
SBC And Ameritech International Investments Are Complementary

SBC Ameritech

• Chile • Belgium

• China • Denmark

• France • Hungary

• Japan • Norway

• Mexico

• South Africa

• South Korea

• Switzerland

• Taiwan

• United Kingdom
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New Types OfBenchmarks Are Emerging, And The Mergers
Themselves Will Create Even More

• The critical regulatory issues for developing local competition involve
interconnection and access.

• Every new interconnection agreement presents a new, publicly available
benchmark.

• CLECs themselves, including AT&T/TCI and MCI WorldCom, will create
additional benchmarks as they provide interconnection to others.

• The mergers will allow entry into out-of region markets, creating even more
new benchmarks.
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Benchmark Concerns Raised By Opponents Are Based On Theory
Alone, Not On The Reality Of The Marketplace

• The arguments presented by Sprint and others do not quantify the ultimate
effect of the merger, if any, on the FCC's ability to regulate.

• Comparisons with an ILEC's own retail operations and performance
measurements are far more important than inter-RBOC comparisons.

• The FCC and the state commissions reach regulatory decisions based on their
own close analyses of all relevant data, not solely on the basis of what a single
RBOC does.
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The Substantial Benefits Of The Merger
Outweigh Any Speculative "Benchmark" Effect

• Substantial demonstrable benefits plainly outweigh the speculative possibility
of some unquantified effect on regulatory ability.

• Benchmark regulation is becoming ever less relevant as competition continues
to develop.

• This merger will itself increase such competition.
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Necessary Conditions For Harm
From Loss OfPotential Competition

• Likely Entrant

• One of Few

• Substantial Deconcentrating Effect
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Sprint's Economists In State Proceedings Have Admitted

The merger will not eliminate one of a few potential competitors:

• AT&T, MCI WorldCom and Sprint are all potential competitors
of Ameritech in Illinois and Ohio. (Illinois Testimony of John Woodbury,
January 28, 1999, at 1470; Ohio Testimony of John Woodbury, January 15, 1999, at 31.)

• If SBC were viewed as a potential competitor of Ameritech, then
Bell Atlantic, BellSouth, GTE and U S West would have to be
viewed as significant potential competitors as well. (Illinois Testimony
of John Woodbury, January 28, 1999, at 1470; Ohio Testimony of John Woodbury, January 15,
1999, at 33.)
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Existing Competitors In St. Louis

Facilities-Based

• MCI WorldCom

• AT&T (TCG)

• Intennedia

• Digital Teleport

• Frontier

• Birch Telecom

• WinStar

• Sprint ION (Announced)

• Teligent (Announced)

• AT&T/TCI (Announced)

23
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• Maxtel Communications

• Omniplex
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Sprint's Economists In State Proceedings Have Admitted

Arguments that the merger will lead to discrimination are
speculative:

• Sprint has a greater incentive to discriminate against other
IXCs in its local exchange operations than SBC. (Illinois testimony of
John Woodbury, January 28, 1999, at 1496-99.)

• No quantitative analysis has been performed to assess the
extent to which the merger increases the incentive to
discriminate; nor has any quantitative analysis been done to
assess the extent to which any such increased incentive would
likely result in increased discrimination conduct. (Illinois Testimony of
John Woodbury, January 28, 1999, at 1479-80.)
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Sprint's Economists In State Proceedings Have Admitted

Arguments that the merger will lead to discrimination are
speculative:

• No federal antitrust agency or federal or state regulatory
commission has ever disapproved a merger on the basis of
" . ·11 f'i! "negatIve SpI over elects. (Ohio Testimony of John Woodbury, January 15, 199,
at 103; Illinois Testimony of John Woodbury, January 28, 1999, a 1486-87.)

• This merger creates the possibility of "positive spillover effects"
(e.g., more efficient interconnection negotiations and ass
arrangements). (Illinois Testimony of John Woodbury, January 28, 1999, at 1492-93.)
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Dramatic Growth In CLEC Entry
Nationwide
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Dramatic Growth In CLEC Entry
Nationwide

Number ofCLECs per LATA

96Ql 96Q2 96Q3 96Q4 97Ql 97Q2 97Q3 97Q4 98Ql 98Q2 98Q3

Source: FCC, "Local Competition", Table 4-13.
Note: Based on CLECs holding numbering codes.
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NumberofCLECs Per LATA By RBOC (3Q98)
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Ameritech Bell Bell South
Atlantic

SBe US West

Source: FCC, "Local Competition", Table 4-13. Note: Based on CLECs holding numbering
codes. Reflects SBClPacTellSNET and Bell AtlanticlNYNEX mergers.
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Percentage of Lines in Wire Centers With Collocation

,...

Merged Regions: SBC, PT, BA, Nynex. Non-merged Regions: BellSouth, U S WEST
Ameritech excluded given announced merger with SBC
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Comparison of CLEC Entry

in Merged and Non-merged Regions
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Merged Regions: Boston, Dallas, SF, Washington DC. Non-merged Regions: Atlanta, Denver, Miami, Minneapolis
Selected cities have similar Rand McNally city ratings
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Dramatic Growth In CLEC Entry
California
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Number of CLECs Holding Numbering
Codes~r by State

(Quarterly,1995-1998)

95-1 95-2 95-3 95-4 96-1 96-2 96-3 96-4 97-1 97-2 97-3 97-4 98-1 98-2 98-3

Source: Report on Local Competition, December 1998, Table 4.5.

" Numbering codes are necessary for a facilities-based CLEC otherwise authorized to provide mass-market switched
telephone service to commence service. Report on Local Competition at 41.
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Number of CLECs Holding Numbering
Codes~r by State

(Quarterly,1995-1998)
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95-1 95-2 95-3 95-4 96-1 96-2 96-3 96-4 97-1 97-2 97-3 97-4 98-1 98-2 98-3

Source: Report on Local Competition, December 1998, Table 4.5.

':- Numbering codes are necessary for a facilities-based CLEC otherwise authorized to provide mass-market switched
telephone service to commence service. Report on Local Competition at 41.
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Number of CLECs Holding Numbering
Codes~~ by State

(Quarterly, 1995-1998)
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Source: Report on Local Competition, December 1998, Table 4.5.
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Recent Multi-Market eLEe Entry
--

Company Services Where When
AT&T/TCII Integrated communications Chicago, Dallas, Denver, "By the end of 1999"

services, including local, long Fremont, Pittsburgh,
distance, and data Portland (OR), Salt Lake

City, St. Louis, San
Francisco, Seattle
"most of TCl's other markets" "By the end of 2000"

AT&T/TCI Mfiliates2 Advanced communications customers in MI, MN, WI, "begin commercial operations
servlces NB, WA, CA, OR, IL, IN, OH, in the year 2000"

TN, KT, GA, SC, UT, OK
AT&T/Time Warner3 Cable telephony service to 33 states where Time one or two cities by end of

residential and small business Warner's cable systems 1999 and "broader
and broad band operate, including New York commercial operations in the
communication applications, City, Tampa, Houston, year 2000"
including video telephony Orlando

Sprint ION® Unlimited bandwidth Atlanta, Chicago, Dallas, Fall 1998 (for 7 cities).
communications services, Houston, Kansas City "Beginning in January 1999,
including voice (local and long (finalizing plans for Denver large business nationwide
distance), data, and video and New York City)4 can purchase ... the Sprint

ION® platform"5

The New York Times, "At Last, a New Strategy for AT&T," January 17, 1999.

The 5 TCI affiliates include: Bresnan Communications, Falcon Cable TV, Insight Communications, InterMedia Partners, and Peak
Cablevision...http://www.att.com/press/item/O.1193.275.OO.html.. (visited January 11, 1999).

3 ''http://att.com/press/item/O,1193,330,OO.html'' (visited February 1, 1999).

..http://www.sprint.com/Stemp/press/releases/9806/9806170591.html" (visited February 2, 1999).

5 ..http://www.sprint.comlStemp/press/releases/9812/9812070702.html" (visited February 2, 1999).

35



Recent Multi-Market eLEe Entry

Company Services Where When
MCI WorldCom "On- "allows business customers to "wholly-owned network Currently exists
Net" combine voice and data traffic facilities in 81 major markets

from U.S. and international and nearly 50 international
locations onto one seamless, locations"7
end-to-end network"6
residential "bundle of long- New York City and state of "available immediately"8
distance and local services" New York

Bell Atlantic! GTE local plans to enter the following "within 18 months of closing"
SBC/Ameritech cities: Los
Angeles, San Francisco, San
Diego, Dallas, Houston,
Austin, San Antonio,
Chicago, Cleveland,
Cincinnati, Indianapolis, and
Detroit; plans to enter the
following cities that are also
targeted by SBC/Ameritech's
National-Local Strategy:
Miami, Orlando,
Jacksonville, Raleigh,
Nashville, Memphis,
Louisville, Seattle, and
Portland (OR)9

6 MCI WorldCom Unveils new "On-Net" Communications Services for Businesses, Press Release (September 28, 1998).

Id.

8 Stephanie N. Mehta, "MCI to Offer New Local-Phone Service," The Wall Street Journal, B6 (February 3, 1999).

9 Bell Atlantic/GTE Public Interest Statement, at 6-7.
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Recent Multi-Market CLEC Entry

Company Services Where When
Nextlink "local phone service fully "selected markets" inciuding: Now (unless otherwise

bundled with enhanced Los Angeles, Anaheim, San indicated)
products and services"l0 Jose, Chicago, Cleveland,

Columbus, Salt Lake City,
Spokane, New York City,
Newark, Philadelphia,
Atlanta, Memphis, Nashville,
Dallas (by 4Q98), Miami (by
4Q98), San Diego (by 2Q99),
and Washington, DC (by
2Q99)11

Level3 Communications "a full range of Seattle; Los Angeles. San Now
communications services- Diego, San Jose, San
including local, long distance, Francisco, Denver, Dallas,
and distance, and data Houston, Atlanta, Chicago,
transmission as well as other Detroit, Washington, DC,
enhanced services"12 Philadelphia, Boston, New

York City, Providence,
Manchester (NH), and
London, England13

Teligent Local, Long Distance, Internet New York, Chicago, Now
and Data14 Dallas/Ft. Worth, Austin,

10 ..http://www.nextlink.net/xpage/xcityl.htm.. (visited February 3, 1999).

11 Id.

12 ..http://www.Leve13.com/companylleve13jirsts.html.. (visited February 3, 1999).

13 ..http://www.Leve13.com/company/net_today.html.. (visited February 3, 1999).

14 ..http://www.teligentinc.comldefault_services.asp.. (visited February 3, 1999).
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Recent Multi-Market eLEe Entry

Company Services Where When
Denver, Los Angeles,
Houston, San Antonio,
Tampa, Washington, DC15

Winstar16 ''local and long distance phone 27 markets including Now
service, as well as high speed Atlanta, Baltimore, Boston,
data, Internet and Chicago, Columbus, Dallas,
information services" Denver, Detroit, Fort Worth,

Houston, Kansas City, Los
Angeles, Milwaukee,
Minneapolis, New York,
Newark, Oakbrook (IL),
Oakland, Orange County,
Philadelphia, Phoenix, San
Diego, San Francisco,
Seattle, Stamford, CT,
Tampa, Washington, DC
("Miami, St. Louis and
Cleveland by the end of
r1998].")

(...continued)

15 ..http://www.teligentinc.comlwhatsnew/whatsnew.html.. (visited February 3, 1999).

16 ..http://www.winstar.com/PressRelease/923colocation.htm.. (visited February 3, 1999).
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- SWB's long distance bid nears finish line http://www.puc.state.tx.us/nrelease/OI2699a

News Release
Jan. 26, 1999

Hq~,lE PUCT ~

Public Utility Commission of Texas
r-········ ..·....·---..--··-- ..--·----

L Office of Customer Protection, Information and Education, 1701 N. Congress, Austin, TX 78701 Fax 512-936-7003
IIi
f

----- ...............-- r-

~ I
l,contact Leslie Kjellst~and 512-936-7135 I
II Margaret Wilson 512-936-7143 i
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SWB's long distance bid nears finish line

(Austin, TX Jan. 26, 1999) - Southwestern Bell Telephone Company (SWB) has fully met
ten of the l4-point checklist items required to win approval to enter the Texas long distance
market. At the Public Utility Commission's Jan. 20 meeting, commissioners also cleared
most of the public interest requirements and performance measures.

"I am very pleased and heartened by the successful resolution of so many critical issues,"
said Chairman Pat Wood, III. "I credit the company, our staff and diverse new local
competitors who have participated in the process."

Among the issues still to be resolved are the terms for combination of network elements by
SWB for competitors; extended links of these elements; some procedural matters regarding
physical, virtual, cageless collocation of competitors' facilities; and the deployment of
digital subscriber line (DSL) service. Staff also reported that performance measures needed
validation to clarify the process so that a penalty structure could be developed. These issues
will be considered in mid-February, possibly concluding the lengthy collaborative process.

The final phase of SWB's application to enter the Texas long distance market requires
testing to make sure that SWB's operating systems can communicate with competitors'
systems. Communications between operating systems is key to ensuring that customers can
be seamlessly transferred to competing carriers. Bellcore, an independent consultant, will
help design these tests and evaluate whether the SWB systems offer competitors an
opportunity to provide customer services equivalent to SWB's. Testing is scheduled to
continue for at least three months.

The goal for the PUC is a competitive market for local service. When SWB has met the
FCC's requirements for proving that the preconditions for local phone service have been
met, the PUC will recommend to the Federal Communications Commission (FCC) that
SWB has met the requirements to enter the long distance market. After the PUC's
recommendation, the FCC will consider the many resolved issues, the testing process and all
the federal requirements. To date, no Regional Bell Operating Company has gained FCC
approval to provide intrastate long distance.

"Southwestern Bell has met the majority of the 14 points required for us to recommend its
entry into long distance," said Commissioner Judy Walsh. "Based on its cooperation in this
process, I am confident that the remaining issues can be resolved, and that upon successful
completion of operations systems testing, the Commission can then make a positive
recommendation to the FCC."
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SWB's long distance bid nears finish line http://www.puc.state.tx.us/nrelease/012699a.

20f2

Southwestern Bell first petitioned the PUC in March 1998 for permission to enter the long
distance market. The process requires that state regulators review the efforts that the
company has made in opening its network to competitors.

Commissioners denied SWB's petition in June, but established a collaborative process to
work with SWB and its competitors to address and resolve the remaining issues. The
collaboration began with a list of about 130 sub-issues that addressed many critical points in
the federal 14-point checklist and public interest requirements. Four detailed status reports
have updated commissioners on the progress.

Texas has more than 250 telephone companies certified to compete in the local market,
either as resellers or with their own facilities. Many have signed and filed interconnection
agreements at the PUc.

In Texas' changing regulatory environment, the PUC facilitates competition and customer
choice while regulating electric and telephone utilities to ensure that rates, operations and
services are just and reasonable for customers.

--30--
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The joint venture's services will be priced competitively and will feature multiple phone lines per
household. along with timesaving features such as conference calling, call waiting, call forwarding, and
individual message centers for family members.

The joint venture will acquire exclusive rights to offer residential and small business telephony services
over Time Warner's cable systems for 20 years. In return, the joint venture will make a payment of $15
to Time Warner per home passed as systems are upgraded. The payment. which will be made in two

"Together with our merger with Tele-Communications, Inc. (TCI) and agreements with five TCI
affiliates, the Time Warner joint venture will enable AT&T to reach more than 40 percent ofD.S.
households over the next four to five years. In addition, we look forward to working with Time Warner
in the delivery of next-generation broadband communications services."

ATsaT-
.­..

...,­.1
News Release

"The partnering of Time Warner and AT&T - the world's leading media and entertainment company
with the world leader in telecommunications services - is a competitive milestone in bringing the
benefits of broadband technology to America's homes and businesses. For Time Warner, it's one major
component ofour strategy for deriving the maximum return on the multi-year investment we're making
in our cable systems. With 85 percent of our cable plant expected to be upgraded by the end of this year,
our cable rebuild is already delivering significant dividends, allowing us to offer the enhanced services
that consumers are so eager for. These include digital television, high-speed data via the Internet, and
with today's transaction, local telephone service."

Time Warner Chairman and Chief Executive Officer Gerald M. Levin said: "Our strategic relationship
with AT&T reflects the shared awareness that fiber-optic cable networks are the surest, quickest route to
the digital future. Together, along with using this platform to bring real competition to local phone
markets, we have exciting opportunities for cross-marketing and cross-promoting our companies'
respective programming and communications services.

New York -- AT&T and Time Warner today announced the formation of a significant strategic
relationship that will include a joint venture to offer AT&T-branded cable telephony service to
residential and small business customers over Time Warner's existing cable television systems in 33
states. The two companies expect to pilot the service in one or two cities by the end of 1999 and to begin
broader commercial operations in the year 2000. The two companies also agreed to jointly market
communications services and to develop other broadband communications services, such as video
telephony.

AT&T Chairman and Chief Executive Officer C. Michael Armstrong said, "Today's announcement with
Time Warner will significantly advance AT&T's ability to offer end-to-end 'any distance'
communications services to American consumers and businesses.

FOR RELEASE MONDAY, FEBRUARY 1, 1999

AT&T and Time Warner form strategic relationship to offer
cable telephony

Under the terms of the agreement, AT&T will own 77.5 percent of the joint venture and Time Warner
will own 22.5 percent. AT&T will fund the joint venture's negative cash flow. However, it expects the
joint venture to have positive cash flow and net earnings after three full years of operation. AT&T also
expects the joint venture to have annual revenues of $4 billion in the same time period.
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annual installments, is expected to total about $300 million.

In addition, the joint venture will pay a monthly fee of $1.50 per telephony subscriber, scaling up to $6
per month over a six-year period, with guaranteed minimum penetration levels. AT&T estimates that
even in the later years of the agreement, the monthly fee is far below the best rate offered by incumbent
local telephone companies for leasing the wires between their switching centers and people's homes. In
addition, the cable dedicated to communications can support multiple lines into each home.

AT&T President John D. Zeglis, who heads the company's Consumer Services unit, said: "We plan to
give consumers in Time Warner cable territories more than a choice in local service - as important as
that is. We're going to combine the information carrying capacity of cable with our own networking
expertise to give families an easy-to-use suite of 'any distance' communications services. We'll give
them individual lines for different family members and flexible call-handling features such as
conferencing, call forwarding, and personal messaging services."

The AT&T and Time Warner joint venture will report to Leo Hindery, Jr., president ofTCI, who will
head AT&T's cable service operations once the AT&T-TCI merger is complete.

Hindery said: "Time Warner brings more than households to our joint venture - even though they pass
20 million of them. They also bring a vision of how we can use broadband media as a platform to
improve communications services in the communities we serve. We share that vision and I look forward
to working with Time Warner management and their dedicated employees across the country in making
it a reality."

Time Warner Inc. President Richard D. Parsons said: "On every level, cable customers are the winners in
this combination. In addition to our existing cable systems' capacity to provide high-speed Internet
delivery, cable programming and digital services, this venture will provide customers with telephony
services through the same architecture. Going forward, the working partnership of Time Warner and
AT&T in developing and deploying broadband communications also ensures that our customers will be
among the first to enjoy new digital services, such as video telephony."

The joint venture's communications services will be offered to the 20 million homes passed by Time
Warner's cable systems, whether or not they are currently Time Warner cable customers. Time Warner
owns and manages cable systems serving 12.6 million customers, with 80 percent of its customers in
systems of 100,000 subscribers or more. Time Warner's cable systems serve many of the country's
largest metropolitan areas, including parts of New York City, and Tampa, Houston, Orlando and Raleigh
Durham.

Time Warner Cable will remain responsible for upgrading its cable systems to support two-way
communications. It expects the upgrade to be 85 percent completed by the end of the year and finished
by the end of the year 2000.

AT&T will be responsible for the joint venture's capital expenditures, including the cost of powering the
system, and, as customers sign up for the service, the cost of adding communications equipment to cable
nodes and in people's homes. AT&T estimates those latter costs will eventually range from $300 to $500
per home, depending on whether or not the customer already subscribes to Time Warner's video service.

In addition to their joint venture, AT&T and Time Warner plan to establish several market "laboratories"
in 1999 to develop and test a range of broadband communications services such as video telephony. The
companies will work with each other in the development and deployment of these applications.

The companies said they expect to finalize their agreement within 90 days and to close the joint venture
in the second half of 1999. They noted that the transaction is subject to certain conditions, including
definitive documentation and various approvals.

AT&T (NYSE: T, www.att.com) is the world's premier provider of voice and data communications, with
more than 80 million customers, including businesses, government and consumers. AT&T runs the
world's largest. most powerful long-distance network and the largest wireless network in North America.
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The company is a leading supplier of data and Internet services for businesses and the nation's largest
direct Internet service provider to consumers. AT&T also provides local telephone service to a growing
number of businesses.

Time Warner Inc. (NYSE: TWX, w\.\'w.timewarner.com), the world's leading media company, consists
of four businesses: cable networks, publishing, entertainment and cable.

Editor's Note: NEW YORK. NEWS CONFERENCE - AT&T and Time Warner will discuss these
announcements in a news conference at noon (USEST) today at AT&T's world headquarters at 32
Avenue of the Americas in New York City. AT&T Chairman and CEO C. Michael Armstrong and Time
Warner Chairman and CEO Gerald M. Levin will make remarks and take questions. Reporters who
cannot attend can participate by calling in prior to noon at 1-800-260-0712 in the United States or
612-288-0318 elsewhere. No access code is required. Trouble number: 1-800-932-1100 for U.S.;
612-334-6983 elsewhere. A replay of the news conference will be available beginning at 6 p.m. EDT
today at 1-800-248-7600 in the U.S. and 1-402-493-8905 elsewhere. The replay will be available until 6
p.m. Thursday, Feb. 4. .

SATELLITE COORDINATES - A satellite feed of the noon EDT news conference in New York is
available at the following coordinates: Ku band satellite, Telstar 5, transponder K19. Downlink polarity,
vertical; downlink frequency, 12053 Mhz; satellite location, 97 degrees.

The foregoing contains "forward looking statements" which are based on management's beliefs as well as on a number of
assumptions concerning future events made by and infonnation currently available to management. Readers are cautioned
not to put undue reliance on such forward looking statements, which are not a guarantee of performance and are subject to a
number of uncertainties and other factors, many of which are outside AT&T and Time Warner's control, that could cause
actual results to differ materially from such statements. For a more detailed description of the factors that could cause such a
difference, please see AT&T's and Time Warner's filings with the Securities and Exchange Commission. AT&T and Time
Warner disclaim any intention or obligation to update or revise any forward-looking statements, whether as a result of new
information, future events or otherwise.

For more information, reporters may contact:

Adele Ambrose - AT&T
908-221-6900 (office)
888-602-5420 (pager)
aambrose@att.com

Eileen Connolly - AT&T
908-221-6731 (office)
888-602-5417 (pager)
econnollv@att.com

Edward Adler - Time Warner, Inc.
212-484-6630 (office)

For information about AT&T services (including current prices), visit:

AT&T Business Services
AT&T Wireless Services
AT&T PrePaid Card Center
AT&T ConsllPler Catalog
AT&T Small Business Catalog
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-AT&T provides financial guidance for 1999

News Release
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FOR RELEASE FRIDAY, JANUARY 8,1999

AT&T provides financial guidance for 1999

NEW YORK - AT&T said today that it expects earnings per share (EPS) from continuing operations for
1999 to be in the range of $4.20 to $4.30, excluding the impact of its planned merger with
Tele-Communications, Inc. (TCI) and the separately announced stock split and share repurchase. The
company said that as a result of the TCI merger, AT&T expects EPS dilution to be approximately $1.00
per share on a pro forma basis, assuming the merger closes at the end of the first quarter.

The company expects 1999 revenue growth to range from five to seven percent on a pro forma basis,
including the effect of its planned mergers with TCI and Vanguard Cellular Systems and the previously
announced acquisition of the IBM global network business. The company said it expected these
acquisitions and investments to transform its revenue, cash-flow and asset base from dependence on a
single product line -long distance voice - to a more diversified portfolio of high-growth
communications, information and video services.

Business Services is expected to increase revenue between seven and nine percent as a result of
continued growth in data, local and wholesale services. AT&T Wireless Services plans to continue to
expand its national presence and its successful Digital One Rate plan. It expects to report revenue
growth, as well as growth in earnings before interest, taxes, depreciation and amortization (EBITDA), in
the high teens. AT&T Solutions expects to report revenue growth of about 30 percent, given several
major outsourcing contracts signed and announced within the past year.

The company also said, as anticipated, that Consumer Services long distance revenue is expected to
decline between two to four percent, as a result of declining prices in a hotly competitive market and the
substitution of wireless services for calling card and other higher-priced long distance services.

As a key part of the company's strategy for growth in overall Consumer Services revenue, AT&T said it
is accelerating plans to offer cable telephony services. In 1999, AT&T and TCI expect to conduct ten
market trials in which they will co-market voice, video and high-speed data services to customers in two
San Francisco Bay area communities, and in Chicago, Dallas, Pittsburgh, Seattle, Denver, Salt Lake
City, Portland, Ore., and St. Louis. AT&T said it plans to quickly expand these market trials and to be
offering local telephony in most TCI markets in 2000. Initially, the company said it plans to offer circuit
switched telephony, but expects to begin to deploy IP technology when it is available in 2000.

AT&T said it has made significant progress in transforming its cost structure in 1998. Through the first
three quarters of 1998, selling, general and administrative (SG&A) expenses were cut from almost 30
percent of revenue to less than 25 percent. The company expects to lower that ratio to 21 percent for
1999, excluding its wireless and local services businesses, which have a different cost structure requiring
additional investment to fund their growth.

AT&T estimated that its 1999 pro forma EBITDA would grow in the high teens, to $18 to $20 billion.
which would be primarily reinvested in its business.

AT&T estimated 1999 capital spending would be approximately $9 to $10 billion. However, the
company said it was shifting much of the spending from its core long distance voice network into higher
growth areas, primarily wireless, local. and data/IP services. Assuming completion of the TCI merger at
the end of the first quarter, total capital spending is expected to range from $11 to $12 billion for the
year. This reflects AT&T's decision to accelerate the upgrade ofTCI cable systems in certain major
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metropolitan areas to increase video capacity and add power for telephony applications.

The foregoing are "forward looking statements" which are based on management's beliefs as well as on a number of
assumptions concerning future events made by and information currently available to management. Readers are cautioned
not to put undue reliance on such forward looking statements, which are not a guarantee of performance and are subject to a
number of uncertainties and other factors, many of which are outside AT&T's control, that could cause actual results to
differ materially from such statements. For a more detailed description of the factors that could cause such a difference,
please see AT&T's filings with the Securities and Exchange Commission. AT&T disclaims any intention or obligation to
update or revise any forward-looking statements, whether as a result of new information, future events or otherwise.

For more information, reporters may contact:

Eileen Connolly - AT&T
908-221-6731 (office)
888-602-5417 (pager)
econnolly@att.com

David P. Caouette - AT&T
908-221-6382 (office)
888-602-8132 (pager)
caouetteiWatt.com

For information about AT&T services (including current prices), visit:

AT&T Business Services
AT&T Wireless Services
AT& T PrePaid Card Center
AT& T Consumer Catalog
AT&T Small Business Catalog

News Online IPress Archive INewsroom I Search Press Archive ICustomer Service I~_.__ .__ . - .._----------------------
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FOR RELEASE FRIDAY, JANUARY 8, 1999

A.T&T reaches agreements to form commercial joint ventures
with five cable operators

Bresnan Communications, Falcon Cable TV, Insight Comm., InterMedia Partners, and Peak
Cablevision

NEW YORK -- AT&T today announced that it had reached agreements with five Tele-Communications.
Inc. (TCn affiliates to form separate joint ventures to offer customers advanced communications
services. AT&T expects to finalize joint ventures with Bresnan Communications. Falcon Cable TV.
Insight Communications. InterMedia Partners and Peak Cablevision in early 1999. begin piloting the
new services later in the year and then begin commercial operations in the year 2000.

The joint ventures will offer customers new communications services that feature multiple phone lines
per household. along with options such as conference calling. call waiting. call forwarding and
individual message centers for family members.

In June 1998. AT&T announced plans to merge with TCI. the country's second largest cable operator.
passing more than 17 million U.S. households via TCI's cable plant.

The announced telephony joint ventures combined will reach an additional five million U.S. households.

"These joint ventures bring us another step closer to our goal of giving U.S. consumers a choice in local
phone service." said C. Michael Armstrong, chairman and CEO of AT&T. "It's a facilities-based
approach that will allow us to deliver on our commitment to provide all-distance telephony service to
our customers."

.\T&T. \vhich expects to own between 51 percent and 65 percent of each of these joint ventures. will
have long-term exclusive rights to offer communications services over the systems of each of the five
operators in return for one-time payments to be made when the systems meet certain performance
milestones. AT&T expects the total of these payments to be in the tens of millions of dollars. In addition
the operators will receive ongoing monthly telephony subscriber payments.

Each cable company will bear the cost of upgrading its cable system to support two-way
communications. Upgrade efforts are currently underway at each of the five cable companies and most
expect to complete the process by the end of the year 2000.

The telephony joint venture. in each case. will bear the cost of adding communications equipment when
a customer signs up for service. AT&T estimates those costs will eventually range from $300 to $500
per ~ome. depending on whether the customer already subscribes to the cable operator's digital video
service.

Each telephony joint venture will report to Leo Hindery, Jr.. the current president ofTCI who will head
.-\T&1' s new cable services operations once the AT&T-TCI merger is complete.

The five cable companies operate in various regions of the country.

Following completion of its cable system joint venture with TCI. Bresnan Communications will serve
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more than 600.000 customers in Michigan. Minnesota Wisconsin and Nebraska and will pass
approximately 900.000 homes. The company is headquarterd in White Plains. N.Y.

"I'm excited that our broadband platform \\-ill now be associated with the AT&T brand." said William J.
Bresnan, president and founder of the cable and telecommunications company. "Through this
partnership, we'll be able to deliver an even broader range of telecommunications sen·ices."

Falcon Cable TV operates systems in 26 states. including Washington. Oregon and California. It serves
more than one million customers. passes approximately 1.6 million homes and is headquunered in Los
Angeles.

Marc B. Nathanson. chief executive officer and founder of Falcon, said. "This is a win-win deal for
everyone. For us, it means an expansion into telecommunications services. For AT&T. it means access
to the local residential phone market. And for consumers, it means the ease of one-stop shopping for all
cable and telecommunications services in small and medium sized communities throughout the
country."

Insight Communications, which also has customers outside its partnership with Tel. collectively has
more than 500.000 customers and passes more than 800.000 homes in seven states. including Illinois.
Indiana. Ohio and California and is based in New York City.

"These ventures represent a new era in the cable and telecommunications industries." said Michael S.
Willner. chief executive officer of Insight. "We're pleased to be a part of the convergence of these
industries with the undisputed leader in telecommunications services."

InterMedia Partners is based in Nashville and serves more than one million customers and passes nearly
1.6 million homes in four states - Tennessee. Kentucky. Georgia and South Carolina.

"I believe this is an exceptional growth opponunity for InterMedia Punners and AT&T." said Roben J.
Lewis. managing general partner and CEO for InterMedia Partners. "It allows us to fully utilize our
already upgraded network to serve our customers with a single broadband platform for cable and
telecommunications services. which they have been seeking."

Peak Cablevision serves more than 100.000 customers and passes 180.000 homes primarily in Utah and
Oklahoma. Its headquarters are in Englewood. Co.

Donne Fisher. president of Peak. said. "We're pleased to be able to offer our customers access to
AT&T's quality services and its reputation for reliability."

The completion of the joint ventures are subject to a number of conditions including execution of
definitive documentation..

The foregoing are "forward looking statements" which are based on management's beliefs as well as on a number of
assumptions concerning future events made by and information currently available to management. Readers are cautioned
not to put undue reliance on such forward looking statements. which are not a guarantee of performance and are subject to a
number of uncertainties and other factors. manv of which are outside AT&T's control. that could cause actual results to
differ materially from such statements. For a more detailed description of the factors that could cause such a difference.
please see AT&T's filings with the Securities and Exchange Commission. AT&T disclaims any intention or obligation to
update or revise any forward-looking statements. whether as a result of new information. future events or otherwise.

For more information, reporters may contact:

Patricia Stortz - AT&T
908-221-2737 (office)
888-602-5438 (pager)
pstortz@att.com
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FOR RELEASE TUESDAY, DECEMBER 8, 1998

AT&T to Acquire IBM's Global Network Business for $5 Billion

Companies also sign series of outsourcing contracts

NEW YORK. - AT&T and IBM today announced a series of strategic agreements under which AT&T
will acquire IBM's Global Network business for $5 billion in cash, and the two companies will enter into
outsourcing contracts with each other. IBM will outsource a significant portion of its global networking
needs to AT&T. AT&T will outsource certain applications processing and data center management
operations to IBM.

The transactions could represent $2.5 billion in additional revenue to AT&T in the first full year of
operation.

The IBM Global Network business AT&T will acquire serves the networking needs of several hundred
large global companies, tens of thousands of mid-sized businesses and more than I million individual
Internet users in 59 countries.

The acquisition boosts AT&T's strategy to rapidly increase the company's revenue, especially at its
fast-growing networking services unit, AT&T Solutions. About 5,000 IBM employees will join AT&T
as part of the acquisition.

"These strategic agreements are all about gro\\-th," said AT&T Chairman and CEO C. Michael
Armstrong. "Growth in revenue, growth in technology, and - most important - growth in what AT&T can
do for customers.

"For AT&T, today's announcement supports four areas we've targeted for growth: global services, data
networking, Internet Protocol technology and network outsourcing through our AT&T Solutions
business," said Armstrong. "The acquisition of IBM's global data network will accelerate our ability to
deliver IP-based services to global customers. It will give us a sophisticated new platform for revenue
growth."

By providing customers with more attractive global services, Armstrong said the acquisition will enable
AT&T to compete more effectively with strong rivals for the provisioning of global managed data
network services, including IP.

"We are delighted that AT&T will be the nevI. home for our Global Network operation," said IBM
Chairman and CEO Louis V. Gerstner. Jr. "With this agreement. the network will receive the
management focus and resources necessary to maintain its standing as a world-class provider of
connectivity to IBM and millions of customers.

"AT&T will use its expertise to enhance and expand the Global Network to the benefit of its customers.
including IBM," he said. "We can now focus fully on helping our customers take advantage ofthe
emerging networked world through e-business applications and solutions."

IBM's Global Network has more than 1,300 dial-up points of presence and dedicated access from more
than 850 cities in 59 countries. The Global Network offers business customers innovative services and
worldwide operations and support, including in- country, native-language support personnel.
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AT&T said its acquisition ofIBM's high capacity global network would be supportive of the 100-city.
IP-based network that would be created as part of the global joint venture announced by AT&T and BT
in July.

IBM said that this transaction. in its entirety, is not expected to have a significant impact on the
company's 1999 operational results. AT&T said earnings dilution from the transaction is expected to be
insignificant in the first full year of operation and accretive thereafter.

AT&T and IBM said they expect the acquisition to conclude by mid-1999. following clearance by U.S.
regulators and certain regulatory authorities outside the U.S.

Armstrong said today's announcement is about more than acquiring IBM's global network. "We have
also reached several significant outsourcing agreements that match each company's strengths with the
other company's business needs," he said.

IBM has awarded AT&T Solutions an outsourcing contract valued at $S billion over five years for a
significant portion ofIBM's own global networking needs, making it the single largest networking
outsourcing contract ever awarded. The contract is expected to double the network outsourcing revenue
of AT&T Solutions and will enable it to grow more rapidly by serving a wider set of customer needs
with a broadened scope of services.

In addition, AT&T and IBM's Global Services unit have reached agreement for outsourcing services
valued at about $4 billion over the next 10 years. As part of the agreement, IBM will manage AT&T's
legacy applications processing, including billing. service-order-processing. installation and maintenance.
for customers of AT&T business long-distance services. In addition, IBM will assume management of
AT&T's data processing centers, which operate corporate information systems such as accounts payable
and receivable and employee payroll and benefits. Under the agreement. more than 2.000 AT&T
management employees will be offered positions with IBM.

Editor's Note: NEW YORK NEWS CONFERENCE - AT&T and IBM will discuss these
announcements in a news conference at 11 a.m. (USEST) today at AT&T's world headquarters at 32
Avenue of the Americas in New York City. AT&T Chairman and CEO C. Michael Armstrong and IBM
Chairman and CEO Louis V. Gerstner. Jr. will make remarks and take questions. Reporters who cannot
attend can participate by calling in prior to 11 a.m. at 1-800-700-8174 in the United States or
612-332-0430 elsewhere. No access code is required. Trouble number: 1-800-932-1100 for U.S.;
612-334-6983 for elsewhere. A replay of the news conference will be available beginning at 3 p.m.EDT
today at 1-800-248-7600 in the U.S. and 1-402-493-8905 elsewhere. The replay will be available until 3
p.m. Friday, Dec. 11.

SATELLITE COORDINATES - A satellite feed of the 11 a.m. EDT news conference in New York is
available at the following coordinates: Ku band satellite. Telstar 5, transponder 13. Downlink polarity.
vertical; downlink frequency, 11958 Mhz. 97 degrees west.

(Note: The foregoing are "forward-looking statements" which are based on management's beliefs as well as on a number of
assumptions concerning future events made by and information currently available to management. Readers are caulioned
not to put undue reliance on such forward-looking statemc:nlS. which are not a guarantee of performance and are subject to a
number ofuncenainties and other factors, many of which are outside AT&rs control. that could cause actual results to differ
materially from such statements. For a more detailed description of the factors that could cause such a difference. please see
AT&rs filings with the Securities and Exchange Commission. AT&T disclaims any intention or obligation to update or
revise any forward-looking statements, whether as a rc:sult of new information, future events or otherwise.)

For more information, reporters may conhlct:

Adele Ambrose - AT&T
908-221-6900 (office)
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888·602·5420 (pager)
aambroseiWan.com

Eileen Connolly - AT&T
908-221-6731 (office)
888-602-5417 (pager)
econnolly@att.com

Rob Wilson - IBM
914-499-6565 (office)
wilsonrtaJus.ibm.com

For more information:

Visit the AT&T Global Network Web site

http:lwww.an.com·press.·jtem·0.11Q3.I~S.OO.htm

For information about AT&T services (including current prices), visit:
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Mel to Offer New Local-Phone Service
By STEPHANIE N. MEHTA

SlaH Rrpo"lP' 01 THE WALL STilEET JOURNAL

Mel WoridCOm Inc. Is expected to
announce today tliat It wID offer local
telephone service to residential customers
in the state of New York.

The long-distance giant said It Is leas­
Ing BeD AtlaDtk Corp. 's network to deliver
local-calling services throupout most of
the stale. The stratelY allows MCI World­
Com to Immediately reach millions of
potential customers In a bid to sell a
combined bundle of long-dIstance and local

services.
The company already offers local call·

Ing to business customers In more than 100
major markets natloDWlde. It also selll
local-telephone service to a limited number
of residential customers In Illinois. Michi­
gan and california, but has stopped pro­
moline the service.

While MCI WorIdCom has embraced
use or Bell networb In New York. lonI­
lime rival ATlrT Corp. alms to dellvl!r
local-telephone service via cable-television
lines. This week ATilT forged a pact to use
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Time Warner Inc. 's cable lines to oIfer
local service.. 'ATlrT also has agreed to
acquire cable operator l'ele-COmmulllca­
lions Inc. u part ollIS effort to bypasalhe·
Bell networks.

MCI WoridCOm said Its service wOI be
avallablelmmedlalely. ATlrT, bycontrut,
has said lis resJdential1ocal-servlce offer­
Ings are at leut a year away.

MCI tried to leU local-phone service In
New York once before. In the fall of ••7,
MCr Communications auempted to 1erVe­
customers by rentiIII Bell AUantic's com·
plete network at WboIeIale prices and
reselllnc the senke to consumers. The
company In January I.laid the straItlY,
known as "total rtIlle," was a DIOney
IoIer and Itopped -.tetIng the senke.

MCI WorIdCom upectllts newest ftD­
ture Into the IocaI1ervk:e market to be
profitable because Bell Atlantic llleu....
Its complete nelworl to competitorsllllder
a different dJscount plan. MCI WorIdCom
says under the new lease structure it...·t
have to pay fees to tile Bell for orlgllItInI
some or Its local customers' Iong-dlltanc:e
calls, for example.

The Baby BeD teIepboqe COIftIIIIIIeI
must proye to ltate and federal repIUon
that their networksareopen tocompetlton
In order to win permIuIon to offer _-dis.
tance services In lbeJr home regions.

Bell Atlantic executives said IICI
WorldCom's push Into local service Ibows
that the local carrier bas opened Its net·
work. "This underscores what we have
been saying fpr a tone time," said James
Cullen, president of Bell Atlantic. "The
competitors are coming In...

Timothy Price, president of MCI World·
Com's communications division, In an In-

~j••'It....
......:tlj·"i'ltrfOr :1ocII...... ......: "
, In NlWYen
-~,,~~,

.~.:101·(f ', ..:. . .'~U"lIs ;i',
~,'::,~. ;'!rJ'Y. . ,',,'

.,;;;--,":;".,4-,••~,"
~ ,'.~wti
....llliII,I.~.tf811111tW01tl1......

lerview said he remains concerned lbat
Bell Atlantic may drag Its feet In swltchlne
new customers to MCI WorldCom Iocai
service. RiYal local carriers have com·
p1ained lbat tbe Belli have Impeded com·
petition by falOarto process new orders,
for example. Bell Atlantic executives have
old this won't be a problem for competi­
tors. Executives or the New York-based
Bell have old tlley expect to ask federal
reptalors' permlsalon to offer Iong-dll­
lance services In New York by the end of
March.

MCI WorIdCom will oIfer a basic local­
telephone line, plus 100 calli a month, for
about S28 a'mooIb to residents In upstate
New York. CoMumers In New York Clly
and the surrounding suburbs can order the
orne packqe for SIS a month. The S5
difference reflects lower costs of leasing
the Bell lines In the more dense areas. MCI
WorldCom said It will sell special services,
such as Caller m, at a discount of 5% off
Bell Atlantic's rates.

MCI WorldCom said Its offer doesn't
apply to parts of New York not served by
Bell Atlantic.
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The ,only )ocaL""

While other communication companies are talking

about building a seamless network, or planning to

build one, or conjuring images of bUilding one, MCI

WorldCom's network is here today. The only loeal.tt>­

global network in the world.'

[t:-; said thut:tll b\l5ine~s is lcu:al. anrllhat'$ whcn~ all of

Mel \l'orldColH'~ l~r:t\vork hegins, \Vf~' \'f~ huilt local

facilitics in over 90 lTt:lrke's in thc. L.5. nnd Europo. We call

har!(~re morc than half of American business's ~oc.al c..1.lling

needs in rhe C.S. alcme (That's more than anyone dsp..)

Bnt ho,v :S our locai network hetter than tllC service

you've been bll:;n~ from the local monopolies? Ollr

network :s ~ntly the nexr.-g(merarjon network: rhe SO:\~T

rings "'l~ dl:pJny fTl::!.kc our scr.;ce :1C"'·er. faster and more

reliable. Foster h"c:mse of SONETs superior hanchvidth

<::1p~ldty. More rcli:lhJr·. bN~fm$e Wf~ I:S~ .:;rdr-hcalillg lcchnol­

O~l :ilat lets lhc r~ctwork reSCOre 5~r...;e(~ r:l~lt:r dmn the

hii:lk of an f'Y(~' (Th he prcC::;r;. ,~i(hin one-tenth or a st:cmul.)

Bllt ::)(~y()nrl ,"pr.:('l!. heyond Ht~Wne:;s. lhc~ is sOincthin~

2

d:iC YOlJ Call (::":111'('1 !"rom;, OIH~-I~al,.it~rnf'twnrk. C{)nsiste~nt~·

frollt lTIarkr'l 10 :lwrkel. rill~ -,~alJlI~ ~{':"\"ice$. workinf! th(~

,3amt: \'";:y. For (~x:llnpll'. yom' Inr~d ::r·t·\'k(~ 01" hjgh-~p,~~1

hll(~rnd :w':css \\'0:'1.::; rhl' :'oaJ:lll' ill 1';11'[':; ;U-i it dOl:S ill TiIL<;a.

.\my dlerc is ntH: Cfllllpnn~·. o:w ('rmll'(H:l ~1r1(1 (lIm ar'COlIIH

l(~am [or all YOll:' eomTmmif":Hio:: IWI:d~. I':ven when (hosl~

71ccd.s ~pan di.m~ff~l1t citic~ on (lirf(,;rI~nt Cfmr1nt:ntf'.

Fllrther~ rh-r- artifi(:ial eOlllrtlllnieation bOIU1dnrir-.s or

ye5lenhty's nClworks llO IOTl~I~r (~xisr orl our netwo:·k. So all

or your local services :uc nmv combined \\;rh your other

services for greater yolmne discollnts.

Bnr!> MCI and W"r1dCom built fa~,. rc.liahle. sl"tc.-of­

lhe-an :lndonnlnctv:m'ks, \X:l1<lt do y01! get when you pur

r1wsc two networks logclhcr?

Quantity. \~/e c:ontinnc TO l~XP~Uld nne! irHercunm:et ollr

SO~\"ET rjn~ nct\vorks. Our SO\'ET Fwrvil:l: f:OY('.rage is

.!!,n~\lr('r lhan orher I~HTier':"-'-o:nHn~ rnon~ rh'Hl ."1,:;00

city pnirs.

C)uality. Our nalton:tl network has rhl~ s:ww H1illi~:'i(~l:nfld

~-----------------------------------~_._._..
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"""to global network from one company.

rcstor:lt"!on as ollr (Dc:ll network:=:. YOUI' clarn \\iii get to

whr.rc~ i[ 1H.'Cds to go.

Cnpad::y. Ollr network h.as C::l(lilciry :;n V~2St it call Ct1.rry

all of the dum tmffie 'of "II oUler carriors combined.·· \X~w,'

Division Ml1lriplc:\ing lefs us incrc~a5c fWt"w(wk c:lpacit)'

~rithOH[ adding more lin('5 or 1nying new cable. les likc~

increasing cap;:Jcity ,,;thm~tincrcnsing our cost.

.gJ,!:'"
Th~ MCI WorldCorn ne[\\'ork e.~lends aero" the oeean

ttlld into Europe ,vith n"w East-Wcst C.llbics that employ

st;ltl:-(lf~th~·nrttechnology. Using two diverse tnmsntlantic

paths, the network pm\;aes redundancy that no ()~lCr

"ani"r ean provide. And "reI WorldCom has the band,,~dth

~o handle C'\"er-gn)\\;ng e:lpncity needs.

\Vhat docs :l ~lohnl network mcnn for your bn~in("$.-;? It

means ::Imt YOl: get ;;end·to-l~nd~ r(~liuhilitr. You pump

some data ~n from a building in lO1\'er Mnllhatt:nl":' and it

goes out on :\oJC.! W;"o!"ldCorn. It lenvcs N,~w York LUlei !lends

aems.< the Atl;ntie. All 011 Mer WoridCom. In Europe. it

tnl\--ds on lot:aI· nctv.'Orks whic:h arc:. in turn. cOlmectcd to

n Pan Euwpl:all ncl\\·ol"k ....:IH (lWfll~d by' ;\·IC( \~!orldColIl.

It\;; litH 11I~ml mllr:hcd hy n: [oeaJ fl!IOUr. company. Nor

Icrminntcd hy a .5r.eoncl t~()1npany {I\,("r5t~a~. h's b(~~n

cnrrkd hy Iht~ fir~t tl'!1iy lo<'al-to-glohul. l~!ld-ro-tmd

COrnrrHl:lic:lliOllf. f.:ompaFlY.

:l-ICI W"ddC"," i' tl", only eornp"ny tha' eompkte" yo"r

GnUs \\;Ihollf h:mding tfu~m ()ff to Othf~JlI~ ""'ithouT p05sing

the but:k. A d,ain is only as srrnng as itt weakest. link mu!

MCI IVoridCorn has eliminated the weak links, '!l\O(

rr~slllrs in unmatched nvn.i1nbmty~ fastr.-r pro\"isimling and

singlc·s(}nTr.'~a<:<:ollmahility. Nmions thnt· account for' two­

thirfLs or 1111: world\ hllsim~'S nf)\'\.~ l~v~ [lc(:e5S 1'0 th~

m"Vt'st I()(:nl-to-~Jnbnl communienlioo5 network on tanll.

Whm Mer WnrlclCom's global ne::work me"''' is I hat thr.

nminn (If a lon~..t1isrnnc<: or loe".'ll ph(1rH: f:mnfmny is a

nntion from the bclI-botw111cd em or d'4 1970~:;, One l:nd­

ro·cnd m:twork nul (lilly means I)IW cmurac:. (with IH~tlI~r

\'nhmm disqmn1'5. hCCalt5(~ ~II sery:t.:cs tlr~ ~()nlhined into

one arccll:nt). which is iUl nhviow" :HfV';mS('l~:. h aJso Ll1CtlH:­

yOI: nlways kuow \,\·hl) 1S r~ponsiblC'. Tht: buck (tTIlly) hn..:.

round a pinel; fO stop. And il.~~ :lIm~.

---_ ............•._-_.



The value of one company is obvious for USm

,;....;.........;.;;;.;.~~··~;..,.::......!Sa~*lii=·:a-al!&5!91EO:'=- e======:.;;:~...""= '0'·· ••~~~

~

the currier::; emTier-dw aekllj)\"'(~d;';l~d Ir~:Hrt~r iu fix prohlc'l11s h(~rc)J'e :JTIylJllI-' kllll"'j; dH'~' {"xis!".

the indu~lry.

'k·IA-WiII Mel \VorldCom"s network hns "ap"':;',.

so vast it enn <:arry ail of ,h" <intn r""ffie of nil ttle

other carrit~r!-: combined. So wf~~n~ :;nrc to have YOl:r

communicntions n(.'(~(I~ covered. \Vf:" n~ even c()llsidcJ'(~d

'.\f'.'i'.'=I18," I--I'lVin~ a ra:;t. Dcxihlc network

docsn -! do yolt ml1!:h ~ood llnlt~ss yon r~'~ll gel on it.

Om' ~ctwork is dcsign(-d w maximize. a\'nil.::biliI.Y.

Thanks rn SO!\f~T 1t~1~llfl(llo~~·. our network:, C:H1 (~\'en

ii~J!g9;t·i,(.'~i \\"har docs it l11C'an? It means that

yOlI can huy I~'\'ery commllnirntion 5t~n'i(;(~ ~'ollr

lltlsin(~S3 requires from one company. And it all work::;

ro!!cthcr. Ho,\, muny SC1Ticcs? Inwl"nr.l'. Dat,:l. Voirr::.

Cellul:~l"_ Paging. Prf~paid Cnwls. 800 Sj~t"Vkfl. \\Feb

I J(J~I ill~. C:dl Cc~llter St:n.. iec::;. Lm:aI Sen'ic(~ - 10

name a few, Scn·ing C"CJ'Y po~sible ('01nrnunil:af:nn

:H:r."{l ::\150 mC"ltl:; \\'(~ e:m k,~(~p pr()(-hH~[S. ';'t~!·\·i{'l".';' arid

~Ilpport COnS;Sf("IlI- nround dw ;.!Inhf'.
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But what's the value for you?

~
~.

>....

.-.

ia!£i!:iiiIlHi You tlOW ba\'l~ ,l('Cr:SS rtJ ~J:).Jimi1.ed

Gapafity for voice and data. :\5 il1t:C!J as you \\~anr.

F'()r dmn.. (~\w1~ia!\:. lhi~ i~ key. Because you C<11\

control yonr d:IlH-a('el::;~ porI [n ae(:ommod:"l~ ::Oltl'

i.pild.N";i-';' \~;hetll(~r your rH:elfs nrc: !ocal~

nation:ll 01' iUh:'1larional. yon deal ,vith one cornp:l1Iy

and one contl'ClCl. A tangible l)(~ndit to both

finance and t:o!!lnmnil~~lt·inns. :VIer WiorldCom's Ilf't-

Iga,WuM"J' td; ~irnpll.~: VohmH~ discounts. whieh

you get when you e()nsolidnt~~ yOl1f (:mnnmnicndons

nt~eds, means tlw mon~ yon sp~nd \"itll Mel

\"l!{)ndCom. the !nOr<': you ~l\'e. ·HuH·.... it.

ekmgirl7 hmlfhd(hh IIC'cds 011 t'r:mw :'d;l~'~ AT\f and work I('I~ g!ohnl !l11s.~f!e.s...r$ ha ....e one r:ompHr:y ror .,11

Inrel'lwl hnml\\"idl h. llll~ir "Okl~ allrl (Iala senices. \\'Il('m\'t~rdwy (10 bllsim's$.

5

"'----------------------------_._... -.... _._ •.



~' 'One network. One carrier. One Cl
';=~~~~{';

....~,

On-net. Two tiny words that are certain
to have a trem~ndous impact on your
business. In fact, they'll sirnply change
the way business is done. Worldwide.
On-nct'is more than just one product.
It's a series of proclucts and services.
All of which call be tailored to your
specific needs. \'\fith [VIC! WoridCorn

6

On-Net, you get one connection for
everything. Instead of separate lines for
local, long distance, international voice
and data, there's one network, one
contract and one cornpany to take fu11
responsibility. Somewhere a choir of
angels is singing. No matter bow much
voice and data your company has to



ract. One very happy IT manager.

pump out, MCI WorldCom On-Net can
get it there. To one location or one
thousand. Instantly. All through our
wholly owned global network. Which
means we can monitor it every step of
the way. LocallY. Nationally. Globallv.
No ha~lcloff5 l~ Olhp,r ca~riers. O;e
network. One contract. One company.

Nothing could be simpler. Or more
cost-efficient. Happy?

-r'=~-----
Mel WORLDCOM



The Network has more than fiber all over:

I\CGOIJNTABII ITY

o
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M.rlon Sterling
B_cll Manager, Global.Accounts

Aala PIl..lllc .

Diana Souza
Senior Glob~1 Account Manager

;;uro])e

Patricia Zimmerman
Service InstallatlonM.na,er

St. louis, MO

-Bob Hart
Senior N:rtlonal Account Menage,

Pll1SIppany, Nl

One place ro go

r()~ an6\\'cn. Om~ nccount team for all your

O'll:· Mr.1 WoridCom. even '-J"r en:;""

"'ollid "srcc. h:a the kino "f $tllll tlult

thrh'~ in rinll~s thar demand t:rct~tk~t;...

F:wor :Ju: company \\'iL1~ a CUstomer-­

driyml auitlldc.

p.:uty "".ft.:: ~ r~'~"~Il"l' b 2t)O C1'Jt1nt:-:(~ :lJ~d

nffir(~ it; 6:S,

~u1turu. dldrr~ 1111;ci: matter ",htr~ all yU\.

\\'c1"l' ~alki:t~ u:"rlUt \\'a."":\ dbl:o{tl;, h didu':

muc.h mnUrr :}wl almt}<ilt a.ll of dm <."Ot'J)fJr.ltc

t:UIIUl'ur! pr",iJi"l' ell"l lUll"" I"'J heel:

~cOnl;~h-eU ura~ lluttW"Ud in :.lu: 19th Cd1tur)•..;._

Before ~JC PC. the izucmtiJ cnmhUftir'll:1

cngil", nr .rystul ",,:J.ios.

But a cOJJl1l1tmicntitm' CO.ttJpaoy"e

corpo,.... tc euitllre mnttl:nt for C\'r.:;.,thing ~n

all n!!" ""hell eomp"ler.. .o(t",;uc.

telephony, dhtl [one and mod<:Ull tone a."1~

Suzanne Stidham
Customer Servlce/Escalatlons Manager

Tulsa, OK

8



the world" It has people all over the world"

Maureen Abele
Global Service Consultant

North America

,Charlle:Harrlson
Network Engineer

Richardson. TX

Robert DOIJ,Ias
Operations Support Manager

McLean, VA

Chris CI'lll
National Account Manager

Boca Raton, Fl

Toya Davidson
SQftware Projoct Engineer

Atlnnta,GA

9



Adverlioing Supplemont To The _

"Give me a fulcrum,. and I can move the world."
-Archim~des, 260 B.C.

"Get me on-net, and I will move the world."
-A businessman, 1998 A.D.

...:.:>

Let us hail the coming of a ne'" ern in
telecommunications. The Telecosmic Ern.

An era of bandwidth abundance. blasted

free of the copper cages and regulatory
blight of the global bureaucratels.

It is a time of competition. Bill not merely

the old style of competition in the highly
taxed and carefully tariffcd vending of com­

modity services that arc already widely

available, such as phonc calls and faxes.

cablc TV and broadcast radio. Instead. we
will have an ernnrcsccncc of ne,,' serviccs,

springing from thc cornucopian reaches of

the World Wide Weh-a lelephony of high

resolution vi rico. on inleractive television

with millions of chmmels.

The Big Bang

Springing from the big bang of digital
electronir.s and photonics, the telecosm
flings the world away from you at red-shilt
Doppler speeds. rr you can see it, it's already
gone. The orientation for successful business
in a new era is five years ahend -and you

won't get there by problem solving. You
solve pTOblems, such as ~competition in the

local loop~ and "long distancc telephony"

and you end up deep in the PllSt, at status quo

ante, or AT&T. In the telec05m, the entrepre­

neurial imperative is to pursue opportunities.

The key opportunitIes emerge from a
transformation of the calculus of abundances

and scarcities that define the era. M~king
the era just passed was abundant power,

abundant transistors and microchip silicon

real estate, and scarce band"·idth. Marking

.the new era is scarce pO"'er eked from
batteries on mobile devices, satcllites and

undersea enbles, togcther with scarce silicon

in single-chip mobile devices, and abundant

bandwidth. Marking the old era were complex

networks and dumb phones and TVs.

Marking the ne,,' era will be relath·ely dumb

broadband optical networks with more

capacity in evcry fiber thrcod than the old

networks commanded in all thcir global

reach. Thesc vast broadband avenues of Ihe

telecosm, wired and wireless, ",ill link to

tiny mobile terminals ,,;itll more'intclligencc

than an en.tire central switching office of thc
old telephone networks.

Say Goodbye to the
Phone Company

In the new era, bandwidth will advance
some three times as rnpidly as computer

technology. It is an ern when 'even comput­

ers will be measured in the gigahertz

(billions of cycles per second) of

microwaves. Gordon Moore's famous law­

the 18-month doubling of chip densities­

will shrink to relative insignificance before

the tsunami rush of communications power

that began in 1995, when MCI was the first

communications company to break the 10
gigabit per second speed barrier with the

first commercially deployed OC-192 fiber

system. It was the first step toward the nll­
optical network that WoridCom and MCI will

be building over the next decade. Allowing

messages to travel from origin to destination

entirely on wings of light, the all~optical

network is a new kind of integrated circuit.
Just as the integrated circuit of the last era

enabled thc creation of an entire computer

10

system on a single sliver of silicon (sand) so
the integrated. cireuit of the ne,,· ern.will

enable creation of an entire communications

system on a seamless seine of silica (glass).

It is an era when the copper cages ol the

telephone companies-al143 million tons­

give way to crystal cathedrals of fibcr optics

and the iridescent air of the spectrum.

Your Opportunity:
Rising Wealth

With one fiber thrend now capable of con­

laining three times the t0131 traffic on the

entire global telecom network three years
a'go, bandwidth is the new spearhead. Most

ro"'erfully wielding the spear ",ill be MCI
WorldCom. TIl is new compan)' is poised to

usher in a revolution in broadband global
telecommunications. Starting no,,' as the
leader in cross-Atlantic IP fa." and Internet
phones, the company will expand to glomll
IP business services, video conlerencing,

and an array of new services yet to he

un'·eiled.

Customers Getting What They
. Want Most: Time

In economics-"rhe dismaI5Cience~-just

as crucial as the bounties of abundance are

Ihe disciplines of sCMcity, the delining lim­
its. Thc defining scarcity of the tclecosm is

ultimately timc. Time measured by the

speed ol light and the spnn of life. S~ccesslul
companies use the technologies ol the speed

of light to extend the effective span of life

by increasing efficiency in the lise of time.
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I" husilwss Ir'rllI:'. Iir/! :';pHI1 II'nIlSI:lf(~S mosl

shm'pl~' as iiI!' l'lI:-<tOfW":;-i lillII'. Tlw (~ll:;lnt1l1'r

is soY'~r'f'ip"fl ilrld IIf' kllo\\"s whar 111' WmIL";.

It is flot yOllr 111'11llawl- h i .. Iimp.

! ne Key torce In savIng
time tociay is the Internet, and

the most lnnovCitlve force on the
Internet backbone is

MCI WorldCom.

In l~mp(Jwl~rin~ clI~tnJ)){:fS. lIw rww l:nl of

tclm~mllmtlflknlioTl':: 1::1::;1:-: ~t ~h:ll'lrl\\: 0\"(:]" dw

r,nlin: eslnhli!iftl·c1 inl'Orlll:1:illrl 1'('ono1lJy.

Just .as :lIe lighl spl~l'(1 limit opens 1:11'!!~~

0PPf)f'fHllili~~ ror ('nrllp:!nit,~ ...;t:pplyiJ1f.! n(~\\"

m:lwnrk l'I,mmllnir:nliolls l.o(>I)II)p;il-'S. M) tlw

life sp:w limit Opl'US large oppllrllUlilir:s rill'

compnuic.'> 1hnl. fOf:II~ on ::;a\'ing t.he et1~I(}l11el'·:'::

tilne. The key r(1rCe in .~:Iving time today is

the Internet, and thl> mosl iunov:lrh'., rorcc

on lim Internet backbone i. ~'ICI WorldColll.

ISlllle Newton's detenninist dance UIld smtie

universe yielded an industrial re\'olntion,

based 1)0 the movement and transfonnation

Advertising Sl..-pplement To Tho Wall Slreet Journal

of maner from t.!-]e outside and nn intellectual

revolution based on a calculus of material

solidity, Quantum theory stripped the \'eils

of solidity from the things or the world.

From the l>mptie<i wombs of quantum matter

emerged the microchip and Moore's Law.

Fron; the eonstrcirHs of the speed of light

and the. quanl:um laser lranspires

the telecosm.

Light shincs ne,,·ly as a con.traint

hecause until the Ins! five years light speed

was an abundance-the ultimnle velocity

underlying the speed of eompuler and

cmnmunications devices. No,,! light speed

looms up as abruptly as a harrier a. it did

in physics al th~ beginning of the century.

.lust as light: .peed limit r<1rced Ein.tein to

fp.coru.tit Ilt(~ the cnti rc Cnrw~inn t i!1W~~r>:lC(~

grirl of dassienl ph~·si<:•. the light .po,'d

l!mil lO(!:Iy i~ 1~()mp~llin~ t1H~ rc!:ow:.ritulion

of the tillie-space grid or infnnnalinn lech­

nolnh'1~ arid tclccomrnunic:aliolls.

Wilh tho ani "a! of Mel WoririCom.

C1l5t()ITICr~ \\'iIlllltimalCly see new all-optic::i1

IWlwnrk.:.:. ,llnl r(~duec d(~lay fly c5dw\\'il1~

dl'cuil ~wile1les~ electronic nmpliril~r~ mHI

Opl.ot·.I(~ctrrl1lie eon\'erlor~. Ibsed (lfl wa\'(~­

lengl.h divi~jorl mllh:ipic~xjrtg or cnl(Jr~ or
light :teross aSyfldlrnnous I1elw(lrk~ rhnt do

not require :1: cnn51nn1 dock. nplic~ C;:lll

',.,ceed the bandwidth and lhe hit-error

performance of coppCI' wires b~' a~ milch as

10 orders of magnitude. ten orders of mag­

nitude-a multiple of ten billion-is a

1'f":'·OltJ1.iou in wll~eorl101l1nieations.

By making bnndwidlh ab'lrldnnt, and

tdccc)J]unnnicntions iJlcrcnsingly COSL-Crrr:e­

li\'r.~ the new ert! rnrlif:ally ehangr.s Lill'

environment of ul1 information illdustric5.

In nil eras. companies tend to p"e\'nil hy

maximizing the usc of the cheapest

,'.,SOlll'OOS. [n the "ge of the te[eco~m. they

will lise the huge intrinsic. bandwidth of

nher (all 25,000 gig"hertz' or more) 10

supplant the hundreds of billions of dollars

wonh of switches, bridges, routers,

COYh'crtors, codecs~ comprcssoJ'sl error­

correctors, llnd other devices, together with

tile trillions of lines or soflware code that

pervade the intelligent .,,';tching rnbl'ic of

hoth telephone and computer networks,

The makers of nil this equipment will

resist mightily. But the okl regime ea!!not

. prevllil by fighting cheap and simple optics

with costly and complex 'e1eetronics and

software. The nil-optical .net,,'urk will

triumph in the fnture for the same renson

the integruted circuit triumphed: it wiII he

incomparably cheaper than the competition.

Today, measured by the admitte<'Jy rough

11

metric or ~lIPS per dollar, a personal

. compmer i~ more than -'>,000 times more

cost-effective''than a mainframe. Within teu

years. t!le all·optical network will he

millions of times more cost-effective than

electronic nl't,,'orks, .lust as the electron

rules in compmers, the photon will rule the

\\'OVCS of r.ommunicntion.

The nil-optical technology of the ne'"

leleconllnllnica:ions ern ,viII pnt relentless

pressure: on nil odlCr communications

systems. Every <:ompeting system will need

to adapt [0 its cOSt structure. In the end.

almost nl! eleetTonic communications will

~o r.hrough the wringer and emerge in glass.

The Next 12 Years

During !hr: firs1 f(~n yenrs of {h~ Hext

l·t:ntnr~·~ hi~h-rl~~ohl1.j()n n:ll-panel displays

,,'ill heconlll as na!llra! a part nf the indoor

environment :15 wit1dow~. !'\ew YOI'kef's will

hr- :!hle 10 look nul on a "ista in V{~niec or

V"ilns r""dil)',,~ 011 Il scelll' in Soho. Fiber

\Vii! n~lInil.r. r:lmili(~s 10 shurr.. anniversaries

"' will or ",him. ,\ whi,ohoard at the

Sorl"'lllll' or C"it.,,,h ",illite ns l",arhy IlS tit!'

ItlackllC,"nl '" YOllr locnl high .chool.

G!'ogr"l'hy will <:ollill'sr. illlO ma>.es of

microchips and reemerge in lhr.. luminosity

of \\"orlrl\\'id(~ wl~h:-> of glm;g and light. And

around thr.f'1: J1(~tw()rks all business will b~

I'col'gnnb~l'd 10 l~x:dl ~lS t.heir prime purpose

and pm.;~i()[! rlw (~Hhanccmcnl: or the

ell:-ltl)mer~!': lime.

-By George Gilder

Author, "We,It." and Poverty," "The Spirit

of Enterprise," "Life After Television," and

the forthcoming "Telecosm."

--------_ _-





THE WALL STREET JOURNAL, February 3. 1999

Sprint's Earnings Trail Estimates;
Large Investments Will Continue

WS1 Journal Unk: For a video report of
armn'J Sprint CEO William ESIj"s comments on
fourth-quarter earnings. see The Wall Street Jour­
nal Interactive Edition at http://w-J.-

Collecting Customers
Subscribers for Sprint PeS, in mDlions

3r--------------"

spent. Sprint expects ION to position it as a
leader in packages of local. long-distance
and Internet services.

"I would rather spend 580 million build·
. Ing something than spending 530 billion to

$50 billion buying something else." said
Mr. Esry. His cainments were a veiled
reference to AT&T's proposed purchase of
cable giant Tele-Communlcations Inc:.
which it hopes will help it. too. sell con·
sumers and businesses packages of com­
munications services.

But Sprint faces major challenges on
other fronts. It continued to lose money on
its international joint venture. called
Global One. Costs at the unit. a venture
witb France Telecom and Deutsche Tele·
kom AG. cut core earnings by four cents a
share, along with an accounting charge of
two cents concerning stock options.

Revenue for the entire company. the
only combined figure released for the
wireless and main group, was 517.3 billion
for all of 1998. a 13% increase from 515.3
billion in 1997.

For the year. net income in Sprint's
core long-distance and local·telephone
operations grew 11% to S1.53 billion from
51.37 billion.

Analysts said that while overall results
were mixed, they were satisfied with a
32"l0 gain in the income from Sprint's core
long-distance unit with big gains in data
traffic.

"Clearly, it was a confusing quarter
and the stock activity reflected that," said
Linda Meltzer. of Warburg Dillon Read
LLC. "But the core message was very
strong, particularly on the long distance
side."

402Q40 1Q
"'. ~191 '.
Soutl:e: 1IwCOIJlPIIfY

By REBECCA BLUMENSTEIN
Slaff Reporler of THE WALL STREET JOURNAL

Sprint Corp.'s fourth-quarter earnings
fell below Wall Street's expectations, but
company officials said the firm will con­
tinue investing heavily to develop its net­
works and global alliances.

Sprint. Westwood. Kan., reported
fourth-quarter net income of $404.6 million.
or 93 cents a diluted share. up 13% from
5356.7 mlllion, or 82 cents a share, in the
year-earlier period. Revenue increased
7.6% to S4.14 billion from S3.85 billion.

The most-recent fourth quarter in'
eluded a gain of 5104 million, or 14 cents a
share, on the sale of local phone lines and
other assets. The prior-year figure in­
cluded a gain of $51 million, or 10 cents a
share, for asset sales.

Excluding those one-time gains. the
company earned 79 cents a diluted share,
compared with 72 cents a share a year
earlier, missing the First Call consensus
earnings estimate of 85 cents a diluted
share for the most'recent quarter.

In New ¥'ork Stock Exchange composite
trading, Sprint shares fell 52.25 to
581.9375.

Sprint's wireless group reported fourth­
quarter revenue of 5437.4. up from a pro
forma 5147.5 million a year earlier. fueled
by a record number of new subscribers.
The group's fourth-quarter net loss. how·
ever. widened to 5646.5 million from 5161.8
million a year earlier.

The tracking stock for the wireless
operation. which Sprint created during the
most-recent quarter under the Sprint PeS
name, fell 51.5625, or 5%. to' 530 in New
York Stock Exchange composite trading.

Although the core telephone group
failed to meet expectations. Sprint senior
executives said one-time costs overshad·
owed solid growth in the long-distance
unit. And they said Sprint will continue to
invest in finishing its nationwide wireless
network, which added 836,000 new sub­
scribers in the fourth quarter. (AT&T
Corp.. by comparison, added about half
that amount in the same quarter.) Sprint
also is spending heavily to develop a
next'generation voice' and data-services
network It calls ION. for Integrated Online
Network.

"We're investing in our future. not
making acquisitions." said William T.
Esry. Sprint's chairman and Chief execu­
tive officer.

Mr.. Esry noted that Sprint spent more
than $SO million in the fourth quarter. or
nine cents a share. on the ION Network.
Related expenses are expected to grow to
60 cents a share, or 5400 million. pretax. in
1999.

Still. Mr. Esry said it is money well
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Sprint ION to Deliver High-Speed, High-Bandwidth
Services to Businesses In Seven Major Cities

Sprint ION is the innovative new network that will enable Sprint
to consolidate a business' disparate networks and to provide homes
and businesses with virtually unlimited bandwidth over a single

"On June 2. we announced a vision for the future of
communications. and today we are taking another step toward
bringing that vision to life." said William 1. Esrey. Sprint's
chairman and chief executive officer. "We have the technology
and the customers in place to begin making Sprint ION a reality in
these major markt:ts."

Contacts:

Don't miss the complete list of our most cmr\.'l~! Pr~'",. [(,'k'::,::- .

Press Relations - Press Releases
Press Relutioll5! Press Releases ICommunications Law .I:: I'olit'\
Executive Bio!!rarhit:s I b:e.:utive Speeches ISprint Panncrs

Jeff Shafer, Sprint, (0) 913-624-4887
E-Mail: jshafer@igate.sprint.com

Deb Mazur, Sprint, (0) 972-405-5134; Pager: 800-724-3408
PIN 398-5876

E-Mail: deborah.e.mazur@mail.sprint.com

For Immediate Release

SPRINT ANNOUNCES NETWORK
AGREEMENTS WITH LOCAL PHONE
COMPANIES FOR INITIAL ROLLOUT

OF REVOLUTIONARY NEW
SERVICES

KANSAS CITY. Mo.. June 17, 1998 -- Sprint today announced
that it has secured key network access agreements with
Southwestern Bell. GTE, BeliSouth and Ameritech that will enable
it to begin delivering advanced, high-speed, high-bandwidth
services through Sprint ION, Integrated On-Demand Network.
Additionally. Sprint unveiled the first major markets that will have
access to the revolutionary new Sprint ION services as part of the
first phase of its rollout.

This fall, Sprint will deliver unprecedented communications
capabilities to large businesses in Chicago, Atlanta, Dallas,
Houston and Kansas City. In addition, Sprint said agreements in
New YOlk and Denver are being finalized.
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existing connection, delivering simultaneous voice. video calls and
data services. The result of five years of confidential work. Sprint
ION is a combination of numerous technological advances that
Sprint has been privately testing with both businesses and
consumers for the past year.

"We've already built the network that will handle the advances
we've announced. These agreements enable us to deliver the
unique, high quality services and network intelligence that is at the
heart of Sprint ION to our first customers." Esrey said. "While
today's announcement is an important first step. it illustrates only
the beginning of our deployment of Sprint ION. More cities and
more features will soon be announced as our rollout builds
momentum around the country."

Sprint has been privately testing the revolutionary Integrated
On-Demand Network capability with both businesses and
consumers for the past year. Today's announcement launches the
large business rollout of Sprint ION, which will continue
throughout 1998. The service will be generally available to
medium and small businesses in mid-1999. with consumer
availability late in 1999.

Infrastructure in Place in Seven Key Cities

New York, Chicago. Atlanta. Dallas. Houston. Denver and Kansas
City have several key elements in place that made them logical
choices for the initial deployment of Sprint ION. Those elements
include broadband metropolitan area networks (BMANs) and a
strong, established business customer base that can immediately
benefit from Sprint ION.

While Sprint's long distance network is already built and covers
the entire United States. BMANs are high-bandwidth fiber optic
rings that encircle cities. These BMANs already enable Sprint to
provide a variety of advanced services and are now being
enhanced to enable new Sprint ION services to pass within
proximity of 70 percent of large businesses in these cities.

Sprint has secured key BMAN access agreements from
Southwestern Bell in Dallas. Kansas City and Houston. Sprint also
has an additional agreement for BMAN access in Dallas from
GTE. In Atlanta. Sprint has secured BMAN from BellSouth and
Arneritech is providing BMAN to Sprint in Chicago. Agreements
in New York and Denver are still being finalized and
announcements will be made when appropriate. In total, Sprint
already has access to BMANs in 25 major markets nationwide, and
will have BMANs in a total of36 major markets by the end of the
year. For smaller business locations, telecommuters. small/home
office users and consumers who may not have access to BMANs,
Sprint ION supports a myriad of the emerging broadband access
services, such as Digital Subscriber Line (DSL).

Customers Already on Board

Several major corporations already have committed to beta test
Sprint's Integrated On-Demand Network services in the months to
come, including Hallmark Cards, Sysco Corp., Coastal States
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Man~gement. Ernst & Young LLP, Silicon Graphics. St.
Luke's-Shawnee Mission Health System. and Tandy.

Kansas City-based Hallmark Cards will be among the first to
implement Sprint ION. "This is the kind of technological
innovation that can truly deliver bottom-line results and give
Hallmark a competitive advantage." said Jim Miller. vice president
of information technology at Hallmark Cards. "Sprint's ION
technology has the exciting potential to move Hallmark even
closer to our customers by way of enhanced services. expanded
communications, and lower costs. This potential is the driving
force behind our decision to be one of the first customers to take
advantage of the Sprint ION offering."

Said Larry Hardin, director of operations and communications.
information services, for Houston-based Sysco Corp.. "This will
enable us to combine all ofour traffic - voice. data and video ­
onto one path. Sprint is the first company to come to us \\1th
revolutionary technology like this that can be a reality so soon."

For these businesses, and others like them. Sprint ION offers a
significantly more efficient communications solution than today's
model. High-speed, integrated communications will be available to
corporate locations, branch offices, small businesses and the small
officelhome office worker. The result is an enhanced virtual
private network that enables applications such as collaborative
product development. supply-chain management. distance learning
and telecommuting.

What Does Sprint ION Do?

Businesses will no longer be required to manage numerous
complex networks but can rely on a truly integrated network that
consolidates voice, video and data traffic while reducing costs.
Sprint's ION allows businesses to expand dramatically their local
and wide area networks and dynamically allocate handwidth. thus
paying only for what they use rather than having to purchase a set
high-bandwidth capacity that often sits idle. Sprint ION will also
set a new industry benchmark for service re1iahility. utilizing
Sprint's pervasive deployment of synchronous optical network
(SONET) rings across the United States.

At home. customers will be able to conduct multiple phone calls.
receive faxes, run new advanced applications and use the Internet
at speeds up to 100 times faster than today's convcntional
modems- all simultaneously through a single connection. The need
for multiple phone lines will be eliminated. and applications such
as high-speed online interactive services. video calls and
telecommuting will be readily accessible. Usc of the Internet will
be so fast that typical pages on the World Widc Weh will pop up
almost instantaneously.

Sprint is able to deliver this revolutionary ne..... capahility because
its network supports a seamless. integrated sen'icc to the desktop
over an Asynchronous Transfer Mode (ATM) had,hone network.
This network fabric provides the speed. flexihlc handwidth.
scalability. service consistency, security and tclephonc voice
quality that no other protocol currently can delivcr,
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Sprint ION provides customers with robust voice. video and data
services, along with the capability to customize multiple services.
all combined with access to virtually unlimited bandwidth.
available on demand, all the time, whether they are across town or
across the COWltry.

More information on Sprint ION is available at www.sprint.com or
by calling 1-800-308-2140.

About Sprint

Sprint is a global communications company - at the forefront in
integrating long distance, local and wireless communications
services and one of the world's largest carriers oflntemet traffic,
Sprint built and operates the United States' only nationwide
all-digital, fiber optic network and is the leader in advanced data
communications services. Sprint has S15 billion in annual
revenues and serves more than 16 million business and residential
customers.
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