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ATTORNEY-AT-LAW CHARTERED
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BY HAND DELIVERY DOCKET FILE COPY ORIGINAL
Magalie Roman Salas, Esq. RECE'VED
Secretary
Federal Communications Commission JUN -1 1998
1919 M Street, N.W., Room 222 FEDERAL COMMUNCATIONS COMMISSION
Washington, D.C. 20554 OFFICE OF THE SECRETARY

Re: CC Docket No. 97-211
Application of WorldCom, Inc. and MCI Communications Corporation

Dear Ms. Salas:

Enclosed on behalf of WorldCom, Inc. and MCI Communications Corporation for
inclusion in the above-referenced docket and in response to questions raised by the Commission
Staff during a May 7, 1998 meeting, are two (2) copies of the April 15, 1998 issue of Phone+
magazine. (Attachment 1.) Virgo Publishing Inc., the publisher of Phore+ , has graciously
granted permission for these copies of the April 15, 1998 issue to be placed in the Commission’s
record in this proceeding and for copies to be made of the filing by interested parties in the
context of obtaining a copy of this filing.

This publication contains an industry directory of service descriptions and information for
over 125 long distance carriers, 175 long distance resellers, and 225 vendors of support services
for the long distance industry. For each carrier and reseller, the survey indicates whether the
company offers any or all of a number of services, including:

. Calling Card . International Callback

. Conference Calling . Internet Access

. Customized Billing/Management . Operator Services
Reporting . Private Data Services

. Debit Card . Switched Service

. Dedicated Service . Term Plans

. Direct Dial 1+ . Video Conferencing

. Directory Assistance . Voice Messaging

. Domestic 800 Service . Volume Discounts
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Only certain of the companies offer all of the listed services, but every one of the services is
offered by multiple carriers. For vendors of support services to the long distance industry, the
survey indicates whether the company offers any or all of a number of services, including:

. Billing Platforms . Fraud and Validation

. Consulting Services . LEC Billing

. Direct Billing Services . Operation and Management Software
. Direct Billing Software Packages . Regulatory Services

. Directory Assistance . Service Bureau

. Financial Services . Third Party Verification

Again, only certain of the companies offer all of the listed services, but every service is offered
by multiple vendors.

Since the Phone+ survey does not address certain other long distance services offered to
carriers and resellers which may be of interest to the Commission, we have attempted to identify
other publicly available materials and resources that describe the services offered by competitors
in the long distance industry to carrier customers. In this regard, we have reviewed the carrier
offerings described in the ATLANTIC-ACM report “Wholesale LD Services: Carrier Report
Card 1998-2003" and, in addition, have collected marketing information distributed by a number
of carriers to facilities-based and switchless resellers at the recent Telecommunications Resellers
Association (“TRA”) trade conference in San Francisco. Specifically, the ATLANTIC-ACM
report reviewed the service offerings of:

. AT&T . MCI

. Cable & Wireless . Qwest

. Frontier . Sprint

. IXC . WorldCom

. LCI (and USLD)

We were able to collect marketing materials from six of these companies at the TRA
conference:

. Frontier . MCI
. IXC . Sprint
. LCI . WorldCom
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and, in addition, several others:

. BTI . GTE Intelligent Network Services
. e.spire . Intermedia
. Excel . TeleHub

Copies of the publicly available marketing materials collected at the TRA conference are
attached hereto for the Commission’s reference. (Attachment 2.)

In response to the Commission’s Staff’s request, we reviewed the ATLANTIC-ACM
report and these various marketing materials to ascertain which of the companies provide Frame
Relay, ATM, Virtual Private Networks and Advanced 800 services to switchless and facilities-
based resellers.! Of course, the fact that these services might not be specifically listed in the
ATLANTIC-ACM report or in a company’s marketing literature does not necessarily mean that
it does not provide the service to resellers, since carriers logically may have included these
services in more general categories for purposes of the report, and marketing materials may not
contain an exhaustive list of services provided by the company.? Nevertheless, this review of the
published services of a number of carriers indicates that, while not all of the sampled carriers
offer all of the services, each of the services is offered by multiple carriers, including both large
and small companies.’ For the Commission’s reference, a summary of that review follows:

! We note that our effort to provide information in response to the Staff’s request
has necessarily been limited to readily available public information, and is therefore not a
complete list of the companies offering long distance services to resellers. Indeed, the Phone+
survey lists over 125 long distance carriers offering services, and it is certain that some of those
which are not identified herein offer some or all of these services to resellers.

2 For example, we were unable to locate specific information as to AT&T’s
provision of Frame Relay, ATM, VPN, and Advanced 800 services to resellers despite the fact
that AT&T provides these services, see www.att.com, and we are confident that AT&T provides
all or some of these services to resellers.

3 In addition to carrier-developed virtual private network platforms, commercial
software is now available that, when combined traditional switched long distance services, will
allow resellers to offer VPNs. See, e.g., Technology Control Services, Inc. brochure distributed
at the TRA conference in May 1998 (Attachment 3) and www.techcontrol.com.
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Frame Private Advanced Company
Company Relay ATM Network 800 Internet Address*
BTI X www.btitele.com
Cable & Wireless X www.cwplc.com
e.spire X www.espire.net
Excel www.telcocom.com
Frontier Communications X X X www.frontiercorp.com
GTE Intelligent www.gteins.com
Network Services
Intermedia X X www.intermedia.com
IXC X X X WWW.ixc-investor.com
LCI X www lci.com
MCI X X www.mci.com
Qwest www.gwest.net
Sprint WWW.sprint.com
TeleHub X X www.telehub.com
Williams www.willtales.com
WorldCom X WWW.Wwcom.com
4 These companies also have, to varying extents, product descriptions on their

Internet Home Pages. Unlike the ATLANTIC-ACM report and the marketing materials
distributed at the TRA conference specifically directed to switchless and facilities-based
resellers, it is sometimes difficult to ascertain any difference between “retail” and “wholesale”
offerings from the materials that are available on company Home Pages, although pursuant to the
common carrier obligations of these companies, any carrier, reseller or end user may subscribe to
and resell any of these or other services on non-discriminatory terms. Accordingly, the chart
above represents a very conservative approach which, because we relied only on readily available
public information on services specifically identified as services to resellers and did not include
the many carriers whose Home Pages indicate that they provide all or some of the listed services
but do not specifically break them out as “wholesale” and/or “retail,” significantly understates

the availability of these services to reseller customers.
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As all of the enclosed materials demonstrate, significant competition exists in the
provision of services to switchless and facilities-based resellers, both as to “traditional” long
distance services and emerging services and technologies. Moreover, new entrants are having a
significant impact. For example, the ATLANTIC-ACM report indicates that “facilities-based
carriers gave their best ratings to Qwest Communications,” while “Sprint Communications Co.
and LCI International, along with a group of smaller players classified as ‘other’, received some
of the top scores given by switchless resellers.” See “Wholesale Report Card,” Phone+
magazine, May 1998. (Attachment 4, copied with the permission of Phone+ magazine.)

I would appreciate it if you would please date-stamp the enclosed extra copy of this filing
to acknowledge receipt by the Commission.

ly yours,

st

ean L. Kiddoo

Enclosures

cc: Michelle Carey (CCB)
Bill Bailey (CCB)
Michael Kende (CCB)
Marilyn Simon (OPP)

David N. Porter (WorldCom)

238562.1
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DAVINCT

N ET W O R K P R ODUUCT S

OPERATE WITHIN AIN BOUNDARIES
CREATE SERVICES THAT BREAK THEM

H B F B B i

DAVINCI DAVINCI DAVINCI DAVINCI DAVINCI DAVINCI DAVINCI
SCP NETWORK IVR SERVICE OPERATOR REPORTING BILLING
SWITCH CREATION SERVICES SYSTEM SYSTEM

ENVIRONMENT

DAVINCI NETWORK PRODUCTS represent a renaissance in telecommunications technology
for Network Carriers, CLECs and Enhanced Service Providers.
Distributed architecture removes network limitations, yet it remains compatible with AIN standards.
Create solutions that make your network more competitive, more efficient
and more responsive to customer needs.

Call us today for more information, or visit our website at www.iex.com.

You'll call it genius. We call it DAVINCL

IEX Corporation
Tel: 972/301-1300 Fax: 972/301-1200 1-800-433-7692
e-mail: info@iex.com www.iex.com




The Coastal Telephc‘)n‘é Cbmﬁany Agent Program
THE STRONGEST BOND IN THE INDUSTRY.

- Join the Coastal Telephone Company Agent Program;
recently named one of the top agent programs
in the eountry Your rewards are quite obvious...

tes and Enmmissiapa S

‘Be an Elite Producer and receive a o
cash bonus. Your mission is to contact
David Rosenfeld at 1-800-397-6878 today.

S —

COASTAL TELEPHONE COMPANY
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PHONE+ (ISSN 1046-2007) is published
monthly except semi-monthly in April and
September, by TAURUS PUBLISHING, INC.
(TAURUS PUBLISHING INC., is a subsidiary
of VIRGO PUBLISHING, INC.), 3300 N.
Central Ave., Ste. 2500, Phoenix, AZ 85012;
(602) 990-1101, Fax# (602) 990-0819.
Periodicals postage paid at Phoenix, AZ and
additional offices. POSTMASTER: Please
send address changes to: PHONE+, Box
40079, Phoenix, AZ 85067-0079.

Volume 12, Number 5. PHONE+ subscrip-
tion rates: one-year $69; one-year Canadian
$99.00; one-year foreign $140.00. All subscrip-
tions are non-refundable. Foreign subscriptions
must be prepaid in US. funds only. Copyright ©
1998 Taurus, Publishing, Inc.

All rights reserved. No part of this publica-
tion may be reproduced in any form or by any
electronic or mechanical means, including infor-
mation storage and retrieval systems, without
permission in writing from the publisher. All
items submitted to PHONE+ become the sole
property of Taurus Publishing, Inc. Editorial
content may not necessarily reflect the views of
the publisher. All correspondence and inquiries
should be addressed to: PHONE+, P.O. Box
40079, Phoenix, AZ, 85067-0079.
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Capacity Gity

Next Exit

Up ahead, the Capacity you need. For your communication needs.
And the driving force behind this breakthrough? — IXC.

The Capacity to succeed. [XC is an experienced, innovative leader in telecommunication
solutions. Providing premium voice, video and data transmission services to keep you and your
customers on the road to success.

The Capacity of a nationwide network. IXC has built the most technologically
advanced fiber network to offer you the latest long distance, advanced Data and Internet
technologies. These will keep you competitive in today’s dynamic market.

The Capacity to support. IXC stands behind your business. We adapt our services to
meet your needs, and you may private label all our products. Backing it all with technical support,
training, and an easy to use IXC OnLine back-office support system.

The Capacity to win. \When you team with IXC, you strengthen your competitive edge.
We are committed to understanding your business needs and providing quality customer service.
Call 1-800-984-9253 today or visit our Web site at www.ixe-comm.com.

Find out how IXC can keep you in the driver's seat.

Innovation * Xceptional Service * Customer Driven

© 1998, IXC Communications, Inc. Capacity City is a trademark of IXC Communications, Inc. All ights reserved.



THE LETTER

[he Long Distance Marhetplace
gt Your Fingerfips

fter weeks of work and countless hours at the fax machine, our task is
accomplished and it has arrived.

The PHONE+ Long Distance Carriers and Resellers Source Book.

This biannual publication is the oracle of the long distance marketplace.

Within these pages you will find information on individual carriers and resellers,
various associations, support services for the long distance industry and much,
much more.

It’s a terrific reference for a number of purposes. Agents can use it to search for
potential opportunities. Resellers can use it to get more information on the competi-
tion as well as on carriers wholesaling services they can buy. Anyone in the long
distance arena can use it to discover more about the industry at large, as well as the
services and support available to them. And, as more carriers move into the long
distance arena, more services are coming available for this marketplace (just look at
our hefty support services listing).

So make room in that desk drawer or bookshelf for this handy guide.

No doubt it will be something you’ll page through again and again.

Until next time,

%"5\3\/\/\

Paula Bernier
Editor-in-Chief

P.S. Don’t forget to visit the PHONE+ Long Distance Carriers and Resellers
Source Book at our website at http://www.vpico.com/pp
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Discover the Power of WorldxChange

worldxChange Communications (W) is & leading Lacilines
hascd international long distance carrier with combined
global operations that have serviced millions of custoners
wortdwide WO is committed to providing our cusiomers

Check Out , provicines
with world cliuss telecommunications at @ dhscount

WorldxChange
atThese
Upcoming
Industry Events:

Now Available for the = The WorldxChange

ACTA » . n " .
April 26-28 First Time EVER!  Simplicity Program

APCC
Aprit 30-May 1

GTM
May 3-8

The All New WorldxChange  WxC Offers Agents the Opportunity to
Commissionable Agent Choose Their Own Rate & Commission
Dial-Around Program Schedules from Our Tariffed Offerings.
Our Agents Tailor Packages Designed
P‘:;"c A;"°“:‘°t‘?5 the ';e““{ to Fit the Specific Needs of Their
n, a Revolutionary Agen Customers. Sample Domestic WxC

TRA-Spring Program for Their Popular Rates & Commissions:
May 11-13 Casual Access Product.
The Plan Offers an 11¢ 1+ SWITCHED
Nationwide Domestic Flat o e e
. Rate, Extra Low International As low as: - Lip to:
Also Available from : crnaiona 089/min. 2% Commission
Rates AND Commissions as . . .
WorldxChange i o ] 099/ min. 20% Commission
) g High as 15%. PLUS: 9/mi o o
Communications: o NO Forms or [OAs 109/ min. 2% Commission
o NO Bad Debt Charge Bac
. Wholesale Carrier N |,.““ ( )t‘( harge Back 1+ DED]CATED
Services * NOSign-up fees As low as: Up to:
« 0+ Hospitality Services * NO Minimum Fsage Fees L0425/ min. 1% Comimission
+ Prepaid Calling Card + NO Third party Confirmation 0475/min. 5%, Commission
Services * NO Monthly Fees 050/ min. 10% Commission

For more information on WxC U.S. Agent Offerings
Call 800-500-8972, ext. 8130.
For Canadian Agent Programs, ext. 8265 "' o,

S
< 4o
[ g

www workixchange.com
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N
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Customer retention is the most important issue for both the FBCs and the SWRs, but the
LECs’ entrance into long distance concerns them as well.

* Another key short-term issue for both facilities-based carriers and switchless resellers is the expansion of their

customer base.
* In the 1995 survey, LECs ranked a distant 12th place short-term concern for FBCs whereas now, after the
Telecom Act, it is a major concern.

Key Short-Term Issues for Interexchange Carriers*

Facilities-hased Carriers Switchless Resellers

Retain Customers 43%

Retain Customers Expand Cust. Base

LECs into LD LECs info LD
Expand Cust. Base Cash Flow
- Viability of
Viability of Lm:'alhﬁgksya?e

Local Resale

tLarge Carrier Comp.
LEC Control of Local §
Reseller Comp.

LEC Control of
Lotal Resale

Large Carrier Competition
Reseller Competition
Access Cosls Customer Service
Custumsrxﬂgrslg
Gapital for Growth [
Cabie into LD
Utilities into LD
Access Cosis

Operational Effectiveness
Customer Service

Cash Flow

Capital for Growth
Utilities into LD [HEEREE

Operational
Effectiveness | i
0% 25% 50%
Percentage of Respondents Percentage of Respondents
© ATLANTIC « ACM
Note: “Other” long distance carriers not broken out Copyright strictly enforced
This data is not revenue weighted. For more intormation, call (617) 720-3700

Telecom Customer Sites for Residential and Small Businesses, 1996-2002 (Millions)

1996 1997 1998 1999 2000 2001 2002 CAGR

Residential Households 996  101.2  102.7  104.1 1065 107.0 1085 1.4%
Small Businesses 20.4 21.2 22.0 22.9 23.9 24.8 258 4.0%
Total 120.0 1224 124.7 1270 1294 131.8 1343 1.9%

Source “US Resale Market, 1997-2002," Insight Research Corp., Parsippany, N.J.
Formore information. call 1973} 605-1400 or e-mail reports @ insight-corp.com
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It simple.

[t your [Web site
doesn’i take
their payments,
they’ll take
their payments
somewhere else.

Introducirg Pa, ilow |
wecure csuectronic Chech
service .os Irternet
Bill Pa,ment
It's no wonder PayNow from CyberGash
is becoming so popular. After all, it's
the fastest, easiest and least expensive
way (at least 50% less than paper) to
collect your bills. And by billing directly
on your Web site, your customers can
pay instantly, while you control your
site’s branding and cross-selling —
along with the relationship you've
worked so hard to build. So if you'd
rather have your customers use your
Web site, now is the time to visit
ours or call 1 888 860 6530, ext. 128.

WWww. C, bercash.com

Make Internet Commerce Pay

©®1998 CybercCash Inc., Reston, VA YNASDAQ: CYCH




The major long-term issue for carriers and resellers concerns
competition in the LD market by the LECs.

* By far, the biggest issue facing the IXCs in the longer term is LECs’ entry into long distance competition.
* Large carrier competition is also seen as a major threat in the future as consolidation occurs and smaller

companies begin to feel squeezed.

Key Long-Term Issues for Interexchange Carriers

Facilities-hased Carriers Switchless Resellers

LECs into LG 57%
st i LECs into LD

Large Carrier Comp. 26%
Large Carrier Comp.
Capital for Growih
Viability of 3

Retain Customers 19% Local Resale

LEC Control ot Resale 17% LEC Control of Resale

Utilities into LD 17% Retain Customers

FBC Local Comp. | | 14% Expand Cust. Base

Expanded Product Line 14% .

Capital tor Growth
Dev. Infrastructure 12%
Internet Phone
Cash Flow Issues

Expand Products

Viabitity of

Local Resale Utilities into LD
Expand Cust. Base Cable into LD
Resellar Comp. 10% Reseller Comp.

Gov't Regulation 10%
Dav.
Access Costs 10% Infrastruciure

1 L ]
0% 20% 40% 60% 0% 20% 35%
Percentage of Respondents Percentage of Respondents
© ATLANTIC « ACM

Copyright strictly enforced

. Source: ATLANTIC » ACM 1994, 1995, 1996, and 1997 Reseller Surveys i
y For more information, call (617) 720-3700

Forecast of Residential and Small Business

Market Expenditures for Telecom Products Comparison of Growth of Long Distance and
and Services, ($Billions) Resale Revenues ($Millions)
Reidential Households  $95.70 $130.1 ‘ | Total Lng Distance $95,315 $95,40
Small Businesses $64.06 $82.53 Resale $17,222 $28,749
| | Note: Total market figures include reduced access charges and market

" Total $159.76 $212.69

elasticity adjustments.

Source: “US Resale Market, 1997-2002,” Insight Research Corp., Parsippany, N.J.
For more information, call (973) 605-1400 or e-mail reports @ insight-corp.com
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CARRIER ASSOCIATIONS

(\mervica's Carviers

Year Established:
1985

Headquarters:
950 S. Winter Park Dr.
Ste. 101
Casselberry, FL. 32707
Phone: (407) 332-9382
Fax: (407) 332-9780
. ‘e-mail: actanetl@actassociation.org

“Washington Office:
8180 Greensboro Drive, Ste. 700
“McLean, VA 22102
. Phone: (703) 714-1300

Fax: (703) 714-1330

Membership Fees:
$1,600 for small carriers and manufac-
turers; $2,600 for large carriers and manu-
facturers; $700 for consulting firms and
small legal firms. Membership fees struc-
tured to be extremely economical for the
smaller and mid-size long distance
- telecommunication company and support
industry. Membership structure encourages
“'members to support and participate in the
"“association direction and focus, with no
one company's or individual’s effort going
.- unappreciated.

‘Upcoming Trade

‘Shows:

ACTA XXVII
Colorado Springs, Colo.
April 26-29, 1998

- ACTA XXVIII
. Chicago, Il1.
Aungust 30-September 2, 1998

ACTA XXVIITII
Nasau, Bahamas
Apl’il 1999 {tentative)

General Counsel:

Charles H. Helein, along with deputy
.general counsel Robert McDowell,
‘represent ACTA before the Federal
Communications Commission, Congress,

ate Public Utility Commissions and
- Public Service Commissions.

A C N

Staff:

Jenniter Durst-Jarredl, oxect
and JUl M. Spark.
assistanl

tve director

At siratieg

Board of Directors:
Officers: President lames Meadows.
Primetec International: Vice President
Deborah Barrett. Teltrust: Trcasurer George
Singer. Arcada. Directors: foe Ambersley.
National Tel 1nc.: Richare ! Hettmann,
WorldCom Inc.; Michael Mewkirk, BTI
Inc.; Gwen Rowling. Westei Inc.; Deborah
Sellers. ACSI; Steve Wagner. U.S. Long
Distance: David Gandini. 1CG Telecom
Group Inc.; James A, Smuth Jr.. Brooks
Fiber/WorldCom: and (iuv Scderski,
director emeritus.

Poticy Committees: Chatrman Custs F.
Dunn. ISMS. Subcommiitee: Access
Charge Reform, Richard | Heitmann,
WorldCom Inc.; Universal service. Jerry
James, Thrifty Call: Local Resale, Gwen
Rowling, Westel Inc.; Market Entry
Barriers (Rearrangement Charges),
Deborah Sellers, ACSI: Wireless Equal
Access, Adam Softer. POPP. Operator
Services Advisory (Pavphone Act),
Deborah Barrett, Teltrust. Technology,
James A. Smith Jr.. Brooks Fiber/
WorldCom; Regulatory Reform (de-
tariffing, slamming). Robert Schneberger,
New Century; and Intecconnection. Gary
Mann, IXC Communications Inc. Other
committee members: Fave Henris,
TeleCon, LL.C; George Singer Arcada: and
Charles Land, Texaltel.

Advisors: Charles Helein, Robert
McDowell. Jennifer Durse Jarrell, and
Carl Tuvin.

Other Committees: International Markets
Committee, James Meadows, PrimeTec,
and Brian Cute, Helein & Associates:
Membership Committee Chair: George
Singer, Arcada; and Conterence Planning
Committee Chair: Jennifer Purst-Jarrell,
ACTA.

Mission Statement:

ACTA is the member-driven voice of
America’s telecommunications carriers,
helping its members grow their companies
and compete more effectively in the
telecommunications markeiplace. ACTA
benetits its members by:

* Providing a forum to ¢xchange ideas

and explore new busines« opportunities

Telecommunication

Associalion)

« Leading the effort (o create a more
open and eguitable telecommunications
business environment

* Providing cost-ctfective lobbying and
legal representation in Washington, D.C.

»Producing the ACTA Report, a
monthly summary of news, issues and
trends in the telecommunications
industry

» Conducting educational seminars on
emerging issues

* Sponsoring two trade shows each year

ACTA strives to promote its members
and member companies rather than the
association.

Agenda Items:

Participate in the establishment of
emerging industry standards with other
long distance carriers, local telephone
companies, NARUC and the FCC as
well as consumer groups; continue the
grass-roots lobbying efforts begun in
1990 that assist members in successfully
contacting and negotiating with their
elected representatives on both national
and state levels; provide new paths for
enhanced business services and other
offerings for small companies; offer
open dialogue with Bell Operating
companies. alternative local exchange
carriers and others to secure a future
level playing field for carriers; provide
the FCC with industry information
and impact data regarding pending
regulatory decisions,

History:

ACTA was established in 1985 by 15
small Tong distance companies as a
national trade association dedicated to
the needs of the small, nondominant long
distance carrier. The association quickly
established timely conferences with
important topics covering both regula-
tory and small business issues. The
ACTA Report was established to provide
members with monthly monitoring and
industry news as well as an opinion
forum for issues and concerns of the
general membership. Today, the ACTA
Report is circulated to members, FCC
commissioners and members of the
Senate Commerce, Science and
Transportation Committee as well as the
Subcommittee on Telecommunications.
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need more security than a sigle fiber apric fine can

provide. Which is why vou should get on line with rthe

next generation in fiber optics — Frontier SONET.
The only fully-redundant fiber optic network.
Frontier SONFET dedicates four high-capaciry fibers

to ensure voice and data integrity.

What’s more, Frontier SONET™ 1
13,000+ miles of self-healing O-n I l e I “

optic fiber connect more

than 100 cities nationwide.

Carrier Services Group

nndant peote!

Unlimited bandwidth. *% :«th unbim =

Poovmee o bl e appest vour exis e b
Boess renereme s werhoeases A es o e
o tecron provides ansarpassed reliadulin
Talk to us first. [* vou currently unhize an dternurnive
vt aork provider, or are thinkig about one, please call
Bre Fizpatrick, our Vice President of Carrier Services,
ar (8001 500-6698, or ¢-mail im at
bfitzpatrick@frontiercorp.com.
d learn why Frontier SONET
is the one network rhat

won't let you down.




he Compelilive

Year Estahlisheg
1984

Headquarters:
1900 M Strect ™4 s+
Washington. [).{ |
Phﬂne (‘)()r) ““1 5 ISR
Fax: (202) 2967 5

Membership:

200+, Membership -5 apen Lo ot
petitive telecommurications carriers and
their suppliers who view the wqwusimn
of a vital, competitive industry @ inpor
tant to the achicvement of thiar pwn
objectives.

]
Membership Fees:
Fees range according to companies annual
revenuc.

Upcoming Trade
Shows:

1998 Summer Business Conference
June 21-24

Hyatt Regency

San Diego

Summer Educational Seminar
Aug. 6-7

Renaissance Hotel

Cleveland

1998 Fall Business Conference
Oct. 4-7

Hyaitt Regency

San Antonio

General Counsel:

Genevieve Morelli

Staff:

H. Russell Frisby, president; Genevieve
Morelli. executive vice president and gen-
eral counsel; Carol Ann Bischoff, vice
president, legislative and regulatory affairs;
Kathleen Franklin, director of communica-
tions; Jennifer Haney, director, member
affairs; Robert Duke, director of business
affairs; and Terry Monroe, director, state
affairs.
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Membership
Commillees:

The Regulatory Affairs Commitiee
(RAC) meets monthly. asually in
Washington, D.C.. o discuss and for
mulate recommendations 1 CompTel's
board of directors on important regula-
tory and judicial sssues The RAC s
composed ol member company
house and owlside counse! and other
regulatory personnet. It~ chatred by
CompTel™s executive vice president and
general counsel, Genevieve Morells.

The Federal Aftuirs Committee
(FAC)H meets monthly in Washington.
D.C.. to discuss and promulgate strate-
gies on federal legislative ssues and
oversight of federul suencies by
Congressional committees The FAC is
composed of member company govern-
ment affairs personnel and consultants,
and is coordinated by CompTel Vice
President Carol Ann Bischoit.

The State Affairs Committee (SAC)H
meets monthly m Washingion, D.C.. 10
share 1nformation and  provide

CompTel's board of directors and staff

with expert advice on pending state reg-
ulatory and legislative issues. The SAC
is composed of represeniatives from
CompTel carrier member . mpanies. It

is chaired by Terry Monroc CompTel's
state affairs director

The International Communications
Committee (ICC), open to Al members,
meets monthly to dise ss issues,

alion)

sl seek consen-
avernational telecom
pprents which may
Joopportunities for

b companies, and is
e Hischoff.

Hission Statement:
P wurvival and prosperity
Coocsinidneations competition and
v Taibv competitive market-
reecoempeeand of many participants.
weassentiiion further strives to provide
P hor ke ["n“'*scr\'ati()n and growth
‘ rment in which to do

T R L AR

|
IR

Agenda ltems

CompTel is rhe established,
respecied voice of the competitive
telecommunications industry before
Congress, the FCC and the courts;
hefore state regulators and legislators;
and before technical forums and
committees. The association’s major
programs reflect its unique position as
public policy advocate for the entire
competitive industry.

History:

The Association of Long Distance
Telephone Companies was formed in
1981 with the goal of representing
the new long distance industry
ir. Congress and at the Federal
Communications Commission in
order to promote competition with
AT&T. Redrafting of  the
Communications Act of 1934 and
support of H.R. 4102, the telephone
access charge issues in 1983, were
two of ALTEL’s foremost concerns.
ALTEL. the first group to support the
legislation along with its members,
became the first liaison between
Congress and the long distance
industry.

In 1984, the American Council of
Competitive Telecommunications
merged with ALTEL to form an
association appropriately named the
Competitive Telecommunications
Association. Today, CompTel is the
recognized national representative of
the competitive telecommunications
industry.
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Expand Its Phone Offering”

Wall Street Journal,
March 4, 1998

“BTI Goes From

Buyer To Seller”

News & Observer,
July 2, 1997

“BTI Telecom Is Taking Big Steps To

\ _ a “ BT',

Phone+,
January 1998

veryone’s finding out what the carriers and
Ell”aesellers who have been doing business with
TT for years have known all along. BTT is
committed to technology and personal service.

\

BTT’s state-of-the-art network includes 3,250 high- \

bandwidth, long-haul fiber route miles along the east

coast engineered in a self-healing Sonet ring architecture.
In addition, five DSC DEX 600 network switches are
located in Raleigh, Atlanta, New York, Orlando and Dallas,
and six Lucent SE local switches are being deployed.

BTI provides our customers with access to all SS7
served LATAs via BTT’s gateway pair of STPs which ensure
faster call setup time and more efficient trunk utilization.

We'll do everything to ensure that we deliver what you
want when you want it. Whether it’s around-the-clock
customer support, immediate response on reporting,
advanced electronic order entry, or top-notch billing deliv-
ery, you'll never find a more dedicated carrier support team
than BTI.

© Copyright 1998, BTI, Raleigh, North Carolina

“BTI Snapping
at Heels
of the Big Boys”

Associated Press,
December 1997

We guarantee turnaround of ANIs in less than five days.
in addition to the following services:
* Nationwide originated 1+/0+ switched,
dedicated and wireless services.
\ * Domestic and international terminating service.
[l » Private line and 800/888 resp. org. services.
+ Electronic order entry and dedicated account team
support.
» Customized access and competitive pricing options,
« Timely billing delivery and accuracy.

Whether you’re a carrier, a reseller or an agent, find out
why everyone is talking about BTI. Contact our Carrier
Services Team today at 1-800-958-93588.

< BTl

Telecommunications Services

Local ® Long Distance * Internet
www.BTltele.com



AGENT ASSOCIATION

(One

r Established:

eadquarters:
830 Orange Ave., Suite C
Coronado, CA 92118
Phone: (619) 522-6221
Fax: (619) 522-6231
mail: shannon@opaa.org
“Web: http://www.opaa.org

embership:
1650+ Agent Members
38 Vendor Members

lembership Fees:
Agent Members - Complimentary
¥endor Members - $2.000 Annual Dues

pcoming Trade

OwWS:
AgENt Trade Fair
San Diego, CA
July 14-15

Dan Baldwin, President; Shannon

MicCormack, Executive Director; Linda

v, Director of Fund Raising; Irene
hientes, Administrative Assistant.

pard of Directors:

Pan Baldwin, OPAA, SD
‘eleManagement; Shannon McCormack,
e Plus Agent Association:
ob Titsch, Jr., PHONE+ Magazine:
arla Ellerman, PHONE+ Magazine:
i¢ Bott, Summons Confercnce

Hing; John Marsch., Tri-M
ommunications; Bill Linsmeier.
lecomOne; Byron Russell, EqualNet:

16 PHONE+ April 15,1998

Larry Shear, EqualNet: Bill Stevens.
Mavfair  Group:  Rebin Back.
TravelCom: Muark Solomon, Global
Systems Telecommunications Ine.:
F. Paul Silicato. Glohal Systems
Telecommunications Inc.. Greg Praske,
Association Resource Group: Bill
Power, Association Resource Giroup,

Mission Statement:

OPAA’s mission Is {0 stop unneces-
sary long distance price erosion by
teaching agents how io give the
medium-to-small commercial long
distance customer something in return
for slightly higher long distance prices:
real value-added services. Agents can
compete “toe-to-toe” with the big three
and charge customers the same price-
per-minute rate as the hig three. In
preparation for the LECs entering
the lTong distance market, OPAA’s
secondary goal is to promote profes-
sional development programs. which
will make agents the best source of
telecommunications information upon
which the end-user has to draw.

Agenda Items:

OPAA plans to survey the nation’s
independent agents in order to establish
the industry’s premicee and most
comprehensive database of independent
agents. It also plans tu develop an
objective understanding ot what
motivates the most successful agents
above and beyond money OPAA wants
to create and make available the profes-
stonal training curriculum necessary to
educate agents on how : sell on value
over price and provide for an objective
channel of communications useful for
the exchange ot ideas and information
between agents and the vendors they
represent.

Plus \genl \A\ssocialion)

History:

OPAA was established in 1995 by a
consortium of agents and vendors look-
ing 1o prepare themselves for the LEC
entrance into the marketplace.

OPAA is u non-profit corporation.
All operating funds come from the
annual dues paid by our vendor
members. We strongly encourage our
agent members to review our vendor
agent programs, telecom
services and products.

)

members

How to Join:

If you are an agent, the easiest way
to join our organization is via our
website at http://www.opaa.org. Once
you submit your application online, you
are automatically assigned a user L.D.
and a password, and are entered into the
OPAA agent database for all future
information routings, including OPAA
news and PHONE+ magazine.

If you are a vendor, simply down-
load or request a vendor application and
submit it with your annual dues. Once
approved, you can post your informa-
tion on our website and begin utilizing
the OPAA agent database immediately.




One force. One team.

Dedicated to the proposition that all
telecommunications companies are not
created equal.

Ouwr new union is your best and brightest
cutting-edge telecommunications resource
tor the new millennium.

Right now, you can share our vision and
value: Full-service long distance capabilities,
global access, unique retail products,
advanced marketing and comprehensive
compensation programs.

Plus, you will have access to our complete
agenda of incentives, service and support,
mcluding direct internet reporting access,
competitive match program, term plan
honuses, continuous network upgrading,
cnhanced commission structures and more.

RSL & LDM. United we stand for even
greater scrvice, products and profits. Call
today for details.

1-888-RSLLLDM4.

rstcom LD

Systems Inc.

AN RSL. COM U-5.a. COMPANY

CONNECT WITH THE NEW TECHNOLOGY TEAM

Ny

SWITCHED LONG DISTANCE * LOCAL ACCESS ®* DEDICATED SERVICES
CARDS SERVICES * WORLD CONFERENCING * PAGING * INTERNET TELEPHONY
FULL RANGE OF CARRIER SERVICES
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combined power of Excel
srmunications, Inc. and Telco
smmunications  Group, Inc.
iwvers the performance to build
.t business. You can depend on
- strength of our network ... the
ication of our people ... and
« innovative solutions. To bring
«+ business to the forefont call
col - Carrier  Services  at

703-631-5600



