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1 That's the reasons behind our more conservative

2 forecasts.

3 THE CHAIRMAN: Do you -- and understand, please,

4 I realize that both of these are a lot more than zero' and

5 both represent tremendous econaaic growth for our country,

6 but still an interesting difference, unless you both agree

7 that it's. not interesting and can explain that to me as

8 well.

9 If I could follow up on this ,.J.(r • Kerr. You • •

me to infer that you, in

"And most importantly, the public

say:

::·i-":~~!k·:·_c~}; ~'" ';';.r;' . , ,~", >/.2;:~.':~.: :: '~' .
• -',: '1'" ",,~.:. _. ~\', •

effectIve products and services."

saying that you might be closer to the 29

10 "In its current format, PCS will not realize its
i "::" ~'.,ii;~¥~~:<·~;':~:~~::~~·;.~/-i".,~ ;;J;?~}4~{f.: :'.~~ i;·-' .

11 .'....• full potential on a timely basis." . I'm reading from your
.. ,"~':/: «'·~~~·{r\·~1«:-"'··::-',: -"~::'-T~·! ".' . -.

12' written submission.
··:f;J'i!·:;':fB~!;l~·!}.!;t~';[.'JiG~i,~;~;;1'... :.'
13 i ?'<will not· be best served with the diverse

17 million projection if there were a different format?

18 MR. KERR: That is correct. In fact, our

19 baseline scenario we had drawn for PCS, and in an

20 environment with two, or at most three, stronq MTA

21 competitors, would suqqest a market potential up in the 30
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there may be qreat ranqes, as

isn't it?

Just to closeTHE CHAIRMAN:

THE CHAIRMAN: Well, I suppose everyone would

I think that is really due to of the cellular,

At the end of a day do I believe that PCS can

MR. KERR: That is a fair standard, and the

million ranqe -- 30 plus million.

is when they will achieve that.

attain 29, 30 million subscribers? Absolutely. My debate

issue I quess, therefore, is what mix of requlatory and

aqree the sooner the better. That's a fair statement,

fashion.

want to c01DDlent on that?

some equal capabilities, so there really will be a real

hiqher -- qreater than zero.

SMR, PCS, and even narrow band paqinq, they'll all have

/.

technoloqical environments will qet us there at ,ia , timely
, r"4
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1 fight, and I think wh~t's more clear is how big the

2 numbers are versus which industries are going to get

3 which, and that will be left to the competitive market.

4 I do agree with some of the other comments, in

5 that if you look at where the subs""ribers will have to

6 come from to meet any of these deaand projections, it will

7 have to be on the consuaer side. Our research has shown

8 that 70 percent of the new cellular users are

9 predominately personal users, and even 50 percent of the

10 paging users today are using the- paqers.for personal use.
t'

12 they have found price elasticities being

11 Some of the other -- I think GTE has said that

These consumers, they'll have a choiqe' ' .
/<;;_~,';)_, "i,i; :,-'
-··.i. .',

THE CHAIRMAN: Did you agree -- just as ~y last

do you agree with Mr.· Kerr's statement that in

basic needs, whether it be in a two-way paging or whether

it be in a PCS or cellular or digital SMR.

also see that.

question

13

15

16

18

17

14

19 its cUrrent format pes will not realize its full potential

20 on a timely basis?

21 MR. HAMILTON: No. Again, if pcs is licensed in

22 1994 -- the end of '94 -- that'll be a key point. As far
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MR. HAMILTON: '\. Yes

t,'

_:~j ... ~ :::.~,\;~;,;';:,j ..,;, .. '

LOWBNSTBIN:t)itcan
i"?';f,'!'~~lj'jl!C~,"': .".. ., '.'"

CHAIRMAN.,,~,xsure' «,0' 1",',
.' ,,!,::,,',;,;~,j~:y: ,~,_ ',' • r;:/;,:~-_:»;

~.; ,;.- -;.:' , , '.'. - '.', ,- - ~ . ( . ,-,

LO~S;;~I~:;:,'As ,··the "t.ti~d>kind of

MR. LOWENSTEIN: The one' point that I think is a

MR.

MR.

MR. HAJaLTON: It will happen.

,:,,", ' ".'~'/

. ';). '\-.'"

THE CHAIRMAN: -- itwillreduc~ to thatqulckly,

THE CHAIRMAN: So you think that he's right,

being out there on the market for long. So even thought

as the seven licenses; we see it very rapidly

consolidating between three and four. We don't see seven

anyhow?

there might be seven licensed, our predictions are based

little bit, a demarcation between these two speakers is, I

on three to four PCS providers in each market.

think it will

that that's the way to aaxblize the potential, but you

. ..' .'.:' "

think one- is 10oking'~t)ESMRas' part of the mix and the

I
other isn't, and I'm not remembering which one is and

yet.
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1 which one isn't.

2 I think that is a fairly key issue, particularly

3 in terms of the business market opportunity. Business

4 customers are largely unserved by wireless services right

5 now, or the types of wireless services that they would

6 like, as Mr. Twyber mentioned in his testimony.

7 I think that the longer there is a delay in the

8 allocation of licenses for PCS, the more of an opportunity

9 it creates for digital SMR services, such as tho•• being

10 proposed by Mel Nextel to come in and offer enterprise- •
11 wide solutions that integrate voice data as

12 technologies.

13 I also think the one issue that

14 addressed today, and I think it's interesting

18 There's a lot of development work taking place

19 by those who are manUfacturing cordless phones right now

15

16

17

potentially explore, is the non-2 gigahertz PCS

services but extended range wireless services

offered by enhanced cordless phones.

20 that will significantly expand the range of today's

21 cordless devices from 100 or 200 yards, out into the 1 to

22 3 mile range, from a home base station.
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1 Clearly, even if that's not of the 2 qiqahertz

2 band, which it probably won't be, that has a siqnificant

3 potential for takinq a part of what is the forecast for

• 4 newly-licensed PCS as part of basically an enhanced

5 cordless telephony service that has rates closer to land

6 line rates and has a fairly broad appeal to consumers who

7 are already very much used to. As we mentioned, 50

8 percent of households have cordless phones riqht now.

9 They're used to that form factor, they're used

10 to the structure, et cetera. So I think" it's important to

11

12

13

14

recognize that as well.
r~_;-. '}:.i: .,::; .... ~J. .;' '

~:::i'-" '"~

.1 think we're all in qeneral
:~- -,

'~ -. :';

aqreemC!J,:t here as····

1(YO\l look' ouf,

all of our···

18 think, where the disaqreementis is in terms of where it

19 will come from.

20 DR. PEPPER: You've predicted, if I read this

21 correctly~ by '98 about 2.5 million new PCS voice

22 customers?
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1 MR. LOWENST~IN:Yes. Just on the newly-

2 licensed PCS.

3 DR. PEPPER: All riqht. Then about 15 percent

4 of the forecast base of 32 million from cellular.

£) I quess one of the questions is: there seems to

6 be distinctions beinq made between cellular and PCS and

7 advanced. paqinq services, extended. cordless phone. Are

, "

12 ranqe of services?

9 maintain? To what extent will cellular operators be able

other new service providers?

8 those cor~ect market seqmentations qoinq forward, to

13

14

10 to provid~ and provide a full ranqe? To.what extent(would

17

16

11 a 30 aequertz PCS provider be able to provide

15

18 MR. LOWENSTEIN: Well, we think that the

19 cellular companies are extremely well positioned to offer

20 PCS-like services over the existinq cellular spectrum, as

21 the complementary set of services to what will emerqe in

22 the 2 qiqahertz band.
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1 As they diqitize their network, as they put in

2 more microcells, particularly some of the B side carriers,

3 for example, that R-BOX subsidiaries, have already

4 increasinq levels of intelliqence land line network to

5 connect to and offer that fall and retype services,

6 they're very well positioned to offer much of what we see

7 as a PeS tyPe of services.

8 That's not to say that they're not interested in ;1,

9 and will not bid for soae of the licenses in the 2

10
..

qiqahertz band,. but we think that, qiven that market is •

11 .not yet a certainty and it's a new market, that they will

12. be continuinq to deploy network infrastructure to

13 facilitate competitive services over the cellular spectrum

14 that are very much peS-like in nature. That's one of the

15 reasons why we have forecasted and seqmented the market in

16::' the way we have.

17 MR. HALLER: I'd like to qet some expansion on

18 that, if I could. Aqain, since we didn't qive directions

19 on how you had to present your charts, it's a little

20 difficult to compare two people, but I'll just qive you an

21 example.

22 I know that there's disaqreement here, but I'm
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curious as to why bo~ of you feel that way.

Hr. stroup, you indicate that in the year 2003

that cellular will have about 17.4 percent penetration,

whereas PCS is only qoinq to be about 10.4, so it's not

double but it's still hiqhly balanced towards the cellular

side.

Hr. Baailton, you have similar projections.

Yours is 32 percent for PCS and 56 percent cellular.

Others may have similar projections, but those

are the two I happened to pick out. Why is that? I know,

Hr. Lowenstein, you've indicated that cellular is already

•

positioned.

19

t';f';;"'L.',; Are there thinqs the Commission should be. doinq
.':;':'.;i;i,'i/~j. ~~:~'''·~,t;\~,:;;~B, ..,:;;;,':,'; '.~.. '

to 'assure,: ,that PCS,',:When it comes on line, is qoinq to be
.: ':: ~>'::·~_}'~f;7,.·;;~':~,:),,~;-,n·:,;".~;~,~:, '.: :'}'::" :,:".VY~ - --i;- i

an aqqressive competitor to cellular? Anythinq we can do
;,':~t.?/" ,' .',\y ~"

to make that:: balance a little different than 2: 1, at the
;.::~._ :,'i;. : ,:+:.~,

~-:'<:.,;-'~,~- '::",,;';":~>; ._(\,~r~·,"«'· _',';-

"Year~:.,2~03:r~~12()04?.,·
'J;"" 'I:' t -<:'.(;,::;; ~,~....'.,

.. , :: -,:S' :-: .:". '" ·.::·K?~';}~"~;~;,}{~~>

·MR. STROUP: Sure, I'll jump in. I think a

20 major factor tha~ has to be considered, and that may

21 explain some of the discrepancies that you've heard, is

22 definitional. We deal with six services in our study.
!



i*

1

2

3

~
4

5

6

7

8

9

10

11

12

13

14

15

16

17

18

19

20

21

22

78

I think that one factor that has to be

considered is the year of licensing, and that may explain

the difference between 17 and 28 or 29 or ours of 31. The

longer the Commission delays in getting onto 'licensing,

'the greater the advantage the incumbents have, whether

they are cellular carriers or ESMR carriers.

That's a very important factor, and that's a

primary r~ason why cellular will continue to have a

dominant market share, or a major market share, is that
i

they are·out there operating, adding 14,000 customers

able to provide a competitive service, but that+theY;'J'.,.,
'.~, ";;i';~rin'~;'{;lti

able to do so quickly, because one of the comments that' s

already been made is that this is seen as

that's slipping away_ And that's absolutely rl..gllll;.~'

We can debate the market structure, the

of licensees, the size of the spectrum grants for

two years, and not have any better idea of what the right

answer is.

I think the advocates of each position have made
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1 their points quite clear. The record is full of all of

2 the arguments. I don't think that we're going to hear

3 anything new, but it will be irrelevant if it takes two

• 4 years to be able to answer those questions, because the

5 opportunity will have slipped away.

6 DR. PEPPER: I don't think anybody has suggested

7 that it'. going to take two years to answer those

8 questions~ In fact, we're aoving quite rapidly. The

9 purpose of this hearing -- these sets of round tables

10 today and tomorrow -- is so that we can more efficiently •

12 come in on one on ones and do it much more efficiently

11 collect information from the comPeting parties who usually

THE CHAIRMAN:it can move much more' rapidly.13

14 Could I ask you, and you only need to

15 answer this.

16,;; "In its current format, PCS will not realize its
:'/'1."

17 full potential on a timely basis." That's Mr. Kerr's

18 statement. Do you agree with that?

19 MR. STROUP: No. I believe that the market will

20 make corrections: I believe that if the Commission allows

21 companies to aggregate the spectrum, that if there are

22 inefficiencies that are made or incorrect decisions that
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1 are made in the allocation, it will be corrected.

2 I don't think that there is a system that will

3 work well in the urban aarkets and in the rural markets.

4 I don' t think that there are areas of the country where I

5 qrew up where there are qoing to be seven new PCS

6 licensees, in addition to two cellular and an ESMR

7 license.

8 However, in Hew York city, that may be,a

9 completely different situation. I think rather than

11 for any inefficie.ncies that

12 process.

15 exactly right, but it

• •

I"',

;i' " :~[;

"i.
·~f

But, most iIlportal1tly, we've found a couple of

What

r'.

continuing to debate that issue, the market

16 MR. STROUP:
"-'I: '" .

;.,("

debate go on, it won't.

18

14

13

17

10

19 things, one is that the customer, the buyer, when we did

20

21

our real market trial, and sold services to them, was

interested in the value o~i~at they qot, and pricing did

22 influence their buy decision substantially.
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We -- we, i~ a four month period, penetrated 15

percent of our tarqet market, and we clearly were able to

influence that a qreat, qreat deal. So I think that we

need to make sure we understand that the assessment of

demand, veIy quantified, depends upon a set of

assumptions, and we -- we're none of us are clairvoyant

enouqh to know 10 years downstream what the real

applicati~n will be.

We see cellular, and PCS, and wireless data, and

imaqinq, and other kinds of thinqs all cominq toqether,

and beinq part of. personal communications.

:¢ .. ;

opportunity for the service provider to do it, Ultimately,

what the customer says, if it's met, we'll allow)"the
i,,;'~~\' '. .

penetration to be pretty much controlled, to be whatever
c.' f

depth we want it to be.

MR. PEPPER: Can we pursue this pricinq question

,for a moment. You talked about the importance of pricinq

and price sensitivity is really critical here.

Could you pursue that in terms of the entry, the

•
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•
MR•. WAYLAND:

c01lJllodity offering and

today ..

customer base by lowering price, then, you know, what does

they being able to lock in custoaers, instead of migrating

back to a question asked earlier that the incumbent

that tell us today about the price of cellular service

cellular operators have been able -- or, in your mind, are

-- the cost of the handset, and also then in terms of the

]lOre aggressively, and if they can maintain and keep their

them or ]lOving thea to a new pes service, as it's priced

monthly service charge, and the extent to which it goes

Well, I think you can ,get into a
"'> '" ..':;tL . ,J:',;.'>

lower. pricei'·~d certainlY'~~~;1i~;t<·
'1'~ '; .., . .l:i:"'" :",/:" "'.,' -,".

)".:.-,".> ,·:t~·"i i..,':,;, ("-

",the,.strategy that: soae, llay choose to:',jise. That' sllot; .', I
',: ,,;' '-"~, (:' \s\~.;'i,~· :;',\ i-,.:,.:;:.:"':"<' ,;):.'<.<-,-:. ~.:.., ' , ~ ,'. -;;, .', j "., • , ',-' • ~. '.~)" ','1

'. ' ,'~,' ",'- ;·\'-;J~B;::,,>. ~;\';;"""'

·~li~.J:f the best strategy' for 'providers to provide, to14

1

2

3
~

4

5

6

7

8

9

10

11 ..

12

13 ..-')':

15 use .... ·.··,
,.;';,>: .. :' :'-:'~:;;.':::;:>" ':
should look to the'market needs in

'-: ",,;

""-~," .;.'-;,..~:{.

.. ~, :r.,~·'·,~~';~.i,: ..i.:':'·:;~ ': ':)" '\:s rio; I
I _ "".\ _".

developing,ia new an unfulfilled and under-fulfilled market17

18 need, and develop offerings to satisfy them, and charge

19 the fair amount that the customer is willing to pay for

20 that.

21 What we found in our telego trial was that the
r '

22 customer doesn't want to put up that large one time cost
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1 for the phone. They ~on't want to sign a one year term

2 agreement. They don't want a large entry cost, but they

3 are willing to pay some numbers of dollars per month as

4 perceived as equal to the value of what we provided them.

5 And we found what they were willing to pay, in

6 our trials, was something under cellular monthly revenues,

7 but certainly greater than what they pay today for the

8 local ex~ange services, so there's a substantial amount

9 of per-customer per-month revenues.

10 And we could influence that a ,great deal by ..

15 have you found on pricing service?

12 the offering that met their real needs.

11 putting features, and characteristics, and

Mr. Lowenstein, or Mr.fMR. PEPPER:13

16

14 Hamilton, in terms of your market research

MR. LOWENSTEIN: I would;;agree

17 Wayland said with one thing, a very

18 wireless service that includes some sort of a wireless

19 capability from inside the home, a cordless typa

20 capability inside the home, or near the home, that one

21

22

could normally approximate with today's cordless phone or

enhanced cordless phone~ consumers are not willing to pay

,

I
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1 more .. than traditional land line rates for that type of

2 service.

3 So, for example, we conducted the survey, and

4 found that 33 percent of the respondents were either very

5 or somewhat interasted in the type of follow me type

6 services where the ter.ainal cost would be between $2 and

7 $300, which we think is a fairly reasonable entry point

8 for the type of premiua levels of mobility that would be

9 accessible from a follow me type service, and then in

10 terms "of the usage charges, they would be charged land •
11

12

line rates when they're in or around the
.,-, '.,i

C J -:',' '~

be,charqed 25 land line, plus 25 Percent
~"::,~::, ~!~,

14

15

kind of the neighborhood, a kind of five mile,radius.of
, """i"':' ...... ' ",' ,"'if~t{,:~~ ','

their, heme or their office, and then when they{re in a

higher speed or wider -- wider levels of mobility, more

16 a cellular type services -- service, it,

17 would be a 50 percent land line, plus 50 percent.

18 All of those rates for the wireless elements of

19 that and for the mobility elements of that are about half

20 of what today's cellular rates are. The average cellular

21 call today, at Peak tiae, you know, during the day, is

22 approximately twice the equivalent cost of a land line
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call.

wave of potential users.

•
mainly, y~s.MR. LOWENSTEIN: Well, mainly

MR. PEPPER: Is it he next wave? So you're

We think that PCS prices will have -- will have

So a b~siness, anamployee, can take their

and today's cellular prices to be attractive to that next

to settle in soaewhere between typical land line prices

base, for example.

looking at attracting customers today who are not

to trying to move people from a cellular to a new -- a new

terminal, and they use it in their office, but then they

customers. for wireless services like cellular, as opposed

There will be soae of the -- soae migration, as well, to a

se~ice provider? .

can use it also when they leave the Office, and connect on

something that'might b8 hanging on from the wireless PBX

more follow me type serviclt,:because of .. the fact that
.' .. •...•..• .'>' i·;}:m~,;:;;ij·L"Ii%U·(,",!j:~\~~~~i~~~'~!F~.;;A.•.
that's not undertaltenbycellular,<!~tit;isboth it is

\ ; .,0:""\' -/;':':-:~.;' ,,:,~/- :",:- >.:.;:-;. ,<.J;;'/~,~~1P';:,;Y:.:':< -/;.-;;'-~

the consumer market, but also the -- the business market,

to theextent..that cc;»mpanies ~mpl"ent _a wide solution
".. 1..';' ;;;i> ,}.")·i?;t5 ',,',;:::':'- '.. . \,?,

suCh as the type,. of solution Mr. TwYver mentioned,
.,- ')< _ , ;": ';.:' ';' .;,v '0_:'
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and because of the fact that a lot of users are business

example.

MR. LOWENSTEIN: Because of the installed base,

, ,

but these services

No, I understand that.

MR. LOWENSTEIN: Yes, but

MR. PEPPER:,

MR. PEPPER: If a provider can offer that, maybe

home, or while they're co..utinq to and from work, for

customers wouldn't miqrate from today's cellular service

at least, depending upon which projection, at leastia two

cellular.

to another -- to a wireless network and use it in their

to a new service provider if cellular did not provide that

foreseeable future if the new entrants are qoinqto"

about, as well as lower pricing, which we've heard is

provide the new kinds of services-that you're talkinq

I'm missing something. I don't understand then why more

I'm talking about riqht now aren't really offered'by

to one penetration over any of the new entrants for:.the

saying that they will be able to?

terribly important?

kind of follow me service. The enterprise service, "'you're
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1 users, and there's a little bit less price sensitivity in

2 the business model than a consuaer model, which is the

3 next wave of adopters that we're looking at in terms of

4 the new services, and also because of the fact that the

5 cellular providers will probably lower their prices, as

6 well, in response to their potential competitive service

7 offerings of the new -- of the new entrants of the Jlarket

8

9

10

11

and the new services.

will fall over time.

continue to do so.

MR. PEPPER:

We do forecast that cellular prices

They have already, and they will

Is the installed base -issue, the...
. -.-; .~'

•

12 customers' investment in their own equipment, I assume,j

what you're talking about?
f-·_.,'-(Y··'

MR. LOWENSTEIN: Yes, and rate plans, and·the

businesses are -- are starting to adopt cellular

l~iliTE· type. solutions a little- bit more aggressive for their
.-

17 employees.

18 MR. PEPPER: So what you're saying is that there

19 is a real head start advantage for cellular today with the

20 customer -- their existing customer base?

21 - MR. LOWENSTEIN: There definitely is somewhat of

22 a head start advantage for -- for cellular providers;
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absolutely.

MR. PEPPER: Can anybody quantify that,

Mr .. Hamilton?

MR. HAJaLTON: Well, as far as the -- talking

about the installer base, and what that means to the

coapetitive environaent, it's auch harder for the PCS

providers to take away a custoaer from a -- if they're

already on a system, cellular SMR paging, than competing

for that customer as a new customer.
, .

It's not only related to price,

things brand loyalty and education

PCS .is going to be growing out, and

be in a very confusing environment inth~fl1t
I;

There will be, from alldirection~~
Ii

advertisements about these new JIObile servic;es~ >howevear.·)u·{·.
. · i /;Y,'~'~;i.~~~~·li~:;~,\_,.::."

they're defined and promoted, andtheY"~e;gt)in9 lfto'\.
. ,;:;~~~r*\f:\.. .... . ... i"g~C!,,:

try to educate the consumer about what's different'>;about:K.'

their service and the services they already have

And I think that also goes back to the delay

issue. Why is ttiat so important? It's because if growth

in the cellular and other mobile industries were very low

or moderate at this time, delay will not mean as much, but
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Ik aU 11; o~,el' the P:lst tHo yel.rs, 'oo{;.h t1".ft

and 'paflLnfj i.nd.uscrtas hUVf; .f;t wi'ell pt!er.cJl1lena1

I .aa11, 1101'e grov':'a 'i.ntt',at two 'lear,; hi the

.r in,.1ufj'c.X:f t.han in 'tIltA 1,~rf;viC,US s·aVt,m yel,rs.

'30 'mun we 100]( a{; t~ur d,aand ff,rfICCt"ts, 'lie SUtJ,

i'l li'a ~..oclk at dtj'aa1ld a." you k';lOll, tb,; tra.1i{;iollaJ.

,rve, a1:1! yo,,, in ·Cht. bfjCJ!.nr,ing, rilJinq st"ep ,.:>r if! ttie

ure 74a1:]ce1;s. 1'he flCOlittL that wa",e Sf;en over the 7le).t

t'ni!J ~~;.ts1; t.wo yea7:s, hlive' .eane {:Jmt We will rf.tac:h t.hat

,atarLty a1; "oonec'LavfJ,lf., ana, t'a.a{; 1:e,.11y iaplcf;s urs

delay 1.:.7.1a1; l. new slJ,'t:V,:J.Cft Frovidar hl!& of qectLnt'J i.ntci the

1I4r!ce1; •

\

\
\

\,

.'

\

l

HR. '!:Af't~: ry,'hi& Js a, I tl'.in'K.,~e·:y pClflertul

a7:CjlD4ent in f lVf,'C "f tn,eFCC l1lt,vf.n9 astas'.:. ns l'0f,sibl,!,

l.tnel you woul,j wIrue wi tb that, ILleo?

6 Lat 'Ae af.k yOj] it "01£ also e.l1v'l,S;.orl wr.at M'c.

17 Jil.tllJt was ',a,'..1,(i11q at'ouc, 'Det.::al'iSe I tbinJc, arii you a180 JJ:.

18 !it1:0','.p, a'l1d 'c.hnt is t'ne S07:t of devo.lu{;ion t:rc.m se'leu t.o

19 tilrf.e to ffJ·J.r erlti ties. 1Jof'8 tb6t 'prIJCf~8', be.ve i',l ;.t liny

21) fiot-enti"l '{Ot" (Ielay or dtJ ','ov. t'nin'JC 7,101;?

:1

'll MYt. If}.MIL iI'O'S: fie tb j nk the
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1 again for aggregation' and no restrictions upon what you

2 can do with your license, that consolidation will happen

3 quickly.

4 MR. KATZ: But do you think that the necessity

5 to move through that consolidation is and element of delay

6 that we should try to avoid, or, by contrast, do you feel

7 that that's not the sort of delaying process that you

.,' ,',

8

9

10

11

12

13

14

15

16

17

18

19

20

would be concerned about?

MR. HAMILTON: I would be concerned about it. I

wouldn't -- if it meant delaying the li~Emses and trying

to get a better scheme, .inord~t;o.prevent
~'."'" ...•

·J;(~:X:,~";:?~:" i" .
on this'delay

issue • i.-think that there was a widely held belief in the
'>" .".',r:H{f.!· "j,', ,<&,j. ;·t;:, .., ',... " ....

industry,\\',approxilUtely sixlIlonths, ago, that auc~ions

". ,'\'t:"·",,~., .. ..,"::f?'~1.4k;(i,'· ••,' '.•·.·.\,;iti~'i;~)i,t . ',,' ',', ",,/;..\ \
would be 'couencinci,'this SUDer. And, now, based on

diSCUSSi~~~\:~~t'h~j~:(taken:!';piace,the expectation, it's

probably going to take place later this year or maybe even

into 1995, and tDat's the delay that's being discussed.

•

21

22 been made

~,~m delighted to hear the COlDlDents that have
....\:., ..

on planning now to move them forward quickly.
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1 But bearing into the ~xpectations of approximately six

2 months ago, there -- there already is delay that is

3 occurring.

4 MR. HALLER: I would like to ask each of you to

5 respond simply to a question. If we make no changes in

6 the decision -- if the ca.mission _akes no changes in the

7 decisions that were made previously, we avoid a recon

8 cycle.

9

10

If we make changes, then we wind up with another'

with another" pleading cycle. Now, which. is better, to try .'.
11

12

13

14

to lIilke other decisions, assUllinq that there lU"';fj~i~ti~r~',r/;!
the last decision that were incorrect, or could·'.be;~·ch~g '.

.' c: ,·}t,(~

for the better, or is it better simply to affirm'v e:i'<

previous decision, 9iven it wasn't~~,;ill~!I~~1iii.;.o.:h.·•.:';~r~ff~;i·:{l"{.·.i.l
'~C";';

15

16

17

18

19

you know, it cpuld be affirmed, just as it was.

another pleading cycle?

MR. TRAMPUSH: In terms of no changes in the , ,

20 decision -- I'm representing the rural telephone

21 companies. No changes would basically preclude that

22 segment of the industry's participation in the new
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1 technology. The main ,rural companies that are interested

2 in pioneering their own PCS serving area, and, in fact,

3 they may be the only ones interested in providing that

.. 4

5

service.

MR. VAUGHAN: Excuse me again. You're saying we

6 should make the changes?

7 MR. TRAMPUSH: I think you should make changes,

8 yes, Mr. Vaughan, and the nature of the changes would

9 include examining cellular ownership re~trictions. There

10 are many small companies that own more than 20 percent of

partnerships that have no control

those partnerships, they're more of an

if you want to foster competition between

~--'~' ..'

15 rural and PCS, one way to do that would be to look at
':,:<~.',:\,:.<:~: ':,T .;',:' ~;.','c' '~';'

16",',:;; relaxing those ownership restrictions.

17:1E:m~'[·~~~~<>.;~/( ,Another important thing to look at, which has
';'('--:,\'

. 18 ',:,ih been added here by the coalition is to allow partitioning

19 of licenses. Small companies can't afford to bUy STAB and

20 MTAs, yet they are interested in serving the wire line

21 territories. That would also speed deplOYment of the

22 service to rural areas quicker than it would under BTA and
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1 MTA throuqh a licensinq scheme.

2 The third area to look at would be the build-out

3 restrictions in the rural areas if partitioninq is allowed

4 to make the economics work, so the service can be provided

5 to customers as soon as possible.

6

7 decision•

MR. VAUGHAN: Simply affirm the current

8 .MR. WAYLAND: We believe a re-look at this is

9 certainly in order. I believe that it's very, very

needs. is paz1: of. it, bU:t' to be 'able·····_-

10

11

12

13

14

15

16

17

18

19

20

21

important that the commission carefully .xaminethe nature

of meetinq the consumers' needs, and time to meet,..;th;(),~e

~:""kT:;:":::~'l~:~ >/ .;',.'

commission has to fix this, we need a full year to do so

is because if the commission'aakes ,a major chanqe"we're
:"';,.,:i;~f"";:'. .• '.' .. "•..... } . ':l~:' ...• ,.. :~ .... .··.·,~~rtl\,: "

qoinq to 'qo .back in to the recon aqain," and that's,what
:-"~' -;~-;~· ..t;'>-' -".,',<,: ":,::(;;,' <"'<

you're sayinq.' It's better for, this commission to take

another full year before it acts, based on what you've

read in that orde:,r?

MR. WAYLAND: Yes. I think it's much better to

•

22 do the riqht thinqthan to do somethinq that isn't


