required by a cutover or regrade. a. 
Record orders issued Lor cornstion purpour. 

h 



Preston G. Foster 
ATBT 
1200 Peachtree !jtreet 
Roam lOl40 
Atlanta,-@ 

On Match 28,1996, you requested specific information concerning resale in a letter 
to Suzie Luvett Specifically, you wexe asking for the resale discounts for Bellsouth'e 
retail 6ervioa in Georgia and Plorida. 

In Georgia, the discountp based on costs avoided would be 9.5% fur business 

buthnotkenfinab?ed. 
and 11% for resid- &a. similar data ia being developed for Florida 

Some ofthe other issues that you raise can be dealt within a meeting acheduled far 
April 4,1996 at 9X AM, being coordinated by Neil Browh 

c 



P h n  (i. Fortor 
District Manager 
Strategic Planning - Market Entry 

April 6,1996 

ROW0 10140 
1200 Peachtree st. 
Atlanta.GA 30309 
404 810-6548 
FAX: 404 810-8477 
AlTMail!pfoster 

Ms. Suzie L m t ~  
BellSouth 
Room E5G 3535 Colonnade Parkway 
Binnineham,AL 35243 

HANDDELIVERED 4Q? f 

Dear Suzie: 

In a letter to you dated 4/3, I quested BellSouth’s pmpased wholesale pricing for Budness and 
Residential services in the state ofTennessee. The Business d c e s  List which I proviaedp contained 
a typographical error which might coafuse you. While the content d the list was correef the headiag of 
each page references Tennessee while the third line ofthe matrix on each page rrfercnced North Carolina 
Sonyforanyconfusionthis may haw created 

Attached is aconectedBusiness Services lid 

Preston Foster 
DistriaManager-NegotiatiwTeamLeader 



BELLSOUTH TENNESSEE 

BELLSOUTH FEANRES REQUIRED FOR 
BUSINESS SERVICES RESALE IN TENNESSEE 

7~ I I 

BELL SOUTH 
TARIFF REFERENCE 

I J 
Flat Rate Optlon: 
Individual Line: 

Rate Group 1 - 5 A3.2.1 
8 A3.7.1 

Message Rate Optbn: 
(Alternative to Flat Rate) 
Individual Line: 

Rade Group 1 - 5 k3.2.4 

Trunks: A3.20.4 
RateGro~pl -5  

Trunks: I A3.20.1 
Rate Group 1 - 5 

I 

RegionServ Optlon: 
IndiiidWI Lines: 

Rate Groups 1 - 3 

A3.2.9 

Trunks: 
Rate Gro~pri 1 - 3 
Rate Gl0~w4 - 5 

I 
~ 

I I 

A3.20.10 

I - Discount Usage option! A329 
I I 

ueasumd Rate sewice: 
Individual Line 

TRUNKS. 
RateGmpl -5  

Rate Group 1- 5 

A32.3 

A3.20.1 

1 - Premium calling option1 A32.9 
I I 

Network Access Register Package 
Flat Rate 

Measured Rate 
Ragionsew 

A3.12 

Auxilhy Uno Senrice 

Concourkn Service 

A3.17 

A3.18 
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BELLSOUTH FEATURES REQUIRED FOR I BELL SOUTH 
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BELLSOUTH TENNESSEE 

Multillm Stmite 
Bulk Usage Measured Rate Service 

Line 
Trunks 

Trunk SI* Amos8 Facility 

BELLSOUTH FEATURES REQUIRED FOR I BELL SOUTH 
BUSINESS SERVICES RESALE IN TENNESSEE TARIFF REFERENCE 

I 

A3.21 

43.28 

I 
Hotel PBX Sswlce A3.20.4 

I I 

Back-up Uno 

DIRECT INWARD DIAL (DID) 
Tnmk 

43.30 

A12.7 

I In-Ck..room Computor Access Sewlce I A32 
I 

I 

20 W n g  numbers 
20 Reserve numbers 

Sinalmg (Optional) 
MF 
DTMF 

4 
Digital Local chand 87.1 

Inter Ofka Channel 87.1 

MEGAUNK CHANNEL SERVICE 
Central Omca(MUX) 

FWActivation 
24 Voice Equivalent Channels 

67.3 

07.3.4 

Network Acwu Sonice 
Measured Rate 

Bulk Usage Measured Rate 
R@OllsarVe 

A3.26 

I I .. I 
Forelgn Exchange Sowke 

Channel Terminals 
Inter ofhce Channel 
Line 8 Trunk charges 

Foreign Centml Offke Sewlea 
Channel TermmaJs 
Inter ORice Channel 

A9 

A326 
A9 
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BUSINESS SERVICES RESALE IN TENNESSEE TARIFF REFERENCE 

I 
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BELLSOUTH TENNESSEE 

SELLSOUTH FEATURES REQUIRED FOR 
BUSINESS SERVICES RESALE IN TENNESSEE 
'monthly charges/line.bunk 

SELL SOUTH 
TARIFF REFERENCE 
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BELLSOUTH TENNESSEE 

BELLSOUTH FEATURES REQUIRED FOR 
BUSINESS SERVICES RESALE IN TENNESSEE 

Pmmbe Work Charge 
Premiseswork 1st 15 min - Each aUd'l15 minutes 

Seeonday Service Request 
Senrice Expediting charge 

BELL SOUTH 
TARIFF REFERENCE 

A4.5 

centnl~Bat&oyR.vmrl 

Break In Rotary Number Grwp 

I 
A147 

I I 

A14.2 

A14.3 

I 

ESSX Pnmbrr Attendant Sow I A14.0 I 
WATSIBOO Al9. 
WatSSWW 

Interconnection of Mobile S e ~ k a  
CCS IS41 (USDNUP message b'anoport 

OPnTALK Service 
operetwservicelntwconnecbim 

Emergency Reporting S O N I C 0 8  I A24 I 
A35 

I 
Equip for Disabled Customera A30 . I 
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YULTISERW 
Seruii Establishment 

r' BELLSOUTH FEATURES REQUIRED FOR I BELL SOUM 
BUSINESS SERVICES RESALE IN TENNESSEE TARIFF REFERENCE 

I 

A12.20 
A12.20.8 

I 
ESSX and Digital ESSX I A12.1 

I I 

B M g d  Link 
(a) Dff. prem.bs from msl on non-wnt pmp 

(b) D% premises from msl on same cart prop 
Extended Bridged Links 

Dff. premises. different SWI: 

A12.20.8 

Station Llnks(rH options incl. 800) 
Flat 

Measured (for RegionServe customer Onb) 
W o n  Links on ~ r U n k ,  Lightgrt. 

Flat 
Measured (for RegionSam customer onb) 

Mbollrneous Trunkside tmrmlnatkm 
Miscellaneous line termplations 

800 sanike 
Oulwats 

A12.20.9 
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I 
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cansdectof 
Data CaR Pmtection 

Prakrred Call Forwarding 
Repeat Dialing 

3 Way, Cone. Hold, Call Transfer 
Fsrtum Group 3 CaprbUitkr 
Non-Electronic Basic Included 
Call Bkck 

Dial call wing 

speed calling short 

- 

P 
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BELLSOUTH TENNESSEE 

BELLSOUTH FEATURES REQUIRED FOR I BELL SOUTH F 

BUSINESS SERVICES RESALE IN TENNESSEE TARIFF REFERENCE 

results in lower per station prkes for Rate Groups 2,s and 7 (between 
1.3% and 42%). The net price impact to Rata Group 12 mulb in a 25% 
increase over MultiServ rates. The only other difierences are an inuease of 
the minimum number of stations from 2 to 10, slightly higher Svc Estab 
Charges. significantly higher Cancellation Chagea and the capability of a 
D S l  Trunk Side Termination. 

I t-----i 
I a 
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SmartPatJ! Sewke 
Service Area Connection 

SeniceAreaJumtiOO 
Plbnsry Rate B Channels 

Incoming CaU IdentBcatim 
Custom Nhwk Svc Arnngement I 

0.7.8 

B.8 

Integration Plus Management 
Servkos To~IIMI Interface 

A32.1 
- 

FlexSen, Service 

Network U r f p  Info Servlcs 

A32.3.3 

A32.3.4 
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Frame R.lry Service 
Customer Connection 

Sendm Feature Charges 
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JOINT AT&T/BELLSOUTH CORE TEAM MEETING NOTES 

April 10, 1996 

On Wednesday, April 10, 1996, the Joint AT&T/BellSouth Core Team met at 
1200 Peachtree Street with the following in attendance: 

Pam Nelson 
Preston Foster 
Greg Follensbee 
Suzie Lavett 

Neil Brown 
Sylvia Anderson 
Andre’ Mule’ 
Hank Anthony 

c. 

Preston distributed and reviewed the agenda (attachment 1). 

* 1. Agreed-to items: Mary Jo was to select two items and draft “more formal” 
language. She was not able to do this before she went on vacation. Bell will get 
us something by the next meeting. 

2. 
our agenda for Friday’s meeting. 

senior management, rather than wait and dump too much on them. 

discuss this. 

Preston: I’d like to discuss the process by which items are escalated to 

a) 

b) 

Suzie: Good idea. Our intent is to gradually share items with 

Scott Schaeffer and Jim will have breakfast on Friday and will 

3. Action Item Review 

They need to discuss internally. Probably no answer by next week. Can’t get to 
everyone involved in a week. The answer today is “no.” But the fact we’re 
discussing it is encouraging and may mean a change in policy. 

from tomorrow. It may be discussed then. (If we can get a recommendation to 
them.) Certainly it’s something we want to get done as quickly as possible. 
We’re exploring to see if there is a middle ground. 

customer has grandfathered services and transfers to AT&T, that service should 
be transferred as is to AT&T. If you take something such as Centrex or Essx, we 
think Bell’s policy not to transfer grandfathered services may be anticompetitive. 

EssdMultiserve issue, we’re seeking a middle ground. We’ll try to make it fair for 
both sides. 

a) Termination Liability: Suzie said they didn’t have an answer now. 

1. Hank: The next BellSouth Executive level meeting is a week 

2. Neil: Regarding grandfathered services, our view is, if a 

3. Hank: We don’t see it as anticompetlive. On the 



4. Preston: We talked about issues that attend the resale of 
CSAs. Are there issues other than the termination liability? 

a) Suzie: There's the whole issue of having a contract 
with our customer. When he is no longer our customer, we no longer have a 
contract. 

Greg: Then there's no point in escalating? Hank: to 
escalate now would slow the process down. 

Sylvia: What is it that you're re-looking at internally? 
a) 

5. 

6. 
Hank: The whole position of BST regarding 

grandfathered services, CSAs, etc not being available for resale. It's a pricing 
option, not a service, It's not appropriate for resale since it is a competitive 
response. BST is willing to look at grandfathered services, but we're not 
prepared to give a response yet. 

Suzie: These were thoughtfully taken positions. I don't 
expect BST to change their mind quickly. 

Sylvia: It would be helpful to know what your processes are 
and when you can give us an answer. You apparently can't today. 

Suzie distributed new policy position sheets (attachment 2) 
Preston: Is exclusion of grandfathering and CSA based on a 

reading of the Act? 
a) 

approach to a competitive response. 
b) Suzie: Also, let's not forget there is a difference between 

a price and a service. 

obsolete services. It's filed in Section 100 of the tariff. (attachment 3) 

7. 

8. 

9. 
10. 

Hank: Partly from the Act; partly a common sense 

b) 

c) 

d) Electronic Communications 

Suzie distributed a sample page of the section of their tariff for 

Promotional Offerings-nothing new to discuss 

1. Suzie: Charlie Coe talked to me on Monday. He said there 
are two things we won't negotiate: Access is not part of the Act, and we won't 
agree to a deep discount. 

Also, she talked to the group responsible for their "gateway" 
She talked to the "national standards group" that is working 

on electronic interface. They may send someone to Ameritech or PacTel. Is 
there a way to go faster? We'll travel by the end of this week or early next week. 

Hank: What is AT&T's position on who should pay for the 
development of electronic interface? 

a) Preston: I think Bell should pay. 
b) 
c) 
d) 
Suzie: We're not to the point of saying whether we would 

2. 
3. t 

4. 

Pam: We don't have a proposal from Bell yet. 
Hank: Would you consider paying? 
Preston: We'd have to see the proposal. 

5. 
charge or not. There may be savings. 



n 

case" would be ready the first of May. 

411 5? 

6. 

7 .  

Suzie agreed to update Pam on Friday. Bell's "business 

Sylvia: And there would be interim solutions in place by 

a) 
b) 
Hank: BST doesn't agree that AT&T needs electronic 

Suzie: Fax and manual work-arounds 
Pam: This is AT&T's Phase 0 

8. 
interface to get into the business. Preston disagreed. 

e) Direct routing of Calls 

9 List of Services 

1. Suzie will try to get update this evening or tomorrow. 

Suzie: We plan to send a detailed letter identifying where 1. * 
CSAs and Special Assemblies are and will send a written reply. We're not sure 
that any of the services on the list are grandfathered. We'll show the list of 
things that are excluded. You should have this by Monday. 

2. Hank: Can we get a copy of the AT&T Georgia cost study? 
Neil will handle. 

g) Future Services. Suzie confirmed they are available for resale. 

1. 

2. 

3. 
4. 

Bob Scheye agrees. 

services would be available for resale. 

new BST service? 

exceptions that are not available for resale, and the definition of "promotional 
items" 

Greg: I thought you'd discuss the process by which future 

Neil: Yes. What are your plans to notify us in advance of a 

Hank: I "think" we will be filing resale tariffs, but 1'11 check. 
This will be available at the 4/16 meeting. Also, we'll list the 

n 

h) 

4. Operational Issues: Nothing new to report. 

5. Price-Neil 
a) 
b) 

BST. There are questions about what they are and are not providing. Waiting 
for Alan Price to get back to town to answer. Doubt we'll have anything by 
Tuesday meeting. 

Hank: There is some concern about the relevance of a lot of the 
information. You've asked for retail and wholesale cost studies. You have our 
avoided cost studies, which is what the Act provides for. Our costs for 1 FRs, call 
waiting and similar services seem irrelevant. 

Non-recurring charges: Suzie will call and Fax Preston tomorrow. 

Neil asked for status of his data requests 
Suzie advised the list was provided to the appropriate group at 

c) 



d) Neil: We’d appreciate a written response. We believe we need to 
know your costs to negotiate a wholesale price. We’ll discuss in detail at the 
cost meeting on Tuesday. 

Hank: If there’s a list of unbundled items you want, we’ll see about 
giving you a cost. 

1. Neil and Suzie agreed: BellSouth already has this list. 
e) Greg: Regarding the Tennessee cost study, Art is going to see the 

study? I thought the NDA provided that we would get a copy. Neil explained that 
Art wants to go see what he needs 

9 Neil: We agreed to disagree that access is subject to the Act. We 
are continuing to discuss access and USF with Scheye. 

6. Unresolved issues 

e) 

a) 

b) 

Suzie: No need to go through these. We’ll incorporate the 
changes and get them out to you. 

Greg: Regarding Lifeline, Mary Jo was to do more checking, but 
couldn’t due to the holiday. She said she would help us to get certified to 
participate in the program. Hank agreed that they would. Suzie will let us know 
to whom we need to talk. 

* 

7. Preston: Regarding Electronic Communications, exactly what would be 
available to us early? 

a) Suzie: Manual work-arounds such as Faxs. Some will be dial up 
access to files. Different categories. Regarding ordering, we’re working through 
OBF. We’re looking at alternatives. Will talk to Ameritech and PacTel. The Fax 
is a regular Fax, not a PC Fax. 

Yes, after a rampup. 

* 8. 
states presently in negotiation and when we can expect to receive a copy of 
them. Suzie said we can discuss at the Price meeting on 4/16. 

b) 

Neil: I’m interested in when avoidable cost studies will be completed in 

Sylvia: Would your interim solution handle our volume? Suzie: 

9. Items to be escalated 
a) 
b) 

Access coverage under the Act 
Electronic Interfaces: Preston said he would recommend to Jim to 

escalate electronic interface as a process and try to get a date specific when he 
meets with Schaefer. 

1. 
2. Preston: That won’t work for us 
Sylvia: We’re bound by the Act to specific dates. We’re concerned 

that every time we slip a date we have problems meeting the timeline. I think it’s 
appropriate to escalate some of this. 

Hank: A lot of this is you’re asking BST to move off positions that 
we can’t. It‘s not fair to say that BST is not providing information just because 

Suzie: The dates will probably be 5/15 or 5/30 

c) 

d) 



/? 

P. 

you don't like the answers. I don't think you should accuse BST of Slowing 
things down. 

Sylvia: You're putting words in my mouth. We've agreed upon a 
process. We're missing dates. It's important that we commit to the timelines 
and be more vigilant. 

Hank: I once had a boss who'd tell me, "If you want an answer 
today, the answer is 'no'. If you're willing to wait, you might get a different 
answer." I don't understand what the "meat" of the negotiations are. 

Sylvia: We don't know the services that are available for resale. 
Hank: You know 99% of them. There are a few "nits" 
Greg: Our concern is this is the second week we're being told, 

"Next week." We only have 160 days to do this. 
Suzie: Last week, we did acknowledge that this was a holiday 

week, people were on vacation. We have made progress last week. I think 
you're picking a lot of nits and I don't want that to have a negative affect on these 
negotiations. AT&T has missed dates, too. 

too. 

date for electronic interface development to begin, and a date for your 
reconsideration of CSA, grandfathering, and termination liability policy issues. 
Suzie said the BST Executive Committee will recommend to Charlie. He has a 
willingness to look at it. 

e) 

f) 

g) 
h) 
I) 

j) 

k) 

1) 

Greg: Suzie, if we're missing dates, we want to know about that, 

Preston: to close this out, I'm going to recornmend to Jim we get a 

I O .  Requirements to be shared. Nothing new to report 

11. Suzie would like to change the time of the meeting to 3:OOpm. Agreed. 

12. Suzie will call Art Lema with the name of the person he needs to talk to 
regarding the Tennessee cost study. 

13. Neil will provide Georgia cost study 

* 14. Pam: Suzie will look at SME action items list and discuss on Friday. 

15. The Agreed-To Item process from Mary Jo will be ready by the next Core 
Team Meeting. 

Action Item * 



.n 

n 

1. Review Agenda 

2. Agreed to Items - Process 

3. Review of Progress and Timelines 
-Action ItemdCommitments 
-Operations 
-Price 

4. Review of Unresolved Issues 

5. Items to be Escalated 

6. Sharing Requirements 

7. Re-cap 
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April 11,1996 

Dear S e e :  

The purpose of this letter is to summarize the action items h m  our April 10, 
1996 BellSouth / AT&T Core Team meeting held at 1200 Peachtree Street, 
Atlanta, Georgia. The following persons attended the meeting: 

Pam Nelson Andre’ Mule’ 
Greg Follensbee Suzie Lavett 
Neil Brown Hank Anthony 
Sylvia Anderson Preston Foster 

We reviewed action items from our April 4 BellSouth / AT&T Care Team 
m e w .  These were as follows: 

1. Ageed-to items: Mary Jo Peedwas to select a few agreed40 items and 
draft language that documented our initial agreements. Mary Jo was not able 
to accomplish this prior to her vacation. BellSouth COIMllttted . toprovidea 
draft for the April 17 joint Core Team meeting. 

2. BellSouth agreed to continue to consider a change in their initial policy 
r e  the resale of grandfathered services, CSA’s, SA’s and related 
items. BellSouth committed to no certain date to provide AT&T with its’ 
position on this issue. ATBiT, again, requested a list of services that BST 
considers outside the scope of the Telecommunications Act. Bellso& 
agreed to provide AT&T a list of services it considers o d d e  the scope of 
the Act (re: CSA’s, SA’s) by Monday, April 15. 

/4 
3. BellSouth agreed to provide either a definition or to differenhate *between 
“promotional offers,” “pricing plans,” and “services.” BellSouth’s position is 
that promotions and pricing plans are NOT for re-sale; services are. AT&T 



stated that it is impossible to discern the difference without a clear definition 
from BellSouth. 

/-. 

Also, in the April 4 Core Team meeting, we agreed that the signed non- 
disclosure between BST and AT&T applies retroactively to all negotiations 
and documents shared commenCing March 4,1996 

The following are action items fim the April 10 Core Team meetins: 

4. BellSouth may send a representative to view Arneritech or PacTel's ED1 
(electronic interface) configuration. BellSouth indicated that their electronic 
interface recommendation would be made to their execlltives on May 1. BST 
estimates that a decision on electronic interface may be made on'May 15. 
That t i m b e  is unacceptable to AT&T. AT&T will escalate their need for 
a sisnificantly earlier resolution of the electronic interface issue to Jim Carroll 
for discussion this Friday, April 12, &th Scott Schaefer. 

5. BST agreed to provide clarification as to whethex or not they will provide 
services for resale via a resale tarifF or via the retail tariff (with vibole.de 
discounts). This information will be made available for the 4/16/96 Cost 
Team SME meeting. 

/-r 

6. Suzie agree to fax information to Preston re: BellSouth's position on tb 
class of costs not avoided m cme!ctim with its non-mcm& chges by 
411 1/96. 

7. Neil agreed to provide BST with AT&T's Georgia Avoided Cost Study by 
.\\-k3 - 

8. Suzie agreed to call Art Lerma with the name of the BST contact for the 
Tenuessee cost study. Suzie also agreed to review the operations SME action 

'+'item list for discussion at the project review on 4/12. 

9. We agreed to change the meeting time for the Core Team fiom 1 p.m. to 3 
p.m., going forward. 

As we discussed, it is vital to the success of these negotiations that both BST 
and AT&T meet the commitments made in these and other meetings. Please 

e 



P call me if, for any reason, there is a problem in doing so. I will do the same. 
Thank you for you attention to these matters. 

Sincerely, 

Lead Negotiator 
AT&T 

P 
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JOINT AT&T/BELLSOUTH CORE TEAM MEETING NOTES 

April 17, 1996 

On Wednesday, April 17, 1996, the Joint AT&T/BellSouth Core Team met at 675 
W. Peachtree Street with the following in attendance: 

Mary Jo Peed 
Randy Jenkins 
Mason Fawzi 
Preston Foster 
Sylvia Anderson 

Suzie Lavett 
Greg Follensbee 
Wayne Kendall 
Andre’ Mule’ 
Pam Nelson 

1. Preston distributed and reviewed the agenda (attachment 1) 

2. Sharing new information: 
We confirmed that the Louisiana letter had been sent. We’ll add 

Louisiana to the other states as we negotiate, but it will have a different start and 
finish date. 

Suzie distributed matrix updates (attachment 2) 
1. Suzie received the changes from Pam and incorporated into 

2. Pam will review and get back to Suzie by Friday, 411 9. 
Preston asked if there was a way to share the database to facilitate 

1. Suzie: We can share discs and documents. It might be 

2. Pam: During meetings, SMEs are assigned to update forms 
3. Suzie: I don’t think we should get involved in overmanaging 

this. There are no problems now. 
4. Pam: We do have a problem. Sometimes there are delays 

in getting information. We need a scheduled time when we’ll receive an update 
each week. Can you suggest a day? 

5. Suzie: Monday may be the best day. Close of business on 
Monday. We’ll do it as early as we can. 

6. Pam: Something else we can work on is the ease of 
receiving it. File transfers are probably best. 

Preston: Let’s talk about the structure of the Executive Team. 
1. Suzie: Scott is still acting; Fiedler starts on 5/1. 
2. Preston: Is Bob Scheye still considered part of the Core 

3. Suzie will update the organization chart by 4/19. 

a) 

b) 

the matrices. 

our inputting of data. 

better for us to continue to have one person do the inputting. 

c) 

d) 

Team and the Executive Team? Suzie: Yes. 
* /4 



e) Suzie: We filed our Louisiana resale tariff on Monday (Attachment 
3). It shows what we will resell and won’t resell. It should hold true throughout 
the nine states. There are some exceptions. For instance, Louisiana has no 
Lifeline tariff, and grandfathering may be different from state to state. 

discount does not apply to any non-recurring charges anywhere. We’ll get 
something in writing by Monday 4/22. 

* 1. Suzie: We had talked about non-recurring charges. The 

2. 
3. 

This includes GSST and Private Line 
Greg: What‘s the rationale behind policy change on non- 

recurring charges? Suzie: We’ll check that out and include in the 4/22 
correspondence. We don’t think there are any avoidable costs associated with 
non-recurring charges. 

4. Preston: We’ll remand the issue back to the cost team. 

3. Review of Action Items 

language (attachment 4). She took the SME language from the list of agreed to 
items and re-worked it. 

Pam: I think this is something the SMEs should be working 
toward, referencing appropriate documents. 

Sylvia: We’ll go back and take a look at it and provide you 
with input 

Preston: I’d like to get a further understanding of the 
process. 

a) Sylvia: Once we agree on a process, the SMEs 
would put the proper language for each element, then turn it over to the lawyers. 
Mary Jo: Exactly. 

Pam: 1’11 define the points in time when we’ll be able to give 
Sylvia and Mary Jo something. Suzie and I can discuss this on 4/19. 

a) 
will discuss with Suzie. 

BST policy on grandfathering, CSAs, SAs 
1. Suzie: This will be discussed at our internal executive 

a) Re: Agreed-to items process. Mary Jo distributed some sample 

1. 

2. 

3. 

4. 

Suzie: We’ll need guidelines from attorneys. Mary Jo 

b) 

meeting tomorrow. I don’t know what the answer is. We’ll advise Preston on 
411 9. 

Mary Jo: We don’t want to consider the door shut now. 
t Re: List of services not available for resale. We can rely on 
the Louisiana tariff. Suzie will provide Neil with a list confining this by Tuesday, 
4/23. 

Suzie: There’s not an exact definition of promotions. 

Preston: Would multi-feature plan be a promotion? 

Suzie will give us something in writing by 4/24 

2. 
3. 

4. Promotional offers, etc. 
a) 

b) 

c) 

They will be explained in the tariff. We’ll indicate it is a promotion. 

Mary Jo: It‘s a pricing plan. 
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d) Pam: Suppose I’m feature rich and want to switch as 
is, would AT&T not be able to provide the discount. Mary Jo: AT&T ought to be 
able to provide any discount it wants to provide. Suzie will check the policy on 
multi-feature plans by 4/24. 

5. Mary Jo: Can we talk about the non-disclosure? It concerns 
Neil’s request. She distributed a letter to Sylvia (attachment 5). outlining the data 
BST would be able to provide in response to Neil’s request. She reminded 
everyone that there are separate NDAs that are operative for regulatory 
proceedings and the NDA executed by Suzie and Preston for the negotiations. 
She proposed that we prepare a list of people associated with the negotiations 
and make sure they understand that they can’t use what‘s shared here in a non- 
related regulatory proceeding. 

everyone understands the NDA process. 

t 

* a) Sylvia will review Mary Jo’s letter and make sure 

Re: Visits to Ameriiech and PacTel. BST is talking this 
week. They have an all day meeting on Friday 411 9 on EDI. 

a) Nothing new on the 511 response from BST. 
b) Sylvia: Does BST consider this beneficial to develop 

Electronic Interface? 
1. 

best to handle order volume. 
2. 

the Act and call Sylvia before 4/24 
Sylvia: Is there anything more we can provide to 

help? 
1. 

complex, etc. would help. She’ll send something in writing. 

6. 

Suzie: We’re looking at this now. Issue is how 

Mary Jo will check on BST’s obligation under t 

c) 

Suzie: Customer type, business, residence, t 

t 7. Neil had agreed to provide BST with AT&T’s GA and TN 
avoided cost studies by 4/23. 

8. Re: LEC to LEC agreements. Suzie: We told Neil they 
would not be available. Also, sent letter to Jim Carroll this week. Rationale: Not 
relevant to these negotiations. 

Mary Jo: We don’t believe the Act requires us to 
provide preexisting agreements. 

Mary Jo: AT&T sent letters to all nine PSCs. We 
responded to PSCs that we are not required to provide them under the Act. 

Suzie: Also, they were negotiated under different 
conditions and under a different environment. 

a) 

b) 

c) 

* 9. Re: Termination liability transfer. Suzie: This will be 
discussed in the BST Executive meeting tomorrow. She’ll update Preston on 
411 9. 



* I O .  BST agreed to provide ATBT with TN. FL, NC avoidable cost 
studies. TN due 4/23. Suzie will advise Preston by 4/19 on FL and NC 

4. 
Suzie will check on state regulatory and ONA rules for introduction 

of new services by 4/19. 
1. Greg: When you say a “service”, is it anything in your tariff? 

Do you have a handy, by state, time frame for services? Why do you peg it to 
the tariff? On unbundled elements, how do we get notification of those? Will we 
be notified only through the tariffs, or will there be some other process? 

Pam: Will we also be looking t notification of rate changes? 
a) 

Process of Timing of Notification of New Services and Functions-Greg 
a) 8 

2. 
Mary Jo: This will probably be handled the way we 

notify IPPs. We send a letter at the time the tari i is filed. 

5. Suzie: We’ve had our initial unbundling meeting. We’ve asked AT&T 
SMEs for a forecast for unbundled elements. It would help us to know where we 
should focus our provisioning efforts. Pam will provide a status by 513 or 516. 

6. Follow up on SME Team negotiations 

a) 

b) 

We’ll provide AT&T GA and TN avoided cost studies by 4/23. BST 
owes us TN. 

Wayne: We’d like to request items 1,3,4,8 on Neil’s list. Mary Jo: 
The rationale for not providing this is we must determine what is the appropriate 
discount off retail; not the cost of service. 

The TN avoided cost study will be provided by 4/23 

8 

c) 8 

7. Joint Core Team Planning Meeting on 511 

a) 
successfully conclude negotiations by 7/17. 

b) 
outcome. 

c) 

Preston explained it is designed to see what has to be done to 

Suzie tentatively agrees, but needs a clearer picture of the 

Preston will provide more details in writing. 



BellSouth /AT&T Core Team Nepotiation Meeting. #5 

A~ri l l7 .  1996 - Agenda 

1. Review of the Agenda 
- adjustments to the agenda 
- sharing of new information 

2. Review of Action Items 
- pending 
- outstanding 

3. Review of Process for Agreed-to Items 

4. Process and Timing of Notification of New Services and Functions - 
Discussion 

P 
5 .  Discussion re: BST policy on certain non-recuning costs / avoided costs 

6 .  Follow-up on SME Team Negotiations 
- cost I price 
- operations 

7. Shanng of Requirements 

8. Joint Core Team Planning 

9. Re-cap /Action Items 
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Telephone Number Availability 

BellSouth, during any period in which it serves as North American Numbering 
Plan administrator for its territory, shall ensure that all Local Service Providers have a 
sufficient quantity of numbering resources and will be responsible fo rthe reservation 
and aging of numbers. It is mutually agreed that BellSouth shall provide numbering 
resources to said providers pursuant to the BellCore Guidelines Regarding Number 
Assignment. It is also agreed that such providers will complete the NXX code 
application in accordance with Industry Carriers Compatibility Forum, Central Office 
Code Assignment Guidelines, ICCF 93-0729-010. If during the term of this Agreement 
BellSouth is no longer the North American Numbering Plan administrator, it agrees to 
comply with the guidelines, plan or rules adopted pursuant to 47 U.S.C. §251(e). 



c 
Mary Jo Peed 
General Attorney 

April 17, 1996 

BellSouth Telecommunications, Inc. 
Legal Departrnefil - Sutte 4300 
675 West Peachtree Street 
Atlanta. Georgta 30375-0001 
Telephone dO4-335-0705 
Facsimile 404668.3988 

Sylvia E. Anderson 
Promenade I 
1200 Peachtree Street, N.E. 
Atlanta, GA 30309 

Re: Neil Brown's document request of April 4, 1996; and 
Matters Regarding the Confidentiality Agreement 

Dear Sylvia: 

provide whatever data it may have in response to data request no. 5 regarding network 
elements that are technically feasible of being unbundled and that would be responsive 
to the requirements of section 251(c)(3). BellSouth will also provide whatever data 
BellSouth may have in response to data request no. 7. BellSouth has already provided 
the data associated with data request no. 6. 

In response of Mr. Brown's document request of April 4. 1996, BellSouth will 

As to data request no. 2, BellSouth has not completed its Florida and North 
Carolina Resale Cost Study. BellSouth will only provide its Tennessee Resale Cost 
Study if ATBT will ensure that the data will not be shared with any AT&T representative 
associated in any way with the Tennessee regulatory proceeding regarding resale. It is 
BellSouth's position that the Tennessee regulatory proceeding is not a "related 
proceeding" under the confidentiality agreement executed by Suzie and Preston. To 
the extent that AT&T is requesting data other that the resale cost studies similar to the 
Georgia study, BellSouth does not have any responsive data. 

BellSouth will not provide the data requested in data request nos. 1, 3,4, and 8. 
These requests are not relevant to the current negotiations. 

Sylvia, I am somewhat concerned about the implementation of the confidentiality 
n agreement that was executed between the two parties and therefore, I believe that 

some clarification may be appropriate. BellSouth believes that it is very important that 



the exchange of information between our two companies conform to the language of 
the confidentialtty agreement and that the information exchanged not be used for any 
other purpose or by any other AT&T or BellSouth personnel not associated with the 
negotiations process. In that regard, I request that AT&T provide to BellSouth a list of 
the individuals associated with the negotiations process and that AT&T agree that only 
those persons listed will be provided with the confidential data. I will ensure that 
BellSouth will do the same. Further, if any of the individuals associated with the 
negotiations process are also involved in any state or federal regulatory proceeding 
unrelated to the negotiations, that these individuals be charged with the responsibility of 
keeping the knowledge and use of that data separate. There may be instances where 
AT&T or BellSouth may request the same data in a regulatory proceeding unrelated to 
the negotiations. In these cases, the companies must agree to utilize the discovery 
process of the appropriate regulatory agency to gain access to the data. 

Lastly, I believe it is essential that we clarify the meaning of a "related 
proceeding" under the confidentiality agreement signed by Suzie and Preston. It was 
BellSouth's understanding that a related proceeding meant a proceeding that could 
occur under the Telecommunications Act of 1996 and thus began subsequent to the 
negotiation period. There are currently no such related proceedings. I would ask that 
AT&T formally concur in this understanding. 

P 

cc: Suzie Lavett 
Bob Scheye 



Preston 0. Foster 
Lead Negotiator 
Local Services Organization 

April 23,1996 

Suzie Lavett 
BellSouth 
675 West Peachtree Street NE 
Room 11Al5SBC 
Atlanta, GA 30375 

Dear Suzie: 

Rwrn 10140 
1 2 o o P s s c h ~ s t r c a  
Athta.GA3M09 
40448148548 
FAX404/8108477 

Below, as information and for action, are the action items and a summary of OUT 

4/17/96 BST / AT&T Core Team negotiations meeting. They are: 
.. 1. The joint team confirmed &at the letter to begianegotiaticms for Lausuoa 

was sent on 4/15/96. 

2. Pam will review the matrices developed by BellSouth Containing items of 
disagreement and get back to Suzie by 4/19/96 with corrections. 

3. BST agreed to share its database with AT&T for the mputhg of information 
regarding operations negotiations and agreements. We agmd to share disks, e- 
mail, or hard copy by COB each Monday. 

4. Suzie confirmed the construct of the BST Core and Executive Teams: Scott 
Schaefer is the acting leader of the Executive Team. Mark Fiedler will replace 
him as leader effective 5/1/96. Schaefer will remain as a member of the 
Executive Team. Bob Scheye is a member of both the Executive a d  Core 
teams. Suzie will update the BST organization chart on 4/19/96. 



5. BST delivered the Louisiana resale tariff as representative of services 
available for resale with these exceptions: Lifeline services and grandfathered 
services. Suzie agreed to provide a list of services for resale by 4/24/96. 

6. BST broadened its 4/11/96 position regarding its definition of costs avoided 
re: non-recurring charges. BST stated that no costs are avoided for all non- 
recurring charges. Previously, BST stated that only the set of non-recurring 
charges in section A4  of the tariff had no avoided costs. 

7. Pam, Suzie, and Preston agreed to design a process for closing agreed to 
items at the SME, Core, and Executive team levels by 4119196. 

8. Suzie agreed to provide Preston with BST's position on the resale of CSA's 
and SA'S by 4/19/96. This has not been provided. 

9. Suzie agreed to provide Neil a list of services not av&ble for resale by 
4/23/96. 

10. Suzie agreed to clarify the difference between promotiom and Mchg plans, 
by 4/24/96; Suie  also agreed to provide BST's policy on multi-feature discaunts 
by 4/24/96. 

11. Sylvia agreed to review Mary Jo's letter dated 4/17/96 regarding the 
confidentiality agreement. 

12. BST had no new information regarding AT&T's data reqacst of 4/15/96 for 
a decision on electronic interfaces on 4/15/96. BST will p m t  the business 
case to their executives on 5/1/96. Mary Jo agreed to check on BSI"s 
obligations under the Act and call Sylvia by 4L?4/%. 

13. Neil and BST cost negotiators agreed that Neil would provide BST with 
AT&T's avoided cost studies for GA and TN at the 4/23/96 cost me#ing. BST 
also said that they had sent Jim Carroll a letter stating that LEC-to-UC 
agreements entered into prior to the signing of the Act were not relevant to these 
negotiations. Greg disagreed with this notion citing the Time Warntr agreement 
as an example of a relevant agreement that was signed prior to the Act, but was 
shared by BST. 

14. Preston asked Suzie for BST's answer regarding - i m l i i t y  
transfer. BST is stiU considering its position. Suzie agreed to protovide Preston 
with BsT's position on this issue on 4/19/96. 



15. BST agreed to provide AT&T with its TN, FL, and NC avoidable cost 
studies by 4/23. Suzie will update Preston on FL and NC by 4/19/96. This has 
not been done. 

16. Suzie will check on state regulatory and ONA rules for introduction of new 
services and get back to Preston by 4/19/96. This has not been done. 

17. Preston requested a joint BST / AT&T Core Team planning meeting on 
5/1/96. Suzie tentatively agreed. Preston will provide more details in writing. 

Please let me know if there are problems in meeting these commitments. I look 
forward to working with you to successfully conclude negotiations. 

Sincerely, 

Preston G. Foster 
Lead Negotiator 
AT&T 
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JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

April 24, 1996 

On Wednesday, April 24, 1996, the Joint AT&T/BellSouth Core Team met at 
1200 Peachtree Street with the following in attendance: 

Neil Brown Preston Foster 
SylviaAnderson Pam Nelson 
Greg Follensbse Andre’ Mule’ 
Suzie Lavett Mary Jo Peed 
Randy Jenkins 

1. 

2. Electronic Interface 
Suzie: We’ve completed the ED1 analysis. It‘s gone to Scott for a 

decision. The decision on whether to go forward with ED1 will be made 
tomorrow. 

Suzie: We’re going forward with the business case for the long 
term electronic interface (ECI) 

Preston: We’d like to partner with you on the business case. 
I. 
2. 
3. 

Suzie: We made contacts with Ameritech and PacTel. We’re 

Neil: Does your business case include savings BST may gain with 

1. Suzie: Yes. 
Preston: We can provide you with more information to justify your 

1. Suzie: That‘s great. 
2. 

g) Suzie: There’s not much incremental cost associated with ED1 
en hancements. 

h) Suzie: ECI decision is still set for 5/1 
I) Suzie will let us know by Friday the status or the decision on ED1 

Preston reviewed the agenda (attachment 1) 

a) 

b) 

c) 
Suzie: What do you mean by that? 
Preston: We’d provide information to make your job easier. 
Sude: On EDI, we may want to expand RCF ordering and 

listing. Other things may need to be added. On ECI, I don’t think at this point 
there’s any value. We’ve got your requirements. 

using their approach. 

ECI? 

d) 

e) 

f) 
business case for ECI. 

Preston: We’ll have that on Friday. 

* 



3. Process For Closure (attachment 2) 
a) Preston reviewed Timeline and Process for Completing the 

Agreement 
b) Asked Mary Jo and Sylvia to give this some thought and report 

back to Suzie and Preston. 
c) Preston: I’ve asked Neil to get with Bob Scheye and develop a 

similar process on the cost side. 
d) Suzie: May want to start working on metrics for when we’re in 

business. 
e) Suzie: SMEs need to start flagging unresolved issues to us now 
9 Neil: The cost model will be different. Our issues are not 

escalated to the Core Team, but to a subset of the Leadership Team 
g) Preston: Asked Neil to have a process defined by next week. 
h) Greg: We’ll want to be able to map the issues. 
1) Preston: That‘s the objective. 

a) 

b) Promotion and Pricing Plans 

t 

* 

4. Pending and Outstanding Items 

Preston is not receiving my faxes. She distributed responses she had previously 
fax’d to Preston (attachments 3. 4, 5) 

Suzie: We’re not doing a good job of communicating. Apparently 

1. 
2. 

Regarding ONA and new services: 
1. 

Discounts will apply to multi-feature services 
The Louisiana tariff is the list of services (with the exception 

Our notification of new services are via tariff filings. It‘s in 

2. For functions, we’ll follow the ONA procedures. 
Suzie: Let‘s go over action items on Friday, to make sure we 

1. 

2. 
3. 
4. Neil will contact Reg 
5. 

of Lifeline) 

the letter I just gave you. All filings have a 30 day waiting period. We don’t have 
plans to provide any other notification. 

c) 

d) 

e) Regarding Neil’s data requests: 
agree. 

We’d like you to come to the office and look at them at the BST Center. 
Suzie: Port Usage and Loop studies we can share with you. 

Additional loop studies will be done in another month. 
The contact is Reg Starkes (404-529-6762) 

Neil: this will be a start. Mary Jo and Sylvia have 

Suzie: Our view is that the data isn’t relevant to the 

Sylvia: Well, we’re very concerned about this. Our intention 

Suzie: I’ve got a meeting with Allen Price tomorrow. 1’11 

t 

exchanged letters. My position is in order for me to negotiate credibly on non- 
discriminatory, cost-based prices, I need your cost data. 

negotiations. 

is to escalate this issue quickly. 

prepare an escalation form and fax Neil a copy. 

6. 

7. 

8. 



9. 
10. 

1 1. 

12. 

13. 

Sylvia: Why won’t you provide the data? 
Mary Jo: I don’t think it‘s relevant. We’re not going to 

provide you with the cost information associated with the services. 
Sylvia: Wouldn’t it make more sense for us to review the 

costs, so we can question BST‘s understanding of the avoided costs? 
Mary Jo: Because I think we can have a meaningful 

negotiation this way. 
Neil: Let me give you an example. By not having all the 

data, it places an added burden on AT&T. Let‘s look at Non-Recurring Charges, 
for example. If a service is transferred as is to AT&T, there are some aspects of 
getting the service up and running that must be avoided. Something tells me 
there are some costs that are avoided-probably closer to 100% than 10%. I 
believe strongly that I need this and I welcome your asking Allen to consider it. 

Mary Jo: We provided you with work papers associated with 
Georgia and Tennessee. I would think Neil would discuss how cost studies are 
done with Bob Scheye. 

Suzie: We’re not going to resolve this here. 
Neil: We’ll deal with it further in our Monday meeting with 

Scheye. 
Mary Jo: I believe we have provided you with information to 

determine what avoided costs are. If you need other information, you should get 
it in the Cost meetings. 

Sylvia: What do you base your position on? 
Mary Jo: 1 have the prerogative not to provide you with data 

under the NDA. 
SyMa: The NDA does not give you the right not to provide 

the data. Your obligation to provide this data doesn’t come from the NDA, it 
comes from the Act. 

Mary Jo: The NDA is relevant. It’s confidential information. 
We have to make a determination whether it‘s relevant. Our obligation under the 
Act is to negotiate in good faith. You have requested confidential information 
that is not appropriate or necessary to disclose to negotiate in good faiih. 

Preston: Can you repeat what you’ll discuss with Allen Price 
tomorrow? 

Mary Jo: We’ll present Neil’s request tomorrow and report 
back to you. 

Preston: Could you let me know Friday? Then we’ll 
escalate to the Leadership Team. 

6. CSAsandSAs 

P 

14. 

15. 
16. 

17. 

18. 
19. 

20. 

f i  

21. 

22. 

23. 

24. 

25. Suzie: OK. 

* 

a) Suzie: My 4/18 letter (attachment 3) outlines where in our tariffs 
CSAs and SAs are filed. Termination liability is still an open issue. Nothing 
came out of last Thursday’s meeting with the Executives. Our position is still the 

f i  



P-. 

same. The door is not absolutely closed. We would consider a change in our 
position as part of a negotiated package of issues. 

b) 
c) 

Mary Jo: Remember, these are pricing arrangements, not services. 
Preston: Basically there are two issues 
1. Termination liability 
2. 
Neil: If AT&T agreed to pay the termination liability, would that 

make a difference in BST's position? 
Suzie: Not at this point. 
Greg: Is it absolutely no. Or are you looking for a package from 

us? Do you have an offer to make to us? 
Suzie: No, but we'd entertain an offer from you. It's not an 

absolute no. If we had a group of items, we might could find a compromise. 
1. Mary Jo: Maybe if you agreed to 5 centdminute for 

interconnection. 
2. Greg: We might agree to that for the first 10 minutes. 

h) Preston: Is this the same for grandfathered services? 
1) Suzie: Yes. 
j) Preston: What about the customer relationship angle? 
k) Suzie: We have a contract with the end user. If he's no longer a 

customer, we no longer have a contract with him. 
1) Preston: Let me recap. Access is closed. CSA is not closed, but 

someone heavy is sitting on top of it. SAs and grandfathered issues are in the 
same category. 

m) Suzie: Basically, yes. With grandfathered services, if a customer 
makes a change, we'd move them to the new service. 

n) Greg: Do you have a list of issues that would help persuade you? 
0)  Mary Jo: I don't think we're ready to do that. 
p) Suzie: We'd be better off getting past Electronic Interface before 

we discuss that. 
q) Preston: Cost is a factor. Once Electronic Interface is gone, things 

will speed up a lot. I'd like to go through promotional offerings to make sure 
what's being said (attachment 4) 

r) Suzie: You've got a list of exceptions. If It's not listed as an 
exception, then the discount applies. 

The discount that is applied to the service 
d) 

e) 
9 

g) 

7. Action Items (attachment 5). 

meetings. 

require 7 or 14 day notification. Mary Jo will verify with the SME and report back 
by Friday. 

8. 
the planning session 

a) 

b) 

Suzie and Preston agreed to review Action Items in their Friday 

Greg: Regarding Item #16, I think some of your pricing changes 

Joint Core Team Planning Session. Preston discussed the objectives of 
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BST / AT& T Core Team Negotiation . # 6 

April 24,1996 

Aaenda 

1. Electronic Interface Issue 
- Business Case input 
- Timing of Decision 

2. Review Process for Closure. 

c 

3. Pending & Outstanding Items 
- promotions and pricing plans 
- CSA'S 
- ONA's 

4. Items to Be Escalated 
- April 4 request for cost information 
- resale list 

5. Joint Core Team Planning 

6. Re-cap 
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April 18, 1996 

Fax To: Preston Foster 

Fax #: 404 8 10-8477 

From: Suzie Lavett 

Subject: CSAs and SAs 

As we have discussed, Contract Service Arrangements and Special Assembly 
arrangements will not available from BellSouth for resale. Below is 
clarification regarding where such arrangements are found in BellSouth’s 
intrastate tariffs. 

In North Carolina and Tennessee, Contract Service 
Arrangements (CSAs) are filed with the PSC in Section A5 of 
the GSST tariff or Section B5 of the Private Line Tariff. CSAs 
are not filed in Georgia, Florida or Louisiana. We do file a 
quarterly report listing CSAs done that quarter with the Florida 
Commission. 

In North Carolina, Special Assembly Arrangements (SAs) are 
filed in Section A5 of the GSST tariff or Section B5 of the 
Private Line Tariff. SAs are not filed in Georgia, Florida, 
Louisiana or Tennessee. 

Please give me a call at 404 529-7496 if you have any questions 
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April 23,1996 

Fax To: Preston Foster 

Fax #: 404 81 0-8477 

From: Suzie Lavett 

Subject: Resale Tariff Items 

As we discussed in our Core Team meetings, "promotional offerings" will not be 
available for resale. Promotions are pricing arrangements such as temporary non- 
recurring charge waivers for a particular service or gift offerings associated with the sale 
of a service. Such offerings will generally be identified as "promotions" in the GSST and 
Private Line tariffs when resale tariffs are effective. 

Also, as clarification from our last meeting, resale discounts will apply to multi-service 
pricing packages that are not "promotions", such as custom calling packages that 
provide a reduced overall price for more than one customer calling service. 

In addition. the resale discount will not apply to non-recurring charges. It was 
determined that there were no avoided costs associated with those charges in a resale 
environment. 

The Louisiana tariff provided at the last meeting provides a list of tariffed items that are 
not subject to the resale discount. In addition, LifeLine services previously discussed 
and documented in our Core Team meetings are excluded from resale. Lifeline services 
were not shown as an exception in the Louisiana tariff because the service is not offered 
in that state. 

Please give me a call at 404 529-7496 if you have any questions. 



April 24,1996 

To: Preston Foster 

From: Suzie Lavett 

Subject: 4/17/96 Core Team Meeting 

In our April 11, 1996, meeting, AT&T accepted responsibility for documentation of action 
items agreed to in our Core Team meetings and committed to share that documentation 
with BellSouth by each Friday after the weekly meeting. AT&T has been unable to 
keep this commitment and as you can see below, there appear to be some 
misunderstandings regarding items agreed to in our meetings. Why don't we review 
action items in our weekly Friday Project Review meetings or that you and I have a 
separate meeting following that meeting to true up our activities? 

Following is my response to your April 23, 1996, memo regarding our last Core Team 
meeting. 

Item #2: I have not received any updates to the matrices but I had 
understood the commitment to be that Pam would contact me if she 
had additional changes. 

Item #3: We did agree to swap information. I understood that Chris 
Weakly of AT&T is working on how the data will be transmitted and I 
am not aware of the status of that effort. 

Item #4: I did #agree to venfy the BST team structure. Scott will 
continue with his current duties until Mark Fiedkr is on board before 
May 1, 1996. The charts will be updated at that time. 

Item #5: Provided 

Item #8: Faxed to you on April 18,1996. 

Item #9: Same as Item #5 

Item #lo: Faxed to you April 23,1996 

Item #14: We did not agree to provide BSTs position on April 19, 
1996. We did agree to provide a status at our next Core Team 
meeting. As we have discussed in several meetings, any reversal of 



P 
BST's position could be a lengthy process and we cannot commit to a 
date at this time. 
Item #15: This was to be handled in the April 23 Pricing meeting. 

Item #16: I lefi word April 19 that there was no change in the position $\ 

discussed in the last meeting. Notification of new service offerings 
will be via tariff filings. The state tariff become effective after filing as 
follows: 

\ 

6 6 e 

GA--30 Day waiting period 
TN--30 Day waiting period 
NC---30 Day waiting period 
FL-30 Day waiting period for RATE increased 

IA---30 Day waiting period 
15 Days for TERMS & CONDlTlONS 

BellSouth will continue to meet its ONA requirements as we do so 
today. 

Please give me a call at 404 529-7496 if you have any questions or would like to discuss 
the proposed Friday review of action items 

4n4i96 
Page 2 



April 24, 1996 

To: 

From: 

Preston Foster 

Suzie Lavett 

Subject: 4/17/96 Core Team Meeting 

In our April 11, 1996, meeting, ATBT accepted responsibility for documentation of action 
items agreed to in our Core Team meetings and committed to share that documentation 
with BellSouth by each Friday after the, weekly meeting. AT&T has been unable to 
keep this commitment and as you can see below, there appear to be some 
misunderstandings regarding items agreed to in our meetings. Why don’t we review 
action items in our weekly Friday Project Review meetings or that you and I have a 
separate meeting following that meeting to true up our activities? 

Following is my response to your April 23. 1996, memo regarding our last Core Team 
meeting. 

Item #2: I have not received any updates to the matrices but I had 
understood the commitment to be that Pam would contact me if she 
had additional changes. 

Item #3: We did agree to swap information. I understood that Chris 
Weakly of ATBT is working on how the data will be transmitted and 1 
am not aware of the status of that effort. 

Item W. I did #agree to vefify the BST team structure. Scott will 
continue with his current duties until Mark Fiedler is on board before 
May 1, 1996. The charts will be updated at that time. 

Item #s: Provided 

Item #8: Faxed to you on April 18. 1996. 

item #9: Same as Item #5 

Item #lo: Faxed to you April 23. 1996 

Item #14: We did not agree to provide BSTs positiin on April 19. 
1996. We did agree to provide a status at our next Core Team 
meeting. As we have discussed in several meetings, any reversal of 
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BST's position could be a lengthy process and we cannot commit to a 
date at this time. 
Item #15: This was to be handled in the April 23 Pricing meeting. 

Item #16: I left word April 19 that there was no change in the position $& \ p- 
discussed in the last meeting. Notification of new service offerings 
will be via tariff filings. The state tariff become effective after filing as 
follows: 

! 

0 $ 

GA--30 Day waiting period 
TN-30 Day waiting period 
NC-30 Day waiting period 
FL-30 Day waiting period for RATE increased 

LA-30 Day waiting period 
15 Days for TERMS 8 CONDITIONS 

BellSouth will continue to meet its ONA requirements as we do so 
today. 

Please give me a call at 404 529-7496 if you have any questions or would like to discuss 
the proposed Friday review of action items 

4/24/96 
Page 2 
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Preston 0. Foster Roam 10140 
District Manager 
Strategic Planning ~ Market Entry 

1200 Peachtree St. 
Atlanta. GA 30309 
404 810-8548 
FAX: 404 810-8477 
AlTMail!pfoster 

Apnl26,1996 

Dear Suzie: 

Below, as information and for action, are the action items and summary of our 
April 24, 1996, AT&T / BST Core Negotiations meeting. They are: 

1. Suzie agreed to share with Preston, at their meeting on April 26, BST’s 
decision regardmg whether they will go forward with ED1 ( Suzie called 
Preston on 4/25/96 to say that the BST decision on ED1 would not be 
available until next week). Preston reiterated AT&T’s need for an immediate 
decision on ECI. Suzie said that the business case for ECI is scheduled to go 
to BST executives for decision on 5/1/96. 

2. Preston asked if BST would be willing to “partner” with AT&T in the 
development of the ECI business case. Suzie said that BST was almost 
finished with the business case, but would welcome any input that would help 
clarify the need for electronic interface. Preston said that AT&T would 
provide input by 4/26/96 (Preston called Suzie on 4/25 to say that there was a 
possibility that such input would not be available until 4/29). 

3. Preston reviewed the process for closing agreed-to items for inclusion in 
the final document. Preston asked Sylvia and Mary Jo to review the process 
and timefknes for legal review and advise the team regarding their needs. 
Preston also asked Neil and Bob Scheye to review the process and iterate or 
revise it to meet their needs by 5/1/96. 

4. Suzie invited Neil to come to BST to review certain cost documents that 
he requested on 4/4/96. Neil agreed to travel to BST to meet with Reg Starks 
to review the information and copy it, if necessary. Neil asked for the service 
specific cost data requested on 4/4/96. Suzie said that BST’s position was 
that the data was not relevant to these negotiations. Neil and Sylvia 
disagreed. Sylvia said that AT&T would escalate this request. Suzie said 



that she would meet with Allan Price on 4/25 and fax Neil a copy of the 
escalation form. Sylvia asked why BST would not supply the information. 
Mary Jo said that cost information associated with specific services was not 
relevant. Sylvia said that allowing AT&T to review those costs would allow 
us to question BellSouth’s understanding of avoided costs. Mary Jo 
disagreed and said that the NDA gave BST the perrogative to withold 
dormation. Sylvia disagreed that the NDA conferred any right to withold 
mfomation and said that the Telecommunications Act called for BST to 
negotiate these issues and that meamngfid negotiation was not possible 
without this information. Mary Jo disagreed. Neil provided an example of 
how the information would facilitate meanmgfid negotiation. Mary Jo 
disagreed, but said that she was not a “cost person.” Preston said that AT&T 
understood that, but since BST did not bring a cost person to the Core Team 
table, we had to discuss the issue with those present. Suzie said that we 
would not resolve the issue here. Suzie and Preston agreed to escalate the 
issue. Suzie said that she would discuss the issue with Allan Price and let 
Preston know their position on Friday, 4/26/96. 

5. Suzie stated that there was a communications problem in that Preston had 
not received some of her faxed responses ( re: promotions and pricing plans, 
ONA’s, and new services). The s u m m q  of action items indicated that 
some of these items were still open. Preston confirmed that he had not 
received the information, apologized for any confusion, and committed to 
inspect his fax / administrative systems. S e e  commitkd to call Preston to 
verify his receipt of sent faxes. 

6. In reference to CSA’s and SA’S, Suzie said that the 4/19/96 meeting of 
BST executives yielded no change of position. However, BST might 
consider a change of position in the context of the negotiation of a broader set 
of issues. Greg asked if BST had a set of issues that could persuade them. 
Mary Jo said that she didn’t think that they were at that stage yet. Suzie 
confirmed that if a service was not listed as an exception, the resale discount 
applies. 

I. Suzie and Preston agreed to review action items at their Friday morning 
meetings. 



8. Greg said that he believed that some of BST's pricing changes required a 
7 or 14 day notification. Mary Jo will venfy with the SME and confirm on 
4/26/96, 

/-. 

9. Preston reviewed the objectives of the 5/1/96 joint planning session. They 
are to schedule cost and price issues for closure and to anive at joint schedule 
for successfully completing the negotiations process. 

The next meeting is scheduled on 51/196 at 1200 Peachtree Street at 3 p.m. 
Please call me on 404-810-8548 with any questions or concerns. 

Sincerely, 

Preston G. Foster 
Lead Negotiator 

n AT&T 
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JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

May 1, 1996 

On Wednesday, May 1, 1996, the Joint AT&T/BellSouth Core Team met at 1200 
Peachtree Street with the following in attendance: 

Neil Brown 
Wayne Kendall 
Greg Follensbee 
Randy Jenkins 
Mason Fawzi 
Mary Jo Peed 

Pam Nelson 
Preston Foster 
KenMcNeely . 
Quinton Sanders 
Suzie Lavett 
Andre’ Mule’ 

1. 

2. Cost information data request 

Preston reviewed the agenda (attachment 1). 

a) 
b) 

c) 
d) 

e) 

9 

g) 

Regarding Neil’s 4/4 data request 
Neil: Suzie delivered incremental cost studies for unbundled loop, 

usage 
Wayne E l l i n  will meet with BST cost expert to discuss studies 

Suzie: We’re still reviewing requests for additional data. Not ready 
to set up time for you to look at additional cost information. Our exwt on that is 
Frank Kotb. 

Neil: I asked for 8 substantive answer. This is somewhat less than 
that I need a basis to recommend a position to our team. 

Mary Jo: The real stidcing point for BST is cost studies assodated 
with Retail Services. I don’t see any give and take on AT&T’s part here. Suzie 
and I continue to try to find compromise solutions. 

Neil: I’m looking et the scope of the data request to see if I can 
make an offer and compromise. I fulfilled that commitment. 

1. 
responses to 1 and 2 would meet our needs. 

2. 
Neil: Help me understand your position 
1. Suzie: We don’t see retail studies are relevant. There‘s 

nothing new to add. 
Neil: We need to compare these to your avoidable cost studies so 

we can challenge your numbers 
Mary Jo: Would you be willing to look at not numbers, but 

categories? The elements that go into cost studies? 

I agreed to take issues 3 and 4 off the table and see if 

I provided rationale why we needed retail cost studies. 
h) 

I) 

j) 
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k) 

1) 

m) 

n) 

Neil: I’d be willing to look at that, but that probably won’t meet my 
needs. 

Mary Jo: As I looked at AT&T cost studies, I found them related to 
Armesis cost studies. I see a conflict with what you’re asking for m. 

Neil: We’re trying to get at what you have. This is the only way I 
know. 

Greg: If we considered looking at the list of elements, how long 
would it take for you to put it together? 

1. Mary Jo: We’d have to take the numbers off. We could get 
some of it together by Friday. These would be redacted copies. 

Neil: We would like to review that by Friday. 
Mary Jo: Well, can we start there? 
Neil: Tell me again why you feel the numbers are not relevant. 
1. Mary Jo: We articulated those reasons at last week’s 

Neil: Friday, we’ll have someone show up at the BST Center. 
1. Mary Jo: We’ll get you the contact name by tomorrow 
Greg: Using publicly available data is all we have. This is a 

Mary Jo: Maybe when you look at the categories of elements, you’ll 

Neil: What about Wayne’s request? 
1. 

2. 

0) 
p) 
q) 

meeting 
r) 

s) 

t) 

u) 

* 

validation of our own study. That’s one of the reasons we seek this information 

be $atisfed. 

Suzie: We’re having a meeting to determine what we can 

Neil: I’d like to tentatively have Wayne get with Frank an 

a) 

b) 

provide. I’ll get Frank Kolb to give Neil a call. 

Monday. 

schedules. 

work this out. Frank woks for Jim Anderson. 

3. Escalated Items (attachment 2) 

the BST proposal won’t meet our needs. 

Mary Jo: Can’t promise Monday. We’ll have to chedc 

Suzie: I’d like to get Frank to call you tomomm and 

a) 
b) 

Pam: We’re using Suzie’s form for thm report. 
Re: Pre-Ordering Interface for reseNation of telephone numbers, 

1. 
2. 
3. 

Suzie: Options are being looked at 
Greg: When will your opttons be identified? 
Suzie: We put two weeks to the SMEs. We’re ch8cking on 

alternatives. I’ll let you know and report back next Wednesday. We’re Optimistic 
about providing you with a mechanued file. 

Pam: Our desire is for electronic interface, of course. 

Pam: This gets to the panty issue. BST is proposing a 

4. 
Re: Local Maintenance Electronic Bonding 
1. 

lesser system than they use. 

c) 



2. Suzie: We have a meeting tomorrow to work through the 
flow. We’ll be prepared to meet your needs. We’ll have the people to handle 
this. 

3. Pam: If not handled tomorrow, we’ll continue on the 
escalated track with this. 

4. Suzie: I don’t think this is ready for escalation yet. We want 
to provide you with the same level of service we provide others. 

5. Mary Jo: Why should you care about the process we use if 
we’ve committed to a certain level of service? 

6. Pam: Our understanding is it‘s going to be a different, labor 
intensive system 

7. Mary Jo: Is this document accurate? 
* 8. Greg: I’m not sure it is. Let‘s &view the document, maybe 
at tomorrow‘s meeting, and bring it up to date. 

9. It was agreed to table this discussion until affer.the document 
is reviewed. 

Re: Rates to be applied to TSR calls from AT8T customers lines to 
BellSouth customers lines when the calls are made collect, billed to BST 3rd 
numbers, or billed to BST calling cards. 

1, Suzie: We have some work going on this. 1’11 be prepared to 
report on next Wednesday. 

e) Re: PICchanges 
Suzie: I’m not sure w can solve this. I need to review this 

internally and this may be one we can escalate more quickly. 
Greg: What you’re saying is when you’re a long distance 

provider and your customer calls us, if we’re the local service provider, and wants 
to change long distance provider, you have no problem with our making the 
change. 

PIC changes. 

check on it. 
II 9 
wording of the escalation forms. 

d) 

1. 

2. 
+ 

a) Suzie: No. 
3. Sue: If you’re buying dial tone out of our port, we’ll make 

4. Suzie: I have a reply that I thought was W d  on 4/19. 1’11 

Suzie agreed to report back next Wednesday and will review the 

4. 
TSLRIC wholesale studies, will BST provide those? 

studies. 

Neil: Could we return to the cost studies? Regarding Request 2, the 

a) 

b) 
c) 

Pam: Suzie, could you and I take as an action item to take all issues and 

Mary Jo: BST provided a partial response, the avoided cast 

Greg: You don‘t have them? 
Mary Jo: right. We don’t have them. 

* 5. 
go through them on Friday? Or, no later than next Tuesday? W e :  OK 

n 



6. Electronic Interface (attachment 3) 
a) 

Electronic Interface is ED1 is a standard way of transmitting data. ECI is an 
umbrella term 

b) 
c) 

d) 

Suzie: As I understand it, the difference between ED1 and 

Preston: Is ED1 an interim solution? 
Suzie: The OBF subcommittee recommends ED1 as the permanent 

solution, not something we’d have to re-do. 
Preston: I thought ED1 was interim. What changed? 
1. Suzie: The OBF recommendation of ED1 as a standard. We 

want AT&T’s support on that. 
2. Preston: For US to support this, we’d have to compare our 

requirements with ED1 
3. Suzie: We’re using your ED1 requirement 
4. Greg: We’re still looking at ED1 as interim 
5. Suzie: That‘s not what we understand. I thought Jim Camll 

and Scott discussed this. 
6. Greg: I don’t think so. We’ll check with Jim, though. 
7. Pam: We’ve given you two sets of requirements. ED1 for the 

interim and a longer range proposal. . 

8. Suzie: We’re looking at a LAN as being the long term interface 
9. Pam: The end-of-mind is to have on line access. We need 

to understand in a holistic way. 
10. Pam and Suie agreed to get the SMEs together on Monday 

(Jay Bradbury and Becky Higdon) 
1 1. Preston: We need to give them a date certain to get back to 

* 12. Wecangetastatusinaweek, butitwilltakeweeksto 
define the transactions. We’ll have a weekly status report on progress. 

13. 
request for support at OBF. 

e) Preston: Is your 90 day timeframe for p i s i o n  of EDI measured 
from 5/67 

1. Suzie: If we can move quickly, we a n  meet the 90 days. 
2. Preston: Our objective is to be up and running by 7/1 
Greg: Help me understand use of the word ‘ requimnr.  Have 

1. Suzie: We need to discuss speciiic transactions, as well as 

Preston: AT&T is willing to consider paying for electronic intetface. 
1. Greg: We’re waiting for your business case. Ameritech and 

PacTel’s business cases showed they would save money. We don’t know that 
there is a need for you to charge us anything. We’re not agreeing to net it out on 
the discount. The cost may be so small. There’s just not enough evidence. 

t 

us. 

Preston: We’ll need a timeline before we can address BSTs 

9 
we given Jay and Becky the requirements? 

costs 
g) 

h) 
I) 

Neil: We will agree to review any proposal you send us. 
Greg: We’ll provide a written reply to Scows letter. 



j) Greg: On the expectation that we withdraw our petition at the PSC, 
we don't know until they meet next week what will be provided. 

k) Neil: Are you talking about the 10% penalty or the petition to 
provide electronic interface. 

1) Preston: This is an area where we can both win. AT&T will 
consider withdrawing our request at the PSC if BST provided the service we 
wanted. 

m) Preston: We'll provide a written reply to Scott's letter by Friday. 
n) Pam: What is the status of the business case? 

1. Suzie: It was reviewed at the AVP level last week. It's on 
target to get it finished today. It will be circulated to upper management. We 
could have it back by 5/15. 

gave us. Now I'm hearing some concern. If this won't meet your needs, we need 
to know. 

0) Preston: Could this be delayed? 
1. 

2. Preston: We won't know until Jay and Becky get together. 

Pam: Regarding unbundled elements meetings, we need to get them 

a) 

Suzie: We are committing to provide the ED1 proposal you 

7. 
scheduled. 

confirmed. Hopefully, we can get dates this evening. 
Suzie: We confirmed a 518 meeting. We don't have others 

8. We agreed to handle joint scheduling and planning in another meeting. 

9. Preston and Swie will meet Friday at 10 am to discuss project status 

* 10. Preston: Re: Louisiana resale tariff, we had questions on that. We need 
to talk about them next week. By Monday, we'll give you a list of questions. 

11. Next meeting: 675 W. Peachtree Street at 3 pm. 
The time for the May 15 meeting was changed to 1 :OO pm. 

/- 
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BellSouth / AT&T Core Team Negotiation 

Agenda, May 1,1996 

1. Cost Information Data Request Discussion 

2. Electronic Interface Discussion 

3. Joint Scheduling / Planning 

4. Other Items 

5. Re-cap 
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April 26, 1996 

Suzie Lavett 
BellSouth 
Room E5G 
3535 Colonnade Parkway 
Birmingham, AL 35243 

Suzie, 

FAX Delivery 

I am sorry that I missed your call yesterday. 
indicated that you would be available today to discuss my concerns 
regarding the telephone number reservation process documentation 
which I received from Shirley Wilcox on 4/23/96. I hope we will 
be able to work together today. 

As we have discussed in our negotiations meetings, ATCT desires an 
electronic interface for telephone number reservation. Although 
not specifically stated in the documentation provided on 4/23, I 

Your message 

assume this manual process represents the interim process proposed 
by BellSouth. 

This proposal is not satisfactory to meet ATCT's requirements for 
an interim solution to telephone number assignment. ATLT must be 
able to offer the customer an ordering experience at parity with 
ordering process experienced by BellSouth end user customers. 
an integral part of the initial contact with the customer, the 
telephone number reservation system must be a smooth, expedient 
process. This solution has several defects which render it 
unsatisfactory. 

1. 

As 

Bellsouth has about 200 CILLI codes in the state of Georgia. 
The proposal suggests that we could be responsible for 
administration of 200 separate lists of 100 reserved numbers 
for the state of Georgia. Additionally, as part of the 
administration function, each telephone number would have to be 
dated to insure that as reservations expire, unused numbers are 
deleted from the lists. 
nine state BellSouth area, the concept of administering paper 
lists becomes unworkable. 

As an interim solution to manage the 

2. This proposed reservation system would impair ATCT'S ability to 
move/balance work load among workcenters that are 
geographically separate. 

3. Quality control for this process would be costly and time 
consuming, if even possible. 



c. 
4. Although we have discussed reservation of vanity numbers, 

vanity number reservation is not addressed in the process 
outlined by BellSouth. 

We have discussed this process many times in our meetings. ATCT 
has always maintained that this concept would need to be enhanced 
to make it acceptable as an interim solution. Since this 
proposal has not evolved into a more useable process, we must now 
consider other options. 

ATCT's proposal f o r  the interim period is that our representative 
call for a TN reservation for each customer requiring a telephone 
number. Although this procedure still does not provide parity, the 
simplicity of the process makes it more acceptable as an interim 
solution. 

Cindy Clark 
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Southern Region 
Rmm 12W47 

Jay M. B r a d b y  R o m c d o  n 
Manager lux) Pus- SI., NE 

AtLau, GA 30309 
4C4-81&8M)5 

April 29, 1996 

Suzie Lavett 
BellSouth 
Room E50 3535 Colonnade Parkway 
Birmingham, Alabama 35243 

Dear Suzie: 

VIA FACSIMILE 

RE: Lncal Maintenance Electronic Bonding 

Until recently, BellSouth has repeatedly asserted that. with the exception of testing, they wen ready to 
implement M interface that would provide upabilities to AT&T's work team that w m  at parity with those 
available to BellSouth's Residence Repair CenteR 0 and Business Repair ccotns (BRC). by using the 
existing IXC EB Gateway. 

During our April 17, 1996, Total Services Resale Maintenance Meeting, wc had significant dkussioa 
concerning BellSouth's provisioning and developnmt of local maiatatance electronic bondiog. Bob 
Anderson's description of the capabilities of the electronic bonding PI being m v d  steps brhvudr from 
the existing capabilities in BellSouth's centers was in shrrp u)nhLpt to BellSouth's previous assertions. 

Bob's description of the status and plans for local maintenance electronic bonding clearly deed not 
represent an existing or planned interfpce designed to provide AT&T's and eud ILY~ with I parity 
maintenance and repair expcrimce. ?he disparity Bob dcscriks plrcg AT&T in a grossly disadvantaged 
position, and is totally unacceptable. 

Bob statui that 82% of repair requests handled in the RRCs are mtmd into and flow through rho Trouble 
Analysis Facilitation Inlerfpct (TAFI) system. Bob rrported that TAFI provided ml or mu rsrl-rims 
interfaces to many other system and dnrpbnss in BellSouth. including vuious teStiry systems, CRIS. 
BOCRIS, PREDICTOR. and othm which allow verification and testing of nrstomsr mrb. faaucs. 
translations, facilities. etc. Bob indicated that clearing times using TAFI were mtinely lcss than 40 
minutes, and that using TAFI a Customer Service Analyst (CSA) could clar aa rmny PI 17 ticketa an hour. 

Bob said the numining 18% are handled froma manual sc-g pool using rho L a q  M.intenanw 
Opmtions Support (LMOS) system. Bob reported that requcsg in the mrmul r e  pool might wait up 
to 2'h hours before king picked up for screening and testing. Bob stwd that using LMOS I M.incensnce 
Analyat ( MA - a higher pay grade employee) could only clear 9 ti& an hour and that avenge clearing 
tim was greater thnn double that of the TAFI tickets. 

Bob reported that the existing and planned local maintenance electronic bcndiig i#c&w to the RRCS and 
BRCs was only to LMOS, not to TAFI. and that therefore AT&T customda rrpoar would .LL be W e d  
from the manual screening pool. This will not meet AT&T's requiremata or provide parity for AT&T 
CUSlOmCfS. 

As I reported, AT&T has recognized the complexity and level of design effort necesvry to implement a new 
local maintenance electmnic bonding interfncc to the ncwest geauatian of operations suppod system being 
provided in its o m  local work centers, and the potential for local maintatance volumed to exceed the 



capacities of the existing IXC EB Gateway facilities. AT&T's implementation schedule does not call for the 
testing or use of local maintenance electronic bonding until late 4496 or possibly 1497, well a h  we have 
entered the local market. 

W e  recommend that BellSouth utilize this additional interval to redesign its interface to provide AT&T with 
access to the TAFI system, and my future systems BellSouth might deploy, to provide parity for AT&T 
CUStolUers. 

During the interim period methods and procedures for a telephonic work center to work center interface 
which will allow BellSouth to enter and clear AT&T customer's troubles using TAFI can be negotiated. 
AT&T believes an interim prrnngemt can be negotiated which will be acceptable to AT&T, more efficient 
for BellSouth than the LMOS only interface it has designed. and not disadvantage AT&T customers. 

At our May 2, 1996, meting AT&T expects BellSouth to commit to develop md implement for testing on 
December 2, 1996, a Id maintenance electronic boading interface pmvidmg capabilities to AT&T's work 
centers, including testing, that wean on parity with those available to BellSouth's Residence Repair Centers 
(RRC) and Business Repair Centers (BRC). Further AT&T expects BellSouth to be able to wmmit to 
interim telephonic methods and procedures for the interval from the planned start of joint local market entry 
interface testing on July I ,  1996, until local maintcapncc electronic bonding is fully implemeated. 

Yours truly, 
A 

cc: AT&T Core Team 
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April 15, 1996 

Suzie Lpwir 
BST Lead Negotiator 
Room E56 

Birmingham, AL 35243 

Dear S e e :  

3535 coronllade P m b q  

Listed below are the action items B e l h t h  agreed to respond to dwing ow Ap.115, 
1996. Account Mm‘nzename conference call: 

- By the end of the week, BeUSourh (slue Luven) will up&& the Total Service 
Resale Skztus document to refict skztus on the AccountMainemnce 
requirement% 

-Requirement # 1 - S e e  mtt will discus the OUTFLOC @iredonma)  
Transaction feed with Shirley wilcox and kt Sue Ray bunv by April 16, 
1996, BeilSouth ’s pLm fw meeting this requirement 

- Requirement # 2 - Be&& will accept PIC Only changesfrosn AThT via 
the Service Or& h e s  and chmgc the nonnai PIC Only rate 01.49). 
BellSouth (Ed Welch) will fonvard AT&T (Sue w) the revised LocrJ 
Service order 0 rejkciing tharr ‘Ifield“ adzitions hy the end of the week 
7hp on& Mtcsotvcd iswe with respect to requirement # 2 is: BeilSouth has 
not commit& do ppwids AT&T Sen& order “Conlploiiont”. Thr 
“Compietion” iscrrr hpr been escahted 

- Requirement # 3 - AT&T’spariiion is* BellSouth to reject LXC PIC 
Changes(5uithLSPID) whenanLYCse&aPICChangetoBeUSouth 
i d o f t h e c u s t o m u ’ s L S P  (AT&T’sLocalCi*rronrrr). BellSouth’s 
pasitim is thrrl rinu rhcy are the SUT they will w o r k a u M P I C  
Changes B e l b t h  wiU re-emluate their paition by the end of the week, and 
Let AT&T (Sue w) know if it chmgex AThT is escabing this iswe. 

To continue negotialing the AccomtMaintnmce requirement& p k p p o v l d c  timely 
re.pm.ses to the abow action items ATdT is e e m e l y  c0IWr)lcd thrJt Bellsouth 
plcmr on accepting PIC Changes for AT&T’s Loccrl customers. We aw crlpo concerned 
that BeILYouth will not hrm the DiredConnect feed m p l w  in a time& -. 
Sincere&, 



BELLSOUTH 
TELECOMMUNICATIONS @ 

April 30,1996 

Mr. William J. Carroll 
Vice President 
Room 4 170 
I200 Peachvee St.. NE 
Atlanta, Ga. 30309 

Dear Jim: 

In a letter dated April 26, 1996. BellSouth advised AT&T that evaluation of AT&T's 
proposed ED1 interface for transmitting~local service requests was near completion. 
Based on the results of that evaluation, BellSouth is now prepared to move forward with 
ED1 implementation, subject to the following parameters: 

scope: 

Our discussions to date have centered primarily around resale. However, BellSouth 
intends to complete both resale and facilities-based ordering scenarios simultaneously. 
Specifically, we initially will support an interface for residence and business basic 
exchange services, as well as number portability and listings. thnt includes service order 
bansmission and firm order codmat ion .  

Timeline: 

As I am sure you are aware, standard ED1 implementations generally proceed in phases, 
the first of which includes the negotiation of the wansaction sets to be used and the 
detailed definition of data requirements. BellSouth is prepared to begin intensive 
negotiations with AT&T to jointly develop these elements. BellSouth has assigned the 
necessary technical experts to this project and chose experts are available to.work with 
AT&T on a priority basis beginning M a y  6, 1996. Specific arrangements can Ix 
coordinated by the BellSouth/AT&T core negotiating team. 



h 

The overall completion date for the ED1 effort is dependent upon the completion of Phase 
One. Therefore. BellSouth is unable to commit to a fmal implementation date at this 
time, However. a preliminary view indicates the overail time line wll be no more than 
three months from the time the Phase One work begins. 

I t  is BellSouth's understanding from discussions with AT&T last week that AT&T's 
request for an electronic ordering interface will be satisfied by BellSouth's 
implementation of an ED1 arrangement for local service requests. BellSouth, therefore. 
expects that AT&T will withdraw this issue from its pctition before the Georgia Public 
Service Commission. In  addition, BellSouth would expect AT&T's support in the 
Operations and Billing Forum (OBF) of the specific ED1 development being pursued by 
BellSouth 85 a result of AT&T's request. BellSouth also understatids that AT&T has 
indicated a willingness to pay for the electronic interfaces being requested. Rather than 
developing separate charges, BellSouth's intention is to net the appropriate costs against 
the avoided cost9 associated with resale. 

Finally, BellSouth must take issue with AT&T's continued assenion that no response or 
progress on electronic interfaces for pre-service ordering and service trouble reponing. 
BellSouth has, in fact. developed pre-ordering interfaces to access information from two 
systems for a May I ,  1996, availabiliry date, which was the original commitment to 
AT&T. In addition, the existing IXC gateway for electronic trouble reporting conlinues 
IO be available for AT&T's use as a rcseiler. 

Sincerely, 

U C W  
W. Scott Schaefer Y 
Acting Vice President 
InterConnection Services 

cc: SuieLaven 
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CSG Market DewbmmM 

May 3,1996 

Suzie Lavett 
BellSouth 
3535 Colonade Parlway 
Room E5G 
Birmingham, AL 35243 

Dear Suzie: 

1200 Peachtree St. 
Atlanta. GA 30309 

(VIA FAX 404-420-003 1) 

Below, as information and for action, are items from OUT May 1, 1996 joint Core 
Team Meeting. They are: 

1. Preston Foster, ATBrT’s Lead Negotiator, and Neil Brown, ATBrT’s Lead Cost 
Negotiator, followed up on their April 4, 1996 request for service specific 
avoided cost studies. Brown reiterated the need for service specific avoided cod 

wholesale pricing. Suzie Lavetf BST’s Lead NegotisQ1. said that Bellsollth 
was revisiting which studies woufd be made available and which shwligfbcp 
considered not relevant. BST will, however, allow AT&T to view lista of 
categoria used by BST in their cost studica on Friday, May 3, 1996 by 
providing AT&T with access to redeaed service specific avoided cost studica 
(blocking out specific numbers). BST committed to provide Neil with a contact 
by Thursday, May 2 for details reearding review of such rrdacted cod studies. 

studiesinordcrtoundustand,nlatiwto eachsaviceavailable folresale,wfiich 
costs act avoided. AT&T meds this informetion to detarmne thcappmp&e 

2. Regarding Wayne Ellison’s request for additional information on the unbundled 
cost studies, Suzie will have Frank Kolb call Neil on Thursday to work out 
details. 

3. Regatdig the pre-ordering interface for reservation of telephone numbas. BST 
is checking on alternatives. They’ll report back next Wednesday. 

4. L d  Maintenance Electronic B o d i  escalation was tabled. We agreed to 
review the escalation form and bring it up to date. 

5. Regarding rata to be applied to TSR calls h m  AT&T customers l i i  to BST 
customers lines when calls an made collect, third number, or billed to BST 
calling car& BST is reviewing currmt work, and will report next Wednesday. 



- - -  

P. 

6. Regarding PIC changes, Sude will review pr~gress, review the wording of the 
escalation fonn, and report back Wednesday. 

7. Pam and Suzie wed to review all action item introduced today plus the five 
that have already been escalated, by no later than Tuesday. 

8. We discussed Scott Schaefer's 4/30 letter to Jim Carroll of AT&T regarding 
electronic interface. AT&T questioned whether ED1 was being offered as the 
ultimate solution or as the interim solution as previously discussed. BST said 
that they viewed ED1 as their long-term solution. AT&T reiterated that real- 
time electronic interface at parity with BST was the requirement. AT&T agreed 
to provide a written response to Scott Schaefer's letter by Friday, May 3,1996. 

9. BST would l i e  AT&T to withdraw its request for electronic iaterface from the 
Georgia PSC. AT&T stated that they were not sure if BellSouth's proposed ED1 
implementation would meet long term needs. AT&T agrred to consider 
withdrawal of this issue from Georgia PSC petition if a l l  of its necds are met in 
terms of substance and timing (including the provision of real-time intafaces by 
July 1,1996). 

10. We agreed to have the SMEs meet on Monday, May 6, 1996 for a thorough 
review of the electronic interfWDI issue, and provide a status report to the 
Core Team on Wednesday. We agreed to weekly status reports tkcafta. P 

i i . ~ e g a r d i n g t h e ~ o u i s i a n a ~ e s a l e ~ ~ ~ ~ ~ t ~ e g n e d t o p r o v i d e ~ ~ ~ w i t h a l i s t  
of questions by Monday, May 6. BST to respond by Wednesday. 

Thenlr you for your attention to these mattas. Feel h e  to call me at any time on 
(404) 810-8548. 

Sincerely, 

?4 dlk- 
Preston 0. Fosta 
LeadNegotiator 
AT&T 

P- 

o 



BIUSouth would Ilb. AT6T to ebrify its position on this issue. pluton. pkur dl mo 
at404 -7498 ifyouwish to discussthlr mrtt.r. 
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CSG Market Development 
May 6,1996 

1200 Peachtree St 
Atlanta. GA 30309 

Via Telecopy 
Suzie Lavett 
BellSouth Telecommunications, Inc. 
3535 Colonade Parkway 
Room E5G 
Birmingham, Alabama 32243 

Re: Louisiana Resale Tariff 

Dear Suzie: 

At the conclusion of our Core Team meeting on Wednesday, May 1,1996, 1 
suggested that we discuss at our next meeting issues relating to the Louisiana Resale 
Tariff which BellSouth has filed. It is our understanding that BellSouth has offered 
the Louisiana Resale Tariff as illustrative of what BellSouth will or will not resale. 
Inasmuch as the tariff represents your position on resale, the AT&T Core Team 
would l i e  to discuss the resale items and restrictions on Wednesday, May 8, 1996. 
You requested that AT&T submit a list of questions to you prior to the scheduled 
meeting so that you could ensure that the appropriate personnel would be present to 
answer AT&T’s questions. I have attached a list of questions to this letter in response 
to your request. 

As you are aware, Section 251(b)(l) of the Telecommuaications Act of 19% 
( the “Act”) imposes a duty on all local exchange carriers to not prohibit, or impose 
unreasonable or discriminatory conditions on, the resaie of te~ecomm~cat ions  
services. Such a broad resale obligation allows a new entrant, at a minimum, to 
match the range of services consumers have available directly horn BellSouth. 
AT&T believes that full resale rights are in the best interest of the consumer and 
required under the Act. 

I look forward to meeting with you and your team on Wednesday to discuss 
this very critical issue. 

Attachment 

cc: Mary Jo Peed 



ATTACHMENT A 
r‘. 

Section A2.19.13 Restrictions 

1. A219.1.3A2. On what does BellSouth base its definition of the term “jointly market”? 

2 .  A219.13BI. AT&T believes that this statement is overly broad. Does BellSouth maintain 
that there are no existing terms or conditions previously established for monopoly local 
exchange service which would be inappropriate in a resale environment? For example, 
BellSouth has identified the continuous property restriction in the Shared Tenant Service 
customers as not applicable in a resell market (See A2.19.13B5.). Clearly, there are others. 

3. A219.13B3. Please explain the public policy issues and rationale for not allowing flat rated 
business or residence service to be used for a HoteVMotel. Why does BellSouth maintain 
that this restriction should apply to resellers? 

4. AZ.19.13B3. Please explain the public policy issues and rationale for not allowing the use of 
flat rated business or residence’service to a Shared Tenant Service provider. 
BellSouth maintain that this restriction should apply to resellers? 

Why does 

5 .  A2.19.13B4. Why is Hotel and Hospital PBX service the only local exchange services 
available for resale to HoteVMotel and Hospital customers? Please explain the rationale for 
such a restriction. 

P 

6. A2.19.13B4. Why is Access Line Service for Customer Provided Coin Telephones the only 
local service available for resale to COCOTS customers? Please explain the rationale for 
such a restriction. 

7. A2.19.13B4. Why is the existing services listed in Section A27 the only local exchange 
services available for resale to Shared Tenant Service customers? Please explain the 
rationale for such a restriction. 

8.  A2.19.13B5. Why does BellSouth propose to restrict the aggregation of a Reseller’s local 
exchange trallic from multiple users to the “provisions, rates, rules and regulations specified 
in Section A27, with the exception of the continuous property restriction? Please explain 
the rationale for such a restriction. 

9. A2.19.13B6. Why is a Reseller “prohibited fiom furnishing both flat and measured rate 
service on the same premises to the same subscriber (end user)”? Please explain the public 
policy issues and rationale for such a restriction. 



10. A2.19.13B7. What does BellSouth propose to audit? Please explain BellSouth’s rationale 
for reserving the right to audit. 

11. A2.19.13C I through 4. Please explain the rationale for each restriction. 

12. A2.19.13D. Please explain the public policy issues and rationale for not allowing resale of 
each of the arrangements listed. 

13. A2.19.13D. What is the difference between Contract Service Arrangements and Special 
Billing Arrangements? Please explain. 

14. A2.19.13E. Why does BellSouth believe that this statement is necessary? Please explain. 

15. A2.19.13F. Why does BellSouth believe that this statement is necessary? Please explain. 

16. A2.19.13G. Why does BellSouth believe that this statement is necessary? Please explain. 

17. A2.19.13H. Please explain the public policy issues and rationale for this restriction. 



JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

May 8,1996 

On Wednesday, May 8, 1996, the Joint AT&T/BellSouth Core Team met at 675 
W. Peachtree Street with the following in attendance: 

Ken McNeely Preston Foster 
Neil Brown Randy Jenkins 
Mary Jo Peed Suzie Lavett 
Greg Follensbee Pam Nelson 
Ray Crafton Andre’ Mule’ 

1. 

2. 

the prices that BST is offering. This is Request # 5. 

Preston reviewed the agenda (attachment 1 )  

Outstanding Issue: Unbundled Elements cost studies 
a) Neil: You were going to provide a list of cost studies that support 

b) Suzie: They are still compiling this. 
c) Preston: When can we get this? 
d) Mary Jo: Soon. 
e) Neil: Would you leave me a voice mail telling me when this will be 

9 Mary Jo: As soon as possible. 
g) Neil: This is related to the price list Bob Scheye gave me Tuesday. 

Preston: Regarding non-recurring costs, Frank Kolbs view seems to differ 

ready? 

3. 
from yours. Frank says that most avoidable costs are in non-recumng charges. 
But you’ve told us that there are no avoidable costs in non-recurring charges. 

Mary Jo: Frank was prepared to speak to this at yesterday’s cast 
meeting, but we ran out of time. We’ll have to reschedule thii. 

Suzie: Maybe we’re not talking the same language. 
Neil: 1’11 ask Guedel to call Frank. We’ll await a response from 

Frank and take the follow up action that makes sense. (Neil then went to a 
telephone in the conference room, called Mike Guedel, and left a message for 
Mike to call Frank Kolb.) 
t d) Suzie: We need to clarify that to you in writing. I can give you a 
status on Monday. 

4. Preston: Regarding the redacted studies you committed to provide and 
then changed. We‘re concerned about that change. I don’t mean to offend, but 
we’re concerned about your level of empowerment. 

a) 

b) 
c) t 



a) 

b) 

c) 

Mary Jo: We are empowered thmgh the authonty given to us. 

Preston: ts there someone else who should be sitting at the table 

Mary Jo; I believe what we provided on Friday is similar to the 

There are times when we will have to go back and revisit information with others. 
I’m sure you have the same problem. 

who can help us close on issues? 

redacted studies we offered. We made the offer to provide this information. This 
is an issue that you all have filed a petition on in Tennessee. I don’t see why we 
have to discuss this further. 

Preston: I’m looking at a broader issue. I’m concerned about more 
than the Tennessee issue. 

Mary Jo: We have been given policy positions by our Company. 
I’m sure you have been, too. We cannot move from a policy position unless we 
are given the authonty to move off the position. Last Wednesday’s offer of the 
cost categories was an attempt to compromise on an issue. 

Preston: My problem is I don’t know where the line is. I’m stating 
that as a concern. As we come toward closure, we need confidence in each 
other. 

Suzie: I take exception to your comments on the limitations on our 
authority. We were working towards a middle ground. 

Neil: What you provided was less than what we asked for, and less 
than you committed. You said that you had to work overtime to put this together. 
I’ve got to believe that any overtime used was aimed at hiding facts rather than 
revealing facts. 

I) 
resent that you feet that way. Our people are working had to satisfy your 
requests. I’m sorry that the compromise we offed was not sufficient. It‘s not 
because we were trying to hide anything. I am insulted by that remark. 

j) 
line is. I’m going to need help understanding that. 

k) 
on your authonty. 

1) 
rn) 
n) 

0) 

d) 

e) 

9 

g) 

h) 

Mary Jo: BellSouth is not here to hide any facts from AT&T. I 

Preston: I’m not accusing you of anything. I’m not sure where your 

Mary Jo: 1’11 need the same thing from you. I‘m sure you have limits 

Ray: I think what we owe each other is good communications. 
Suzie: I think this is being blown out of proportion. 
Ray: Do we have any thoughts about how we can communicate 

better? 
Mary Jo: We don’t need any more processes. Any more processes 

will impede the negotiations. I think we need to figure out where we can reach 
agreement and proceed, and where we can’t agree let‘s set those aside. AT&T 
needs to identify the key issues. We’re getting so granular with the cost studies. 
That’s a lot of the frustration. We’re not looking at one year out, or two years out. 
AT&T is requesting us to build a Cadillac in a lot of these areas. 

negotiating from the Act. Regarding electronic interface, we’ve been talking 
about that since last September. We’re trying to be reasonable. We want to 

p) Preston: Regarding the avoided cost issue, we’re simply 



P work with you on time frame. We have to make an extra effort to hear each 
other. 

5. Louisiana Resale Tariff-Greg 
a) Greg began with a review of the restrictions in the tariff. 
b) Suzie: Remember, we are talking about a resale environment. A 

lot of restrictions are dictated by the Commissions. 
c) Mary Jo: As we move forward, and restrictions are removed, we’ll 

remove them from resellers as well. 
d) Greg: But isn’t this a good opportunity to go to the Commissions 

and get them to !iff them now? 
e) Suzie: We don’t want to create a new product line just for the 

resale market. 
9 Greg: If the restrictions are not appropriate, the time is right to 

revisit the issue. 
g) Ken: Is it still BellSouth’s position that the Louisiana Tariff is what 

BellSouth intends to resell to AT&T in all states? 
h) Suzie: Yes. I don’t have a problem going through these, but some, 

such as shared tenant services, are driven by the market. 
1) Greg: Let‘s go through these. 

a) First the term “jointly market.” What‘s the basis for the 
definition? 

1. Mary Jo: The term is what we believe Congress 
intended in Sec. 272g of the Act. It‘s not speculation. We researched the 
legislative intent. That, and Webster‘s dictionary. 

Greg: What do you mean by ‘packaged?” Can you 
give us examples? 

a) Mary Jo: Packaging of local exchange. m i c e  
with interlATA seivice, as in one-stop shopping. 

Mary Jo agreed to research why Bellsouth considers 
sales referrals, resale arrangements, sales agencies, and billing arrangements as 
‘joint marketing. 

b) 
Mary Jo: The law recognizes that there is a need for 

some dass of services restrictions (Example: You can’t resell residence selvice 
to business customers.) Our rationale has to do with arbitrage. Having a LEC 
buy residence service from us and reselling to business customers when we don’t 
have the same opportunity. Also, using a low usage service for a high usage 
function places more demands on the equipment. 

2. 
broadened it. 

3. 
AT&T wants to come back with a proposal, please do. 

4. 
restrictions on these? 

2. 

3. 

Greg: Let‘s go to class of service restrictions. 
1. 

Ken: In an attempt to define the statute, you’ve 

Mary Jo: It‘s our cut at what the law intended. If 

Greg: What about business services? Why 



P a) Mary Jo: An example would be pay phones. A 
pay phone provider would use the line more often than our average customer will 
use it. There are reasons for restricting lPPs to their special tariff. We have set 
up a tariff especially for those customers. They need blocking features, etc. 

forward in a competitive environment? 

market requires us to change, we will. 

5. Greg: The question is, is this what we want to carry 

6. Suzie: These things are driven by the market. If the 

7. Greg: Will you consider making changes? 
8. Mary Jo: We’re saying that this is our proposal. 
Greg: Can you give us in writing, the basis of the restriction? 

1) Suzie: We’re prepared‘to answer you in Writing by 

c) 
Is it a Commission order? 

next Wednesday. 
* 2) Greg: And we’ll work on a counter-proposal. 

Greg: What about the education discount? 
1. 

provide service to certain schools in the state. 
There was a general discussion of what was included in the N i l  

restriction 

* 

j) 

k) 

Mary Jo: We were ordered by the Louisiana Commission to 

6. 
told us you were in the retail business and had no intent to get into wholesale. 
My sense now is that something is shifting. 

Suzie: We don’t know enough about how the market will evolve, 
yet. We’ve asked for more information on your fof6casis. The more details we 
can get from you, the better we will understand. You’ve given us very high level 
forecasts. We need more speciticity. 

Ray: Any forecast is wrong by definition. 
Swie: That proves our point. We don’t want to commit to a large 

capital investment on ED1 when we’re not comfortable with your forecasts. 
1. We agreed to provide, by May 13, data related to our 

forecasts of volumes we exped under market entry. 
Greg: Do you want us to be a reseller, or facilities based? 
Suzie: We’ve looked at this from your point of view, with 

consultants, and we don’t see that reselling is a good business to be in for the 

Preston: I sense something positive to help us get to closure. Eartier you 
fl 

a) 

b) 
c) 

t 

d) 
e) 

tong run. 
n Neil: Have vou looked at the level of the discount and how that 

affects ihe business? 

based at any level. 

in TSR. We need to get to a common agreement on what avoidable costs are. 
We’ve done studies too on TSR. 

I 

g) 

h) 

I) 

Suz-e: The models show the numbers drive yo0 to be facilities 

Ray: If we ask you a lot of questions, it‘s because we’re interested 

Mary Jo: will you provide those studies to us? 
/-. 



j) 

k) 
1) 

Ray: We will provide certain outputs from those studies if you do 

Suzie: We’ll look at what we have. 
Ray: You have looked at our tinancials. We can’t overbuild the 

n the same. 

BellSouth network. We have large numbers of customers who are geographically 
disbursed. We do have capital set aside for construction, but not enough to do it 
all. What might be profitable is in your hands. It depends on where you set the 
TSR price. Capital goes to markets where it gets the best return. Maybe we’re 
going past one another. I’d be champing at the bit to get into the wholesale 
market. Regarding Cadillac service, AT8T wants to offer our customers a high 
quality of service. We’ll have our brand attached to it. We expect to do it through 
TSR. 

m) 
n) 

May 21st. Does that work for you? When will you be available to talk about your 
studies? 

0) 
Preston. 

Suzie: When can we get your studies? 
Ray: We’ll do internal reviews next week. My guess is week of 

Suzie: I don’t know what we have. 1’11 check and get back to 

t 

t 

7. Actin items: Preston 
Pre-ordering interface for reservation of numbers 
1. 

a) 

b) Local maintenance electronic bonding 

c) 

Suzie: We will provide you with some kind of electronic file. 

Pam: Suzie fax‘d over a new form 
Suzie: We may need to go through these on Friday 

Suzie: We revised our position. There are two issues: 
a) 

b) 

Pam will review and get back to Suzie 

Suzie: We can’t find a reason to change what we do today. 
I provided our position to Pam. We haven’t had this request from anyone else. 

a) Suzie: We’re reselling local service to you. The end 
user changes his long distance carrier. We’d acoept those changes today. 

Greg: Is there anything in the FCC anti-slamming 
regulations? 

a) Suzie: No. 
Greg: Is it an issue of the cost of the change? 
a) 

We need to work out the details at the SME level 

1. 
2. 
Rates applied to certain calls billed to BST customers 
1. 

AT&T is reviewing this as though it were comparable 

BST doesn’t see it comparable to a reseller 
to an IC0 environment, with settlements, etc. 

environment 
2. 

1. 

2. Greg: What‘s the rationale? 

3. 

d) PICchanges 

4. 

CARE and SOCS systems. 
Suzie: That, too. It would require changes in our 

e) Pam and Suzie agreed to review all items by Tuesday. /I 



. 1. 

2. 

f) Regarding electronic interface, we agreed that each Wednesday we 

Ray: Have you given much thought about how we interact as we near the 

a) Suzie: I’m open. 
b) 

This review is partially complete and will be completed by 

Suzie: We need to clarify which items will be discussed at 
Friday. 

the Executive level and which at the Core level. 

would review the status. 

8. 
end of the 135 day period? 

Ray: We’ll have some ideas soon. We’re looking for your ideas, 
too. 

9. 
discussion, that would only be used in the negotiations in the spirit of 
compromise, say for this study thing? It would allow the negotiators‘to 
understand our business planning assumptions. 

Suzie: How would AT&T feel about a separate NDA for this kind of 

a) 
b) 
c) 

We agreed to pursue this. 
Neil: What don’t you like about the current NDA? 
Mary Jo: We have no control over items AT&T attaches to a 

petition to a Commission. Data Request #1, the mediation issue, is an example. 
We were concerned about providing cost studies to AT&T while in the future 
AT&T vas going to be a competitor. Sylvia asked if we would be so concerned if 
we restricted access to the data only to those who had a need to know. t don’t 
know where she stands on this. 
* d) Greg: Well take this back to Sylvia. 

10. 
Peachtree. 

We agreed to meet again on Wednesday, May 15, at 1:OO pm at 1200 



BellSouth / AT&T Core Team Nwotiation 

Agenda, May 8, I996 

1. Avoided Cost Issues -- clarifkation 

2. Review of LA Resale Tariff 

3. Review of Action Items 

4. Recap 



'- 

Preston 0. Foster 
District Manager 
strategic Planning - Market Entry 

May 10, 1996 
Sent via fax 

Room 10140 
1200 Peachtree St. 
Atlanta, GA 30309 
404 810-8518 
FAX: 404 810-8977 
AlTMail!pfoster 

Dear Suzie: 

Below, as information and for action, are the action items from our May 8, 
1996 Core Team meeting. They are: 

1. BST agreed to provide, as soon as possible, a list of cost studies that 
supports the unbundled element price points presented to AT&T at the cost' 
price SME meeting on 5/7/96. 

2. Preston Foster, AT&T Lead Negotiator, requested that BST bring any 
additional personnel to the Core Team table who would enable BST to speak 
with a reliably empowered voice. AT&T's concern was expressed with 
respect to the 5/1/96 commitment by BST to provide AT&T with access to 
redacted avoided cost studies which was later retracted after consultation 
with BST executives. There was also concern expressed about BST's 
changing positions regarding avoided costs associated with non-recurring 
charges. Specifically, AT&T's concern is to what extent can BST's Core 
Team can credibly negotiate substantial issues if the commitments made in 
negotiations are counter-manned by BST executives after the fact. BST said 
that no additional resowces were needed on their Core Team. 

3. BST agreed to clanfy, in witing, their position on avoided costs 
associated with non-recurring charges. They will provide a status report on 
Monday, May 13, 1996. 

4. AT&T agreed to share, by May 13, data related to our forecasts of 
volumes expected in during the first year of local market entry. 

5 .  Suzie Lavett, BST Lead Negotiator, said that in preparation for these 
negotiation, Richard Robertson of BST, produced several studies regarding 

0 



/- BST's expectations of AT&T as a local service reseller. Those studies 
indicated that AT&T would not be a viable long-term TSR customer at any of 
the discount levels being contemplated by BST. To help BST understand that 
there is a viable TSR wholesale business, AT&T raised the possibility of a 
mutual exchange of views regarding the viably of the wholesale TSR 
business. BST and AT&T agreed to consult their respective executives on 
the possibility of an intracompany dialogue commencing the week of May 20, 
1996. 

6. AT&T and BST agreed to complete a review of escalated items by Friday, 
May 10. 

7. We agreed to review status of electronic interface each Wednesday at the 
Core Team table. 

Thank you for your attention to these matters. Feel free to call me at any time 
on 404-810-8548. 

F 
Sincerely, 

Lead Negotiator 
AT&T 

0 
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ACTION ITEMS FROM 

JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

May 8,1996 

1. BST agreed to provide a list of cost studies that support the unbundled 
element price-points presented to AT&T at the Cost/Price Meeting on 5/7/96. 

2. BST agreed to clarify, in writing, their position on avoided costs associated 
with non-recurring charges. They will provide a status report on Monday, May 
13. 

3. BST agreed to answer, in writing, AT&T's requests for additional 
information about the Louisiana Resale Tariff by Wednesday, May 15: 

4. ATBT agreed to share, by May 13, data related to our forecasts of 
volumes we expect under market entry. 

5. To help BST understand there is a viable TSR wholesale business, we 
raised the possibility of a mutual exchange of views of the viability of a wholesale 
TSR business. We agreed to consult with our executives next week on the 
possibility of an intercompany dialog the week of May 21. BellSouth will do the 
same. 

6. 
Friday, May IO.  

7. 

I? 

ATBT and BST agreed to complete review of all escalated items by 

We agreed to review status of Electionic Interface each Wednesday. 



5/15/96 BeWouth/AT&T Core Team Meeting 

P 

Location: SBC 

Time: -1pm start 

Attendees: Q. Sanders, L. Lavett, M. peed, R. Jenkins, P. Nelson, G. Follensbee, P. Foster. 
M. Fawzi, W. Kendall, S. Anderson 

Meeting Notes: 

1) P. Foster Reviewed the Agenda (Attachment 1) 

2) Review of Old Business 

A) BellSouth resoonse to AT&T's auestions about Louisiana resale tarifl 

S. Lavett distributed response to AT&T Louisiana Resale T d  questions 
(Attachments 2) and BellSouth view on Joint Marketing Restriction Included in FTA 
Section 271(eK1) (Attachment 1) 

t 

* 

AT&T agreed to review BellSouth's responses and get back to BellSouth with any 
questions or comments. 

M. Fawi  requested explicit 
excluded from resale. The reason we need this is that a review of the LA tariff showed 
enough state specific services so as to create uncertainty as to what state specific seMces 
might exist in other (eight) BellSouth states. BellSouth's position regarding availability 
of these other state specific services is also uncertain, making planning difEcult for 
AT&T. S. Lavett corrrmitted to have Bob Scheye contact Mason directly on this matter. 

s p d i c  lists of services available for and 

B) BellSouth uosition on non-TBcuMlg . charees. 

S. Lavett distributed and discussed position on non-recurring charges (Attachment 4) 

M. Fawli asked whether BellSouth's policy on non-recurring charges distinguished 
between Switch As Is and new installations. 

S. Lavelt and M. Peed checking to see if only service order charge (not installation 
non-recuming chargs) will apply for switch as is -- they thought they h e w  but were not 
sure. M. Peed and S. Lavett said that perhaps only the secondary service order 
charge wwld apply, however, needed to clarify. BellSouth will provide clarification by 
Tuesday cost team meeting 5/21. 

M. FawLi. Asked whether service order charges and installation charges would carry 
different discounts. 

S. Lavett: BellSouth proposes all n o n - r d n g  charges at no discount. 

S. Anderson: Askedfor clarification of BellSouth's intent concerning the legend on 
their non-recurring charges handout and other documents distributed by BellSouth with 
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the same or similar legend which reads: ‘Rivate/Roprietary: No use or disclosure 
outside of AT&T and BellSouth”. 

M. Peed confirmed that BellSouth intends for documents with legends to be covered by 
the terms ofthe confidentiality agreement between the parties which was executed by P. 
Foster and S. Lavett. 

G. Follensbee: Asked for clarification regarding Frank Kolb statements that some non- 
recumng charges recovered through subsequent recumng mechanisms. 

BellSouth recommended that this issue (recovery of non-recumng via recurring 
mechanisms) be pursued further at Cost team meeting. 

C\ Unbundled elements Dricine. studies reauested bv AT&T in 4/4/96 letter. 

W. Kendall: Asked for these once again. 

M. peed: BellSouth will provide all unbundled element d e s  requested by AT&T 
except for the following, which do not exist: Network Interface Device, LOOP 
Distribution, Loop Feeder, Loop.combination, Digital Cross Connect. 

M peed: The available studies will be provided for LA, GA, NC, TN, FL to AT8tT 
by 5/21 Cost Team Meeting. W. Kendall also requested that the same studies for the 
states of& andKY be provided at same time. M. Peedagreed to make these 
available by the 5/21 Cost Team Meeting G. Follensbee requested that these 
studies be provided Monday ifpossible so A T m  might review before Tuesday Cost 
Team meeting -- M. Peed agreed to do so ifpossible. 

M. peed: Indicated that unbundled element study request fMLocal Switching- has 
alreadybeenprovidedaspartoftheLoop,portandUsagestudiespreviouslyprovidedto 
AT&T for the states dFL, NC, GA, TN, LA 

W. Kendall askedforthe KY and AL unbundIedLwp, Port., andusage studies. M 
peed agreed to also make these available by 5/21 Cost Team Meeting 

D) Outstanding Avoidable cost studies. 

W. KenQu: Asked for OUManding FL, NC, and LA avoided cost studies. Also 
requested AL and KY avoided cast studies. 

M peed: Was not a w e  that we had requested LA tariffpreviously. Thought LA study 
was complete (and perhaps KY as well) and agreed to provide next weekby 5/21. 

M. peed: FL and NC studies previously requested still not complete -- did not know 
when they would be complete. 

S. Lavett: Thought the FL study was 9Vh complete, however, did not know what was 
involved with closing on the last 10%. 

W. Kendall: Asked if she had any idea when these studies might be available. 

M. peed: Not at this time. 



E) BellSouth mition on PLOC charzes. 

W. Kendall asked for BellSouth position on PLOC charges. 

M. Peed committed that B. Scheye would provide response to AT&T by Tuesday Cost 
Team meefing. 

* 

3) Disfussion Regarding Wholesale Relationship 

P. Foster fllmmanzed ’ last week’s discussion about AT&T interest in demonstrating to 
BellSouth the viability ofthe vho1e.de market in the long term. 

S. L a m  Raised antitrust concern about divulging BellSouth’s analysidNes in this 
regard. Therefore, BellSouth will not be proceeding forward with such discussions. 
BellSouth would however, like to continue working with AT&T regarding firm demand 
forecasts. 

S. A n d e m :  Asked M. Peed tobe more specific about any antitrust concerns. 

M. peed: Said she didn’t actually talk with the lawyers. Hank Anthony did Therefore, 
she couldn’t really provide any details other than the fact that the lawyers advised 
against such discussions. 

S. Anderson: Again expressed desire to understand more detail and reasoning around 
these antitrust concerns. M. Peed and S. Anderson agreed to get with H. Anthony and 
discuss BellSouth‘s antitrust concerns in more detail. 

G. Follensbee: Asked wfiether there were other specific concerns that BellSouth would 
have amminglegal wncemscouldbe overme. 

S. Lava: Business reasoas. BellSouth reluctant to share business plans. Might want to 
execute a more restrictive Non Disclosure Agreement. 

P. Foster Expressed disappointment, since we thought this was an op&mrtunily to 
convince BellSouth ofviability ofvholesale business (and TSR) in the long term. 
therefore justirVing BellSouth investments in e5ciency @e. Electronic Bonding). 

S. Lavett: Stated that the demand forecast BellSouth requeaed would help. 

P. Foster: Stated that we have a bit of a “Catch 22” since the conditions for resale 
provided by BellSouth will greatly impact AT&T take rates, etc. =cult for us to 
forecast demand when we cannot project with any degree of certainty wimt the product 
will look l ie ,  or what the customer experience will be. 

S. Lavett: Stated that she perceivw an imbalance in the m c i t y  of data being 
requested (provided). Sees BellSouth providing all kinds of detail - AT&T not 
providing as much. 

M. Peed: Could AT&T provide demand forecart for certain assumed discount levels. 
For example, one forecast if the discount is 12%, another if the discount is 14%, etc. 



P 
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M. F W :  While discount is a contributing variable, the customer experience is also a 
key variable. For example, AT&T wants to provide service parity. If AT&T provides a 
service (Via TSR) to end users in 3 weeks and BellSouth provides the same capability to 
its end users in 1-2 weeks, our ability to market that service is greatly impacted. Thus 
the difEculty providing a good forecast. 

P. Foster: We told you we would provide you a forecast by 5/22. We plan to follow 
through with that commitment and do the best we can. 

M. peed: Only way to convince BellSouth that TSR is long term option and high 
volume is to provide detailed demand forecast. 

G. Follensbee: Does BellSouth ED1 study idenw “breakeven” volume between manual 
and electronic. Does the study identify at what particular demand volume, the 
e&iencies achieved by utilizing electronic interfaces actually pay for the upfront 
development. 

S. Lavett: Said she believed the study did include this. 

G. Follensbee: Believes BellSouth could identify what ED1 volumes needed to exist to 
breakeven without AT&T forecast. Then, AT&T forecast only substantiates BellSouth’s 
decision. 

P. Foster: F~sbated  about inability for us to proceed - I thought we agreed to work this 
wholesale relationship issue (conuiunicate viabiity ofthis business). 

S. k e n :  Strongly disagrees. We didn’t necessarily agree. Pursuing wfiolesale 
discussion was a suggestion -- not firm agreement. 

4) Negotiations Planning Session 

P. F e r  outlined and described new process for working at the “Sub Core Team” level. 
(Attachment 5).  Focus of new process centers around jointly identifying key TSR work 
areas, priority, assigning Core Team owners, and engaging in smaller group to p l ~ e  
interests and braiastorm possible solutions - goal is to get us beyond one another’s 
positions and flush out which issues may be win-win. Additionally, goal is to dwelop 
alternatives for Executive teams to consider. 

S. Lavett and M. Peed: Said process seemed reasonable and made sense. 

P. Foster stated that he wanted Core Teams to populate 6rst 3 columns today: Issue, 
priority, owners. 

P. Foster suggested we implement this n w  process for TSR Operations (this week), Cost 
(next week), Unbundled (followkg week). This priority based on Executive agreement 
to focus on TSR and target closure by 611. Goal is to brainstorm issues and feed best 
alternatives to Executives. 

Team populated “Sub Core Team” process table. (Attachment 6) 

S. Lavett and P. Foster to confirm any undefined Sub Team leaders by COB Friday 5/17 
at latest. 



* Subteams engage immediately. 

5) AT&T's intent to proceed with TSR trial in Tennessee. 

P. Foster informed group of AT&T's intent to proceed with a TSR Vial in Tennessee 
commencing 5/16. Purpose ofthe trial is to gain learnings for market entry. AT&T 
expects that BellSouth d l  process orders in accordance with 25% interim discount 
included in Tennessee PSC rules. 

P. Foster requested that BellSouth respond to any objections regarding this Tennessee 
trial in writing. 

S. LavetI and M. Peed: Stated that they did not believe PSC ruling was final. Therefore 
were not sure they could proceed and extend discount. They would check. 

6) Recap 

M. Fawzi reviewed notes and action i tem 

7) closing 

Meeting adjourned approximately 3:2Opm 

Next Meeting: 5/22/96 3pm AT&T (1200 Peachtree St.) 
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BELLSOUTH/AT&T CORE T U N E G O T I A T I O N  

May 15, 1996 Agenda 

1. Review of Old Business 
- LA resale tariff questions 
- Status of non-recurring charges / costs 
- Unbundled pricing proposal 
- Unbundled loop port usage studies for AL and KY 

2. Negotiations Planning Session 
- Process 
- Issues 
- Priorities 
- Ownership 

3. Re-cap 



May 15,1996 

Preston Foster 
AT&T 
1200 Peachtree St. 
Atlanta, GA 30309 

Dear Preston, 

Bells o u th 
Telecornrnunicafions @ 

Attached is BellSouth's response to the questions included in your May 6,1996, letter regarding 
BellSouth's Louisiana Resale Tariff. As we have discussed in our Core Team meetings, 
BellSouth believes this tariff meets its obligations under the Telecommunications Act of 1996. 

Please let me know if you have additional questions. 

Sincerely, 

-4+ Suzie Lavett 

Attachments 

cc: MaryJoPeed 



Attachment A 

onse to AT&T LA Resale Ta riff Issues 

1. See Attachment B. 

2. BellSouth believes this statement to be reasonable and necessary. Specific exceptions 
can and will be made when and if necessary. 

3; 4; 5 ;  6;  7. 
All of these services include restrictions which were developed to meet specific 
public policy goals; for example, appropriate cost recover of the usage imposed upon 
the network by a shared tenant provider that is above and beyond the average usage of 
end users. The restrictions themselves form an integral part of the retail service 
which must, under the Act, be resold. However, the Act does not require that retail 
services be modified or changed into different services by eliminating restrictions for 
resellers. Further, it is BellSouth’s position that the usage sensitive structure is, at 
present, the appropriate structure for these customers. 

8. The Company’s tariffs prevent retail. end users from aggregating traffic from multiple 
end users to consolidate usage allowances, call attempts, etc. This section “allows the 
new entrant ... to match the range of services consumers have available directly from 
BellSouth.”, as noted in your cover letter, and thus provides equitable treatment for 
resellers such as AT&T. 

9. See response to Nos. 3 through 7. 

10. BellSouth reserves the right to audit account for items which we could not 
independently verify, but affect billing, such as class of service restrictions or percent 
local usage results. As the tariff states, this is to establish authenticity of use. 

11.  See response to No 8. 

12. Grandfathered and Obsolete Services are no longer available to new customers on a 
retail basis. See responses previously provided.. 

Promotional rates, contract service arrangements and the Special Billing 
Arrangements are not services, but special pricing arrangements usually intended to 
meet competition. The base priced services are already available to resellers at a 
discount. 

The Installment Bill Option is not a service. It is a billing arrangement to assist 
BellSouth’s end users and to promote universal service goals. AT&T, or any other 
reseller, is free to make the same offer to their end users at any time. Resellers such 
as AT&T, unlike some end users, have the financial resources to pay non-recurring 
charges at one time. 



Attachment A 

Link-Up Louisiana and the Education Discount Program are PSC mandated discount 
programs to specific customer groups. 

91 1, E91 1, MSP Interconnection and N11 are not retail services provided to non- 
telecommunications end users. 

13. The Special Billing Arrangement in AS.8 as a specialized pricing plans for state 
government and is similar to contract service arrangements. 

14; 15; 16. 
These tariff sections are included, as are many others, to provide specificity and 
clarity to the services and arrangements provided in this tariff section. While they 
may be obvious or redundant to AT&T, many new entrants into the marketplace may 
have little or no experience in the industry and thus need this level of detail. 

17. This section is technical, rather than public policy based. It applies to services or 
combinations of services which are not severable and thus could not be provided as a 
combination of BellSouth and reseller services. 



Joint Marketing Restriction Included In Section 271 (e)(l) 

The term joint marketing, as it applies to the parties restricted by this subsection of the 
Telecommunications Act of 1996, includes, but is not limited to, any advertisements, 
marketing efforts and billing arrangements involving interlATA service and telephone 
exchange service purchased from a Bell operating company local exchange carrier for 
the purpose of reselling said telephone exchange service to customers. Telephone 
exchange services include residence, business, and PBX services, central office based 
business services, all vertical features and functions such as but not limited to, Custom 
Calling features, MemoryCall@ service, directory listings, intralATA toll services and 
optional extended area services. Specifically, the following are prohibited under the 
joint marketing restriction: 

Billing of any telephone exchange services purchased from a Bell operating 
company local exchange carrier for resale purposes and any interlATA 
service must be on separate bills sent in separate envelopes to the customer. 

No direct mail programs, bill inserts or comparable informational or marketing 
material can in any way reference both telephone exchange services 
purchased from a Bell operating company local exchange carrier for resale 
purposes and interlATA service. 

Incoming or outgoing customer contacts, including telephone contacts, 
personal visits or comparable contacts cannot include reference to or 
information concerning both telephone exchange services purchased from a 
Bell operating company local exchange carrier for resale purposes and an 
interlATA service. Further, any customer contact initiated as a result of a 
referral or transfer service from the Bell operating company local exchange 
carrier cannot be utilized to sell telephone exchange services. 

Telephone exchange services purchased from a Bell operating company 
local exchange carrier for resale purposes and interlATA services cannot be 
included in the same advertisement or advertised or marketed in any manner 
that would suggest, imply or state that the same company could offer both 
the telephone exchange services purchased from a Bell operating company 
local exchange carrier for resale purposes and interlATA services. 

Telephone exchange services purchased from a Bell operating company 
local exchange carrier for resale purposes and interlATA services cannot be 
offered in any manner that would combine the pricing of the two services or in 
any way make the price of one service dependent upon the purchase or 
usage of the other. Such arrangements would include but are not limited to 
the following: 



Neither the telephone exchange services purchased from a Bell 
operating company local exchange carrier for resale purposes 
nor the interLATA service can be provided as a rebate or given 
away due to the purchase of the other; No coupons, credits or 
similar incentive can be provided for either telephone exchange 
services purchased from a Bell operating company local 
exchange carrier for resale purposes or interlATA services that 
would in any way impact the ultimate price a customer would 
pay for the other service; Any term or volume plan that is 
provided to a customer that includes telephone exchange 
services purchased from a Bell operating company local 
exchange carrier for resale purposes and interlATA services 
must clearly state that the customer can void the contract 
without penalty once the Bell operating company has been 
allowed to offer in region interLATA services in such a way that 
the joint marketing restriction is eliminated; Any interlATA 
service price, term or condition must be available on the same 
basis to a customer who does not purchase the telephone 
exchange services purchased from a Bell operating company 
local exchange carrier for resale purposes; and No deferred 
discounts, rebates or similar pricing incentive can be stated or 
implied for service purchased during the period in which the 
joint marketing restriction is in effect that would be applied after 
the restriction has been lifted. 

All joint marketing restrictions apply to any company that serves more than 
5% of the nation's presubscribed lines and any company (ies) that have 
financial relationships with these companies, including ownership 
agreements, agency arrangements, capital investments arrangements, etc. 





May 15,1996 Core Team Meeting 

P 

NON-RECURRING CHARGES 

The establishment of the resale market required BST to develop and implement service 
order entry processes and procedures that differ from that the service order entry process 
in place for BST end user customers. Other activity required for establishing service 
beyond the service entry phase are the same regardless of who (BST end user or reseller) 
initiates the order to BST. 

It was determined that the additional cost for resale service order entry would offset any 
possible avoided costs. In addition, the inclusion of non-recurring charges in the 
calculation of the resale discount would result in a lower. discount rate than was produced 
by excluding the non-recurring revenue and avoided costs. 

Rather than develop a unique resale service order process charge and include the non- 
recurring revenue and associated insignificant avoided costs in the resale discount 
calculations, BellSouth chose to apply its existing service order charges to resale orders, 
absorb any additional costs incurred and exclude non-recurring charges from the resale 
discount. 

PrivaieRroprietary: No use or disclosure outside of AT&T and BellSouth. 
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May 15,1996 Core Team Meeting 

NON-RECURRTNG CHARGES 

The establishment of the resale market required BST to develop and implement service 
order entry processes and procedures that differ fiom that the service order entry process 
in place for BST end user customers. Other activity required for establishing service 
beyond the service entry phase are the same regardless of who (BST end user or reseller) 
initiates the order to BST. 

It was determined that the additional cost for resale service order entry would offset any 
possible avoided costs. In addition, the inclusion of non-recurring charges in the 
calculation of the resale discount would result in a lower discount rate than was produced 
by excluding the non-recurring revenue and avoided costs. 

Rather than develop a unique resale service order process charge and include the non- 
recurring revenue and associated insignificant avoided costs in the resale discount 
calculations, BellSouth chose to apply its existing service order charges to resale orders, 
absorb any additional costs incurred and exclude non-recurring charges fiom the resale 
discount. 

F’rivate/Proprietary: No use or disclosure outside of AT&T and BellSouth. 
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What 
1. Identify issues 
2. Identify issue owners 
3. Prioritize issues 
4. State positions 
5. State interests 
6. Verify positions & interests . 

7. Brainstorm possible solutions 
8. Negotiate from set of possible solutions 
9. Agree or disagree 

10. Document agreement I 
1 1. Escalate issue(s) I 

12. Communicate progress to Core Team 

I Negotiations Core Team Process 

Who 
Joint Core Team 
Joint Core Team 
Joint Core Team 
Sub-team negotiators 
Sub-team negotiators 
Subteam negotiators 
Subteam negotiators 
Sub-team negotiators 
Sub-team negotiators 
Subteam negotiators 
Sub-team negotiators 
Subteam negotiators 

&& of the Core Team; Manage the negotiations process, control flow of information and 
communications, escalate and recommend to Executive Teams. 

~ of the Sub-Team; Segment and negotiate key issues, escalate and socialize positions, 
interests, and possible solutions to the Executive Teams (via the 
Core Team). 

When 
511 5 
511 5 
511 5 

thru 5/29 
thru 5/29 
thru 5/29 
thru 5/29 
thru 5/29 
thru 5/29 
weekly 
weekly 
weekly 

1. If agreement is reached, document and initial recommended agreement. 

2. If agreement is nat reached, document most likely solutions, escalate via the Core 
Team, to the Executive Team (recommendations: negotiate, mediate, table, etc.). 
Socialize possible solutions with the Executive Team. - 

I. Principled negotiations (commitments in good faith, ”play fair”) 
2. Prepare 
3. State degree of empowerment 
4. Listen, hear, speak 
5. State your position 
6. Restate your negotiating partner’s position 
7. No bad ideas (re: brainstorming! 
8. Address mutual interests 
9. Keep the ball moving - - - don’t delay 



I Negotiations Core Team Process I 

Comments: C3 
CY r ,  Resources Needed: 
J4 
el 
CA 
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Issue 

Products Available for 
Resale 

Branding 
(DA, Opr Svcs) 

Directory Listings; 

Dperational Issues 
:Bonding) 
Metrics Bonding 
Routing 

.OA 

'roprietary 

Jotification 

I Negotiations Core Team Process I 

Priority Core Team Owners Phone SME's Phone Negotiations Status 
Start/End 

2 (H) AT&T: Mason Fawzi 610-0574 AT&T 

BST Bob Scheye 420-6327 BST 
3a (M) AT&T Pam Nelson AT&T 

BST Suzie Lavett BST 
5 (L) AT&T Pam Nelson AT&T 

B S T  Suzie Lavett BST: 
1 (H) AT&T: Pam Nelson AT&T 

E S T  Suzie Lavett BST: 
3b (M) AT&T: Pam Nelson AT&T 

B S T  5uzie Lavett E S T  
5 (L) AT&T Pam Nelson AT&T: 

BST Suzie Lavett E S T  
5 (L) AT&T Pam Nelson. 810-3100 AT&T 

BST Suzie Lavett 529-7496 BST: 
4 (MI AT&T: Greg Follensbee BlCL7550 AT&T 

BST: Pam Sims** BST: 

Comments: 

Resources Needed: 



1200 Peachtree St. 
Atlanta. GA 30309 

CSG Market Development 

May 20, 1996 

Via Fax and Hand Delivery 

Suzie L a m  
BellSouth 
3535 Colonade Parkway, Room E5H1 
Binningham,AL 35243 

Suzie: 

Following are the key items of discussion and action items from the May 15 AT&T/BellSouth 
Core Team meeting. 

1 .  BellSouth provided AT&T with responses to questions about the Louisiana resale tariff. 
AT&T a d  to review BellSouth's resoonses and get back to BellSouth with anv auestions. 
comments. or reauests for clarification. 

2. M. Fawzi requested that BellSouth provide AT&T explicit state specific lists of services 
available for and exduded from resale. The reason AT&T needs this is that a review of the LA 
tariff showed enough state specific services so as to create uncertavrty as to what state specific 
services might exist in the other (eight) BellSouth states. BellSouth's position regardug 
availability ofthese orher state specific services is also uncertain, making planning difficult for 
ATtftT. S. Lam committed to have Bob Scheve Mt WithMasondirrQlV C4lthiSmatter .  

3. S. Lavat distributed and described BellSouth's.position on non-reuming charges. S. Lavekt 
explained that all BellSouth non-recurring costs of providing senice will remain the same once 
the order has been delivered to BellSouth and the service order gnry process has been 
completed. However, the increased costs associated with new process for reseller service order 
entry would offset any possible avoided costs. BellSouth is investigating whether the non- 
recutTing charges for "Switch As Is" and new installations are diferent. s. Lava and M. 
Peed required clarification on this matter. They are checking to see if only the service order 
charge (not installation non-retuning charges) will apply for switch as is. M. Peed and S. 
La& said that perhaps only the seandaly service order charge would apply; however, 
clarification is needed. BellSouth will orovide clarification bv Tuesdav cost team m d n q  
5/21. 

4. AT&T asked once again for the Unbundled elements cost studies requested by AT&T its 
4/4/96 data request. M. Peed indicated that BellSouth will provide all unbundled element 
studies requested by AT&T except for the following, which do not exist: Network Inteiface 
Daice, Loop Distribution, Loop Feeder, Loop Combmtion, Digital Cross Came& ?he 
available (summary level) studies will be provided to AT&T (for the states &LA GA NC. 
TN. FL) bv the 5/21 Cost Team Meeeinrc. W. Kendall also reauested thatthe same  stud^ .es for 
the states of AL and KY be omvided and M. Peed agreed to oroducethese bvthe 5/21 Cost 

c3 
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Team M&%. M. Peed meed to Drovide bv Mondav. i f  Dossible. so AT&T mkht review 
before next Tuesdav's Cost Team meeting (M. Peed indicated that unbundled element study 
request #&Local Switching- has already bem provided as part of the Loop, Port and Usage 
study previously provided to AT&T for the states of FL, NC, GA, TN, LA.) 

5 .  W. Kmdall asked that the KY and AL unbundled Loop, Port, and Usage studies be made 
available. M. Peed weed to make these available bv the 5/2 1 Cost Team meetinrg. 

6. W. Kendall again requested that the avoidable cast studies for FL, NC and LA be made 
available. The FL and NC studies are still not complete and BellSouth did not know when they 
would be ready. W. Kendall also asked for KY, AL avoided cost studies. M. Peed thought 
LA studv was comlete (and perhaus KY as well) and agreed to provide next week. AT&T 
emphasized the need to obtain these studies as quickly as possible in order to have meaningfirl 
discuisions. 

7. AT&T inqsred about Bellsouth's position 
S &eve would omvide resDonse bv Tuesday Cost Team meeting. 

8 .  P. Foster summarized last week's disw'siw? about AT&T's interest in demonstrating to 
BellSouth the viability of the wholesale market in the long-term. S. Lavett raised antitrust 
mcem about divulging BellSouth's analysidstudies in this regard. Therefore, BellSouth 
would not be proceeding forward with such discussions. BellSouth would, however, like to 
continue working with AT&T regarding firm demand forecasts. M. Peed could not go into 
detail regarding these Antitrust cancems. M L  
-1. Aside from these legal umcems, BellSouth had 
reservations regarding sharing these studies, citing need for more restrictive Non-dirdosure 

PLOC charges. M. Peed c o d t t e d  that B. 

Agrrem-. 

9. P. Foster expressed disappOintmeq since AT&T thought this was an opportunity to mrvincS 
BellSouth of Viability ofwholesale business (and TSR) in the long term, thdore justifying 
BellSouth investmmb in etEiaency (i.e. Electronic Bonchng). S. La- suggested that the 
d d  forecast would help. P. Foster described the diffificulty in providing a good forecast 
since the conditions for resale provided by BellSouth will greatly impact AT&T take rates, etc. 
He further described the difficulty in forecasting demand when AT&T c a ~ l ~ t  project with any 
dcgee of certainty what the product will look like, or what the customer experience will be, 
BellSouth suggeded that AT&T could provide demand forecast for certain assumed discount 
levels. AT&T explained that while discount is a contributing variable, the customer 
experimce is also a key variable. For example, AT&T wants to provide service parity. If 
ATdLTprovides a service (via TSR) to end users in 3 weeks and BellSouth provides the same 
capability to its end usen in 1-2 weeks, AT&T's ability to marke€ that service is greatly 
impacted. Thus the difficulty providing a good forecast. P. Foster reiterated AT&T's 
:. 

10. P. Foster outlined and described the proposed new process for working at the "Sub Core 
Team" level in order to focus on reaching dosure on TSR operational issues by 611. l 3 e  new 
process centers around jointly identifying key TSR work areas, prioritizing assigning Core 
Team owners, and engaging in smaller groups to pursue interests and brainstorm possible 
solutions - the goal is to beyond one another's positions, flush out which issues may be 
win-win, and develop a solution set for Executive teams consideration. There was agrement 

0 
3 
u 



with this plan of approach and the team populated the “Sub Core Team” process table 
attached. There was agreemmt to implement this new process for TSR Operations (this 
week), Cost (next week), Unbundled (following week). This priority based on Executive 
agreeinmt to focus on TSR and target closure by 6/1. Thegoal is to brainstorm issues and 
feed the best alternatives to Executives. S. Laveet and P. Foster to confirm anv undefined 
SubTeam Owners bv COB Fridav 5/17. Subteam are expected to meape immediately. 

11. P. Foster informed BellSouth of AT&T’s intention to proceed with a TSR trial in Tennessee 
commmcing 5/16. The purpose of the trial is to gain learnings for market entry. AT&T 
expects that BellSouth will process orders in accordance with the 25% interim discount 
included in Tennessee PSC rules. P. Foster reauested that BellSouth resuond to anv obidons  
reparding this Tennessee trial in wntina, 

Suzie, as you can see., there is quite a bit of work ahead of our teams if we are to make substantive 
progress and reach agreemmt in the allotted time. Accord~ngly, I would appreciate your 
commitment to help to speed the flow if information between our companies. It is imperative that 
we maximize the use ofthe time during which our teams mea. In order to do so, we must share 
information prior to planned meetings so recipjarts of information may have time to review. 
Thanks for you help in this regard. 

Sincerely, 

h- c 

Prestcn Foster 
AT&T Lead Negotiator 

0 
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Negotiations Core Team Process 

Issue Priority Core T earn Owners Phone SME'. . Phone Negotiations 
StartJEnd 

Status 

Products Available for 
Resale 

2 (H) AT&T: Mason Fawzi 

BST: Bob Scheye 

810-8574 

420-8327 

AT&T: 

BST: 
Branding 
(OA, Opr 5vcs) 

3a (M) AT&T: Pam Nelson 

BST: Suzie Lavell 

AT&T: 

BST: 
Directory listings· 5 (L) AT&T: Pam Nelson 

SST: Suzie Lavett 

AT&T: 

SST: 
I 

I 

Operational Issues 
(Bonding) 
Metrics Bonding 

1 (H) AT&T: Pam Nelson 

SST: Suzie Lavett 

AT&T: 

SST: 
Routing 3b (M) AT&T: Pam Nelson 

SST: Suzie Lavett 

AT&T: 

SST: 

LOA 5 (L) AT&T: Pam Nelson 

BST: Suzie Lavett 

AT&T: 

SST: 
Proprietary 5 (L) AT&T: Pam Nelson· 

BST: Suzie Lavett 

810-3100 

529-7496 

AT&T: 

BST: 

i 

I 

Notification 4 (M) AT & T: Greg Follensbee 

BST: Pam Sims·· 

810-7550 AT&T: 

BST: 

(,0 

c::~ 

a 
~ 

Comments: 

Resources Needed: 

~:" 



JOINT AT&T/BELLSOUTH 
CORE TEAM MEETING 

May 22,1996 

On Wednesday, May 22,1996, the Joint AT&T/BST Core Team met at 1200 
peachtree Street with the following in attendance: 

Greg Follensbee Sylvia Anderson 
Preston Foster Neil Brown 
Randy Jenkins Mary Jo Peed 
Suzie Lavett Quinton Sanders 
Pam Nelson Andre’ Mule’ 
Ray Crafton 

1. 
other items to be included. There w e e  nom. 

Preston reviewed the agenda (attachment I). He asked if there were any 

a) Suzie asked to define the Joint Operations Cost Meeting 
b) Preston explained that its purpose was to isolate operabons issues 

P that required costlprice data 
c) There followed a discussion of the scheduling of the meeting. R 

was decided that the meetings be held on Fridays following the regularly 
scheduled Operations meetings with Pam and Suzie 

2. Focused TSR Operations Negotiations-reportktatus 

price changes for the ExecuWe Team. Regarding Netwo~k Change Notification, 
we’ll have the process defined by 911 and in place by 1011 

Mary Jo: The only thing that divides us on notification 
is the number of days. Jim Carroll is checking to see how much time AT8T 
needs to implement price and new service changes. For new services, we’re 
looking at 30 days; for price changes, we’re looking at 7 to 30 days. 

Regarding daily usage transfer (rated vs. unrated), w8 
agreed to provide that and bear the cost of programming. That‘s about $22.000. 

We’re closing out BST Directory Listings. BAPCO 
negotiations are still open, but your people say things are going OK BST is 
responsible for all tariffed listings, such as vanlty listings, etc., BAPCO deals with 
Call Guide, Yellow Pages, directory distribution, recycling, etc. 

Regarding direct routing, AT&T wants repair and directory 
assistance calls routed to AT&T trunks. BST has other people looking at this. 
We had a good call Monday with Ron Shutter and Scott Schaefer. We need to 

a) Suzie: We closed out several issues 
1. Notification issue: By next week we’ll have 8 strawman on 

a) 

* 

2. 

3. 

4. 

/‘. 



look at options before we come back to Pam. The next meeting is at 1:oo Pm on 
5/23. 

5. LOA is closed out. 
6. Regarding security of records, we provided a plan to AT&T 

and are waiting for feedback. I just gave it t0 them. 
Mary Jo: Regarding the separate NDA for several issues, Sylvia 

and I are still working that. We’re adding our request for forecast information. 1 
see it‘s on the agenda today. 

Suzie: We’re still gathering data about services available for resale. 
we’re still struggling with the system We have several people working on this. 

Preston: Any feedback on the new process (attachment 2)? 
What‘s working and what’s not? 

1. Suzie: No, I don’t. Pam and I talk every day. We’re moving 
along and getting a better understanding. I do have a concern about these Core 
meetings. I’m not sure we need Core Team meetings. I could commit to meet in 
48 hours if there is a need. I’m not sure what we’re accomplishing in these 
Wednesday meetings. 

Preston: The purpose of the Core Team was to make the 
Executive Team’s job easier. The SMEs were to escalate items to us. As an 
example, Mason and Bob Scheye were to get together on what‘s available for 
resale, but Bob has not been available. 

a) Mary Jo: We’re working that at the Executive level 
b) Suzie: I’m not sure I can do more than Scott and Jim. 

I think there are other ways to handle escalated items. 
Preston: We want to use the Core Team to negotiate costs 
a) Swie: I understand your concern, but we’d need 

other players to negotiate costs 
Preston: We agreed last week to use the new process 

(attachment 2) to brainstorm TSWOperations issues and give the Executive 
Team the benefit of that thinking 

Neil: I support doing away with the Cost Team and having 
the Core Team take over the Cost functions. I’m willing to have Mike Guedel 
negotiate with Frank Kolb on TSR. It doesn’t have to be Bob. 

a) Suzie: lagree. 
b) 

someone here who can negotiate costs 
Neil: Yesterday, for example, we were prepared to 

negotiate. Bob Scheye told me he couldn’t make it, but would have someone 
here who could negotiate. No one showed up. That‘s unacceptable. Scheye 
says he won’t be able to meet for two weeks. 

Mary Jo: That was the first time that happened. It 
was a mistake. Mistakes happen. 

Sylvia: I see that as more than a mistake. 
Mary Jo: It was a mistake. The agenda was put 

together and Scott sent a letter to Jim saying we first needed to d i m  the 

b) 

c) 

d) 

2. 

3. 

4. 

5. 

Neil: Let‘s do away with the Cost Team and get 

6. 

a) 

b) 
c) 



n definition of unbundling. Ellison’s document was too much for us to bite off prior 
to the Cost meeting. We thought that meeting would take place first. 

Quinton: Neil had expectations that someone would 
show up yesterday. I called Scott. He said the letter to Jim should have said we 
need to get together first to discuss the definition of unbundling. 

Neil: I’m willing to set that aside. I agree with 
Preston. We should eliminate the Cost Team meetings and collapse that into the 

d) 

e) 

Core Team. 
7. Sylvia: It seems to me that this might help you, Suzie, since 

you go to both meetings. 
8. 

9. 

I O .  

Neil: And it doesn’t have to be Bob. 
a) Suzie: I agree. 
Suzie: So the Core Team wwM be focused on price issues. 
a) Sylvia: Not focused on price, but including price. 
Suzie: I don’t have a problem doing this. Are we talking 

a) Mary Jo: We need to have and agenda in advance. 
b) Neil: Ellison will be on UNE; Guedel on TSR. 
c) Mary Jo: We can’t do all that in one meeting. Before 

we add that to this meeting, we need specifc things to talk about. 
d) Preston: If we segment cost issues and prioritize 

them, that tells us who needs to be here and will move the process forward. I 
agree it has to be very focused. Can we begin today by focusing the issues? 

e) Suzie: Is what you want is to have the exprts, Kolb 
and Ellison, get together and decide the agenda for next week? 

1. Neil: that‘s fine. 
9 Greg: We ought to concentrate on TSR next week. 
g) Suzie: We need to get the SMEs involved. For the 

h) Neil: I still want the Cost meetings collapsed into the 

I) Suzie: The first step is to get the SMEs together and 

j) Neil: Let‘s have Ellison and Guedel get with Kolb 
k) Preston: Should the priority by TSR, then facilities 

I) Greg: We’d like TSR settled by the end of the month 
m) Suzie will give us a status report tomorrow. She‘ll call 

n) Preston: By Tuesday we’d want to identify the issues 

about next week? 

n 

meetings to be productive, they need to set their own schedule. 

Core Team. Let‘s try it for two weeks, if it doesn’t WMk, w’JI escalate. 

decide how to approach naxt week; what to discuss. 

interconnection, then UNE? 

Preston and Neil. 

we’ll discuss on next Wednesday. OK? 

3. Joint OperationsJCost meeting 

dovetail this behind the 8:30 meeting 

* 

a) 

b) Pam: 11:OO or 11:30 

Preston: We can accomplish what we want on Friday. We’ll 
/4 



n 
4. 
appropriate. 

Mary Jo: I’ve got another agenda item. The Tennessee test, when it‘s 

5. Electronic lnteiface report 
a) Preston: We wanted to map AT&T requirements with BSTs ED1 

each week. 

together. Start testing by 7/13, Readiness date: 8/12. Final test: 8/23. This 
b) Pam explained the status. The Team put a challenging schedule 

puts us ready by 911. 
Suzie: We committed to a USOC-driven system 
Suzie: The emphasis now is TSR. We’re not focused on UNE yet. 

We’re not clear on what elements are or what the schedule is. 
1. Pam: We’ll give you some help on that. We need to decide 

how you package them together. 
2. Suzie: The unbundled meeting today was not productive. 

We ended up training your people on what the elements are, how they might 
work together, etc. We could have had one person train your people. 

3. Pam: There was.another point, too. Part of the confusion 
was we asked for something and you wem telling us why we didn’t need it. 

4. Suzie: You had m one there who could explain what and 
why you wanted UNE to work. 

Preston: Help me feel comfortable that the process is in place to 
identify any gaps between *at AT&T wants and BST’s ED1 system. 

1. S u e :  I’m comfortable with the way Becky and Jay have it 
organized. 

2. Pam: I agree. The schedule is real tight. It will be project- 
managed to the hilt. There are milestones for us to use. 

3. Greg: We are moving forward to implement thii? We’ve 
crossed the hurdle? We will do this? 

a) Suzie: Yes. 
Pam: 1’11 get you a timeline by tomorrow. 

c) 
d) 

- e) 

4. 
Suzie: They had a great conference call today on unbundling. Fred 

t 

9 
Pemn will write it up. 

6. Mediation-Cvst Studies 

Jo wants to check with her management to make sure we have a process to 
handle all sensitive information in the future. Mary Jo will get back to me. In the 
meantime, we’ll proceed with the mediation. 

7. 

8. The Tennessee Test 

Tennessee. A letter went from Scott to Jim with a contract attached. BST is 

a) Sylvia: Nothing more to report. I think the remaining hiccup is Mary 

Greg: Mason will fax the forecast this afternoon. 

a) c Mary Jo: The last agenda item last week you announced the test in 



n amenable to using the discount in the contract. and if a different discount is 
approved by the appropriate regulatory body, we’ll make an adjustment back- 
dated to the start of the test. 

Sylvia: AT8T’s trial in Tennessee is pursuant to state law, not the 
Federal Act. We mentioned the test last week in this meeting not as an agenda 
item, but as a courtesy. 

Preston: Jim has already responded to Scott’s letter. 
Mary Jo and Suzie were unaware of any response. 
Preston: We’ll fax Jim’s response to Schaefer‘s letter this 

Sylvia agreed to pass the BST offer along to Jim Carroll. 

b) 

c) 
d) 
e) 

9 

t 

afternoon. 
* 

I? 

9, 
information. 

such strategic information. If’s a violation of Section 2 of the Sherman Act. 

on the wholesale business? 

they gave me an answer. 

Sherman Act should not be involved. 

Preston: Let’s discuss the problems we’re having sharing the TSR study 

a) Mary Jo: My antitrust lawyers tell me it’s not prudent to exchange 

b) Sylvia: These are the studies you conducted to justify your position 

c) Mary Jo: Yes. I explained the issue to my antitrust counsd and 

d) Ray: Under the Act we have a customerlsupplier relationship. The 

e) Mary Jo: I will talk to them again. 
f) Sylvia: Would you like me to talk to your antitrust lawyers? 
g) Mary Jo: No. I believe I can articulate the issue to them. 
h) Ray: What would be a way to get around the obstacle. 
I) Mary Jo: 1’11 write up the question and send it to Sylvia for review. 

j) Suzie: What issue will thB solve? 
k) Preston: The discount. This is nothing but a good news subject, If 

1) Mary Jo: Have you shared this information with other RBOCs? 
1. Ray: W~AmeriteCh. 
2. 
3. 
4. 
5. Ray: I don’t know. 
Ray: Why should we share information with you if you’re not willing 

to reciprocate? We’re interested in a supplier who comes to the table anxious to 
do business, rather than one who is reticent to do business. Like it or not, we see 
you as a reticent supplier. We need to get to a common definition of how the 
world will w. 

n) Mary Jo: Maybe when Suzie and 1 take a look at your forecast, we’ll 
be able to take another look at ours. 

Then 1’11 go back to the antitrust lawyers. 

we can convince you that there is an opportunily here, everybody wins. 

Mary Jo: What did you show them? 
Ray: We showed them a forecast. 
Mary Jo: Were you able to influence AmeritWs position? 

m) 

P 



e-. io.  Greg: What's the status of the Florida and North Carolina avoidable cost 
studies? 

a) 
like 8 to 12%. 

11. Suzie gave Preston a status of UNE Cost Studies (attachment 3) 

Mary Jo: They'll be ready in 3 to 4 weeks. The outcome will look 



BellSouth /AT&T Core Team Negotiation 

May 22, 1996 

Agenda 

1. Focused TSR Operations Negotiations - report 1 status 

2. Joint Operations Cost Meeting 

3. Electronic Interface Report 

4. AT&T Forecast Information 

5. Mediation -- discussion 

6. Escalated Cost I Price Negotiations 

7. Re-cap 

fi 



1 Negotiations Core Team Process 

What 
1. Identify issues 
2. Identify issue owners 
3. Prioritize issues 
4. State positions 
5. State interests 
6. Verify positions & interests 
7. Brainstorm possible solutions 
8. Negotiate from set of possible solutions 
9. Agree or disagree 

I 0. Document agreement I 

1 1. Escalate issue(s) 2 

I 2. Communicate progress to Core Team 

Manage the negotiations process, control flow of information and 
communications, escalate and recommend to Executive Teams. 

Who 
Joint Core Team 
Joint Core Team 
Joint Core Team 
Sub-team negotiators 
Sub-team negotiators 
Sub-team negotiators 
Sub-team negotiators 
Sub-team negotiators 
Sub-team negotiators 
Sub-team negotiators 
Sub-team negotiators 
Sub-team negotiators 

Segment and negotiate key issues, escalate and socialize positions, 
interests, and possible solutions to the Executive Teams (via the 
Core Team). 

When 
511 5 
511 5 
511 5 

thru 5/29 
thru 5/29 
thru 5129 
thru 5/29 
thru 5/29 
thru 5/29 
weekly 
weekly 
weekly 

I .  If agreement is reached, document and initial recommended agreement 

2. If agreement is ngt reached, document most likely solutions, escalate via the Core 
Team, to the Executive Team (recommendations: negotiate, mediate, table, etc). 
Socialize possible solutions with the Executive Team. 

I .  Principled negotiations (commitments in g o d  faith, ‘play fair’) 
2. Prepare 
3. State degree of empowerment 
4. listen, hear. speak 
5. State your position 
6. Rtstate your negotiating partner’s position 
7. No bad ideas (re: brainstorming) 
8. Address mutual interests 
9. Keep the ball moving - - -don’t delay 



I Negotiations Core Team Process 1 

status priority Core Team Owners Phone SME's Phone Negotiations 
StartlEnd 

Issue 

AT&T AT&T 

EST: BST 

AT&T: AT&T 

EST EST: 

AT&T: AT&T 

BST: BST 

- 

AT&T: 

BST 

AT&T 

BST 

AT&T AT&T 

BST: BST: 

AT&T: AT&T: 

B S T  EST: 

(,, Comments: 
0 a 
&V Resources Needed: 
& W  

&.I., 
? *  
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Unbundled Network Elements Cost Studies Summary 
5/22/96 Status 

Element 

Vetwork Interface Device Unbundled 
Loop 

Loop Distribution 

Loop Concentrator/Multiplexer 

Loop Feeder 

Loop Combination 
Unbundled Loop 

Loop switching 

Local Operator Services 

Local Directory Assistance 

Common Transport 

Dedicated Transport 

Digital Crossconnect System 

Data Switching Element 
Packet Transport 
Frame Relay 
ATM 

SS7 Message Transfer and Connection 
Control 

Switching Link Transport 

SCPs/Databases 

Tandem Switching 

Advanced Intelligent 
Network (AIN) 

Status 

‘Jo Study 

Vo Study 

Study Incomplete 

\To Study 

No Studv 
Provided 

Port Study provided 

Provided 5/21/96 

Provided 5/21/96 

Provided 5/21/96 

Provided 5/21/96 

No Study 

No Study 
S t i l l  investigating 

Provided 5/21/96 

Provided 5/21/96 

800 DataBase Studies provided 5/21/96 

Provided 5/21/96 

Provided 5/21/96 



May 24,1996 

Fax for: Suzie Lavett 

From: Preston Foster 404-810-8548 

Two pages plus cover. 
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P-n 0. Foster 
District Manager 
Strategic Planning - Market Entry 

Room 10140 
1200 Peachtree St. 
Atlanta. GA 30309 
404 810-8546 
FAX: 404 810-8477 
ATTMail!pfoster 

May 24,1996 

Dear Suzie: 

Attached, as domation and for action, is an abbreviated summary of the 
action items from our May 22, 1996 joint Core Team meeting. 

Please feel free to call me on 404-810-8548 if you have questions. 

Sincerely, 
i) ; , / l g l J i  

Preston G. Foster 
Lead Negotiator 
AT&T 



ACTlON,ITEMS FROM 
JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

May 22, 1996 

1. Regarding the joint operationdcost meeting, we agreed to meet at 1 lam 
on Friday, following the regularly scheduled operations meeting between Suzie 
and Pam. 

2.  
and in place by 1011. 

3. 
Cost/Core Team meetings, BST will give us a status report on Thursday, May 23, 
and by Tuesday, May 28, we will have identified issues to be discussed at next 
Wednesday’s Core Team meeting. 

Regarding network change notification, theproces5 wilFbedefmed by 911, 

Regarding the identification of appropriate people to attend the ‘collapsed” 

4. 
by Thursday, May 23. 

5. 

Regarding Electronic interface, Pam will provide a timeline to the Core Team 

AT&T agreed to fax the forecast to BST Wednesday afternoon. 

6. 
Scott Schaefer’s letter Wednesday afternoon. 

Regarding the Tennessee trial, AT&T agreed to fax Jim Carroll’s response to 

7. 
trial by charging the 10% discount rate, but agreeing to adjust the rate from the 
beginning of the trial if a regulatory body changes the discount. 

8. 
studies may have antitrust implications, Mary 10 agreed to resubmit the issue to 
BST’s antitrust attorneys. She will draft the question and submit to Sylvia for 
review. 

Sylvia agreed to pass along to Jim Carroll BST’s offer to start the Tennessee 

Regarding BST’s position that providing AT&T with TSR market viability 

9. 
said they would be ready in 3 to 4 weeks. 

Regarding status of Florida and North Carolina avoidable cost studies, BST 
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JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

May 29,1996 

On Wednesday, May 29, 1996, the Joint AT&T/BellSouth Core Team met at 
1200 Peachtree Street with the following in attendance: 

Greg Foilensbee 
Neil Brown 
Mason Fawzi 
Sylvia Anderson 
Lorraine Maddox 
Suzie Lavett 

Mike Guedel 
Pat McFariand 
Pam Nelson 
Quinton Sanders 
Fred McCullum 
Andre’ Mule’ 

1. Fred McCullum delivered the Kentucky avoidable cost studies to Neil. 

2. Preston reviewed the agenda (attachment 1) 

3. Neil Brown led a discussion on avoided cost issues (See Attachment 2) 

4. Regarding PLOC charges, Neil said that we had discussed $8 for 
Residence and $10 for Business. In an electronic interface environment, couldn’t 
this be more similar to a PIC charge, which is much less? Wouldn’t this reduce 
the charge? 

a) 
interface is. 

b) 
to state? 

c) 

Suzie: It could. It depends on how sophisticated the electronic 

Greg: Do your costs for secondary service charges vary fronr state 

1. Suzie: Yes. 
Neil: Would it make sense to agree to $8 for the first 6 months, and 

then evaluate the impact of electronic bonding? 
1. 

5. Preston: Regarding BST/AT&T OperationdCost Issues (attachment 3), 
we’re trying to move certain issues out of operations venue into cost. 

a) Preston then explained the form and asked if the matrix could be 
populated by the end of the week. 

b) Suzie: I don’t think that‘s deable. I’m not sure we agree with the 
form or the cost data. Also, we may disagree with what is required by the Act. 
We’ll fill out as much as we can by Monday. 

Suzie: We could look at that. 

t 

6. Preston: Regarding the Negotiations Core Team Process (attachment 4), 
this week we planned to segment the unbundled elements negotiations. The 
preceding 8 pages (attachment 5) is a draft of unbundled elements negotiations 



as they’re being presented by Jim Carroll to Scott Schaefer. I’m recommending 
that on the first page of the draft, we assign responsibilities using the form 
attached to attachment 4. 

segmentation is, then we can assign them based on that. 

work together on this at our weekly meetings. 

Pam, let’s you and I work on the elements off-line. 

a) Suzie: We need to settle on what unbundled elements 

b) Pam: This is an evolving document. Suzie and I will continue to 

c) Suzie: I don’t think we’re ready to populate the unbundled draft. 

d) Preston: Can we shoot for next Wednesday? 
e) Suzie: I think we can have some of it. 
9 Pamagreed. 

Preston: Now for our weekly update on gap analysis of electronic interface 

a) 
b) 

7. 
vs. ED1 development 

get a better understanding of this. 

Suzie: No change on that 
Pam: Next week we plan to meet with BST for 3 or 4 days to try to 

8. Sylvia: We’re still waiting to hear from Mary Jo on BST’s antitrust 
concerns. 

a) Suzie: 1’11 talk to her about that. 



BellSouth I AT&T Core Team Meeting 

May 29, I996 
Aaenda 

.- 

1. Avoided Cost 

2. OUtPLOC 

3. Operations I Cost Issues 

4. Unbundled Elements 

5. Old Business 

6. Re-cap 
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AT&T/ BELLSOUTH CORE MEETING 

1200 PEACHTREE ST, NE, ATLANTA, GEORGIA 30309 
MAY 29,1996 - 1:OO PM 

AT&T Attend- N. Brown, M. Guedel, P. McFarland, p. Foster, G- Follensbee, 
P. Nelson, S. Anderson, A. Mule' 

BellSouth: Suzie Lavett, Lorraine Maddox, Fred McCullum, Quinton Sanders 

MINUTES 

Minutes of May 29,1996 Discussion with Lorraine Maddox to discuss the BellSouth 
Avoided Cost Model and Philosophy. Discussion Lead by Mike Guedel arid Pat 
McFarland. 

v: Lorraine Maddox said that the BellSouth model assumes any End 
User interface with BellSouth service representatives represents avoided expense in a 
wholesale environment. This includes Billing, Collection and Inquiry. Informational 
calls not subject to a charge are part of common costs. The BellSouth study is tops down, 
so the total expense of the consumer service centers are captured. 

Lorraine Maddox stated that BellSouth's position is that wholesale discounts will not 
apply to non-recurring charges. In its Georgia Avoidable Cost Study, BellSouth had 
included NRC in its calculations (Data response fiom Bob Scheye states that NRC are 
included in the Georgia study and that they should be discounted the same as recurring 
charges for a given service). Since then, BellSouth has changed its policy, excluded NRC 
revenues from its studies, and adopted the policy that NRC will not be discounted. 
BellSouth claims that possible costs savings in this area will be p d a l l y  offset by cost 
increases associated with servicing the wholesale customer. BellSouth has not produced 
any defhitive studies, however, to establish or quantify this representation. NRC studies 
were performed by Rick Durden in Steve Mitchell's group. 

Neil Brown responded that he disagreed with the BellSouth position but understood what 
had been stated. 

r Semces No- Lorraine stated that as 
they can be determined, revenues for services not available for resale and resold services 
not subject to the discount are excluded fiom the study. Specifically, grandfathered 
services and CSA revenues are excluded. Promotions generally remove service 
connection charges, so there are no revenues to exclude. Expenses are not excluded. 

-BellSouth did not recognize any avoidable "capital costs" in its analysis. 
Lorraine said she looked at the avoidable cost at "day one" of implementation. She said 

1 " 93043:  
File: Core-1 .doc 
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that no capital costs will be avoided because BellSouth is not purchasing things like 
desks, chairs and buildings. They are using surplus to meet requirements. She used an 
“exhaust” concept which refers to whether a surplus will be used up, thus requiring new 
expenditures. 

Lorraine conceded that some capital costs might be avoided if demand was sufficient, but 
BellSouth would look at that possibility in the future. Lorraine stated that BellSouth had 
not included any impacts of demand changes in its avoidable cost analysis. 

Neil asked if BellSouth would reconsider its avoidable cost categories if it were 
convinced that TSR was a viable long-term market. Lorraine responded that BellSouth 
would reconsider its position if the market developed much faster than anticipated, 

Lorraine said that BellSouth does not include related capital costs, if excess capacity 
exists, when calculating or estimating the Long Run Incremental Costs (LRIC). Mike 
and Neil questioned if, under similar circumstances, BellSouth would include related 
capital costs when computing LRIC or TSLRIC upon which to base Unbundled Network 
Element prices. Lonaine’s response was :‘No,” but Neil and Mike were not certain this 
was the case. 

&vel of D a  . The BellSouth Avoided Cost study did not assume any level of 
demand. Lorraine believes if sufficient wholesale penetration (30%) exists in the next 
few years, it will be necessary to relook at the level and type of costs avoided. AT&T has 
provided demand estimates to BellSouth. S u y  Lavette will provide the estimates to 
Lorraine Maddox for reconsideration. If we come to an negotiated agreement, BellSouth 
will consider recomputing discounts in the future. 

-: BellSouth‘s position is that product management costs 
(which include some marketing and advertising related expense) will not be avoided in 
the provision of wholesale services. 

. .  

BellSouth’s stated position is that most advertising costs will not be avoided in the 
provision of wholesale services. The only exception to this rule is the cost associated 
with “bill inserts.” 

Lorraine said that the product manager may approve plans and advertising; however, 
there is a group that is specifically responsible for advertising. There is only a small 
amount of local advertising. 

Lorraine said that advertising strategy may change but overall advertising expenditures 
may not change. Neil suggested that if Advertising costs which did not benefit AT&T 
were not excluded, then AT&T would be effectively subsidizing BellSouth winback 
advertising against AT&T. Lorraine Maddox acknowledged that the study was based on 
historic data that did not include winback advertising. 

2 W 330 4 3 J 
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r Servica: BellSouth‘ s does not recognize that any operator expenses will be 
P 

avoided in the provision of wholesale service. BellSouth states that local service includes 
“access to a BellSouth operator.” BellSouth did not know if any costs were directly 
associated with this access, or, if such costs existed, whether the costs were included in 
the cost of local service or the cost of providing operator services. In any event, none of 
these costs were recognized by BellSouth as avoidable. BellSouth will provide 
information on whether there are costs associated with “access to an operator” which 
BellSouth includes in a 1FR. 

J.ocallTpll Discounts 
BellSouth has chosen not to calculate separate local, toll and private line discounts 
because of the allocations that would be required. Industry trends emphasize direct costs. 
BellSouth has not considered the impact that state intraLATA presubscription would have 
on combined discounts. 

!&lad 
Suzie agreed that it was okay for AT&T to use within the scope of negotiations the BST 
Job Function Code Manual that AT&T got through the regulatory process. 

Lorraine delivered to Neil (who gave to Pat McFarland) the Kentucb Avoidable Cost 
Study and a revised page to the Tennessee Study. 

3 
File: Core-l.doc 



Negotiations Core Team Process 

What 

Manage the negotiations process, control flow of information and 
communications, escalate and recommend to Executive Teams. 

Sub-Team; Segment and negotiate key issues, exalate and socialize positions, 
interests, and possible solutions to the Executive Teams (via the 
Core Team). 

Who 
Sub - Core Team Negotiations Process Flow 

2. Identify issue owners 
3. Prioritize issues 
4. State positions 
5. State interests 
6. Verify positions & 'interests 
7. Brainstorm possible solutions 
8. Negotiate from set of possible solutions 
9. Agree or disagree 

IO. Document agreement I 
I 1. Escalate issue(s) 2 

joint Core Team 
Joint Core Team 
Sub-team negotiators 
Subteam negotiators 
Sub-team negotiators 
Sub-team negotiators 
Sub-team negotiators 
Subteam negotiators 
Subteam negotiators 
Subteam negotiators 

When 
5/15 
511 5 
511 5 

thru 5/29 
thru 5/29 
thru 5/29 
thru 5/29 
thru 5/29 
thru 5/29 
weekly 
weekly 
weekly 

I .  If agreement is reached, document and initial recommended agreement. 

2. If agreement is Mt reached, document mod likely solutions, exalate via the Core 
Team, to the Executive Team (recommendations: negotiate, mediate, table, e.). 
Socialize possible solutions with the Executive Team. 

1. Principled negotiations (commitments in good faith, "play fai?) 
2. Prepare 
3. State degree of empowerment 
4. Listen, k, speak 
5. State your position 
6. Restate your negotiating partner's position 
7. No bad ideas (re: brainstorming) 
8. Address mutual interests 
9. Keep the ball moving - - - don't delay 

/- 



I Negotiations Core Team Process I 

Priority Core Team Owners Issue 

AT&T: 

Phone 

BST: 

I AT&T: 

BST: 

AT&T: 

BST: 

AT&T: 

BST: 

AT&T: 

BST: 

AT&T 

BST: 

SME's Phone Negotiations Status 
ShrtlEnd 

AT&T 

BST: BST: 

AT&T 

EST: 

AT&T 

BST: 

- 

I I I BST: 

I I I - 
AT&T 

Comments: 

Resources Needed: 
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Residential Summary 

1 
2 
3 
4 

BellSouth Telecommunications, Inc 
Exhibit LZM-1 

Tennessee 1995 - Residential SUInInary 
Analysis of the impact of resale on Residential Service 

Revenues - Residential JSource/Calculation 
I 
I 

5 
6 
7 
0 

Local Service Revenue Extracted from billing system data $ 342,177,731 
Long Distance Revenue Extracted from billing system data $ , 60,160,934 

0 

9 Total Residential Revenue L6 + L7 $ 402,338,665 
10 
11 
12 Avoided Expenses 

- 

13 
14 
15 
16 
17 
18 

. 
Customer Services Expense Worksheet A, Line 20, Col C $ 32,082,864 
Billing Expense Worksheet A, Line 22, Col C $ 4,381,778 
Sales Extracted from financial systems data $ 798,153 
Uncollectibles Extracted from billing system data $ 6,534,967 
Advertising - Bill Inserts Extracted from financial systems data $ 443,711 

Page 5 of 8 

19 
20 
21 
22 
23 
24 
25 
26 
27 

i 

TOTAL Avoided Expenses L14 + L15 + L16 + L17 +L18 $ 44,241,473 

Discount as a Percent of Revenue (L20 I L9) 100 11.00% 

Page 5 



Business Summary 
BellSouth Telecommunicatlons, h C  

Exhibit LZM- 1 
Page 6 of 8 

Page 6 
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Expense Worksheet A 
BellSouth Telecommunications, Inc 

Exhibit LZM-1 
Page 7 of 8 

Page 7 



Expense Worksheet B 
BellSouth Telecornmunicaiions. InC 

Exhibit LZM-l  
Page 8 of 8 

I 
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JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

June 5,1996 

On Wednesday, June 5,1996, the Joint AT&T/BST Core Team met at 675 W. 
Peachtree Street with the following in attendance: 

Mason Fawzi Randy Jenkins 
Suzie Lavett Jerry Hendrix 
Wayne Ellison Sylvia Anderson 
Preston Foster Greg Follensbee 
David Epsteiner Quinton Sanders 
Mary Jo Peed Andre’ Mule’ 

1. 
other items to be added. There were none. 

Preston reviewed the agenda (‘attachment 1) and asked if there were any 

2. Preston announced that, in their meeting this afternoon, Jim Carroll would 
present to Charlie Coe a comprehensive package on TSR that we are hopeful to 
come to closure on. AT&T feels that this proposal offers an opportunity to reach 
a fair an expeditious agreement on TSR. He added that the information was 
sensitive, with a limited distribution. He said that the BST Core Team might have 
an opportunty to participate in the review of the package should Charlie Coe 
include them on the list of people who need to know the contents. 

Quinton: Can you share any details? 
Preston: Basically, we are committing to volumes that we hope will 

convince BellSouth that we are serious about TSR. 

a) 
b) 

c) Quinton: Any price points? 
d) Preston: Yes. 
e) 
9 

Quinton: Any specifics on the issues addressed? 
Preston: The proposal takes the issues we discussed with Scott 

last week and puts them in context. We think in a package environment it‘s an 
opportunity to come to closure. 

g) Suzie: Great. 
h) Quinton (to Suzie): We ought to see if we can get the package and 

do some leg work for Scott. Maybe after this meeting, Suzie and I can call 
Charlie Coe’s office. 

3. 
be involved in price and cost issues. 

Suzie then introduced Jerry Hendrix, a new member of her team, who will 



P 4. 
attorney who will be assisting Sylvia. 

5. 

Sylvia introduced David Epsteiner to the group. David is an AT&T 

Preston: Is there a response to the PLOC proposal we made last week? 
a) 

6. Preston: Let‘s move on to Grandfathered Services. Last week you 
shared a list of Grandfathered items, but it was difficult to see what the quantity 
of services were by state. 

Executive meetings with Jim Carroll. I’m concerned about discussing the same 
things in this meeting. 

AT&T took a risk by not knowing how much business was involved in 
Grandfathered Services. We need this quantified. 

anything on quantification. 

This is just a follow-up to the letter Jim sent to Scott a couple of weeks ago. Do 
you understand why we need this? 

Suzie: I understand. I’m not sure it‘s relevant. Your problem is 
ESSX. but that‘s in transition. We’re looking at a promotion to cut customers 
over to Multiserve, but the PSC requested us to extend Grandfathered Services 
by 36 months. 

9 Preston: You said you’re still working on this. What work is being 
done? 

1. 
and are doing so at the Executive Level. 

Sylvia: Even beyond ESSX, we need to know volumes. 
Preston: We’re about to start trading and we need to know how 

Suzie: If we did provide this to you, we’d need to look at another 

Suzie: We don’t have a response yet. 

a) Suzie: We’re still working on that. We’re discussing this in the 

b) Preston: In the proposal we’re presenting to Charlie Coe today, 

c) 

d) 

Suzie: This is being discussed at the Executive Level. I don’t have 

Mason: We’re really not in  conflict with the Executive meetings. 

e) 
P 

Suzie: We pulled together what information we can provide, 

g) 
h) 

1) 
much is in each bucket. 

NDA. It would be helpful, too, if we had a copy of the study AT&T did of the size 
of the Georgia Grandfathered Services market. 

1. Preston agreed to provide. 
Mason: If we can generate data for one state, I would think that 

BellSouth could do it “lickity-split“ for all nine states. 
Suzie: We’ll look at what we can provide, but it would not be under 

the current NDA. It’s retail competitive information. Anything we give you can be 
provided to any proceeding. Also, we don’t want it shared with your business 
unit. 

Greg: You’ve already given this in three states, how can you say 
it’s so restricted? Did we ask for something more than you’ve already provided? 

1. Suzie: It‘s being interpreted as such. I don’t see what we’re 
accomplishing by going over the same ground as the Executive Team. 

j) 

k) 

1) - 
v 3 3 0 4 5 j  



2. Preston: We took some risks in presenting the proposal 
without this information. I don’t know how much farther Jim Carroll is willing to 
go without that information. He asked us to follow-up as to the order of 
magnitude of Grandfathered Services. 

confidentiality problem, and the other is will you provide the data at all. To your 
other point that seems to imply that the Core Team’s role is not important, Jim 
Carroll can’t see to all the details during his short meetings with Scott and 
Charlie. We need to see to the details. That’s what we’re trying to do. 

1. Suzie: We can do that. I don’t want to keep rehashing 
things. We need to move forward 

2. Preston: We can move forward if you provide the 
information. 

Suzie: Let me say it again. We’re looking at the data we can 
provide. We’re concerned about the NDA. We won’t provide it without a new 
NDA. 

0 )  Preston: Is your concern that the information can be assembled, 
but you don’t want it used for competiive marketing purposes, or is there another 
concern? 

m) Sylvia: I’m beginning to see two separate issues. One is the 

n) 

1. Suzie: It’s both, assembly and competition. 

7. 
2:00, then, I have to leave. Can I share some things? 

Kentucky (attachment 2); a description of BellSouth’s Lifeline and Link-Up 
programs (attachment 3); a description of N11 service, along with projected 
revenue for 1996 (attachment 4) 

revenues by state at next week‘s meeting. 

8. Operations/Cost issues 

that BST populate it by this week. Has that been done? 

Suzie: We’ve already spent 20 minutes on this. We said we’d go until 

a) Suzie then distributed a list of obsolete services in Georgia and 

b) Suzie will provide a breakdown of N11 and Lifeline/Link-Up 

a) Preston: Last week we shared with you a TSR matrix and asked 

1. Suzie: No, that‘s why we brought Jerry on board. 
2. Jerry committed to try to answer the issues addressed on 

Preston: In Scott’s May 30 letter to Jim (attachment 5), what is the 

1. 
Preston: Regarding the costs at the bottom of the second page of 

the letter, and the top of the third page, are they industry costs, or AT&T-specific 
costs? 

the matrix by the next Core Team meeting. 

basis of the costs associated with electronic interface? 
b) 

Jerry will review and report at next meeting. 
c) 

1. 
2. 

TSR and UNE environments? 

Jerry: They may be industry costs. 1’11 have to check. 
Greg: Could you also identify which costs are applicable to 

* 
* 



. .  

d) 

e) 

Greg: Do we also have the costs of the interim ED1 system? 
1. 
Suzie clarified that BellSouth will absorb the full $125,000 

Suzie: The cost is $200,000 

developmental Daily Usage costs (See Attachment 5, page 3). She said that 
BST is discontinuing any development of direct access to their ordering systems. 

9. Preston: We also segmented UNE, like we did TSR. Is there any 
feedback on the UNE matrix? 

a) Suzie: I have a matrix that we did with Ray Crafton, Robert, and 
Ed Schaefer. It's in draft form (attachment 6). There are two major areas that 
we need to resolve: port routing and unbundled sub-loops. Other things are 
minor disconnects. 

10. Sylvia (to Mary Jo): Just to bring you up to date on a discussion we had 
before you arrived, AT&T had asked for quantification of services available for 
resale, and BST had two concerns: a) the competiive nature of the information, 
and b) the NDA. 

a) 
b) 

c) MaryJo: OK 

The next meeting was scheduled for June 12 at the AT&T building at 

Mary Jo: I'm not up to date on that 
Sylvia: First, BST needs to figure out what they can provide; then 

we can address the NDA 

P 

11. 
1200 Peachtree Street. 
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BellSouth /AT&T Core Team Meeting 

June 5,1996 

Agenda 

1. Review of PLOC proposal 

2. Grandfathered Items 

3. Operations / Cost Issues 

4. Unbundled Elements 
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1 E  : Georgia 
o le te  Service O f f e r i w s  

1ARlFF 
SECTION 

F I L E  ...... 

T A R I F i  SECTION 
AN0 SERVICE 
DESCRIPTION 

A11900 A119.00 08s.  UAlS SERVICE 
A12400 A124.00 OBS. EHERGENCl REPORT SERVICES 

.... ~~ ~ ~ 

08s. EPUIP .  FMI DISABLED CUSTCUERS _... 
A13100 Al31.00 WLTI -LOCATIMI  BUSINESS SERV. 
A14000 Al40.00 OBS FASI PACKET TRANSPMIT SERVICES 
810200 8102.00 06s. REWLATlMlS 
010300 8105.00 OBSOLETE SERVICE OFFERINGS - CHANN 
n i u n n  8iw.00 OBSOLETE SERVICE OFFERINGS . EPP .__ . . . . . . . . . . . . 
810600 ~1106.00 cas. DATAPHONE DIGIIAL SERVICE 



StATE : Georgia 
Obsotete Service Offerings 

TARIFF 
SECTION 

F I L E  ...... 
(1) 

A10700 
A10800 
A10900 
A11203 
A11207 
A11208 
A11209 
A11211 
A11212 
A11213 
A11214 
A11217 
A11218 
A11220 
A11221 
A11222 
A11223 
A11224 
A11225 
A11226 
A11227 
All228 
A11298 
A11229 
A11230 
A11231 
A11300 
Rl1400 
A11500 
A11600 
All800 

A '  
A '  
A '  
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 
A 

I A R I F F  SECTlOY 
AND SERVICE 
D E S C R l P T l M l  

A107.00 08s. 
A '  3.00 08s. 
A1 P.00 OBS. 
A '  2.03 OBS. 

2.07 OBS. 
2.08 om. 
2.09 OBS. 
2.11 00s. 
2.12 OBS. 
2.13 08s. 
2.14 ms. 
2i17 
2.18 
2.20 
2.21 
2.22 
2.23 
2.24 
2.25 
2.26 
2.27 
2.28 
2.28 
2.29 
2.30 
2.31 
3.00 
4.00 
5.00 
6.00 
8.00 

00s. 
08s. 
OBS . 
WS. 
M S .  
05s. 
ons. 
ons. 
ons . 
08s. 
OBS. 
OBS. 
00s. 

08s. 
00s. 

00s. 
OBS. 

ons. 

ons . 

ons . 

(2) 

S E W .  0ff:COIN TELEPHONE 
IAS F A C I L I T I E S  
FOREIGN EXCHANGE 
ESSX-1 ATTENDANT SERVICE 
AUX STAllW L I N E  SERVICE 
ESSX . I SERVICE 
ELEC. TANDEM S U l I C H l N C  
ESSX S,M,L;CENlREX,ESSX-1 
ESSX S.8.L 85 
DIGIIAL ESSX . 85 
ETS FEAIURES - 85 

SERV 

CUST 

PRESTIGE C W M  PACKAGE 
PRESIIGE SINGLE L I N E  SERVICE 
PRESTIGE DELUXE 
ESSX SVC VINIAGE 2 
W S I W I Z E O  D l A L l t l G  PXG 
ANALOG ESSX SERVICE 
OIGIIAL ESSX SERVICE 
DIGIIAL ISDN SERV fEAT/CND, ALL 
ESSX ANALOG 
ANALOG ETS 
ESSX D I G I T A L  
ESSX DlCllAL 
ESSX WLTl ACCWNI SERVICE 
DIGITAL E I S  
ESSX ISDN 
MISCELLANEWS SERV 
AUXIL IARY E W I P M E N I  
TERMINAL EQUIP AND SYSTEMS 
CALLING PLANS 
MIS 
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STATE : KENTUCKY 
T A R I F F  SECTION SUMMARY 

TARIFF 
SECTION 

F I L E  

TARIFF SECTION 
AND SERVICE 
DESCRlPTlOI l  

(1)  

A10300 
A10400 
A10700 
A10800 
A10900 
A11100 
A11201 
A11213 
A11226 
A11227 
A11228 
A11229 
A11230 
A11231 
A11232 
All234 
A11300 
A11400 
A11700 
A11900 
A12000 
A12300 
A12500 
A12900 
A13100 
810300 
BlO400 

A103 
A104 
A107 
A108 
A109 
A111 
A112.01 
A112.13 
11112.26 
A112.27 
A112.28 
A112.29 
A112.30 
A112.31 
A112.32 
A1 12.34 
A113 
A114 
A117 
A119 
A120 
A123 
A125 
A129 
A131 
0103 
BlOL 

OBSOLETE-BASIC LOCAL EXCHANGE SVC 
OBS-SERVICE CHARGES 
OBSOLETE-COIN IELEPHCUE SERVICE 
OBS-TELEPHONE ANSWERING F A C I L I T I E S  
OBS-FOREIGN EXCH AND CENTRAL OFFICE SVC 
OBSOLETE-ESSX-1 SERVICE 
OBSOLETE-ESSX SERVICE . ANALOG 
OBSOLETE-ESSX SERVICE - D I G I T A L  
OBSOLETE-ESSX SERVICE - VINTAGE I 1  - ANA 
OBSOLETE-ELECTRWIC TANDEU SUIICHING-ANA 
OBSOLETE-ESSX SERVICE . VINTAGE I1 ~ DIG 
OBSOLETE-ESSX WJLTl ACCCUNT SERVICE 
OBSOLETE-DIGITAL ELECTRMl lC TANOEM S U l T C  
OBSOLETE-ESSX ISDN SERVICE 
OBSOLETE-ESSX SERVICE - VINTAGE I . ANAL 
OBSOLETE-ESSX SERVICE . VINTAGE I . DIG1 
OBSOLETE MISCELLANEUJS SVC ARRG 
OBSOLETE-AUXILIARY EWIPTMENT 
OBSOLETE-MOBILE TELEPHONE SVC 
OBS-WIDE AREA TELE SERVICE 
O B S O L E T E - W I I W A L  CALLING PLANS 
OBSOLETE-ESS CO FEATURES (ESSX-1) 
OBSOLETE-LIGHTGATE D I G I T A L  SVC 
OBSOLETE-DATA TRANSPMIT SERVICE 
( 0 6 s )  MULTI-LOCATION BUSINESS SERVICE 
0BSOLETE.CHANNELS 
OBSOLETE-EQUIPMENT 

TOTAL 
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AL,, FL, GA, LA, k, NC, TN 
6/5/96 Core Team Meeting 

BellSouth's Lifeline Assistance Program provides for qualifying subscribers in Alabama, 
Florida, Georgia, North Carolina, and Tennessee, a federal credit equal to 100% of the 
Interstate Subscriber Line Charge plus an equivalent BellSouth funded amount. The 
amount of the interstate credit ($3.50) is reimbursed to BellSouth by NECA. 

For the states under negotiation, BellSouth averages about 200,000 Lifeline customers 
a month. 

Link-up 

Link-Up is available in all nine states served by BellSouth. Link-up provides a credit for 
qualifying subscribers of 50% of the non-recurring charges associated with installing 
service, with a maximum credit of $30. This credit is reimbursed by NECA. Link-Up 
customers in Georgia receive an additional credit from BellSouth consisting of the 
balance of the charge. 

For the states under negotiation, BellSouth averages about 3000 customers pet month. 

Eligibility 

Eligibility for both programs varies from state, but may be based on eligibility in other 
low-income or assistance programs such as Medicaid, Food Stamps, AFDC or SSI. 

.n 

For Discussion Purposes Only. 



BellSouth N11 
5130196 

N11 service is offered in Alabama, Florida, Georgia Louisiana and Tennessee where 
BellSouth has about 25 customers. BellSouth has no plans to offer N11 in Mississippi, 
Kentucky, North Carolina or South Carolina nor to actively market in the states where it 
is offered. Total projected revenue for 1996 is about $1M. 
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TELECOMMUNICATIONS @I 

May 30, 1996 

William J. Carroll 
Vice President 
AT&T 
I200 Peachuee Street, N.E. 
Atlanta, Georgia 30309 

Dear Jim, 

This letter is in response to your letters to Charlie Coe and Duane Ackerrnan of May 21, 1996. BellSouth 
is in the process of reviewing and responding to your letter to me of May 21, 1996. Due to the nature of 
AT&T's requests in that letter and the work involved in gathering the materials to be provided in the 
response, BellSouth will reply to it separately. 

av 21 letter to Charlie Coey .- ' .. 

fegarding the provision'of BellSouth cost studies, these studies including loop, poTf andusage were 
provided several weeks ago. The majority of the other requested Unbundled Network Element ( W E )  cost 
studies were provided to Neil Brown on Tuesday, May 22. The only outstanding cost study request is the 
"Loop Concentration Multiplexer" study which we are targeting to provide by May 30. 

AT&T's letter includes considerable detail regarding the scheduling of  and lack of participation by 
BellSouth in the 5 0 1  CostPrice meeting. 11 should be noted that this is the first CosvPrice meeting in 
which BellSouth's key personnel were not present. BellSouth has dedicated a significant number of 
resources to meet and negotiate with AT&T and to respond to AT&T requests in a timely manner. The 
agenda attached to AT&T's letter acknowledges that Bob Scheye and Suzie Lavett had notified AT&T that 
they would be unable to attend the meeting. Ample notice was provided to allow rescheduling of the 
meeting if it was deemed necessary. Further, a more lengthy document attached to the agenda provided by 
Neil Brown indicated that all UNE components were to be discussed. This document prompted 
BellSouth's May 20, 1996, subsequent proposal to focus the discussions on developing a mutually 
acceptable set of unbundled features to form the basis for further negotiations. 

It is appropriate tu note that BellSouth personnel have attended several meetings in which AT&T 
representatives were not appropriately equipped or not prepared to discuss the subject matter contailled ill 
the proposed agenda. For example, five BellSouth employees attended a meeting on Wednesday, Ma.' 2 2 .  
in which AT&T was tu clarify UNE ordering and provisioning requirements. A document summarizing 
these requirements, apparently provided by AT&T headquarters, could not be explained by AT&T 
representatives attending the meeting. The group subsequently asreed to focus on BellSouth's unbul ld ld  
loop and port offering. However, U N E  smice  configurations presented as necessary requirerncnts b? 
AT&T could not be explained by tllc ATgLT representatives present. The configurations presented did rm 
make sense, and the remainder of the nieeting was spent ha\,in; tlic BellSouth ezpens advise A'1't-T of 
BellSouth's view of possible U N E  coi~ligurations. 
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BellSouth has informed AT&T both verbally and in prior correspondence of similar circumstances which 
have occurred in the process of our negotiations. Notwithstanding these points. I assure you that BellSouth 
is ready and willing to engage in meaningful dialog to progress these negotiations in the areas of Resale 
and Unbundled Network Elements. 

M M  
Your letter asserts that “BellSouth has delayed committing to provide the electronic interfaces that are 
necessary”. Any delays that have occurred are attributable, at least in part, to AT&T. In order for 
BellSouth to commit toihe formidable task and investment of developing electronic operational interfaces, 
it is necessaly lo understand the volume of transactions that are estimated to occur. The fust forecasts of 
projected AT&T volume were provided to BellSouth in April of 1996. In addition, these forecasts were 
“rough estimates” and addressed only the resale portion of AT&T’s local service plans. Although the 
forecast provided by Preston Foster in his letter of May 22 indicates that unbundled loops and ports are 
included, no forecasts for specific order volumes for unbundled services have been provided to date. In 
addition, the most recent forecast data shows an extremely wide range of values between the low and high 
estimates (the high estimate is approximately four times the low estimate). 

The ‘‘fh interface’’ solution which you referenced in your letter has been proposed as a method to allow 
AT&T to immediately begin processing orden. and is a sufficient solution to handle the initial volumes of 
orders projected by AT&T. It should be noted that “fax” only refers to the transfer of order images, and 
does not mandate a manual fax transmission process. Nothing would preclude AT&T from using a 
computer based fax solution foriervice order placement and confurnation. AT&T has recently 
acknowledged that it will begin local service on atrial basis and will gradually increase its volume of local 
service orders. The “fax interface” is capable of accommodating AT&T’s initial enhy into the local 
service market. BellSouth has always maintained that implementation of mechanized interface solutions 
would be driven by transaction volumes, business needs, and relevant timing. 

BellSouth is currently processing local service orders for several competitors using the fax method. ’Those 
competitors fnd the terms of this procedure to be acceptable. Only recently have other resellers or local 
exchange carriers begun to request electronic operational interfaces in the course of our negotiations with 
them. AT&T remains unique, however, in the extent of on-line and real time access requested. 

In a letter sent to AT&T on May 16, BellSouth reviewed the steps it has taken or is in the process of 
undertaking to address AT&T’s requirements for pre-ordering electronic interfaces and ED1 (service 
requests and order confurnation). In addition to these steps, and as previously discussed with AT&T, 
BellSouth has developed or is developing interfaces for daily usage information, electronic trouble 
reporting, and serving central ofice and feature availability. BellSouth’s current view of the costs of 
providing these electronic operational interface solutions are as follows: 

Pre-Ordering Estimated at $7,000,000. However, the final figure cannot be determined until the 
completion of a design phase estimated to require approximately four months and $500,000. As mentioned 
above. BellSouth has developed an interim process to provide feature availability information at no charze. 

.~ 

S I :  $200,000. 

-: Costs for this item have not been determined 

p: No Charge provided that the service order populatcs 
these databases. However. should BellSouth develop direct electronic interfaces for local service proyidsri 
to enter data directly into these s?stenis. additional costs would be incurred. No cost estimates for this 
functionality have been developed. 



Trouble Reo0 rting: Initially no cost to resellers in lhat the EC application for lXCs is being extended to 
other local exchange carriers. However, capacity upgrades required as a function of OLEC transaction 
volume will result in additional costs. In addition, enhancements to the EC platform needed to enable the 
system to more effectively manage POTS troubles are estimated to cost $3,000,000. 

Dailv U s a e :  Initial development costs of $125,000. Additionally, BellSouth will charge $0.005 per 
message to offset the cost of ongoing usage file production. 

BellSouth is proceeding as outlined on the electronic interfaces requested by AT&T notwithstanding that in 
doing so BellSouth is going above and beyond its obligations under the Act. BellSouth's proposals 
regarding the preordering, ordering and provisioning ofservices to be resold by AT&T are not 
unreasonable or discriminatory conditions or limitations under the Act. BellSouth has committed to 
treating AT&T as it does its own retail customers. Such commitment meets the requirements of the Act. 

As proposed in a letter to you of May 16, BellSouth has two mechanisms for recovering these costs. 
BellSouth will continue to work with AT&T to develop an acceptable cost recovery mechanism based on 
an embedded cost approach and welcomes any proposals from AT&T in this regard. sTg-g{/ 
W. Scott Schaefer 
Vice President - Marketing 
InterConnection Services 

3 n f-J 4 ;; 3 
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AT&T Unbundled Netwo Requirements 
Technical feasibility Status - DRAFT 

Category: Loop Switching Transport ss7 Operator/ Databases AIN 

Port including access to Special Access, Link Stand Alone 800 Access to 
BST Operator, DA, Repair dedicated point- Transport to With AT&T . DA Service 

Non-integrated and InterOffice Facilities to-point STPs Switch Creation 
Digital Loop LlDB Platform 

Signaling DA 

BST Offering Metallic Loop 

(DesignEdge) 0 Tandem Switching Channelization 

Data Switching 
Systems E911 

Opens - 85% of (PulseLink) Digital Cross- 
Market Today connect System 

(FlexServ) 

Signaling Access to AM Additional It appears that 
Elements: AT&T’s Loop 
AT&T/BST Feeder needs can 
Agree be met by existing 
Technically Special Access 
Feasible oferings. 

Additional 
AT&T 

Requirements: Network Interface IOF, “Partitioning” 
BST Does Not Device (NID) 
Agree Are 

NOTE: On 6141969 platforms (repair, operator, 
DA) and AT&T transport BST agreed to Technically 

provide, upon Feasible 

request, a Data Switching 
NID at AT&T’s (PulseLink) “Partitioning” 
request. 

“ H U B  Triggers 

* Integrated Digital * Stand alone local Digital Cross- Branded Detailed 
Loop Carrier switching without BST connect System AT&T With Tracking 

Operator, DA, Repair, (FlexServ) BST Port 

Routing to AT&T 

Loop Distribution 

Loop Multiplexer1 s- 
%. 

C.3 
0 Concentrator 
U 

& 2 
6/4/96 
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Room 10140 
1200 Peachtree S1. 
Atlanta. GA 30309 
404 810-8548 
FAX: 404 810-8477 
AlTMail!Dfosier 

Preston 0. Foster 
Dstrict Manager 
Strategic Planning . Market Entry 

May31, 1996 

Dear Suzie: 

Attached, as dormation and for action, are the action items from our May 
29,1996 joint Core Team meeting. They are: 

1. Neil Brown agreed to review lus notes from the avoided cost discussion 
and call Loraine with any additional'questions. 

2. BellSouth agreed to consider AT&T's proposal regarding PLOC charges 
of $8.00 per occurrence for the first six months of market entry, and then to 
mirror the PIC charge going forward. 

/-. 

3. Preston Foster, lead negotiator, AT&T, presented the "BellSouth I AT&T 
Negotiations -- Operations / Cost Issues'' matrix as a vehicle to identify and 
quantify operations issues that may have costs associated with them. Both 
BellSouth and AT&T agreed to populate the matrix, to the extent possible, 
and share copies with each other by Monday, June 3,1996. 

4. As previously agreed, Preston Foster submitted a framework for 
segmenting and assigning ownership at the Core Team level for the issues 
associated with Unbundled Network Elements. BellSouth and AT&T agreed 
to populate the matrix, to the extent possible, by Wednesday, June 5, 1996. 

Thank you for your attention to these matters. Feel free to call me on (404) 
81 0-8548. 

S@cerely , 

Preston G. Foster 
Lead Negotiator, AT&T 

3 
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May 17.1999 

Preston foster 

1200 Peachtree St.. NE 
Atlanta.GA 30309 

Dear Preston, 

Following are the items owed to AT&T per our May 15,1998, Cot0 Team m n g .  

We have been unable to run dawn the answer to ATbT's inqutry muding the 
"PLOC- charge and need turther delbitM. We have a cham forth. UnauthOriZd  
change in local setvice to an OLEC wh'h is described in SeC(i0n VI, paw- G. 
of the contract delivered to Jim C a r d  today. Could this be whn you WBrO 
attempting to describe? 
A secondary setvim ordoring charge. generally around $6. will apply for "switch aS 
is" resale wstomers who move from BellSouth to ATaT wlth no chanp. in S w v b .  I 
will h.vo more infomration regarding the biniff refenno in our May 22.1998, 
rnemting. 
I h8W a change in tho Corn Team member for tho ercrlatd 'Routing' issun 
negotiations. With Milnor. telephone numEor404 SS-5489. has heen added a0 tho 
Cora Team as a tochnicaI exput and will take the lead on this iurn. Aha. as 
information, I wiU remain the Con T u m  person for tho 'NotHkaUon' h u e  M 
Jocalyn Bivinr WiR be le- the SME dlbh 
We want to schmdule the 'pmduds" meolhg for June4.1906. form ma- 

=. EST is msemhing what is available and mtmt cm be providd to ATaT 
punrunt to its request far the nurk.t si20 of tho product. Bst d0.S nat plan 
m othr for resale. AT61  ha8 stated saved times that it annat nukr a 
decision mgarding 
We can u~ th. nedtwownksforoucomp~ to reach agreement 
reg&ing the level of information required to meet thia need. 

> Bob Scheye is not available until th. first week of June. Our componio6' 
product availability negotiations will greatly h o t 3  h a m  Bob's knowledgo and 
oxpwlence. Pleaso confim, this me&p with Bob at 404 420.8327 as soon 

fi 

0 

with BSTs position without such information. 

as possible. 

Please let me know if you have any questions regardhrg Ih. above information. 

Sincerely, 



JOINT AT&T/BELLSOUTH CORE TEAM MEETING 
June 12,1996 

On Wednesday, June 12, 1996, the Joint AT&T/Bellsouth Core Team met at 
1200 Peachtree St. with the following in attendance: 

Preston Foster Sylvia Anderson 
Pam Nelson Wayne Ellison 
David Epsteiner Andre’ Mule’ 
Quinton Sanders Randy Jenkins 
Mason Fawzi Suzie Lavett 
Mary Jo Peed Jerry Hendrix 

1. 
other items to be added. There were none. 

was being considered at the Executive Level. 

that may be helpful. 

2. ED1 Update 

was a positive meeting and the mapping continues. 

Preston reviewed the agenda (attachment 1) and asked if there were any 

a) Mary Jo asked why we were discussing the TSR proposal when it 

b) Preston answered that we believed we had additional information 

a) 

b) 

Pam briefly discussed the data mapping meeting held last week. It 

Preston asked if there were any major milestones. 
1. Pam: finishing the mapping is most critical. There are 

different completion dates for different pieces of it. We’re looking at late July or 
early August. The gap is USOC vs. English language. TClF seems to be 
agreed to by both parties. 

1. 

needs. 

2. 

3. 

Preston: We’ll continue to visit this subject weekly. 
Suzie: The only concern I’ve heard is there are some areas where 

Suzie: We should be able to process orders by September 

Pam: We’ll be ready by mid-August. That will meet our 

c) 
d) 

there is no TClF standard. 

3. ED1 Development Costs 

hoped would lead to identification of development costs. Jerry was working on ’ 

that. 

a) Preston: A couple of weeks age we put out a matrix that we had 

b) Jerry distributed the matrix (attachment 2) 
” 3!J04?3 



C) 

d) 

e) 

Mary Jo: Regarding the matrix, BST would take issue with the 
column “Required by the Telecom Act.” Actually, this is AT&T’s interpretation. 

Jerry: We need to determine whether costs apply to the Industry or 
are AT&T specific (see Column 4). 

Suzie: Phase I is EDI; Phase I1 is real time access. I don’t think 
we’d ever get to complete real time access. Our service representatives don’t 
have real time access to all our systems. 

we wouldn‘t want it. 
f) 

or LRIC. 

have? 

how far we can go. 

firmed up, we’ll review the cost estimate. This will take two months. I don’t know 
the start date; sometime in May, I think. 

4. Mason: In the Pre-Ordering Phase, the chart shows no 
recurring costs. 

a) 
We’ll know better after the design Phase. 

Jerry: The last column on the right is our best estimate of 
some of the benefits. 

Preston: Is there any formula how you want to pro-rate the 
costs among the industry. 

a) 
options. 

b) 
talk about cost recovery. Jerry will be the BST contact. 

Suzie: Pre-Ordering interface is access to the same system 
as our service representatives use. 

Suzie: Maybe we need a separate, detailed document 
a) 

document. We could reference the detailed document on the matrix. 
Suzie: We’ll pull all documents that are labeled “pre- 

ordering” and attach them to the matrix. 
Suzie: The operations people will meet next Wednesday to 

have a walk through. 1’11 have my mechanization people there. 
BST and AT&T agreed to meet on 6/24 to map the 

Operations/Cost requirements to identify any gaps in the respective positions. 
Mason: If the goal is parity, we should be comparing our 

system to BST’s, not the OLEC Handbook. 
a) 

thought our goal here was to identify costs. 

1. 

Jerry: The other issue is cost. These are actual costs, not TSLRIC 

1. Wayne: On the $7 million, what kind of support do you 

2. Jerry: I didn’t bring any back-up. I’d have to ask Mary Jo 

3. Suzie: We’re in the design phase. Once the design is 

Preston: What we seek is parity. If your guys don’t have it, 

Suzie: With EDI, we don’t anticipate recurring costs. 

5. 

6. 

Suzie: We need the cost people to come up with 

Preston will ask Neil to get a small group together to 

7. 

8. 
Pam: Maybe we can use our requirements 

9. 

10. 

11. 

12. 

* 

Suzie: I don’t think we agree on what parity is. I 



- b) 

c) 

d) 

e) 

Preston: We need to determine if BST will also 
benefit from the use of these systems. 

Suzie: I know we don't agree on what it would take 
for AT&T to enter the market. That's in the Executive Committee. 

Wayne: The comparison is to the pre-ordering 
systems you use today to serve the resale market. 

Preston: We define parity as parity with what you use 
internally. 

1. 
provide to our end user customers. The system is invisible to the customer. 

9 Mason: We want a similar customer experience. 
Also, cost efficiency. What efficiencies are we introducing into BST's processing 
by insisting on these particular interfaces. 

g) 
is concerned. Who is the end user, AT&T or our customer? 

Mary Jo: We define parity as the same as we 

Preston: This is apples and oranges as far as parity 

1. Suzie: Your customer. 
Mary Jo: BST's position is that we will treat AT&T's 

Suzie: We feel there are different ways to do this. 

Mary Jo: Does AT&T support enhancements as the 

Sylvia: That's not our position. 
Preston: There are two issues: How to pro-rate 

Jerry: It's difficult to get at net cost until we have 

AT&T agreed to provide a list of questions on how 

h) 

I )  

j) 

k) 
1) 

m) 

n) 

customer the same way we treat our customers. 

We're saying the market should drive enhancements. 

market develops? 

costs, and what is the cost. 

better numbers. 

efficiencies should be defined. List to be provided by the next Core Team 
meeting (6119). 

options on how to recover the costs depicted in Column 5 of the Operations/Cost 
matrix; identify a process and timeline to determine actual costs, and determine if 
and when we can put a process and timeline in place to identify efficiencies. 

4. Data Requests 
a) 

(attachment 3) 
b) 

(attachment 4). Status and action items are on the attachment. This is the list of 
requests that was transmitted verbally to Frank Kolb. 

since data are vendor-specific, within 10 days or less after receipt of the names 
of AT&T employees who will see the data. 

0)  Jerry: Neil and I will develop, on a conceptual basis, 

Preston distributed lists of obsolete services for GA, FL, and NC. 

Wayne distributed a list of unbundled element data requests 

1. Regarding Request #I, BST will provide redacted studies, 
P 



2. 

3. 
4. 

5. 

Request #2: BST to provide the studies within 10 days or 

Request #3: BST will provide studies upon completion. 
Repuest #4: AT&T will review request to determine if a 

Request #5: AT&T will review BST’s current service 

less after receipt of the names of AT&T employees. 

more restrictive request is appropriate. 

offerings to determine if the request can be stated in terms of individual retail or 
wholesale offerings. 

see the frame relay study. 
6. Request #8: AT&T will provide a list of names of persons to 

c) PLOC charges 
1. 

2. 

Preston: Two weeks ago we offered an $8 PLOC charge. 

Suzie: Not $30. We’ll charge what‘s in the tariff for 
Your response was more like $30 

Transfers of Contracts (attachment 5). We did a cost study and it came out 
close to $30. 

and the $30. 

in the tariff. The cost study was $30. Neil has the tariff reference. 

3. Preston: Explain the difference between the tariied charges 

a) Suzie: The existing Transfer of Contract charges are 

Preston: Can we get a copy of the cost study? 4. 
a) 

5. Mary Jo: These are the rates we’ll charge AT&T for switch 

Preston: Some of our people would like to meet with your folks to 

1. 

2. 

Suzie will check and report by Friday or Monday 
whether they can provide their PLOC Cost Study. 

as is. 

discuss ESSX. Can you help me set this up? 
t 

Centrex and Multi-Serve issues.. 

how you’re reselling ESSX today, etc. 

available for resale. 

Linkup and Lifeline Services subscribers (attachment 7). 

5. 

d) 

BST will advist by Friday when SMEs can meet to discuss 

Mason: We need to understand your process for ordering; 

a) 

b) 

Mary Jo: I’ve got to add a caveat. ESSX is not 

Suzie: They’re talking about Centrex, Multi-Serve. 
e) 
f) 

Jerry will update cost studies to include MS and SC 
Suzie distributed N11 projected revenues (attachment 6), BST 

Preston: Have you been asked to help to respond to the TSR proposal? 
a) 

Mason: Regarding services available for resale, 
a) 

Suzie: Yes, but we’re not ready to discuss yet. 

6. 

Scott Schaefer regarding grandfathered services (attachment 8). 
We need the data outlined in the 5/21 letter from Jim Carroll to 



/- b) BST agreed to clarify terms under which KY data would be 
provided by 6/13. AT&T may have to provide a list of names. 

c) 
Executive Team. 

d) 
e) 

f) 

Suzie: The other data requests have been escalated to the 

Mary Jo: Jim should talk to Scott about this. 
Suzie: I'm terminating the conversation here. It's at the Executive 

Sylvia: How do you decide what to provide and not to provide? 
1. Suzie: The things we provided we were able to provide. 

BST agreed to stress to their Executive Team the importance 

Level. 

The rest is not relevant. 
* g) 
AT&T attaches to the data requests in Jim Carroll's letter of 5/21 to Scott 
Schaefer. 

7. Regulatory Activity 

conflict with your positions that you have taken in the negotiations. I fax'd you a 
letter this morning (attachment 9) 

and Multi-Serve. This seems to be inconsistent with what you stated what your 
goal was, that is, to migrate customers off ESSX. 

Suzie. 

8. 

a) Mason: Several things have come to our attention that seem to 

b) Mason: Basically, BST filed in a couple of states to enhance ESSX 

/-- c) BST will set up meeting by Friday to discuss Mason's letter to 

The next meeting will be 6/19, at 2:00, at BST Center. 



/-- 

ATLGTIBellSouth Negotiations 
June 12,1996 

Agenda 

1. ED1 Update 

2. ED1 Development Costs 

3. Data Requests 
- UNE Cost Studies 
- Non-recurring charges (e.g. PLOC) 
- ESSX Meeting 
- MS, SC Cost Studies 

4. Outstanding TSR Proposal 
- Services available for resale 
- Regulatory activity 

c 



BellSouth/AT&T Negotiations -- OperationsKost Issues 

Required by 
Issue Telecom Act 

(Cite BST Specific Proposed 

(TSR) Access to systems used by 
Pre-Ordering Interface 25 l(c)(4)@) BST personnel to identify 

feature availability due dates, 
etc. 

Reference) Solution 

( T W  Initially AT&T 
Ordering (Phase I) 251(c)(4)(b) Order delivery thenlndustry . 
(TSR) 
Ordering (Phase 11) 251(c)(4)@) NIA 
(TSR) Mechanized list of AT&T 
OUtPLOC 251 (c)(4)@) end users who change LSP Initially AT&T 

Direct Routing 25 I (c)(4)(b) NIA TBD 

CRIS Billing Mechanized daily unrated Initially AT&T 
Daily Usage 251(c)(4)(b) usage then Industry 
( T W  Initially AT&T 
Maint. Elec. Bonding 251(c)(4)@) Access to BST “TAFI” then Industry 

TBD 

( T W  

c 

Industry 
Application or 
AT&T Specific 

then Industry 

(1.3 NA - Not applicable 
0 
@” ”. i 
c . 

TBD - To be determined 

One-Time 
cost 

Estimate 

SIM 

$200K 

NIA 

$30K 

NIA 

S125K 

$3M 

Annual Recurring BST Efficiency 
Cost Estimate Benefits 

-__-- None Indentified 

----- None Indentified 

--_-- TBD 
Transaction costs 
not done yet None Indentified 

-___- None Indentified 

$.OOS/msg None Indentified 

----- TBD 
c 
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Pmston 0. Foster 
District Manager 
Strategic Planning - Market Entry 

Room 10140 
1200 Peachtree St. 
MMb. GA 30309 
404 810-8548 
FAX: 404 810-8477 
ATrMaillpfoster 

June 11, 1996 

Dear Suzie: 

Attached is AT&T's rough estimate of obsolete and grandfkthered services for Georgia 
(provided earlier), Florida, and North Carolina. These are, of course estimates based on 
our manual review of the tariffs. As you bow, AT&T has requested several times that 
BellSouth quantify the senices that BellSouth is seeking to exclude fiom resale. AT&T 
recently delivered to BellSouth a proactive proposal on TSR That proposal includes our 
offer to resell to customers who subscribe to obsolete and grand&thered services. AT&T 
is willing, given the right environment, to consider reselling a subset of obsolete Services - 
if BellSouth provides a clear, accurate, order of magnitude, by state, of seivices pmently 
obsolete. 

Last week, in our joint Core Team meeting, you raised concerns regardiug BellSouth's 
abiity to provide this information. Your concerns, as I understand them are 1) 
BellSouth's abiity to assemble the requested data and 2) the confidentiality of the 
information. As you can see &om our estimates, AT&T manually assembled a rough 
version of the data we are requesting tiom you. It would seem that BellSouth could, 
given your access to and ownership of the automated intemal database, easily assemble 
and provide AT&T with an accurate set of information regarding obsolete and 
g r a n d i a h d  services. 

I honestly do not understand BellSouth's concern about the confidentiality of the 
requested information. Early in our negotiations, AT&T and BellSouth both signed a 
confidentiality agreement which defines the scope of how coufidential information can be 
used. Further, we offered, last week, to address your concerns regarding ~ccess to and 
use of certain hij&ly confidential information. We would respond immedktely to any 
proposal to address BellSouth's concerns regarding the provision of this i n f o d o n  

AT&T is ready to complete negotiations on Total Services Resale. Our proposal of June 
5 addresses the key issues yet to be resolved. Again, we are hampered by not having an 
accurate sizing of business that is obsolete / gran-ered. Please provide us with this 
information for all nine BellSouth states. 

m 

F-. 



Sincerely, 

Preston G. Foster 
Lead Negotiator 
AT&T 
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1. BasicSeMces 

Georgia 
Comparison of Revenues from Obsoleted 

Services with Total State Revenues 

Total Revenues Obsoleted Revenues % Total 

$413,821,172 0 0 

2 Non-Basicservices 1,033,174,124 55,537,976’ 5.4 

3. In~onnect ion 99,682337 4 9 , M  .05 

Total ~ ~ , 6 n , m  $5597,464 3.6 

Approximately W m Revenue was gr&dfathemd in 3rd and 4th qtr of 1995 with 
ESSX and Digital ESSX Service. 

P Source: 1) Total Revenues: BellSouth Market Basket Summarv of Annual Revenues 

Order Adopting Interim Filing Requirements for N o e a t i o n  of 
filed on September 1,1995, m compliance with Georgia Public Service Commission’s 

Alternative Regulation 

2) ObsoletedRevenues: . :  complledbymatchingservicerevenueafrom 

. . .  



BELLSOUTH 
Georgia GSST Obsoleted Services 

Tariff Services Name/Description 
Section 

A103 Basic Loed Exchange Service 

A107 Coin Telephone Service 
Farmers Line & Farmers Exchange Stations 

Booths &Special Mounting Arrangements 
Shelves 
Semi Public Extensions 

I public Telephone Access for CPE 
I Teleuhone Aaumer Sewice Facilities A108 
-&rator - Identifier Unit 
AUTOAS Answering System Concentrator 

A109 ForeignExehrnge!5avice 

Y 

E X - 1  Service - Attendan~SeMces 
ESSX-1 Automatic Call Distribution 
E X - 1  Auxiliary Station Line Service 
E X - 1  Service 
Electronic Tandem Switching 
ESSX S, M and L and ESSX-1 Custom M a n a m t  

P~tigeDeluxeservice 
ESSX Service Vintage I1 Feature SMDI 
ESSX Service Customized Dialing Package (CDP) 
ESGX service - VS and S 
ESSXService-M 
Essxservice-L 
D@tal ESSXService- VS and S 
Digital ESSX Service - S 
Digital ESSX Service - M 
Digital Essxsenrice - L 

Digitat Ektmnic Tandemswitching Features 
ESFX EDN senice 

T Obsoleted Revenue 

05/15/60 C 

11/19/7a $3,991 

w w 8 3  C 
03/05/90 W A @  

01/13/83 $30 
01/13/83 5335 

$59 

09/OB/i3l a 
a 

w m / =  %,n7 
‘06/14/85 $252865 
06/14/85 a 

S W  

n/19/7a $1,621 

S2453M 
$2416 

s 2 6 m  
$3- 

n 
u 
u 

CLL 

* 
m 
m 

. .  



Current 
Revenue n Section 

$8,211 
0 

513,504 

$715,420 
0 

$8,808 
0 

0 
0 

$8,694 

0 
0 

530,870 
$182178 

n 

Group Emergency Alerting 6 Dispatching System 
Municipal Emergency Reporting Service 
Arrangements for Night, Sunday and Holiday 
senrice 
Extension and Tie Line Services 
submarine Cable Mileage 
Custom Calling senices 

senrices 

pedal Reversed Charge Toll) 

n 

$8,835 

$935,685 

$6,117 &t&htSales Option & Mont€t-to-Month Option I 09/22/95 

- Could not be separately identified... included in Digital Essx senice - V m h e  ll 

Induded m 09/26/95 G r a n d f a t h e  Filing 
c. could not be separately idenM..included in Essx Service - V i n h e  11 



1. Basicservices 

2 Non-Basicservices 

3. Interconnection 

Total 

Florida 
Comparison of Revenues from Obsoleted 

Services with Total State Revenues 

Total Revenues Obsoleted Revenues X Total 

$456,123,592 0 0 

. 1,413,062,557 12,421,336. .9 

308,877,141 0 0 

$2178,063,290 $12421W* .6 

~pproximately SSM in Revenue was grandfathered in ~ a y ,  1% with 
Essx and Digital ESSX Service that is not included in these figures (assuming 
estimates are correct, approkrnately $70M in revenue is from grandfathd 
customers). 

Source: 1) Total Revenues: BellSouth Market Basket Summary of Annual Revenues . .  filed with the Florida Public Service comrmsmoh 



BELLSOUTH 
Florida GSST Obsoleted Services 

rc\ 

. .  

Tuiff 
Section 

4103 

4105 

4107 

A108 

A109 ' 

A112 

, i . .,.. . 
:.'..<:..? . . 
. .  . . ... 

.. . ,_ . ,. . .. , 
1113 

Services Name/DescripGon 

Basic Local Exdunge Service 
h a l  Exception - Res Unlimited - Unmeasured 
option 
Charges Applicable Under Special Conditions 
Restoration Priority Charge 
Coin Telephone Service 
Booths & Special Mounting A r r a n w a b  
Semipublic Extension Stations 
singte Slot Panel Coin Telephone 
Telephone Answer Service Facilities 
Gncertrator - Identifier Unit 
AUTOAS hwering System Concentrator 
F0reiga Exchange Service 

Central OHice Non-Transport Sarriee Offerhga 
Centrex Service to U.S. Military Bases 
Centrex - CO Service 
ESSX-1 Service Attendant Service (%A Consoles) 
Automatic Call Distribution - ESS Systems 
Electronic Tandem Switching Features 
ESSX-1 senrice 
Electronic Tandem Switching Features 

. 

Intercept Ansmgemen t 

DigitalEssxsenrke-85 
Electronic Tandem Switching Features 
ESSX services, M and L Service - 88 
DigitalESSXservice- 88 
Prestige communications Package (PCP) 
Prestige single Line senrice (PSLS) 
Digital Electronic Business Set Service I1 
F S X  service Vintage 2 Feature - SMDI 
Prestige Deluxe Service 

Digital ESSX service Optional Features - SMDR - ESSX Service Optional Features - SMDR - 

customized Dialing Package (an 
ESSXserviee - M d t i - h  - caller ID 

Municipal & Industrial Emergency Reporting Svc 
MdtistationOne-Way Circuit Arrangements 
Arrangements for N e t ,  Sunday and Holiday Svc 
Extension and Tie Line Services 

Date 
Dbsoleted 

01/23/95 

04/08/91 

08/15/77 
01/01/83 
os/u/.n 

W06/@ 

06/15/80 

09/28/82 

04/17/73 
09/29/76 
10/05/81 
12/30/80 
w 2 8 / m  
07/01/85 
07/W@ 
07/we .'ww& 
11/22/88 
11/22/88 
11/22/88 

01/15/90 
01/15/90 
10/05/92 
10/05/92 
10/05/92 
10/02/92 

10/02/92 
w22/= 
w05/* 
06/05/95 

04/01/89 
04/01/89 

Current 
Revenue 

0 

0 
$148,565 

$6,516 
0 

$1,217 
$215,189 

0 



i 

Tariff 
Section 

A l l 3  
- 

A114 

A115 

4117 

i l l8  

4119 

4122 

4124 

i1W 
I 

Services Name/Description 

Miscellaneous Service Arrangements (con't) 
Custom Calling Services 
Network Facilities for use with Public 
Announcement Services 
Central Office Local Area Network Service 
Network Facilities for Use with 976 Service 
TicketTaker Service 
Touchstar Service - Multi-Line Caller ID 
Auxiliary Equipment 
Speaal Line Filter 
Private Line Samulinn Arrangement . -  
ESSX-I Customer Premises &tendant Services 
Conneclion of Terminal Equipment and - _  
Communications Systems 
Recorder Coupler Equipment 
Telephotograph Equipment 
Data Transmitting/Receiving Terminal Equipme 
Voice Transmitting/Receiving Terminal Equipmc 
Alarm Detection and Reporting Equipment 
Dictation Recording Equipment 
Connecting Arrangements - Voice Manual 
Connecting Arrangements - Voice Automatic 
Public Address and Loudspeaker or Radio Pagin 
systems 
MobiieTelephoneSavice . 
Airtime 
Dispatchingsenice 
!3igdingservice 
Long Dbtaace M-age Telecommunication 
Service 
Enterpriseservice 
VALU-PAK Service 
saver service 
wide Area Telecommunicatione Service 
Access Line Charges - 800 Service 
800 Number Service Termination 
Customer Payment Plana 
ESSX Term Paymen t h  
Emergency Repom S e d e a  
E9ll PSAPE4pipment 
Enhawcd~VedEmergaKyNUmberservice 
En1 . 

%EX!jERVEServire- Digital Access cross Gmne 
Equipment for Disabled Castomem 
htright W/Month-to-Month Option 

06/16/86 $606 

04/W% $28,099 
06/29/93 533,649 
02/15/94 5 3 , ~  
07/31/94 $68,373 
06/05/95 

$608 
0 

06/06/80 
12/12/80 
lO/OS/81 0 

12/10/70 $10,760 
m/wi/si 534 
M/06/81 361.m 

a 

01/06/81 5374 
01 /06/81 0 

M/06/81 0 

08/14/92 
08/14/92 
08/14/92 

06/15/87 51,601 
w W %  
08/02/95 

m/z/w s1.002a~3 
06/03/95 

m/08/9l 

01 /06/81 524,575 

01/06/81 $34,829 

0 
0 
0 



P 

1. BasicServices 

2. Non-Basicservices 

3. Interconnection 

4. AccessserviceS 

Total 

North Carolina 
Comparison of Revenues from Obsoleted 

Services with Total State Revenues 

Total Revenues Obsoleted Revenues X Total 

$294,847,392 $2,499,721 0.8 

484,046,815 

21,425,654 

147,204,321 

$947,524,182 

20,696,409. 4.3 

0 0 

0 0 

$23,1%,1W ‘24 

. * Approximately $19M in Revenue is from Digital ESSX Service - 85, which was 
grandfathered on 12/30/88. 

Sou& 1) TotalRevenues: B e l l s o u t h M a r k e t B a s k e t ~  OfAnnualReVanreo 

ServiceJ listed in Bellsouth’s North Carolina General Subsaiber serpices 
Tariff(GSST). 



BELLSOUTH 
North Carolina GSST Obsoleted Services 

ESSX senrice - SMDR 
Cmtrex - CO Service 
ESSX-1 Service 
Automatic Call Distribution - F S  
DID to Customer - Premises 
secretarial Service In-Dialing Arrangements 



Services Name/Description Date Current T d  
section Obsoleted Revenue 

Telephotograph Fquipment 
Voice Connectivity Arrangement 
Alarm Detection Equipment 

d PSAP Equipment 

Revisions as recently as 12/09/95. 
pending tariff filing to be effective 



Following is a list of the verbal data requests submitted by 
Wayne Ellison to Frank Kolb of BellSouth on Wednesday 
morning, June 5, and the current status of each request: 

Request No. 1: Provide the non-recurring studies for 
port termination and unbundled loops referenced in the 
recurring unbundled element studies given AT&T on April 
26, 1996. 

Status: BellSouth maintains that it has completed 
such studies only for Florida. Reg Starks 
informed Wayne Ellison on June 12 that BellSouth 
would provide the requested study 10 days or less 
after receipt of the names of reviewing AT&T 

\i employees. 

Request No. 2: Provide. the unbundled element studies 
submitted to the Florida Public Service Commission in 
response to Order No. PSC-96-0444-FOF-TP. 

Status: Reg Starks informed Wayne Ellison on June 
12 that the requested studies would be provided to 
AT&T 10 days or less after receipt of the names of 
reviewing AT&T employees. 

Request No. 3: Provide the Louisiana unbundled element 
cost studies required by the Louisiana local 
competition rules at the time they are completed. 

Status: BellSouth agrees to provide such studies 
to AT&T upon completion. 

Request No. 4: Provide copies of BellSouth's cost 
studies for the Company's special access and private 
line services. 

Status: Reg Starks has asked that AT&T be more 
specific about required individual cost elements. 
Wayne Ellison has agreed to review BellSouth's 
offerings to determine if a more restrictive 
request is appropriate. 

Request No. 5: Provide studies identifying BellSouth's 
costs of providing loops and transport services over 
SONET rings. 

r- 



Status: Reg Starks has asked that AT&T be more 
specific about required individual cost elements. 
This request does not appear to need further 
definition. However, Wayne Ellison has agreed to 
review BellSouth's current service offerings to 
determine if the request can be stated in terms of 
individual retail or wholesale offerings. 

Request No. 6: Provide BellSouth's cost studies for 
direct-in-dialing services. 

Status: These studies were provided Wednesday PM, 
June 11, 1996. 

Request No. 7: Provide studies identifying BellSouth's 
costs of providing vertical features. 

Status: 
June 11, 1996. 

These studies were provided Wednesday PM, 

Request No. 8: Provide studies of BellSouth's costs of 
providing data switching services, including circuit 
switched data services, ISDN services, frame relay, and 
ATM . 

Status: As of this A.M. Reginald Starks has agreed 
to provide the frame relay studies 10 days or less 
after receipt of the names of reviewing AT&T 
employees. Mr. Starks has stated that BellSouth 
has not yet determined if the Company will provide 
the requested ATM studies. With regard to other 
data switching services, Mr. Stark has requested 
that AT&T identify specific BellSouth service 
offerings, and AT&T has agreed to do so. 



State 

AL 

FL 

KY 

LA 

TN 

GA 

NC 

June 12,1996 Core Team Meeting 

BellSouth Transfer of Contract Charges 
(OUTPLOC) 

Residence 

10 

15 

17 

20 . 

5.50 
12 

5.25 
27.50 

Business 

$23 

19 

20 

26 

24 

8.50 without f i i  bill 
15.75 with final bill 

8.75 without final bill 
41.25 with final bill 

A recent "Resale" cost study indicates 
the actual cost to be about $30. 

Note: This is confirmation of information provided verbally June 7,1996. 



n I FAX 

TO: Mason Fawsi 

Fax Phone 404 810-8477 

TO: 
Phone 

Fax Phone 

TO: 

Phone 

Fax Phone 

Phone 404 810-8574 

Date 6/12/96 

Number of pages including cover sheet 7 

FROM: Suzie Lavett 

BellSouth 
Telecommunications 

Phone 404 529-7496, or 

205 977-0104 

Fax Phone 404 420-0031, Or 

205 977-0164 

P cc: 

REMARKS: [SI Urgent 0 For your review 0 Reply ASAP 0 Please Comment 

Mason, 

This is in response to your voice mail. 

N11 Projected Revenue by State: 

AL $ 31K 

FL $562K 

GA $468U 
LA $ 79K 

TN $ 19K 

The LifeLinelLink-up state figures should be available later today. 

3.30494 

I 



June 12,1996 Core Team Meeting 

BellSouth Linkup and Lifeline Services 

AL 

FL 

GA 

14 1,351 

9 103,007 

t,675 78,946 

262 

12,917 

TOTAL 2,916 204,885 

.P- 



Mr. Scott S c b k  
Acting Vice President 
IntuConnection Services 
BellSouth 
675 W. PcachUtc Street 
AtlantaGA 30375 

Dear Scon: 

This letter requests that BcUSouth provide AT&T with detailed hfomation which will 
allow AT&T to determine with Certainty: 

I .  any services which BcllSoutb proposes to d c t  fkom d e  and which arc aot 
described in the Louisiana tariff. 

2. the scope of m i c a  excluded &om resale as identified by thc LouitiSnr tuiff 
and BellSouth in rcspnse to 1 above. 

AT&” again requests that BellSouth @de acomphnm ‘w list of savica Qtclubd 
frorndeonastatc by state basis. BccauscBellSauthb9rrpradlycl~~gdib 
potidon on which service am excluded drom redo, it is baoming h a m d q l y  diftlcuit 
for AT&T to proceed with any reade bushaa p k  Following m a ftw exmaple of 
BcUSouth‘s actions which prrvcnt AT&T h m  gaining a clar undartpdme * 

se#icesBeUsoulfi ~ r o ~ n n i l . b r c t o r ~ .  
oftbt 



JUN 11 '96 03:11 RT&T FFIX SOZWX P.2 

J. 1" a 4/18 memo to Preston Foster. BellSouth informed AT&T that both Contract 
Service Anangements and Special Assemblies would not be available for resale. 
However, when we reviewed the Louisiana Tariff, which BellSouth stated would be 
representative of snvices available for resale within the ngion, there was no 
mention of the exclusion of Special Assemblies. 

/'. 

5. A significant part of our Executive meetings on May 7,1996 and May 14,1996 ww 
devoted to the subject of which sewices are available for resale. I think you would 
agree that we Ieft that meting with the understanding that much more clarity needs 
to be provided by BellSouth in order to develop win-win solutions. 

In addition to the foregoing, our review of the Louisiana Tariff reflects that there a n  
enough unique Louisiana state-specific service offerings so PJ to crcate uncertainty as to 
what is  acwlly available for d e  in other states. (Le.: Louisiana -tion Discount 
Program) 

, 



F.3 
JW 11 ’96 09:12 ATgT FRX 9020FX 

For the items excluded fmm resale by each state, we would like for you IO provide: L, , , & 
.- y ~ ~ r  

, ,/: 
S ~ I C C ,  if any 

Current revenue for each service 
Number of customers for each service 

;< c 
hk. 

In addition to providing quantification of GmndWmd 
a l L ~ ~ ~ r r q u c s w l o n f f i y 1 4 , 1 9 9 6 , m ~  
Georgia data we provided you on M a y  14.1996 is murate. 

1 - 
1 N o  

SBAS 

Number of SerY 
Amount of SSA ZCVQ)IIC 

Number of SBA cuztomar 
AmountiYm of disoount off list mail 

Amount of revenue 
Number ofcunomtn 
ArnounP’o of diwunt off list d 



JUN 11 '96 09:lZ ATST FFlX W B F X  

Ewmples of promotion types; 

P.4 

r " c  p r c  
Amount of"dcferrcd" installment billing in 1994 and 1995, by year 
Number customers utilizing this feature in 1994 and 1995, by ye= k 

ca-btm 
Although Centrrx is not explicitly excluded from d e ,  certain 
restriclions/pmhibitions do exist in some retail tariffs which limit or 
prevent resale by rrscllexs. Plcarc clarify whether such restrictions and 
prohibitions will continue, or whether rrsellers will be provided 
unrestricted access to n o a 4 h d f a h d  Cenm services. If rhese 
restricuons will continue, provide a desctiption of the 
limitdrestricted Centra WrviCcJ, the amount of ''rcsuire~oictcd" (non- 
Grandfithered) Centxcx revenue. and the numba of emtomas. 

Please also provide thh infbnmion on any 0th services which may not 
be explicitly excluded from resale but which bave &dons which 

- 7 h;  ,#b,L 

i 
00 u V L z  

prevent melt by rrscllns. 7 .  
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Promton Q. FOmr Room 10140 
District Managsf 1200 Peachtree St. 
Strategic Plannicg ~ Market Entry Atlanta, GA 30309 

404 810-8548 
FAX: 404 8108477 
ATNail!pfoster 

June 13,1996 

Via Facsimile and U.S. Mail 

To: SuzieLavett 

From: Preston Foster 
Lead Negotiator AT&T . 

RE: Correction to June 12, 1996 P. Foster letter 

As we discussed during the Core Team Meeting yesterday, in order to make 
progress in ow negotiations AT&T believes it is critical that BellSouth respond to 
AT&T's request for data which quantifies the scope of services excluded fiom 
resale. Although the need for such data was discussed s e v d  tims at tbe 
executive levels, Jim carroll first formally nquesttd this data in a letter dated 
May21,1996. MyletterdatedJune12,1996aroneouslystetedthtJimCarroll's 
data request letter was dated May 30,1996. 

I hope that this eliminates my confusion. 

cc: s. scheafer 

0 . .., . . . .  :- 



P 

Preston 0. Foster Room 10140 
Oistnct Manager 1200 Peachtree St 
Strategic Planning - Market Entry Atlanta, GA 30309 

404 810-8546 
FAX: 404 810-8477 
ATMail!pfoster 

June 14, 1996 

Dear Suzie: 

Attached, as information and for action, are the action items from our June 12, 1996 joint 
Core Team Meeting. Feel free to call me on 404-810-8548 ifyou have questions. 

Sincerely, 

Preston G.  Foster 
Lead Negotiator 
AT&T 

0 
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ACTION ITEMS FROM 
JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

June 12,1996 

1. 
them to the matrix. 

2. 
requirements to identify any gaps in the respective positions. 

3. 
on how efficiencies should be defined. List to be provided by the next Core 
Team meeting (6119). 

4. 

Column 5 of the Operations/Cost Matrix, 

BST agreed to attach all documents labeled "Pre-Ordering" and attach 

BST and AT&T agreed to meet on 6/24 to map the Operationslcost 

Regarding Electronic Interface. AT&T agreed to provide a list of questions 

AT&T and BST agreed to determine: 
a) 

b) 
c) 

on a conceptual basis, options on how to recover costs depicted in 

identify a process and timeline to determine actual costs, 
if and when we can put a process and timeline in place to identify 

efficiencies. 

5. Regarding the list of verbal data requests submitted to Frank Kolb: 
a) Request #I: BST will provide a redacted study within 10 days or 

less after receipt of the names of AT&T employees who will see the data. 
b) Request #2: BST to provide the studies within 10 days or less 

after receipt of the names of AT8T employees. 
c) Request #3: BST will provide studies upon completion. 
d) Request #4: AT&T will review request to determine if a more 

restrictive request is appropriate. 
e) Request #5: AT&T will review BST's current service offerings to 

determine if the request can be stated in terms of individual retail or wholesale 
offerings. 

Request #8: AT8T will provide a list of names of persons to see 
the frame relay study. 

6. 
PLOC Cost Study. 

7. 
Multi-Serve issues. 

9 

BST will advise by Friday or Monday whether they can provide their 

BST will advise by Friday when SMEs can meet to discuss Centrex and 

8. BST agreed to provide AT&T with cost studies for MS and SC. 

3 



,- 

9. 
under which KY data would be provided by 6/13. AT&T may have to provide a 
list of names. 

I O .  
attaches to the data requests in Jim Carroll’s letter of 5/21 to Scott Schaefer. 

Regarding services available for resale, BST agreed to clarify terms 

EST agreed to stress to their Executive Team the importance AT&T 

11. BST will sei up meeting by Friday to discuss Mason’s letter to Suzie. 

3 



JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

June 19,1996 

On Wednesday, June 19, 1996, the Joint AT&T/BellSouth Core Team met at 675 
W. Peachtree Street with the following in attendance: 

Randy Jenkins Greg Follensbee 
Suzie Lavett Mary Jo Peed 
Neil Brown Pam Nelson 
Preston Foster Jeny Hendrix 
Sylvia Anderson Andre’ Mule’ 

1. 
additions. There were none. 

Preston reviewed the agenda (attachment 1) and asked if there were any 

2. ED1 Update 
a) 
b) 

c) 

d) 

e) 
9 Regarding pre-ordering: 

Suzie distributed copies of the ED1 project timeline (attachment 2) 
She explained that we were on target and moving forward. There 

Pam added that there was still a work item on USOC vs. English 

Preston: Will we know by 6/24 where we will be on pre-ordering? 
1. Suzie: I think so. We’ll have the definition by 6/24. 
Suzie: We’re still on target and will be in full production by 4Q96. 

1. 

n 

were no jeopardies. 

language. This was not a jeopardy. The SME team will discuss this week. 

Suzie distributed a chart on Pre-Ordering Interfaces for 
Resellers (attachment 3). She explained that the dark line is the system 
proposed by BST. 

2. 

3. 

4. 

Pam: I’m interested in what the ED1 gateway will look like. 
a) Suzie will check with SMEs and provide information 
Suzie: The design phase takes two months and starts next 

Neil: Are you going to lay out what’s required by the Act and 

a) 
b) 

Neil: Yesterday, Jerry said he wasn’t in a position to discuss 

At this point, Preston distributed the OperationslCost Issues 

* 

week. 

what is being done only for AT&T? 
Mary Jo: This isn’t required by the Act. 
Suzie: I think we’ve been fairly clear about this all 

along. J 

5. 

6. 
P costs, but at some point we’ll need to know the costs. 

matrix (attachment 4). He said that perhaps this will clarify what Neil is getting 



at. He asked if it was BSTs position that everything on the page is not required 
by the Act. 

changed. 

indicating that this is AT&Ts interpretation of the Act. Some columns should be 
split up. 

a) 

b) 

Mary Jo: Yes. I had asked that this chart be 

Sylvia: We should have an asterisk on Column 2 

c) 
7. Neil: I need to find a way to gain an understanding of the 

costs involved. 
8. Greg: I understand BST is saying you have to provide 

certain functions. We’ve asked you to do things sooner than you think they 
should be done, based on your market projections. Time Warner and MCI may 
resell and be players, but AT&T has special needs simply because we’re AT&T. 

Act. 

to provide these things? 

Suzie: The last column needs to be clarified. 

a) 

b) 

c) 

Mary Jo: We don’t need to do this now to meet the 

Greg: You don’t mean the Act will never require you 

Mary Jo: Oh, no. Just not now. 

3. ED1 cost recovery methodology 
a) 

propose to the executives for a solution. 
b) 

(attachment 5) 
c) 

The bottom line is we’d want to own it if we paid for it. 
d) 

identified. 
e) 

million. Also, we need to identify efficiencies for BST. 
f) 

well? 

potential use for loops, but it‘s probably not appropriate. 

Preston: I hope we can negotiate a cost recovery methodology to 

Jerry distributed notes from the June 18 cost recovery meeting 

Neil: The handout reflects what we discussed yesterday with Jerry. 

Jerry: Where we go from here is there are other things to be 

Neil: We need an understanding of what we’re getting for $7 

Greg: Is the pre-ordering interface to be used for ordering UNE as 

1. Suzie: It can be used for UNE ports. There is some 

Greg: Will ED1 be transportable to UNE? 
1. Suzie: Yes. 
Preston: We’re trying to compartmentalize the issue: 
1. What is the cost recovery system? 
2. What are the efficiency benefh for BST? 
3. Whether the costs are AT&T-specific or Industry-applicable 
4. Is it realistic to negotiate cost recovery without having 

5. Neil: I think you can. 

g) 

h) 

agreed on the other two items? (2 and 3 above) 



6. Greg: Were the costs developed to meet AT&T’s volumes 
or an overlay of industry volumes? 

7. Suzie: We tried to use an overlay of industry volumes. The 
bulk of the costs are development costs. They’re only partly sensitive to volume. 

Greg: On another subject, OUTPLOC, was that only for switch-as- 
is? 

a) Suzie: Any end user under any circumstances would pay 
this. 

Greg: Did Jerry and Neil think about an option other than putting 
the costs on the local termination rate? 

Preston: Let‘s focus on recovery of one-time costs. 
1. 

2. 

I) 

j) 

k) 
Suzie: Our problem is we don’t‘ see the need for total real- 

Greg: But the Georgia order requires real-time access. 
a) 

b) 

c) Suzie: OK. 
Neil: Phase 2 is 100% parity. Whatever you got, we got. 

Preston: I agree. But for the purposes of this conversation, 

a) 
b) 

time access. 

Suzie: Do you want real-time access to everything? 

Greg: We want access to everything you have 
Our service representatives don’t have real time access to everything. 

access to. 

3. 
4. Suzie: But is it in the same manner? 
5. 

we can table Phase 2 and concentrate on EDI. 
Mary Jo: Only if we agree on EDI. 
Pam: I’m OK with saying Phase 1 is ED1 that we’re 

working on today, with certain caveats that we all know about, plus the next 
stages of ordering that are still on the table, such as getting jeopardies back. 

c) 
Sylvia: Does BST believe that Phase 1 is followed by Phase 

2? 
a) 

same degree of service as we offer to our end users. 
Sylvia: Then, if our customers don’t end up similarly 

situated, then you’ve got more work to do. 
a) 

yes. 
8. Mary Jo: we don’t want to build a “golden lamb” when a 

lead one will do. 
9. Preston: We’re trying to define panty. Suzie, what is your 

definition of parity? 
a) 

provide to our end users to be a reseller in the market. 
b) 

having the same experience as yours? 
c) Suzie: No. 

Suzie: I think we still need a clear definition. 
6. 

Suzie: No. We believe we need to offer to you the 

7. 

Mary Jo: We may, and that‘s as close as 1’11 get to a 

Suzie: We’ll provide AT&T with the same tools as we 

Preston: Did you say anything about our customers 



/- 

d) Greg: So, if you give your customers service in 10 
minutes, you’ll give AT&T the tools to provide our customers service in 10 
minutes? 

e) Suzie: Yes. 
Mary Jo: It looks like we won’t agree on parity today. 
Sylvia: Maybe we need a break out group on parity. 

* a) 
AT&T will write down and exchange our definitions of parity. 

Preston: I still think we can negotiate our one-time costs 
without having parity defined. Let‘s work off the big ticket items: preordering, 
ordering, maintenance-electronic bonding 

a) Suzie: Not electronic bonding 
b) Preston: OK, just maintenance. 
Preston: Do we agree that electronic interface may be 

a) Mary Jo: Yes. 
Neil: If other resellers use the systems, we need to find a 

a) 

b) Mary Jo: Yes. 
15. Preston, moving to the easel: OK. We’ve got three options: 

a) Assess AT&T early in the timetkame and then true up 
at a date certain, 

b) Determine the time value of money (TVM) return on 
capital from AT&T to BST on a date certain. 

c) AT&T pays for and owns the system on a date 
certain, then leases it to other ALECs. 

Preston: Are there any options that are better to both sides? 
a) 

10. 
11. 

Preston: Let‘s take as an action item that BST and 

12. 

13. 
required by the industry at some point in time? 

14. 
way for them to pay. 

contribute? 
Sylvia: Also, if BST benefts from this, shouldn’t they 

16. 
Jerry: Why don’t we prioritize them, because 

unknown is what are the actual costs. I’d number them just as you’ve listed 
them. 

Suzie: I like number two (b) because it‘s cleaner. 
Neil: I like number two for the same reason. 

b) 
c) 
Preston: A fourth option is that AT&T pays on a date 

The group agreed on the priorities for the options: 
a) 

BST on a date certain. 
b) 

on a date certain. 
c) 

revenues to AT&T, from other ALECs 
d) 

then licenses to BST and other ALECs. 

17. 

18. 
certain, then BST flows through revenue to AT&T from the other ALECs. 

Determine the TVM return on capital from AT&T to 

Assess AT&T early in the timeframe and then true up 

AT&T pays, on date certain, BST flows through 

AT&T pays and owns the system on a date certain, 
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6/25) 

6/24) 

19. 
20. 

Greg: We should work on costs. 
Preston: Now we need to define, agree, or agree to 

disagree, on: 

* 1) Total cost (Suzie agreed to provide cost details 
and design concepts by 2:OO pm on 6/25) 

2) BST efficiencies 
3) Net cost 
Parity (Sylvia and Mary Jo will define by noon on 

a) Costs: 

b) 

c) Operational specifics (Suzie will have available by 

4. Neil: We’re trying to work on a counter-proposal to your proposal we got 
on Friday afternoon. Wayne Ellison needs some additional data (attachment 6) 
* a) 
that the list is not duplicative. 

Mary Jo will give list to Reg Stark and they will verify with Wayne 

5. Services available for resale 
Greg: Last week Mason sent a letter to you expressing AT&Ts 

concern about some recent tariff filings that enhance your ESSX service. 
Suzie: I gave Preston a response to that. The explanation is that 

the rollout of MultiServ was not as successful as we anticipated. We ended up 
with a product that required an effort on customers’ part to change to MultiServ. 
Also, the sales force didn’t want to fool with it. Marketing has a new program 
that will go into effect on 6/30 to move people over to MultiServ. There will be 
incentives in it for the sales force. Enhancements to ESSX are a stopgap to 
meet some customer needs while we formulate the plan to move them to 
MultiServ. An example is that customers needed more lines, so that was an 
enhancement. We had made it too complex for customers to migrate to the new 
system. 

c) 
enhanced ESSX. 

Management feels we can migrate customers over with this new plan. 

a) 

b) 

Greg: What if customers don’t migrate? They may be happy with 

1. 

Greg: Will you be filing ESSX enhancements in other states? 
1. Suzie: 1’11 check. 
Sylvia: What about CSAs? Does the letter address that? 
1. 

2. 

Suzie: We will not be continuing to enhance ESSX. Product 

d) 

e) 

* 

Suzie: CSAs are competitive responses. There is no 

Greg: When you price below tariff, what do you forego? 
a) Mary Jo: Contribution. 

change from our previous position. 

6. AT&T Proposals 



/4 a) Preston: We received your proposal on Friday. Scott’s cover letter 
doesn’t say anything about Terms and Volume. We thought you were interested 
in that. 

b) 
c) 
d) MaryJo: Pleasedo. 
e) 

f) 

Suzie: I don’t recall saying we were. 
Preston: I can quote you chapter and verse. 

Preston: Quinton asked about Terms and Volume when we 
announced to you our last proposal. We thought you were interested. 

Mary Jo: You never got that signal from us. 
1. Greg: Maybe you two didn’t, but I thought Scheye had. 

Schaefer mentioned it to Jim. Quinton mentioned it in a Core Team meeting. Is 
BST interested in this, or should we not bother? 

2. 
Greg: Is the offer you made on Friday in return for the offer we 

1. Suzie: In return. 
Mary Jo: Perhaps Jim should talk to Scott about this. 
Preston: AT&T plans to make another offer early next week. It 

addresses TSR, UNE and Interconnection. We’d like to deliver it as soon as it’s 
ready. Who’d be the right body to visit with for that? 

Suzie: All I can say is that we didn’t ask for it. 
9) 

made to you, or is it a new offer? 

h) 
1) 

1. 
2. 
3. Suzie: Probably to me. 

Mary Jo: You’re the ones who write to everyone. 
Preston: Where is it more effective to deliver it? n 

7. 
would you note if it’s an AT&T form, or a joint BST/AT&T form? We agreed. 

Suzie: I have one final request before we wrap up. On matrix type forms, 

8. 
BST? He indicated he thought it appropriate in the negotiations to have the 
parties review LEC to LEC agreements. 

a) 
speak for them. 

Greg: One last question. Who’s Jerry Wilson? Is he a spokesman for 

Suzie and Mary Jo said they didn’t know who he was, but he didn’t 



BellSouth/AT&T Core Team Negotiations 
June 19,1996 

Apenda 

1. Agenda Review 

2. EDIUpdate 

3. ED1 Cost Recovery Methodology 

4. Services Available for Resale 

5. AT&T Proposals 

6. Recap 
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ED1 PROJECT TIMELINE MILESTONES 
File edi-tmv5 doc 

MILESTONE START - END 

1.0 PHASE 1 SERVICES 
TOTAL SERVICES RESALE - 1 FR, 1 FB, PBX 
INCLUDING ED1 TRANSACTIONS 850,855, 
860,864(?), 865, AND 997 

TASKS 
1.1 Define ED1 process flow from existing 

(BellSouth Ordering Guidelines) 
fax process ( compare BST LSR and OBF) 5/17/96 

1.1 .a document gaps, mismatches CLOSED 

511 7/96 
1.2.a. document changes CLOSED 

511 7/96 
CLOSED 

(where ED1 can't be mapped) 
1.2. AT8T review existing process 

1.3 Define services to be included 

1.3.a. Define services for Phase 1 for 
all nine states 5/23/96 

CLOSED 
1.4 Include all service order request types 511 7/96 

CLOSED 
1.5 Exchange data 5/22/96 

CLOSED 
1.5.a Joint conference call to discuss 

gaps - 8:30 - 11:30 CDT 5/23/96 

850 issues. 5/20/96 
CLOSED 

1.6.a Prepare Crs(change requests) 5/21/96 
CLOSED 

1.6.b Review, finalize and submit Crs 5/29/96 
CLOSED 

CLOSED 
1.6 Conference call regarding transaction set 

1.6.1 Crs to be submitted if 

Note: AT8T not complete; design layout 
required on DRC 5/23/96 

records issue - NOT a part of Phase 1 CHANGED 

1.6.2 Crs to be submitted if 
required on TER, 
Freeze, Jack Status 
(demarc), and Pulse 

512 1 196 
5121196 

512 1 196 
5/21 I96 
512 1 196 
5123196 

6/3/96 
613196 
512 1 196 
5/21/96 
5/22/96 
5/23/96 

5/23/96 
5123596 

5120196 
5/20196 
5/28/96 
5/28/96 
5/29/96 
5/29/96 

5/29/96 

7/8/96 

Craig 

E. Frohse 

Bradbury 

Bradbury 

Craig 

Team 

Higdonl 
Bradbury 

Wallace/ 
Britton 
Wallace/ 
Britton 
Wallace/ 
Britton 

Bradbury 

5/23/96 5/29/96 Wallace 
CLOSED 5/29/96 

1 



ED1 PROJECT TIMELINE MILESTONES 
611 81% 

File: edi-tmv5.doC 

P - END START MILESTONE 

2.0 DEFINE LANGUAGE USOC VS ENGLISH 

TASKS 
2.1 Decision to be made regarding the 

language to be used for receiving 
requests from AT&T. 511 5/96 5/24/96 WlcoxIBritton 

2.1 .a. BST provided position to AT&T 
2.1 .b. AT&T provided proposal 

Note: Both Companies agree that ED1 can 
accept proposal. However, internal 
changes will be needed for both. 
2.l.c. BST will determine impact from 

AT81 proposal. 
CLOSED 

> 2.1 .d. AT&T to provide matrix for services 
in Phase 1 

5/24/96 
6/3/96 

611 7/96 
611 7196 

WilcoxMTilson 
Higdon 

6/25/96 Bradbury 
P 

3.0 FINALIZE THE DATA REQUIREMENTS 
AND LOGICAL MAPPING FOR PHASE 1 

TASKS 
3.1 Defineldocument BST service order 

data elements 5/17/96 
CLOSED 

5/28/96 
5128196 

Craig 

Britton 
3.2 Defineldocument AT&T reverse 

feed requirements 
Note: Still in progress 

511 7/96 5/28/96 
CHANGED 6/7/96 
CLOSED 6/7/96 

3.3 AT&T to send revised document 
(includes all agreed upon ED1 
transactions) 5/29/96 

CLOSED SI29196 
Beechwood 

3.3.a Complete document to review 5/31 196 
CHANGED 6/7/96 
CLOSED 6/7/96 

ED1 TEAM 

850 Transaction completed 
3.3.b Both Companies working to 

3.3.b.l 850 gaps identified 
finalize document 6/5/96 6/7/96 

6/7/96 
CLOSED 6/7/96 

ED1 TEAM 
ED1 TEAM 

2 



ED1 PROJECT TIMELINE MILESTONES 
File edi-tmv5 doc 

MILESTONE START - END 

3.3.b.l.a Multi line open mapping 

3.3.b.l .b EU form - inside wire 
3.3.b.l.c RMKS -global or line level 
3.3.b.l .d Directory listings 

3.3.b.2 Complete mapping 855, 860, 865 
modelinglmapping 

3.3.c AT&T and BDSl submit clean copy of 850 
document 

CLOSED 
3.3.d Review ED1 850 mapping 

document 6/5/96 
CLOSED 

3.3.e Review 850 SIG document 
3.3.f AT&T/BDSI to submit clean copy of 

855,860, and 865 dowment and 
review SIG dowment 

document. 
3.3.9 Review ED1 855,860 8 865 mapping 

6/25/96 

6120196 
6/25/96 
6/25/96 

6/24/96 

6/21 196 
6/17/96 

6/26/96 
611 7/96 
6/24/96 

7/5/96 

711 2/96 

3.4 Joint data modelingllogical mapping 
ED1 SME to ED1 SME-B'ham 6/3/96 6l77196 

850 transaction completed CLOSED 6/31196 
3.4.a BST to est logistics for meeting 511 7196 9 1  7196 

CLOSED 5/17/96 

3.5 Develop test plan for 850 6/3/96 6/7/96 
CHANGED a24196 

3.6 Sign-off on 850 technical specifications 6/7/96 6i7196 
(this date establishes change control) 

CHANGED 6124196 

3.7 Develop test plan for 855,860,865 

3.8 Sign-off on 855,860,865 technical 
specifications 
(this date establishes change control) 

4.0 PHYSICAL 4 ,APPING 
TASKS 

711 2/96 

711 2/96 

a1 8196 

RESP 

BradburylCraig 
Taylor 

BDSl 
Bradbury 
Bradbury 

ED1 TEAM 

AT&T/BDS I 

ED1 TEAM 

ED1 TEAM 

AT&TIBDSI 

ED1 TEAM 

BST 8 AT&T 

Wallace 

BSTIAT8T 
ED1 teamiCraig 

ED1 teams & 
HigdonlBradbury 

BSTIAT&T 
ED1 teamlCraig 

ED1 teams & 
HigdonlBradbury 
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611 8/96 
ED1 PROJECT TIMELINE MILESTONES 

File edi-tmv5 doc 

MILESTONE START - END 

4.1 ED1 coding into translation software 
(formatting, conversion, inputloutput 
files) BST 8 AT&T 611 0196 6/28/96 ED1 Team 

4.2 ED1 internal testing (BST 8 AT&T) 611 0196 6/28/96 ED1 Team 

Note: The above functions are taking 
place in each company, but not 
jointly. 

AT&T has two dependencies associated 
with this milestone before AT&T can 
establish dates. 

1. Resource allocation 
2. Hardware in-place 

5.0 CODING FROM ED1 TRANSLATOR 
TO INTERNAL OSSs 

/4 

TASKS 
5.1 Begin coding 

(includes internal testing 
711 196 811 2/96 BST-IT/AT&T 

6.0 PHYSICAL COMMUNICATIONS 

6.1 AT&T determine direct connect options 5/17/96 5/24/96 Britton 

Note: Still in progress CHANGED 8/7/96 

Jay waiting to discuss with Ray on location 
where to connect CHANGED 6/17/96 Bradbury 

6.2 Order additional circuits by 611 4 (if approp) 
6.3 Back-up link Britton 

Note: Joint testing will be impacted if 6.0 delayed. 

7.0 JOINT TESTING 
TASKS 

7.1 Connectivity testing 7/01 196 7/03/96 

TASKS 

for event driven. 

CHANGED 6121196 

CHANGED 6121196 
BrittonlCoe 

n 
(Dependency on Milestone 6 new circuits 
not needed) 

4 



ED1 PROJECT TIMELINE MILESTONES 
File edi-tmv5 da a1 8196 

I -  

MILESTONE START - END 

7.2 Develop test cases 7/08/96 711 2/96 
7.3 Syntax testing (Le., testing the 

standards) 711 5/96 711 9/96 
7.4 End to End testing 811 3/96 8/27/96 
7.5 Sign-off on user acceptance testing a128196 8/28/96 

NOTE: Begin production trial 9/03/96 
AT8T site to be determined 

8.0 PRODUCTION 

8.1 Trial site ( one site) 9/03/96 9130196 
8.2 Ramp up (remaining sites) or 

additional volume 1 0101 196 1 0131 196 
8.3 Full Entry 11/01/96 On-going 

9.0 PLANNING MEETING FOR PHASE 2 
END OF YEAR DELIVERY 

TASKS 

TASKS 

9.1 .a Logistics scheduled by BST 

P 

9.1 Meeting scheduled 7/8/96 7/9/96 

9.2 Services targeted for 12/96 7/8/96 12/31/96 

511 7/96 511 7/96 Wallace 
CLOSED 5117196 

Multi-Sew 
*Private Line 
*AIN 
*ISDN 

*J IA 
*Recovery 
Frror Resolution 
*Change Control 

9.3 Processes to be completed by 10196 7/8/96 10/31/96 

NOTE: Weekly status calls will be scheduled for length of project. Beginning 
6/3/96 and every Monday through June and July. Bridge # 205 970-3741 

acc 3598.3:QO cst. Same Bridge June 8 July. 
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Pre-brdering Interface for Resellers 

New 
Customer 

Contacts Reseller 
to Establish Service 

_______I 

Reselier offers Customer 
Available Services, 

Assigns Number and 
Establishes Due Date 

L.., 

PlSlMS Servia, and Feature Database 
ATLAS Telephone Number Database 
RSAG Regional Street Address Guide 
RSAG Gateway Existing iXC Application 
DSAP Due Date Support Application 

Electronic Communications 

,P/SIMS 

oflim: Featwe (L 
Service Availability; 

Available IXCs 

I / I 

Gateway I 

"Pre-Ordering" 
Electronic Communications 

Gateway 

Reserved Telephone 
Numbers * 

lq=J Telephone $ 
Numbers 

c. 
>. 

- v  Facility Availability 
Due Date 

Guidelines 

*interim file option under development. ECD o/w 



June 19, 1996 

BellSouth/AT&T Negotiations - Operations/Cost Issues 

Pumose: In regard to our Local Market Entry plans, AT&T seeks the timely development 
and deployment of electronic interface systems that are at parity with those of BellSouth. 
We are attempting to negotiate the costs, efficiency savings, and cost recovery methods 
for these systems. The following is provided by AT&T as basis for understanding the 
efficiency benefits to BellSouth which will help determine the net costs of the provision of 
electronic interface systems by BellSouth to the ALEC industry and to AT&T. 

AT&T questions BellSouth's position that it will not achieve any efficiency benefits fiom 
the creation of the systems developed for an interface between the two companies. 
AT&T has already identified several potential efficiencies for BellSouth. For example, 
each time a reseller has direct access to BellSouth systems, (i.e., ATLAS, RSAG, DSAF', 
TAFI) BellSouth gains efficiencies on each order by avoiding time to speak with the 
reseller to take the order, assign due dates, check status and to input into systems etc. 
AT&T views such productivity/efiiciency gains as benefits which overtime, partially off- 
set electronic interface development costs. 

In  order to identify more specific efficiencies AT&T would like a better understanding of 
the following: 

A more complete description of the actual technical and operational parameters of 
each system 
More detail surrounding the development of the cost estimates sothatwecanfurther 
understand each aspect of the total cost estimate figures 
Whether or not any of the changes in systems or addition of systems for AT&T wiU 
simultaneously improve the aciencies of serving BellSouth's customers 
Why BellSouth indicates that initially only AT&T will k e f 3  from the new systems? 
If only AT&T will be utilizing and paying for the systems perhaps AT&T should 
license the systems? 

Once the above items are investigated krther AT&T will be in a better position to identi@ 
specific benefits that could be achieved by BellSouth as a result of the development of new 
systems for resellers. 



I BellSouth/AT&T Negotiations -- OperationdCost Issues I 
Issue 

(TSR) Pre- 
Ordering 
Interface 

(TSR) Ordering 
(Phase 1) 

Required by BST Specific Proposed 
Telecorn Act Solution 

(Cite 
Reference) 

251(c)(4)(b) Access to systems used 
by BST personnel to 

identify feature 
availability due dates, 

etc. 

25 l(c)(4)(b) Order delivery 

I I 
(TSR)Ordering 1 251(c)(4)(b) I NIA 

(TSR) Direct 
Routing 

CRIS BWmg 
Daily Usage 
(TSR) Maint. 
Elec. Bonding 

(Phase II) I I 
[TSR) OutPLOC I 25 l(c)(4)(b) I Mechanizad list of . . . . . .  

AT&T end users who 
change LSP 

251(c)(4)(b) NIA 

25 l(c)(4)@) Mechanized daily 

251(c)(4)(b) Access to BST “TAFP 
unrated usage 

Industry One-Time 
Application or 

then industry 

I 

InitiallyATBtT I 0200K 

NA - Not applicable 
TBD - To be determined 

Annual 
Recurring 

cost 
Estimate 

--- 

-_-- 

TBD 

Transaction 
costs not 
done yet 

---- 

$.005/msg 

_--- 

BST Efficiency Benefits 

If reseller has direct access to 
ATLAS & RSAG, BST gains 
efficiencies on each order by 
avoiding time to speak with 
reseller to take order and to input 
into systems. 
If reseller has direct access to 
DSAP, BST gains efficiencies by 
avoiding time on phone w/ reseller 
to assign due dates & check status 
TBD 

TBD 

TBD 

TBD 

Ifreseller has direct access to 
TAFI, BS gains efficiencies by 
avoiding expenditure of time 
speaking with resellers & inputting 
resellers requests. 



June 18,1996 Meeting Overview 

Attendees: - Pam Nelson - AT&T - Neil Brown - AT&T - Mike Guedel - AT&T 
Jeny Hendrk - BELLSOUTH 

Purpose: Discuss process and timelines for cost recovery and to identify cost 
efficiencies 

Recovery options discussed for the recovery of one-time costs 
1. Allocate onetime costs on a resold line basis to be charged to entities on 1-1-99. This 

will allow the market to develop and any recovery will include the time value of money. 
(AT&T) Note: Mike mentioned that it is important to identify improvements and bene6ts 
fiom the system to ensure costs are appropriately adjusted. f i  

2. Allocate one-time costs on a resold line basis to sooner than 1-1-99. (BELLSOUZH) 

Recovery options discussed for the recovery of recurring costs 
1. Reauring cost recovery could be based on local market share (ATBtT) 
2. Recurring cost recovery could be based on switched access market share, us@ the 

minutes of the local 
developed. CB ST "$ 'ce providers to establish the utliverse, untii local market is Mer 

Pre-timeline 
1. More specifications, on major cost items initially - need ASAP (ATBiT) 
2. Identify what is required by the ACT and what is incremental as a result of ATBrTs 

3. Determine &ciencies ifany (AT&T) 
request (AT&T) 



Supplemental Data Request to BellSouth 
June 19,1996 c 

1. Provide the most current study performed by BellSouth to identify hourly engineering 
and labor rates (by function) used in the determination of non-recurring and recurring 
service costs. The requested documentation should include a rate breakdown for each 
function into various cost components (direct labor, fmt line supervision, beadits, etc). 

Provide BellSouth studies identifying the costs of furnishing: 2. 

a. 

b. 

C. 

d. 

e. 

f. 

B. 

h. 

1. 

j. 

k. 

1. 

m. 

a. 

0. 

P. 

9. 

pole attachment space 

conduit space 

a twisted-pair residential network interface device 

ShURTRing, ShURTPath,and SMARTGate services 

ISDN local switch termination and usage costs 

Busy line verification, emergency interrupt, and intercept services 

STS-I interoffice channel 

FlexServ 

ISDN packet switching 

C i u i t  switched data switching 

SPNP-Remote 

SPNP-DID 

V i  collocation 

Physical collocation 

"Dark" fiber lease 

AccUPUlse Service 

Data Transport Access Channel Service 

Wayne Ellison 
404-810-8068 

fl 



JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

June 26,1996 

On Wednesday, June 26, 1996, the Joint AT&T/BellSouth Core Team met at 
1200 Peachtree Street with the following in attendance: 

Ken McNeely 
Quinton Sanders 
Greg Follensbee 
Beth Dresher 
Preston Foster 
Randy Jenkins 

Suzie Lavett 
Mary Jo Peed 
Pam Nelson 
Mike Guedel 
Mason Fawzi 
Andre’ Mule’ 

1. 
there were any additions. There were none. 

Preston distributed and reviewed the agenda (attachment 1) and asked if 

2. 
comprehensive proposal on LSR, UNE, and Interconnection. He expects that 
the Core Team will want to spend a considerable amount of time reviewing it. 
With the Olympics scheduled to start on July 19, it may be prudent to identitj 
alternative meeting sites. AT&T has meeting space available in Alpharetta. He 
asked BST to i den t i  a site. Our objective is to negotiate to that proposal and 
come to an agreement as soon as possible. If necessary, AT&T is prepared to 
negotiate every day. 

Suzie: Birmingham would be OK with us. If we are to negotiate 
each day, I’d have to be sure we’re moving forward. 

Ken: It will be important to have the right people at the table. 
Mary Jo: Is this Friday thing a response to the comprehensive 

agreement we sent to you? 
1. Preston: I guess so. It‘s much more detailed. 
Mary Jo: We sent over a comprehensive LSR, UNE, 

Interconnection proposal. Is this your response? 
1. Preston: Yes. 
Mary Jo: What about what we got last Friday? 
1. 
Mary Jo: OK. Then the prices will be as you submitted on Friday. 
1. Preston: Yes. 
Greg: It also incorporates the agreed upon items. 

Preston announced that AT&T expects to deliver to BST on Friday a 

a) 

b) 
c) 

d) 

e) 
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g) 

Preston: That will be incorporated in the new proposal. 



P h) Mary Jo: I thought we had a process whereby Suzie and Pam 
would get together about the agreed upon items and pass it on to the lawyers to 
write the language. I wish we had stuck to the process, but I’m sure we can deal 
with it. 

Suzie: I guess I would have expected Sylvia to call Mary Jo and try 
to stay in the process. 

Greg: We thought this would save us some time. 
Preston: What we need to do after you’ve had a chance to review 

the proposal, is to exchange schedules of issues to make sure we have the right 
people at the table. 

1) 
they be superseded by these daily meetings? 

m) 
actual language. 

Mary Jo: So the Executive Team will continue to go down 
the road regarding UNE and other issues, and we’ll primarily look at language. 

Birmingham, in case we need rooms during the Olympics? 
Mary Jo: Let me make sure I understand this. We’ll be writing 

language? 
1. 

in general agreement, but need to decide how we’re going to accomplish. 
p) Preston: I suggest we stay in Atlanta until the 12th. and then look 

at Birmingham. 
1. 

meet every day for half a day. 
2. 

groups that would help. 
3. 

negotiating. I’d also like to lay down goals on what we’ll be negotiating; items 
we’ll agree on price; items we agree are technically feasible, but we don’t have 
enough time to come to an agreement. 

agree, or agree to disagree. 

seem appropriate for this group to participate in negotiating terms and 
conditions. 

proposal. Then come up with an idea of where we are. Then Sylvia and I can 
get together and I can give you a list of where the problem areas are. 

1. 
players by next Wednesday? 

I) 

j) 
k) 

Mary Jo: What‘s AT&T’s view of the Executive negotiations? Will 

Greg: I think they will be negotiating closure. We’ll be negotiating 

1. 

f n) 

0 )  

Greg: Suzie, would you check the availability of hotels in 

Preston: Language and secondary issues where we may be 
fl 

Suzie: Or, Alpharetta. I’m having trouble seeing the need to 

Preston: Perhaps if we divide the issues among smaller 

Suzie: That would help us to get the right people 

q) 

r) 

Preston: I agree. We want to negotiate until we hit the wall; either 

Ken: Once we give you the draft agreement on Friday, it doesn’t 

s) Mary Jo: I agree. BST needs to take some time to review the 

* Preston: Is it reasonable to expect that review of items and - 2. Suzie: Yes. 
t) Mary Jo: Is it AT&Ts position that we work from your draft? 



1. Ken: I think you’ll see that there are similarities between 
your proposal and ours. We need to marry the two. 

3. P a r i  

a) 

b) 

Ken led a discussion of the two definitions of parity that were 

Ken: In your first sentence, it states that BST will provide AT&T, as 
exchanged (attachments 2 and 3) 

a reseller, the same degree of service as BST provides to its end users. The 
next sentence says AT&T’s customers will receive service that is comparable to 
BST’s end users. Are we drawing a distinction between “the same degree of 
service,” and “comparable” service? 

Mary Jo: Regarding the word “comparable,” we’re talking about 
processes that may not be identical to the processes we use, but would be 
comparable. As far as 1 FB and 1 FR, custom calling, etc, they will have the 
same quality measurements as our end users get. The quality of the service is 
the same. 

network and responsiveness to the customer? 

“comparable” is the processes won’t be identical. The customer care will be 
identical. It will be transparent. 

the same level of service, then we don’t have parity, right? 

c) 

d) 

e) 

Greg: Are you drawing a distinction between the dial tone and the 

Mary Jo: It encompasses all of that. The reason I used the word 

9 Greg: But if it‘s demonstrated that those processes don’t provide 

1. Mary Jo: If it can be demonstrated to our satisfaction. 
2. Greg: Or demonstrated to a third party arbitrator. 
3. Mary Jo: Yes. I can’t absolutely guarantee that everything 

Greg: But isn’t this different from the position you’ve taken before 

1. Mary Jo: It‘s not our intent to be inconsistent. The position 

Greg: Do you feel we still have a different view of parity? 
1. 

Ken: The first sentence points to AT&T as your end user. The 

1. Quinton: By putting in the words “as a reseller“ we 

would be transparent to the end user, but that‘s our goal. 

the Georgia PSC? 

we’ve taken with the Commission is the same as we take in negotiations. 

g) 

h) 
Mary Jo: Yes, because of AT&T’s publicly stated position 

that the real time processes have to be the same. 

second sentence addresses our end users. 

recognize AT&T’s position as a reseller. If I was talking about providing service 
just to AT&T, I would have left that phrase out. 

i) 

4. Electronic Interface 

6/21 report on Electronic Interface (attachments 4 and 5). 
a) 

b) 

Pam led a discussion on ATBT’s compromise proposals to BST’s 

She reviewed AT&T’s compromise positions on Pre-Ordering. 



1. Suzie: Regarding the Technical Specifications, I’d have to 
see if there’s any way to accelerate that. On Implementation, we see that taking 
10 months. It just can’t be done by 12/31/96. 

AT&T’s Direct Order entry process. 

IXC Gateway. AT&T is asking for Technical Specifications in July and TAFl 
enhancements by 3/31/97. 

just not doable. I don’t think we’re far enough on design. We do have an 
existing interface for trouble reporting. 

e) 
was OK. 

9 
requirements. 

g) 
conference call. 

c) 

d) 

On Ordering, Suzie said that she needs a better definition of 

On Maintenance and Trouble Reporting, BST shows the existing 

1. Suzie: I understand what you’re asking for. The dates are 

On providing Daily Usage requirements by 9/1/96, Suzie said that 

On Directory Listings, Suzie agreed that there are no additional 

Suzie agreed to provide a response to all items on the Friday t 

5. Electronic Interface Cost Recovery 

(attachment 6) and suggested that Jerry Hendrix and Neil Brown get together. 

information. 

a) Greg distributed the four options we agreed to last week 

/-4 b) Suzie: I’m not sure about the prioritization. We need more 

* c) Preston: Can we agree to share comments by Monday? 
1. Suzie: OK. 

6. OperationdCost Matrix (attachment 7) 

list. The parties agreed to disagree. Nothing we can do on this Team on that. 

a) 
b) 

BST agreed to clarify proposed solutions and positions by Monday. 
Suzie: On Direct Routing, I suggest we move it to the bottom of the 

7. Greg: One last thing. Is it possible for you to get us copies of the 
interconnect agreements as soon as they become public information, rather than 
our having to go to the Commissions? It might speed the process along. 

a) Mary Jo and Suzie agreed. 



/-- 

AT&T/BellSouth Core Team Meetinz 

June 26,1996 

APenda 

1 .  Negotiations Scheduling 

2. Parity 

3. Electronic Interface Schedule 

4. Electronic Interface Cost RecoveIy 

5. Re-cap 

c 



BellSouth's position regarding the quality and appropriate level of service to 
resellers: 

BellSouth will provide to AT&T. as a reseller, the same quality of service as it 
provides to its end users. To that end, BellSouth has designed ordering, billing, 
provisioning, and repair processes that enable AT&T to provide customer care 
comparable to that with which BellSouth serves its retail end user customers. 
While these processes may not always be identical in every respect to the 
processes utilized by the retail arm of BellSouth, these processes will be largely 
transparent to the end user. 

. 



SyiViE E. Andemon 
Chief Commercial Counsel 
Southern Region 

Promenade I 
1200 Peachtree Street. N.E 
Atlanta. GA 30309 
404 810-8G70 
FAX: 404 810-8629 

June 25, 1996 

SENT VIA FAX 
ORIGINAL U.S. MAIL 

Ms. Mary Jo Peed 
General Attorney 
BellSouth Telecommunications. Inc. 
675 West Peachtree Street, Suite 4300 
Atlanta, GA 30375-0001 

Dear Mary Jo: 
P- 

AS agreed, I am providing to you AT&T's definition of parity. Parity, as used by 
AT&T in these negotiations shall mean: 

BellSouth will provide AT&T with at least the capability to provide an AT&T 
customer the same experience as BellSouth provides its own customers. This 
capability shall be in accordance with standards or other measurements that are at 
least equal to the highest level that BellSouth provides or is required to provide by 
law or its own internal procedures. 

Sincerely, 

Sylvia E. Anderson 
seaisgc 
cc: AT&T Leadership Team 

AT&T-Core Team 



ATBT is willing to compromise with the BellSouth proposal to the following extent: 

ATELT Compromise 

Pre Ordering 

Technical specifications to ATBT by July 15, 
1996. 

LAN to LAN access to the Regional Street 
Address Guide by 9/1/96. 

Implementation of long term solution by 12/31/96. 

ordering 

Technical specifications to ATBT by July 15, 
1996. 

All services be available for ordering through ED1 
Order Communications by 12/31/96. 

Direct order entry w#h interactive capability by 
3/31/97. 

Maintenance and TIwble Reportins 

Technical specmcatiins to AT&T by July 15, 
1996. 

TAFl enhancements by 3/31/97. 

Daily &age Data 

Complete outstanding untated message 
requirements by 9/1/96. 

DimctotyListings 

No additional requirements. 

BellSouth 6/21 Repofi 

Scheduled for 9/96. 

Does not address. 

Scheduled for 4/97. 

Does not address. 

Current EST proposal only addresses some 
services. 

Does not address on timeline. 

Does not address. 

Scheduled for 12/97. 

Available. 

Available. 

06/26/96 
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JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

July 3, 1996 

On Wednesday, July 3. 1996, the Joint AT&T/BellSouth Core Team met at 675 
W. Peachtree Street with the following in attendance: 

Mike Guedel Greg Follensbee 
Mason Fawzi Randy Jenkins 
Pam Nelson Preston Foster 
David Eppsteiner Andre' Mule' 
Quinton Sanders Suzie Lavett 
Mary Jo Peed Jerry Hendrix 

1. Preston explained that the purpose of this meeting was to agree on the 
process and logistics that will facilitate negotiations for the next several weeks. 
He asked if there were any other items that needed to be discussed. There wens 
none. 

2. Preston then distributed AT&T's and BellSouth's proposed schedules 
(attachments 1 and 2), and asked Suzie to begin the discussion. 

3. Suzie reviewed attachment I: We wanted a week to focus on your 
proposal, identify items for m e d i n ,  and items we can dose on. We plan to 
deliver to you by 7/12 items for Alabama mediation, and to finalike the list by 7/15. 
We'd have parallel meetings on cost data exchanges, price, opemtbm, and 
electronic interface. We're not optimistic about agreeing on cost, but we don't 
want to dose the door. The schedule focuses on getting to a point where we can 
sign a contract. 

a) Greg: Do we need to bring a list of items to the mediation on 7/1 l? 
b) Suzie: Yes, that's our understanding. 

4. Preston: Let me walk you through our proposal (attachment 2). We 
proposed setting up four sub-teams to do parallel negotiations related to specific 
parts of our comprehensive agreement. 

a) Mary Jo: I have a question about the comprehensive agreement. 
some sections were marked "subject to negotiation." What does that mean? 

b) David: It means we had raised the issue but no agreement was 
reached. In other areas we tried to capture the agreements that were reached in 
principle, but now we have to agree on language. 

f l  
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.- 

C) Preston: That‘s why we think it‘s useful to have an attorney at the 
subteam table to draft the language and relate it to the contract. The end will be 
one document that shows where we agree and where we disagree. 

Sde :  I’m concerned about all these teams and throwing resources 
at this. We don’t need the SMEs. They’ve defined our positions. We need 
people who can make decisions. That‘s why we’d like to have a week to work on 
a counter proposal. Attorneys may need to be present for this. then we’ll have 
defined positions for mediation or arbitration. 

Preston: the purpose for putting SMEs on the teams is as much for 
time as for subject matter expertise. Jim and Scottwanted closure by 7/17. 

Mary Jo: Part of the problem with teams is that we are the 
BellSouth team. I don’t think we can manage this process. 

David: We’re just trying to bring us farther along. 
Mary Jo: I think we are farther along. we identified issues in our 

Alabama mediation proposal. Let‘s take advantage of the mediation process to 
do some of this. 1 don’t think we need to duplicate at the Core Team level what 
we’re doing at the mediation level. 

Mason: Can’t we start providing the red lines in smaller doses, 
rather than waiting until the complete contract is red-lined? That may speed 
things up. 

Greg: Is there any way for BST to devote more attorneys to this? 
1. Mary Jo: We can talk about it. I don’t know who’s available. 
Preston: It seems as  though the best way to recover time is to look 

1. Mary Jo: We need time to dm your proposal. 
2. Suzie: And we need to focus on a pmposal that pulls out 

items we won’t agree on and get a dccument we can sign. 
3. David: Most of the attachments to the proposal have already 

been provided to BST. I think we’re all working toward the same goal. 
4. Preston: We’re both saying that we need to segregate the 

agreed upon items from the items vm don’t agree on. I think we can recover time 
from the 12th to the 17th. 

d) 

e) 

f) 

g) 
h) 

I) Suzie: Whatcanwedo? 
j) 

k) 

1) 
at the week of 7/5 to 7/12. 

m) Mary Jo: The Alabama mediation contains 5 items: 
1. 
2. Directrouting 
3. Pricing 
4. Electronic Interface 
5. 

Exclusions from m e  (includes use and user restrictians) 

What is an unbundled element? 

Do you know your position on these? 
Greg: Given the Georgia decision on electronic interfece, I don’t 

know if it needs to be mediated. 
1. 
Greg: This list is the big ticket items. If you take these out of the 

contract, that leaves maybe 120 pages we can work on. You need time to red- 

n) 

0 )  

Mary Jo: We don’t know where we are on the Georgia order. 



line, and you want to meet the week of the 17th. Can you work on concurrent 
teams? 

teams. 

sections because they’re spacialied. 

Mary Jo: We think we should pull out all sections that will be 
mediated. There are certain sections that deal with exclusions from resale. direct 
routing, etc. As I read the contract, I didn’t feel that our positions on services 
available for resale were close. 

1. 

2. Suzie: We do have resources who can red-line certain 

David: What do you mean by ‘pull out?” 
1. 

Mary Jo: We’ll have to check on our ability to use concurrent 

p) 

2. David: Is it possible to get an early list? 
3. MaryJo: Maybe. 
4. Suzie: We’ll try to get it to you. 
Preston: What do you expect to get from mediation? 
1. Mary Jo: The mediator should push the parties toward the 

middle on issues such as electronic interface. The caveat is it‘s not binding. 
Greg: The objective of our process is that we felt it would be helpful 

to have language that each party agrees on, and also, each party‘s position on 
items where there is no agreement. Then, the arbiitor wwld be able to choose. 

1. Mary JO: The law says that the person who files for 
arbitration has to set forth the items agreed to and not agreed to. The other party 
gets to respond. The arbitrator then has both sets of language. 

Suzie: I see some value to have both positions documented 
Greg: We thought this would be an easy way to do that. 
Mary Jo: It really works itself out. But I think I have to talk to 

q) 

r) 

2. 
3. 
4. 

my client about it. 

,- 

3. Preston: OK, what will this process yield? 
a) 
b) 

SMEs 
c) 

4. Mary Jo: I think our schedule is simpler. 
a) 

complicated, but it may help you. 
b) 

your resources. 

5. Greg: On the mediation issues, does direct Wing indude branding? 
a) Suzie: Yes 

Preston: Is there any way Terms and Conditions can be pulled up? 
a) MaryJo: No 

Suzie will check on resources by 7/8 
BST will identify areas ofthe proposal that can be worked on by the 

Concurrent tracks start week of 7/15. 

Greg: We’re putting our SMEs on this, too. It looks more 

David: Monday, we’ll have a better sense. After you’ve checked 

t . 
* 

6. 



* 7. 
progress. How about 8:OO am? 

8. 

on. 

Preston: We need to schedule a conference call on Monday to review our 

Mary Jo: Do we really need an end of the week Core Team meeting? 
a) Greg: If we have parallel tracks, you may not know what's going 

b) Mary Jo: How about conference calls? Short ones. 

Greg: Will we get a counter offer on our proposal? 
a) Mary Jo: Not on the mediated items. 

Jeny Hendrix gave Mike Guedel embedded cost studies that AT&T had 

9. 

10. 
requested, and were the sub@ of the Tennessee mediation. 



P 

BellSouth’s Proposed Schedule 
for TSWUNULI Negotiations 

7/3/96 

The following schedule replaces the existing Core Team schedule: 

7/05 - 7/12 

7/12 

7/15 

7/16 

7/17 - 7/18 

7/19 

7/22 - 7/23 

7/24 

7/26 

7/26 

7/30 

No Core Team Level Meetings (no meetings with Lavett or Peed) 

BellSouth delivers list of items inclusion in Alabama mediation (AT&T 
6/28/96 propod) 

Finalize mediation issues (exclude from negotiations) 

BellSouth delivers red lined version of pages 1-20 (AT&T 6/28/96 
propod) 

Conference calls, faxes to close on pages 1-20 

BellSouth delivers red liied version ofResale (AT&T 6/28/96 proposal) 

Meet to close on Resale 

BellSouth delivers red lined version of UNE 

Meet to close on UNE 

BellSouth delivers Ancillary red lined version 

Meet to close on Ancillary 

Parallel MeetingdActivities: 

- Cost data exchange, discussions 
- Pricediscussions 
- Operation planning 
- Electronic Interfsce planning and development 



AT&T Focused Negotiations Proposal 
July 3, 1996 

P m s e :  The purpose of this proposal is to recommend the process and logistics that 
will facilitate AT&T’s and BellSouth’s negotiations under the 
Telecommunications Act of 1996. 

1. Promsed Negotiations Framework 

- Terms and Conditions 
- Local Services Resale 
- Unbundled Network Elementdhcillary Functions 

A. 4Sub-Teams 

- Pricing 

2. Promsed Negotiating Process 
A. prioritize items within subject area; segregate issues into: 
’ agreed-to 

negotiable 
-agree-to-disagree 

B. Negotiate. to closure in the above sequence (@-to, negotiable, etc.) 
C. When closure is reached, 

attorneys at table for language finalidon 
table and synthesize ‘ ‘ a g x e - ~ ~  positions for inclusion in 

escalate appropriate issues to Executive Team via lead negotiators 
D. Report progress, process problems at end-of-week joint Core Team 

meetings (Thusday or Friday am.) 
- reportprogms 
- share best practices; resolve problems 
- re-calibrate schedule, resources 

in pemn @AT&T or BellSouth locations (downtown, Alpharetta, 

via teleconference (each team is empowered to set-up meetings, 

the agreement 

E. Negotiate anytime, anywhere: 

Tucker) 

conference bridges) 



F. Principled Negotiations 
State respective positions 
Re-state negotiating partners position 
Share underlying concerns 
Brainstorm for "widwin" re: concerns 
Agree on best idea@), or 
Document positions re: areas of disagreement 

3. Neeotiathe Locations (July 15 - August 5) 
A. AT&T location in Alpharetta, Bldg 400, rooms 106,108 (see map) 
B. BellSouth location in Tucker, Northlake Quorum (?) 
C. 1200 Peachtree and 675 West Peachtree - TBD (July 8-12) 
D. Via teleconferencx 

. .  



P.Z 

. 
ALPHARETTA CEMTER 



.- 

I 

. *. . . .  
.-. ...-- 

080 css'pi 





THESE PAGES CONTAINED 
AT&T 

PROPRIETARY INFORMATION 



JOINT AT&T/BELLSOUTH CORE TEAM MEETING 

July 8, 1996 

On Monday, July 8, 1996 the Joint AT&T BellSouth Core Team met via 
conference call with the following in attendance: 

Mason Fawzi Preston Foster 
Sylvia Anderson Ed Shaffer 
Ray Craft on Suzie Lavett 
Andre’ Mule’ 

1. 
Suzie, you were to talk to Scott about resources. 

that we can pull up the schedule much. We’ve got SMEs working on your 
proposal. 

2. 
items you can pull up and which dates? 

Suzie: We can pull up Attachments 5, 6, and 7 to 7/16. We will 
provide the red-line version of those documents in addition to pages 1 to 20 that 
we proposed. 

Sylvia: Pages 1 to 20 are plain old legal boiler-plate. Those 
particular pages can be r e v i d  in a couple of hours. I urge you to urge Maly Jo 
to give us the red-lined version of that earlier. 

Suzie: 1‘11 pass that along and ask Mary Jo to give you a call. 
Sylvia: I feel that way about the rest of the schedule as well. I think 

you can get us a red-lined version sooner. It‘s not as if BST hasn’t seen this. 
Suzie: We’re also working on the Alabama mediation. W e  can’t 

commit to moving up the schedule. 

3. 
not slow dawn the negotiations. 

Preston: This will serve as a follow-up to our last Core Team meeting. 

a) Suzie: We have another attorney working with Mary Jo. I don’t see 

Preston (referring to Attachment 1): Can you help me understand which 

a) 

b) 

c) 
d) 

e) 

Sylvia: Let me make a point abaut the mediation. The mediation should 

a) Suzie: 1 don’t understand. 
b) 
c) 

These are two separate tracks. 
d) 
e) Suzie: Yes. 

P 

Sylvia: The mediator simply helps us facilitate the negotiations. 
Suzie: But we’ll be mediating those things we’re far apart on. 

Sylvia: So, you see two separate negotiations? 



4. Preston: On 7/12. you show BST will deliver a list of items for mediation. 
T~ AT&T, the mediator, or both? 

a) Suzie: We’ll give the mediator more details on 7/11. On 7/12, We’ll 
be specific to the contract proposal. I would hope we’ll use the tracking forms 
that Pam and I use and try to present to the mediator what we agree on. 

b) Preston: I would think that if we’re to make a joint presentation, we 
should be in agreement on the contract language. 

c) Suzie: We hadn’t proposed to take contract language to the 
mediator. 

d) Preston: I’m skeptical of saying we’re in agreement without contract 
language. I‘m happy to work with you on this. Will you be in Attanta this week? 

e) Suzie: Yes. you may want to get the agreed to items from Pam, 
and the current executive summary on UNE from Robert Oakes. 

9 Preston: Seems we have to set up time tomorrow and Wednesday 
to take a look at that. I want to make sure we’re clear on what items we agree 
on. 

g) Suzie: I’m not sure what we can accomplish. Get with Pam first. 
Our companies have agreed on language. 

h) Preston: I think we need to verify what we agreed to. 
I) Sylvia: I agree. It may not take very long. If the goal is to go in to 

mediation jointly, we need to be sure. 
j) Suzie: OK. But you need to get with Pam first. 
k) Preston: I have no problem getting with Pam, but I want to get with 

you one more time to be sure we’re together. 
1) Suzie: Is t o m o w  afternoon at 3:30 OK? 
m) Preston: On the telephone or in person? 
n) Suzie: In person. If you’ll get the agreed to items from Pam and 

n 

the executive summary of UNE from Robert. 

5. Preston: Can you say more about the 12th? What‘s the format? 
a) 

proposal are tied to mediation and should be moved to that venue.” It will be 
much more specific. 

b) 
in your opinion. 

Suzie We’ll probably have a list. “The foUowing sections of the 

Sylvia: You’ve proposed that we exclude some items. What‘s left, 

c) Suzie: Coming to dosure on contract language on items we’ve 
agreed to. 

6. Sylvia: I’m troubled by the delay we might have if BST will negotiate 
separately on these issues. 

a) 

7. Preston: Can you go through your schedule and give me an idea of 
anything else to be pulled up? 

a) Suzie: Nothing. 
b) 

Suzie: We’ll need an aggressive schedule. 

Preston: By 7/30 we’re to close on evewing? P 



C) Suzie: Right. 
d) 

e) 

Preston: Is that because of mediation, or do you possibly need that 

Suzie: We need that time to develop a response to AT&Ts 
much time to respond to AT&T’s proposal? 

proposal. 
n Preston: Jim and Scott had proposed mid-July to complete this. . .  

This stretches it out two weeks. 
g) Suzie: I think Jim and Scott have talked about this. 

8. Preston: Regarding your dates on meetings to close on UNE, Resale and 
Ancillary. What happens then? 

a) Suzie: That‘s for us to go through our red-lined items; those not in 
mediation. 

b) Sylvia: so this schedule doesn’t include those items we’re 
mediating? 

c) Suzie: If we reach agreement in mediation, we should be close to 
getting the language right. 

9. Preston: Isn’t there a way to work items concurrently rather than serially 
and finish early? 

a) 
b) 

we’d favor that. 

10. Ray: Suzie, what are your key assumptions throughout this process? 
Have you identified any milestones in the mediation process? 

a) Suzie: We’ll be in mediation a couple of times a week. 
b) Ray: Have you made an assumption on the length of the 

mediation? 
c) Suzie: No. 
d) Ray: What about resource levels? What kind of resources are you 

prepared to use? 
e) Suzie: Mary Jo is the attorney for mediation and negotiations. 
9 Ray: Any thought to adding to this? 
g) Suzie: We talked to her boss. There are no other resources. 
h) Ray: Are there any other resources needed in addition to legal? 
1) Suzie: Yes, my time and Scott’s. 
j) Ray: Any chance in assigning more resources? 
k) Suzie: If we brought in other attorneys, they wouldn’t be up to 

1) Sylvia: What about Hank Anthony and Doug Lackey? 
m) Suzie: They’re just not available at this time. 

. .  

Suzie: I don’t see how we can do this. We need legal involved. 
Preston: We’ll work with you. If you can get additional resources, 

? 

speed. 

1 1. 
issues in negotiations and mediation. 

Suzie: We don’t plan to have two different groups working on the same 
n 



12. 

start talking about the ORT. 

Sylvia: Are the SMEs finished their work? 
a) Suzie: No. They’re primarily working on UNE now. We need to 

13. Ray: We have a strong interest in your assigning more resources. 
a) Suzie: I understand and will pass it along. 



BellSouth's Proposed Schedule 
for TSWUNEnI Negotiations 

7/3/96 

n e  following schedule replaces the existing Core Team schedule: 

7/05 - 7/12 

7/12 

7/15 

7/16 

7/17 - 7/18 

7/19 

7/22 - 7/23 

7/24 

7/26 

7/26 

1/30 

No Core Team Level Meetings (no meetings with Lavett or Peed) 

BellSouth delivers list of items inclusion in Alabama mediation (AT&T 
6/28/96 proposal) 

Finalize mediation issues (exclude from negotiations) 

BellSouth delivers red lined version of pages 1-20 (AT&T 6/28/96 
Propod) 

Conference calls, faxes to close on pages 1-20 

BellSouth delivers red lined version of Resale (AT&T 6/28/96 proposal) 

Meet to close on Resale 

BellSouth delivers red lined version of UNE 

Meet to close on UNE 

BellSouth delivers Ancillary red lined version 

Meet to close on Ancillary 

Parallel MeetiagSActivities: 

- Cost data exchange, discussions - Pricediscussions 
- Operationplanning 
- Electronic Intaface planning and development 
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AT&T Focused Negotiations Proposal I 
I July 3 ,- 1996 I 

Purwse: The purpose of this proposal is to recommend the process and logktks that 
will facilitate AT&T’s and BellSouth’s negotiations under the 
Telecommunications Act of 1996. 

1. Prowsed Negotiations Framework 

- Terms and Conditions 
- Local Services Resale 
- Unbundled Network ElementslAncillary Functions 
- Pricing 

A. 4Sub-Teams 

2. Prowsed Nevotiahe Process 
A. Prioritize items within subject are% segregate issues into: 

agreed-to 
negotiable 
agree-tedisagree 

B. Negotiate to closure. in the above sequence (agreed-to, negotiable, etc.) 
C. When closure. is reached, 

attorneys at table for language f i d h t i o n  
table and synthesize “agree-kAkagee’’ positions for inclusion in 

escalate. appropriate issues to Executive Team via lead negotiators 
D. Report progress, process problems at end-of-week joint Core Team 

meetings (Thursday or Friday am.) 
- reportprogress 
- share best practices; resolve problems 
- re-calibrate schedule, resources 

in person @AT&T or BellSouth locations (downtown, Alp- 

via teleconference (each team is e m p o w d  to set-up meetings, 

the agree-ment 

E. Negotiate anytime, anywhere: 

Tucker) 

conference bridges) 



F. Principled Negotiations 
State respective positions 
Re-state negotiating partners position 
Share underlying concerns 
Brainstorm for "widwin" re: concerns 
Agree on best idea(s), or 
Document positions re: areas of disagreement 

3. Neeotiatine Locations (Julv 15 - Auust 5) 
A. ATBCT location in Alpharetta, Bldg 400, rooms 106,108 (see m p )  
B. BellSouth location in Tucker, Northlake Quorum (?) 
C. 1200 Peachtree and 675 West Peachtree - TBD (July 8-12) 
D. Via teleconference 

300554 
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