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The Honorable Reed E. Hundt
Chairman
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1919 M Street, N.W.
Washington, D.C. 20554

Dear Chairman Hundt:

FV nARTE OR LATE FILED

I am writing to call to your attention what Ameritech believes to be
persistent and flagrant violations of section 27l(e)(1) of the
Telecommunications Act of 1996 by MCl. Ameritech asks that the FCC take
appropriate action immediately to address this matter.

Section 27l(e)(l) prohibits interexchange carriers serving more than 5
percent of the nation's access lines from jointly marketing in any state
interLATA services and resold local exchange services procured from a Bell
operating company until the earlier of: (1) February 8, 1999, or (2) the date the
Bell operating company is authorized to provide in-region interLATA
services in that state.

Although the language of section 27l(e)(1) is clear and unequivocal,
MCI apparently has repeatedly violated this provision, and continues to do so
despite Ameritech's request that it cease such violations. The attached
newspaper advertisement (Exhibit 1), which touts the advantages and
availability of one-stop shopping for multiple MCI services, including local
and long-distance services, has been running on a regular basis in the Chicago
Tribune. Television advertisements (Exhibit 2), which likewise promote
MCl's local and long-distance services, have been running during prime time
viewing hours on Chicago stations. MCI is also sending direct mailings to
Chicago-area households (Exhibit 3).

MCl's illegal joint marketing activities are not limited to the Chicago
area. Since September 12, 1996, MCI has been advertising on the Internet the
availability of a "fully integrated package of services," including local, long­
distance, and other services, as part of a strategy to offer "one-stop shopping to
all its customers" (Exhibit 4). Moreover, as a recent article, entitled "Bundle
Up" in Crain's Detroit Business shows, MCI is, in fact, offering bundled
packages of local and long-distance services to business customers in
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Michigan through its "networkMCI One" program. In commenting on this
program, Glenn Moore, MCl's local-service director in the Ameritech region,
remarked that "bundling services gives MCI a key advantage by allowing
customers to combine local, long-distance, cellular, Internet and paging
services." (Exhibit 5).

Ameritech believes that MCI will serve many of the customers reached
by these advertisements and mailings by reselling Ameritech exchange
services. While MClmetro has its own exchange facilities in Chicago and
other urban centers in Ameritech territory, those facilities are heavily
concentrated in the downtown business districts, such as the Chicago Loop.
They do not reach most business and residential customers outside these
business districts. Indeed, it has been reported that MCI plans to resell
Ameritech services to residential customers in the Chicago area (Exhibit 6).
Moreover, MCI has asked Ameritech to negotiate arrangements for the resale
of Ameritech exchange services in all five Ameritech states, and it has stated
during arbitration hearings that it plans to begin reselling such services as
soon as they are available (Exhibit 7).

Because of MCl's apparent violation of section 27l(e)(l), Ameritech
sent a letter to MCI on September 20, 1996, asking MCI to formally clarify
whether it is reselling or intends to resell Ameritech exchange service in the
Chicago area. (Exhibit 8) MCI refused to respond to Ameritech's inquiry,
claiming that such information is "highly sensitive." MCI did, however,
admit that "MCI will acquire local exchange service for resale or seek to
provide facilities-based local exchange service, as it is now doing in certain
areas throughout the country" (Exhibit 9).

MCI should not be permitted to escape section 27l(e)(l) by stonewalling
Ameritech through this specious claim of confidentiality. Section 27l(e)(l) is
an integral part of the delicate balance crafted by Congress in the 1996 Act. It
reflects Congress' understanding of the potency of joint marketing as a
competitive tool and the fact that the ability to offer one-stop shopping for
multiple telecommunications services and/ or products provides a powerful
advantage in the marketplace. The Commission must vigilantly enforce this
provision, no less than the other measures of the 1996 Act that are intended
to promote competitive fairness.
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Ameritech, therefore, urges the Commission to investigate this matter
immediately and take any and all appropriate actions. The shared vision of
Congress and the FCC of fair rules of competition and a level playing field in
the critical joint marketing arena cannot be realized if MCl is permitted to
ignore section 27l(e)(l) of the Act.

Sincerely,

~~ Of/~
cc: The Honorable James H. Quello

The Honorable Rachelle B. Chong
The Honorable Susan Ness
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Ad Detector
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BRAND:

TITlE:

COMMERCIAL:

LENGTH:

FRAMES:

MCI+NE1WORK MCI

Network MCI, Biggest idea today, 30

Network MCI, Biggest idea today, 30

30

14

i of 1

vo: This is about the biggest idea in
business communication today.

About how your business can get
local and long distance calling.

Global to cellular

About simple being smart.

The whole menu.

Less being more.

Plus everything from paging to
conferencing•••

Soup to nuts.



Ad Detector

BRAND:

TITLE:

COMMERCIAL:

LENGTH:

FRAMES:

MCI+NE1WORK Mel

Network MCI. Biggest idea today, 30

NetworK MCr. Biggest Idea today. 30

30

14

1 of 1

From one team•..on one bill.

Network Mel.

-_ .... -. .... ".

From the one and only company1n
America.

That's How.

with the power to put it all togethe.
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1)-.r Jim KMI11S:

We u. ucited to aDDQUAce tbat 11:1 will bd,Dq cCIIIPetit10n to your area, aDd
want to tbaDk you for your 1nterelt in MCI Local-.

leI hcae phone sEYice is a new way to .......lm1c.t. without hoUndariu I Mow
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http://www.mci.com/virtual/news-news/headline-842541492.htm

MCI DELIVERS INDUSTRY'S FIRST FULLY INTEGRATED COMMUNICATIONS
PACKAGE FOR BUSINESSES -- Will Offer Long Distance, Local, Internet, Wireless and
More---AII On One Bill --

-- Company Turns Industry Rhetoric into Reality; Next Step in MCl's Strategy to Offer One-stop
Shopping in New Age of Competition --

DALLAS (Sept. 12, 1996) -- While other communications companies are promising a future of
integrated products and services on a single bill, MCI delivered it to American businesses today:
networkMCI One(sm). A feat of billing, engineering and marketing sophistication, this fully integrated
package of services will immediately allow U.S. businesses in 13 major markets to receive local, long
distance, international, data, conferencing, paging, Internet, cellular and more -- from one company and
pay for it through a single, customized bill. As MCI expands its wireless and local footprint, the number
of markets will grow.

The 13 markets where networkMCI One is available today, include:

o New York 0 Atlanta 0 Pittsburgh
o Chicago 0 Cleveland 0 Milwaukee
o Philadelphia 0 Seattle 0 Portland, Or.
o Detroit 0 Baltimore 0 Hartford

o Boston networkMCI One is the next step in MCl's strategy to offer one-stop shopping to all its
customers. Earlier this year, the company launched the industry's first and only integrated, single-source
services package for consumers and small businesses -- MCI One(sm) . Both offerings solidify the
company's lead in the race to provide end-to-end services and reinforce MCl's mantra that integration
and simplicity yield greater customer stability and higher revenues.

"MCl's strategic and competitive imperative is to offer customers integrated services and single-billing
convenience," said Brian Brewer, MCl's senior vice president of business marketing. "Businesses no
longer have to take a multiple choice test when deciding their communications needs. MCI gives them a
clear and single choice -- networkMCI One."

A Brand for the Future

With the passage of telecom legislation, communications companies are fiercely competing on one
another's turf. The ability to offer integrated services and one-stop shopping for customers will be a
critical market differentiator.

In preparation for this new era of competition, MCI has invested years building and developing
sophisticated and flexible billing systems, a multi-city local network, the world's largest and fastest
Internet backbone, and an aggressive wireless strategy. networkMCI One leverages all of these
developments as well as other products and services.

MCI -- whose local presence is unrivaled by any other long distance carrier -- will be providing local
service to companies in 25 major markets by first quarter 1997 -- which translates to 45% of all
businesses in the country. Cellular service will be available in 34 leading markets by year-end,
blanketing 54% of the nation's population -- giving MCI the largest cellular footprint in the industry.
MCI already offers paging services to customers nationwide and dial-up Internet access is available in
300 cities -- the most coverage offered by any long distance company. With its acquisition of SHL
Systemhouse -- now known as MCI Systernhouse -- the company added global systems integration and
outsoUrcing capabilities to its comprehensive portfolio of offerings.

MCI's global network extends to more than 250 countries and places worldwide, allowing networkMCI
One customers to receive international services -- including long distance calling and toll-free services -­
as part of their integrated package. Business customers also benefit through global alliances MCI has in
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place with BT, Banacci, Stentor, News Corp., Microsoft, Intel and Digital Equipment Corp., among
others.

In addition to long distance, local, Internet, cellular and paging, customers
can choose from a variety of products and services for their integration package
, including:

o call center services 0 dedicated access
o data services 0 remote access
o conferencing 0 calling cards
o toll-free services 0 fax
o international toll-free 0 e-mail

. 0 international long distance

"No other company offers so many communications services and consolidates them on one single bill,"
added Brewer. "Many telecom companies are just beginning to catch on -- frantically merging and
spending billions of dollars in acquisitions to get where MCI is today. While these companies go
through the difficult and time-consuming process of integrating their corporate cultures, marketing, sales
and service operations -- MCI will be working on its next product offering."

Marketing Meets Billing Ingenuity

networkMCI One offers U.S. businesses an information management tool through integrated invoices
that can be tailored to each company's needs. For instance, a corporate level monthly report summarizes
overall expenditures and then segments them by location, overall usage and service type, making
telecom and cost tracking a simpler process for a company with multiple offices.

Integration also yields better bottom-line value through maximum volume discounts. The more products
and services a company purchases through networkMCI One, the greater their overall discount. In
addition to integrated invoicing capabilities, MCl's flexible billing system will be able to calculate
special pricings and promotions based on each business' needs.

"Gone is the one-size-fits-all mentality that other businesses are peddling their customers," added
Brewer. "With networkMCI One, businesses can now have one contact and one contract for all their
communications needs -- from local to global, voice to data, wireless to conferencing, and a whole lot
more."

Offering Unique Resources

One of the unique facets ofnetworkMCI One is the ability to take advantage of the networkMCI Fund-­
a special account for larger business customers who sign a term agreement. The networkMCI Fund
allows customers to choose from a broad selection of "best-of-breed" MCI and partner products and
services with no out- of-pocket investment. They can even choose to apply the fund to offset the cost of
their integrated telecommunications services. The more services they choose from MCI, the greater their
fund grows.

MCI, headquartered in Washington, DC, is one of the world's largest and fastest growing diversified
communications companies. With annual revenue of more than $15 billion, MCI offers consumers and
businesses a broad portfolio of services including long distance, wireless, local, paging, messaging,
Internet, information services, outsourcing, and advanced global communications.

Copyright © 1996 by MCI Telecommunications Corporation. All Rights Reserved. The names, logos and icons
identifying MCl's products and services are proprietary marks of MCI Communications Corporation.
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....p~ in l2:le Iac:al telephone
marm.co~ i5 man: h"bly
to CDmt ia a tric:tJe !ban a lClI:Ilt.

1.s:58c5 su.c:tl G wboIcaIe prices
l!lW:IiZ be WO%tI:ccl cal~ Amc:t­
irc::t1 ad nvaisp~ to c:mcr

me rnaric::l by rcscIliag scMm 011
Amc:riteetJ liDC$.. CampcriII:n build­
iDg Ibcir 0WIl local c:a1li,,& iDfD­
SWQurc will ana the IIICXet pad­
uaUy as they iDsJ::all~ and
snaU wires imo buildill~ :v::rass
tile OIic::3.8o =ea.

··yOlll·~ not goiar (0 ~ lnI&

Q;lmpcUuQO in Ole Ioc:a1 nwku for
aI:lOUC 18 mombs.··~ k1c.

Su Moaopaly 124 Pq; 20

I
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Technology
.vi=~ is ,opeD II> <:omp""iriarL

"Ic'li ill &Ac:ir iIIraCSI. &Q CJIlD lit
Ihi: (1ocII) marircI • fait as possi
~" s:a~ Mr. Voir..

Am.riudI bas' rca:bc:d maio
~ we twa small« c.­
pcciu:Irs foc::asiq on Cbc ba:ri:aa
~.~t of G1c 1oc::IIl SIIl'Wz IDIIXc!
M~ Com"'l1TJiC'McoS Co. c
Omaba and U.s. NClwurk Corp. c
Oic:aco.
~~:ilh ~ powenu
~(OI$ arc boged dowa il
price~ 1"b:Il's dc::IayiDg~
k.aiD& bJiae5 in lhc CDniIIID« n:ar
.. by DIe likes of AT"-T and. Me.

&ib~ lady CO uoic:ast1 ad CIDl

paips~ mc:ir~
from loal"(li.snnce c:ocupauiles b

~~ .~mmn"ria
proviclcr1. Neill=r WDIIkl pt'D~4

<icI.ail:i OIl pl2Dned adva risiD.;
$pCIIdiDt. bus. ATILT Wei il will de
~ 75'" of iu ad dDDzs '0 loca
sc:M=.

AT&:.T spat 567S mi1Iioe Oft ad
~ in 1995. while MCI spell
S""ill miJ1ioa.,~ to N~

Yift-=-t CampcriU'lM M«Iia Rc
~Io wtDcA lracIi:s ad spc1'dinc
As rqiooai Bdl gp:wiDg c:ompa
nier.. sac aad A..IMrir.ecb. adver
tiscd in IMftliraUc:d r.eaiIorie!'
spcatIin& S4.5 mi1Jioa aDd S71 mil
lion.. :=p::cIiVely, iD 1995.

'811ndhcf' service~

. AD die playas. iDclading AllIe
iUIdI. pIaa II:) 'liDO eu:stoax:I$ 'lid.

'"buftdlcd" semcc offaiDp.
. "Our cIain: is U) offer I ~~
bust J:l=IICbp of ~" $.a)'
~W' ()nc"s Mr. BrowL CcUult
~ baS~ a;rprcronJ te. Q1

~tI. t1IJ Pll&62

Ie

Monopoly
CtJciIuM.dtro- P/lP 19
GOCMWZlic:aDoas analyst Fn:1 Voit
of YaDk= Qwp =- in Cam­
~MAs.

AT&T has II. more aarUYC
tima:&ble.

"We're ~iDg by this f:U1 to be
~ &0 offltt 1oc:ai savic= (10 ggg­
sumcn;):' say;; Ms. MasIzi. who
O'\le.rs=:$ about 40 employees ill a
tlYewSl8lC rwgion ClAICSpcar&diD.g m
Amc:ritee:b'i scrt1tz~

PoWtwto exert coatJoI
, As. U= r¢Jion&l acu opa-a£iltg
campeny, AmGicecb caD CI.Ctt a

I ltlC&IIUl: of CClDD'Oi 0'tCf Ibc develoo
0iD='t of ~ompcGDOCL.It has • vir-

I,tuaf m=opoly en icc:aI lC"cpboue
sc:Mca ill Illinois.. Midlipa.. Ohio..

J IlICSianl& ud W'uc:ansiA. wbl= it
I~ SS.s bil1iclo in a=, in

l
l~. I

Conl;lair.r.:a tba% waQl Jg bri::ak.

I
out ~y. \rioh locaJ sc:rYic:e will
have Ul buy it from .AIDI:rirIlcil al

, *'~ rates and 0Mn sad! iz.
\ ~b=wceA~
I :me A.T.T ow:s: wbolesale prices

I have been coeraIious IDd slcrwi·
moviAz. After~ 1IIDIOs of1iiIlu.
(My ate dukiDg GIlt Ule:ir pri&:c clis-j INIC l:leicn !:he DliAOis CGaunet=
C=uDis:siOQ,

I 4lUIc:Iup me~f af~ klaJ
nmbt maas die ad of AJtlcr-

I if&Cll",s~.~ complrD)' bas
aI) iDa::zttiye to raol~ * AI'$i!JIc

1
pri= dUpUlC:: Amerirech .cm'l JCl
ImD IhclODI~bamIcu lWiJ

! it sat:is5a chc n:dcal CommlloiQ.
, riGDS CAmmissim dial ilS lOGt.i C'-I . .
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. .~ ....~:~ .~

MCI recent:y i:Dstalled ~ telephone switch in ;.-.~..
dOVl""-toWD Chicago that will =able it to "
direc"Jy serve thousands'of businesses with
high ~l volumes. In the widely disbursed
reside::tial r::o.rlret, MCI will resell Ameriteeh

&;.•":------------_. _ ......,.'

!

Co~from ~t1.:e iJJ
[t:r 1oco.l teJ~ w:rvicc. 10Dl"
c1~ ~dlWi.o and pqiD:.
AT"'T. ~CI~ AD"iC'itee:t& ....e as­
~lm;; unri!ar~ 'Wbic:b
~so ~~a iDdlldA~ or saralliu
"'~televni.;m,.

While wQllgl~I'lZ on:r ~
tl:rms ma)' slow ccmpetiUoa ia the
co:w.uncrm~ b9siw::g QISmtD.

et'S lI1t'e:01t.y ;.n:.~~ bcrncfill
of~ New em:w&IS ala
bwl.diYl~~("QWIl" f-aiitic:& U1~

UIc business~ wAcn: c:a;li.CIl
in~t yi.c:1Qs r::c.R rnc:III&

'"The:~ of cpponu­
nit)' is rnosr im:rl'=dial.'Ya~
to US in u..e busiDllSS 1nlIIk=." ~
Mcr~ "tw~. Coker. .

MCI ~Uy inmUcd lI. ide­
pbcII.e switch in ciownIOWlI Q.ic:asD
r1'lal wUl em.ble it fa') clirec:dy s.:n<c
~nQ.:,; of buaiz4S$C:5 wU:h high
c:all YOlUZZU!S- In il:.c widely dis­
bcD'Sed te::oid=w ~Cl. Me \lim
re.~11 Amc:rimctl semcc.

In eN blolSi1M:ss matbt, die DCW

compalU:lrS join ~ImOW%l COft­
IClldcn tr.:t ha"C ba:n Dibblirlc at
AlDeriu:cn's lWlCA for 41 f_ yQZ5.
"n\c rzlQ5C esrao';s::'ed is MrS. a •
S7C1O-rNmolH-)'C:Zr'~ om­
cia1ly b~ in Oman.. bul wiUI
IDOl( of Its b""QIanCS mJf in
0lIk &row. aI\~W~t.

.......ftI'OI'k
SiIIcz il bcpIl opeftliom laIN iG

Z9ll. WfS bas bUilt a~ IlIal
CMWcs it co~ boiiDea QIIIDIII.­

a5 froID Iba Loop &.0 me W-.r'II
~ non:ftaa wtlurilL .MFS 'ocrCZl
aviIIJs of abouL IS'I. on Ioc:a1 =Jls.
ac.c:ordinI rc 0azUd Catwo. vicco
~ o( b:al services.
"Wc'~ ill W$ to bi:: ~ b.c:ilitics­

baad: ~lC1ll1r" wim iLli own
liDlS and swirl:hes. ~ys P-k
Caruso. "It aJ~ you fa') coc=l
yo« own daLiny:'

Anodw:r f¥:~lIiolOd ~­
lor is TCG 0Ucap.. Ene local affili­
ate of New YoriI:-b.asc4 Tdcpott
CoauhuDic:Wons Gnlup. A joiat
"1IIIM1: of c:a.bl;: &clcvisioa~
na ContinauaJ ~QiOD IDc...
T~ [nc..., COl.
Cable Inc. and Com=st C«p..
TeG !las opc:l:IIe4 its own~
~ siftl:& 1991.

Vic.c-p'tSidc:m :uld GcDc:Dl M2n­
~ JCDCS SyriOli PrccW:u thill
'OIIIPCcition will pradw:.= a ,lut of
loc::ai Sl:Z"Yia: C'=lY. dtivilli
prigadawn..

'-It's ~Imost becomifl,f a COlno

modity.·· he says. '-nw', a real
pro01.em..-

0Cbers cIGn' t He i( IlJ:Il I14Y.
A'lIIria::dl"S Mr. Frccl:sa:Der 811
c:GMUft1erS '-;11 UK f£iephoac lines
mote as campamS pI"Ovidcn offer
aMitioAal serY~•

.• ' lcantial Srowth"
"I lhiak yea will see su~1
~ en cbc Jogj service rrw'"
kcL" he SAys.
Tc:lc.=mlllua~( CAAS" ...nt

Matk L.iftJllCr of Tclc:Choic:e lAc. in
VeraKIa. NJ_ agrees. WlIila be pre­
wetS t=t Amcri~ 'WId sec 1II

~ lass similar to Ibe 3.5"
deI::tiDa m. ATIl.T suft"a.s when
CZ"DfM'i'ion c:ame ~ Iba IOft'~
taKe~bc~~

wiD sau see NYa1ICS dimb.
'-ne~ ita 1M nwtI:.cl: alii :l

wbok .provides plc:zuy of appoctlt"
Dil)' U1 m8c lip mar. IOSl~

sbIIn:." he sa~.

• ..
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networKs, nationwide. conliat Of.~JY 2,8CO route mila of fiber ring. and 13

switChes.

\'\!hile MCI',Iccal network i,;rowing, it illtiU small c:amparId to the ubiquitous

reach of the II.Ees' networks. While MClmetro ... bien building Iccal networks for

just over 2 yeal'2, the ILEe. have bien ba.ailding Ioc:aI ftIMOftCI fOr over one hundred

. years. White MCI'. local netwer1c: PIISHa by HveraJ 1houIancS buildingl in mOltly

urtlan areas, tne ILEes' netwarkI rucn into ptlctically fI'fW'I building and horne in the

country. While MClmetro hal instaUed 131ccallWitChel, the ILEes COIlKUvely own

ever 23.000 local SWitch... It is not an~ to laY that the ILECI' networkl

are ~radjca"y everyNhe....

Mel's goal il to Tlach. bread IrTly of cu.terNrI, business Ind re.idential, to

provide local seMceS that are consistent -=roll ;eo;raphic .ra. and are

differentiated from tedaY'1I monopoly offeringS. Thul, while total .Nice ,...,. is part of

MCJ'alccaJ efforts and will in some drcumItanC81 be Mel', vehicle for initial et\tryinto
I

the 10=1 market, reuf. Ilona will net allow Mel to differentiate .Hrvice or develop --J.
consistont ••rvices acres. geographic RU. In order to tlach trait goal, and lnable

true ccmpetiticn in U':. SC=1 aervic:u marut. Mel and other canpetJtivl tocir exChange

camer; (CLEC.) must be able to crute and offtr their own HMcu. ",. primary

me.n; of achieving !hills throughdlPI~fA Mer, awn local facilltlel. This hal

been the patn that Mel hal chcMft to date. H~,.mentioned .rtier, Mer,

significant investment in lWitd'ting and raetwortc ccnatruction fNW the pUt two pIua

5
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2000 West Amentech Center Dnve
4H68
Hoffman Estates. IL 60196·1025
Office 847/248-601 0
Fax 847/248·6013 or 6019

Marc I. Lipton
Assistant General Counsel
Marketmg and Product Development

September 20, 1996

Mr. Christopher P. Abod
Senior Attorney
MCI Telecommunications Corporation
1133 19th Street, NW
Washington, DC 20036

Dear Mr. Abod:

It has come to Ameritech's attention that MCI is running advertisements in the
Chicago Tribune which state:

With the arrival of MCI Local Service in Chicago, you can
now take advantage of the efficiencies and economies of
getting a long list of services - local, long distance,
international, data, conferencing, cellular, paging, and
Internet - all on one bill. All from one company. A
company that will bring the same sort of dedicated
customer service to local calling that we bring to everything
else.

Section 271(e)(1) of the Telecommunications Act of 1996 provides that a major
carrier, such as MCI, cannot "jointly market ...telephone exchange service obtained from
[a Bell operating company] pursuant to Section 251 (c)(4) with interLATA services
offered by" such a carrier.

Ameritech believes the above-quoted advertisement constitutes joint marketing as
that term is used in Section 271 (e) (1) of the 1996 Act. Please advise the undersigned by
September 27 whether MCI is purchasing or intends to purchase telephone exchange
service (under 251(c)(4)) from Ameritech in the Chicago area. If MCI is now purchasing
such service, or intends to purchase such service, the advertisement violates the 1996 Act
and must not run again. In the event MCI continues to run the advertisement, or
otherwise delivers a "one stop shop" message to current or potential customers,


