


The mission of the Association of 

Communications Enterprises 

(ASCENT) is to help members 

succeed in their business pursuits 

ASCENTfacilitates the opening of 

communications markets worldwide 

lo full and fair competition. promotes 

the involvement of entrepreneurial 

entities in the communications 

industry. stresses the importance 

of ethical business practices and 

is dedicated to the fair and equitable 

treatment of all members 



The Chairman's Letter .......... 

itting down to write !he Chairman's Letter'' lor the 
ASCENT2001 Annua! Report was not an easy S undertaking Let's face i t .  2901 was a ciitfirult vear 

for the communications inauslry and lor  our coilntry 
Describing 2001 as a "challenyiny yedr" IS an 0~viou.1 
understatement. We will neve1 forset 9-11 but IVV will 

always remember how our nat:on iinileo and our Imriotism 
flourished more than i t  had ir' decades 

Thank you 
lo our staff and consul.!dn!s 

I'd like to start by thankina the people who committed 
themselves to making ASCENTsuccesstu! during the past 
year -our staH They include Ernie Kelly. our President. 
David GusQ. our Executive Vice President. Steve Trotman, 
our Vice President of Industry Relations: Amy McCarthy. 
our Conference Services Director Celeste Pohers. our 
Public Atfairs Director: Mary Medved, our Administrative 
Director: and Linda Brobst. our OHice Manager 

We also sadly said goodbye to the following staff 
Marianne Davls, Talbot Gee, Julie Hill. Sue Palladino and 
Len Yanotf We Send our thanks 10 all staff. both pasf 
and present. lor their dedicated service over the years. 

In addition. I want to recognize the contributions of 
our long-time consultants whn are members 01 the 
ASCENT family: Charlie Hunter. legal counsel. Barb 
and Don Hulchins of GH Associates. our conference 
coordinators, and Andrew lsar. stale regulatory director. 
We commend them all on lobs well done. 

. . . and lo our Board 
Then. of course. there are the volunteers. our Board 

of Directors. who commit a great deal of their personal 
Itme to provide strategic planning and guidance to ensure 
that ASCENTmeels its goals and oblectives. My sincere 
thanks go lo these dedicated members. Serving with me 
are ~ our Vice Chair. Gail Jones who has served two 
separate terms on ASCENTi  board and was re-elected 
in 1999. Gail also chairs the Ethics Committee. Our 
Teasurer Ron Contrado. who was elected to the board 
In 2000 Plus, Bob Hale, an original incorporating board 
member who has sewed faithfully since 1992 Former 
three-term chairman Sherm Henderson. who has served 
on the Board since 1994. and !his year as Chairman 01 
the Public Relations Committee Ron Harden elected in 



193- sers.ec 45  man of Conference Planning 
CLI. n ! ! i e :  - 'I. : iv!ed In 2000. wereTony Sgroi, 
Membership ' ormince Chair and Gordon Martin. chair 01 

i t : ,  Committee. Last but riot least, 
i ' ZOO!  16 Shirish La1 Snirish serves 

as  i e 3ecul:i ~ 3 '  , i f l a  rs Chairman Our mission IS srnple: 
We ire delficire( IC hriping our members succeed! 

i aoiilo tikt l r  2.1) 'espect to one member of our board 
whc ,elmrer a w r  ' > , i n >  'years 01 sewice to our organization. 
Lad 1 Scrwr ~:t:: r ~ '  Yorking Assets and the immediate 

,dr3 sewed as a director from 1994 
ir emrmbered for her steadfast belief 

al and  p o k y  worK piavides one of 
UUI me.iinerinip SnF chairec nur 
3 F ~ m : l l e e  tor most 01  tile time she 

~... . r: - "1 '~; .! _ a ~ l r a  b % ~  thank you !or a !on well C ? .  

:)t !imp You are mlssedl 

A Time of Change at ASCENT 
Z i i :  :. ,I, I~ , . 'I?W I S  clne more perssn I k'ould 

anno!iQced Ernie will retire on 
cl his curient term. This IS a 
N i  1.101 only is thls the first 

li+F t -,I .c ~, c' ~ g n i l i o n  yo. ASCENTPresident 

c?a. le ( ~ I  ' , ' E , '  i t ;r .er-"i~ since the inception of TRA but 
;I rn;.'k: ~b:. ':.vr * '  , I C  : ) I  the aisociation s 'very first 

inore Inan eighl years leading 

I many vears 01 dedicaled service 

The Challenges Facing Our Industry 
ia,Nv 'Ii,. 1.:. ' ;  ' ,e  edsiest lime in recent memory 

b r c  ar,dr,i' ?:m'"~-"1'c2l!erS 

> :>lovide d return on iapitai 

models thus far have not generated suHicient margins to 
sustain long-term success. 

Fonunately. our industry is dominated by entrepreneurs 
who simply will not give up until they find the right competitive 
formula. It nothing else. we are a persistent and stubborn 
group of capitalists. We colitinue to reline what works and 
eliminate what does not. This takes lime. but eventually 
opportunities will arise and be seized by upstart cornpanes 
with rational pricing, ample Cost containment and suHicient 
prolit margins. 

Competitive carriers that have survived to this day are 
more important lhan ever given their dwindling number 
and the constricted capital markets And in addition to the 
challenges in the marketplace, we tace numerous obstacles 
in state and federal governments as we continue the fight 
to make sure these markets remain fully open to competition. 

The Future 
These are the times when ASCENT is more important 

than ever lor you and your company. Indeed. your member- 
ship is an investment in your company's future. ASCENT 
is your "one-stop" shop for key programs and services ~ 

conferences, networking. advocacy, informalion access. 
But. (his is also the time when ASCENT needs your strong 
support Together. we can overcome the challenges that 
lie ahead and come out stronger than ever. 

I want to personally thank you for being a part of ASCENT. 
As always we appreciate your continued support. We look 
forward to 2002 and moving forward with a renewed optimism 
tor our association. industry and country 

Daniel G. Lararek 
Chairman of the Board 
CFO COO 
The Access Group. Atlanta GA 
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The President's Letter .............. 

hls ap, iui11 :eptirt W ~ I  cover in detail what wepehave 
done lor IU: inembers this past year and how we 
w,;e .,.a !ltnil-wd odr reputati 

lour line conferences in 2001 including a Winter Carrier 
Forum in Palm Springs. and revamped Summer Business 
Forum lealuring our supplier members and two exhibition 
conferences in Dallas and Orlando Attendance was 
excellent and a lot of useful inlormation and business 
conlacts were exchanged~ 

our greatest challenge has come lrom the change IP !he 
federal governmenl. which has produced an FCC and a 
Congress more partial IO the incumbents and less helpful 
lo competitors when compared to the pievious regime. 
We have seen it in everything from mundane FCC rules 
and policy pronouncements to the progress of malor anti- 
competitive federal legislation known as the "Tauzin- 
Dingell" bill. AI a time when we need more help lrom the 
government than ever before to protect the progress we 
have made in the six years since the passage 01 the '96 
Act 11 has been hard to find. 

Our regulatory, legal and policy eHorts produced a 
number 01 importanl victories Not Ihe leas1 01 them was our 
ability lo lorestall action by the lull House 01 Representatives 
on the Tauzin-Dingeil bill. In addition we scored significant 
victories in lederal court lor resellers of local services and 
at the FCC on dial around compensation for payphones. 
Our involvement in the states paid off with some line VIC- 

lories as well. particularly in the state 01 Illinois. We also 
continued our opposi!ion 01 the granting of 271 applications 
where rhe incumbents had not fully opened their local 
networks lo competition. 

As always I want to thank the staff who are listed 
elsewhere in this report. lor their many contributions and 
invaluable service to the membership They are. and have 
always been, our greatest asset. There were comings 
and golngs among the statf this past year We welcomed 
back Steve Trotman lo our stall who had been with us for 
a number 01 years prior to leaving the stalf in 2000 We 
were very glad to have him back. We said goodbye to 

Talbol Gee and I would like lo  make Ihe poin! of thanking 
them all lor their contribulions this past year and, in the 
case of Sue, lor over six years 

Ernie Kelly 
ASCENT President 

thrc igb 4rmc l w g n  tir'ies I will atteAfpaob&ysum 
the :)as1 yea' i i  'hi? wlumn but 
ex:, a:id we-y .elyi?""t of this 

urge you to review I 

report for Important 

T 
N i s  accomp$shpents 

il remembered as one that presented 
Outside the difficulties in the industry and economy. 

omen .I t to  :onmunications in 
more tr) mg m e s  than those 

as 3 mtior  an economy 
terrorist anacks ot 911 1 had a 

n some six months before. At the same 

e IS even in times of almost 

,2001 was the second ye 
fd pressure that really bega 

estion at m& d 

1 followed by another 

tember 11 We know 

SUI@ in and among our 

~~ 
~~ 

companies, but there have also 
been someamazing survival and success stories as well. 
ASCENThas nat been immune to the difficulties, as we 
have felt the effects of this prolonged downturn on our 
mernberstup .+mi rlarticipation in our shows. Just like our 
members. we have had to lighten our bells and hunker 
uown IO ride : h t  e,xwornic cycle out and we have been 

h a w  turned ( r :  s , m e  great regulatory, legal and policy 
victories for oLir nie'nbership and have put out some great 
information th:obgh our web-site and in our conterences. 
In S11Or!, we 1 u v e  rna!ntained the value ot participation in 
a tirile when v,e 'ieedvd to show that membership in 
ASCENT IS a!. ;i+:o~riare. necessary and valuable use 

doirg that s u ~ c ~ ~ ~ f u i l , ~  In spite of these inhibitions we Sue Pal!adtno, Len Yanoff, Marianne Daws, Julie Hill and 

A#mi%l  t h -  tarkiirop ASCENTwas still able to put on 
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The Treasurer's 
. . . . . . e .  

,s m) dislar,, :I 3lt'dsure to present you with the 
'reasure~ ;lejo:. for calendar year 2001. As we I- ntere,:i 2'1: Y(: mticipated that we might face a 

nui:ber C '  c'8.ill.i?3t.' as an Assdciation. One of the 
mn :r ,.ne; i K \,L.C oniingency planiiiny lor preserving 

es if our induslry continued 
.zoming out of 2000. While 
he long awaited turnaround 
id not necessarily count on 

II L.:ctirdt-191 I .e 3u! together our biidget in March 
lor -;e hsc ;3i e? , Ni.ict' for ASCENT is May 1 -April 301 
we :grFei! I <  I e d t i c r  svsrerns to monitor our finances 

i t  ly time i i ~  the past. We also agreed 
tc ,, .e , i l l  5:' : t i  91 E arning committee as a vehicle tor 
mal ng ar Y : -ma '?e i r  mid-course correc:iom we 

i r i  .\I> imporiant element o i  this new 
rep, 'tip(! p r i ,  e i i  i v , ' I v ~ s  a weekly cash tlow report lrom 

er ted by a monthly cash assurance 
track wtth great detail actual results 
a weeklv, monthly ano quarterly 

bas i 1. I C  a  ai .d& -901 ior the President and the board 
!hese challenging times. 

reld'dd 13 ' n t  ~ ~ u i ~ n l  1f !he recession in our hrsi quarter 

!riatch expenditures with anticipated 
revtiuPs 191 1'1t rest i t  the year Atter September 11 we 
fell ~~ol~r,si;.d : J  ! .:r he, sireamline the association's budget 

e10 U s t a t  c .T" I 1115 losses !o our cash balance in the 
fmrst in6 snc.,":c ,qiar'ers I am pleased to report that in 

&?re  ooised 10 exceed budget on a 

i were able to identity problems 

smi hwige! cuts mmediately  there^ 

,IC ,+floc! i e w  economic realities While we 

' (3 :onfiden:. barring some further 

; F  . 

.... 
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Members hip 
n 2001. ASCENTS membership wh8ch totaled nearly 
550 companies. represented the oreadth 01 communi- I cations services As the chart to the leli reflects. 

ASCENTS membership continueb tu diversity as the 
industry changes and grows Long n.staice ii,!e:nationa! 
data, commercial and calling caras wei? the Dredominate 
otferings of ASCENT compsny mprnners Ammg the 
numerous products OfferEd 3y our sqpl ier  members 
were sothvare. billing servirrs, i ys iems  integration call 
centerlcuslomer care. and prepaid plattorrns Continuing 
its outreach into the communications marketplace. ASCENT 
attracted scores of new members. including CLECs, 
broadband network and idark liber providers, as well as 
companies offering e-commercr. streaming media. and 
web hosting. 

As our members continue to face challenges within 
the industry, as well as in the global economic markel- 
place, ASCENT will be here lo support our members in 
meeting and overcoming those challenges As such. we 
are committed lo continuing lo expand our membership 
benefit programs and serving our members' ever changing 
interests and needs. 

~ 

=~ 

Tony Sgroi 
ASCENT Membership Committee Chairman 
President North American Carrier Services 
Global Crossing Rochester NY 

Headquartered in Washington D C ASCENT 15 the 
leading organization representing the interests of 
entrepreneurial and Small business communications 
tirms ASCENT members are on the cutting edge 01 
communications technology providing voice and 
broadband data Services including Internet access, 
high-speed transport locd and lonq dlstance phone 
service application services and we less  services. 

e e 
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billung membership and producing well 
ormahonal conferences. ASCENT met with 

Membership retention and recruitment starts with the 
s part 01 its mission, ASCENT has rriairitained 
and stressed the importance o1 high ethical busi- 
ness practices and a zeio tolerance policy lor 

m d e r a b l e  success with regard to both goals. 

siamming. cramming and other unelhical types 0' behavior 
Since its inception, the association has enlorced a Code of 
Ethics. This code centers around eacn members pledge 
"to recognize and uphold their obljgarions to their sub- 
scribers. vendors and the general public to provide qualiiy 
services at reasonable rates under stated terms and 
conditions. to conduct business ethically and with integrity 
and to place customer satislaction foremost in their 
endeavors:' and it empowers the ASCENT Board to act 
upon and enforce these requirements 

ASCENTis pleased to report that working together 
with our members, we continue lo improve our ability to 
proactively address ethical issues. As a result 01 this 
evolving process. 2001 was a "violalion Iree" year. This 
accomplishment is a credit lo both our members and our 
board. As they say "actions speak louder than words." 
This was evident by the actions ot the ASCENT members 
who continued to uphold the Code 01 Ethics in order to 
ensure lair and competitive communications markets lor 
their customers and competitors Equally as important 
were the actions of the Board 01 Directors who acted when 
needed to uphold the association's commitment to the 
highest ethical practices I would like to commend the 
2001 board tor recognizing that slamming and cramming 
continued to be a major problem in the industry. and as a 
result, last year they adopted an addendum to the Code 
01 Ethics that specifically addressed these problems. This 
proved to be a benelicial ddditlon 

anothei "violation tree'. year 

members. A number 01 upgrad 
ASCENTweb site. for example, 

more opportunities to p 

database. New data collection p 
members are more accurately care 
products and services. Accurate. c 

customers. 
ASCENTconlerences continue to be the hallma 

exhibitors and registrants, a number 01 sleps were 
to ensure strong attendance at the 2001 events. E 
hail guest passes were distributed for the first 
exhibitors at the 2001 Spring Conference & E 

stronger attendance from businesses in the immediate 
geographic region, also was implemented fw the first tim 

only passes were offered for sale to the general public. 
As planned, the member and Eonference initiatives 

succeeded in improving member services, protecting our 
loyal membership base, and producing well-anended and 
entertaining conferences. 

Our goal is to continue the success of 2001 and achieve 

Gordon Martin 
Strategic Planning Committee Chairman 
Executive Vice President 
Qwest, Denver, GO 

Gail L. Jones 
ASCENT Ethics commit tee Chair 
Vice President General Manager 
ComoreTel Holdings Ltd.. Omaha, NE 
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Conference 
SCENTS hallmark conferences continued to 

provide Some 01 the hest networking opportuni- A lies in the business dnd showcase the lalest 
technologies and products during 2001 Whether ,iHendees 
were seeking a new market for lheir 5ervIces. ii strategic 
partner, or the lalest infoimaliori on industry advances 
they could find them all at the ASCEA'Tconlerences 

the Marriott Desert Sprinas R e m !  ana Spa iii ciinn!, 
Palm Deserl Attendees enloved Palm Deserts unbeatable 
weather and awe-inspirinc m':u? 'ue!:s. as w?Il as 
more than a dozen incredibly strong presentations from 
Ihe industry's most promine"! carriers on lnternalional 
and Domestlc communicatior S P I V I C ~ S .  Plus ne\".' foi 
2001. the program included a new i iakshop on Enhanced 
VolP Services 

"Partnering for Success" proved lo be an appropriate 
theme for the ASCENT2001 Spring Conlerence & 
Exhibition in Dallas. The ahendees buzzed that despite 
tough times in the industry, l l ie  show was well attended 
and there was an "energy in Ihe abr. Networking oppor- 
tunities abounded both on and oil the packed exhibit 
floor and Ihe educational sessions were rhe most crowded 
in the history of the association conference highlights 
also included an inslghtlul and motivating keynote address 
by lormer Vice President ann Democratic Presidential 
Candidale AI Gore, as well eucil'iig evening events 
sponsored by Sprint and El Paso Global Networks. 

Change continued to be the focus 01 our industry during 
ZOO1 As we started lo plan the summer conference. 
ASCENT evaluated what new programs 11 could oHer to 
locus on business issues and also, provide new oppor- 
lunitles lor our supplier members. The answer was 10 

change the summer carrier forum The result was the 
new Sdmme: Business Forum. l h e  2 t i2-day program 
was held at the Westin Copley Place Hotel in Boston at 
\he end of Jul!r Focusing on "gelling hack lo Ihe basics' 
lo  ride cii! !lie lurbulenr times Ihe program included 
n i i re  lhan a dozen educational x s s o n s .  as well as a 

,%so Enjoyed lhe numerous sights and activities in 
Boston and a memorable niqht dt Fwway Park to see 
t i le Boston Red Sox play Ihc Anaheim Angels. 

Aner wha! Y:ds a very lr%um:iiic fall tor our country. 
ASCENT was foilunate lu eiid the vedr on a high note 
'!wth Ihe lousing Success oi G i l l  Fdll Conference arid 

Kicking the year off was the Winter Carrier Forum at 

elooed supplier talileiop exhibition Attendees 

ASCENT Presjden! Ernie Kelly shows his rock 
siar persona by srnging "Sweer Home Chicago'' 
wiih 1h.e Blues Brcrhers a! Tuesday nighls 
hlo!Oi:r iievue i' i?;ai:do 



Barr the Spnng and Fail Conterences were very successful and in 
,he ASCENT iradirion DO% had packed exhrbrl lloors (piclured here 
is Sprinq sham ir Dailas' 

Exhiljltlon wnich vias held at the Marriott World 
Center in Orlando In November. Exceeding all 
expectations the conference was attended by well 
over 1.600  communication^ protessionals. We were 
thrilled with the tremendous showing. particularly 
given the ditlicuiries inherenl in the teiecom industry 
and the condition of the economy during the last 
quarter of 2001. Kicking off the show. wa5 a standing 
room only keynote presentation presented by torrner 
Senator Bob Dole In addition to the outstanding 
numerous educational Sessions, the evenings were 
filled with lun entertainment events including the 
"Sprinl Speedway" and ASCENT> ,Ao:own Revue 

Ron Harden 
ASCENT Conference Committee Chairman 
Exec,ulive Vice President 
Grande Communications. San Malios. TX 

CL~: igra fu la tms  lo adling Conceprs, Prohlec, DCA. and 
i ; . r , n l ~  reoprenls oi lhe ASCENT S~ecial  Exhibitor Award 
fg: e.thiDiling at 20 consecblive ASCrYT Conlerences 
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House of Representatives, amrnpa-  

), a staunch defender 

from the hand of our friend 

co-authored the 'Be 
many of the market 

inteL4TA restri&ns for the transmission of da 

advanced services. 

y Other Name ... 
A Bill By Any Other Number 

With the gavel o i t h e  powerful House Corn 
Committee in hand, 
Rep. Dingell. re-inti 
Congress as HR 1542, UleJnternet~heedom 

the bill number and date 

hearings, a schedul 
optic cable was  set.^ 
the bill was the subject of a full committee hearing, referred 
to the Telecommunications Sub-Committee for a hearing 
and mark-up and reported out to the full Commerce 
Committee. Two weeks later during a mark-up by the 
Commerce Committee, me true contentious nature 01 the 
bill w e  'Bye ro-competition amendment, olfered 
by Reps. tuther and Wilson, dealing with line sharing 
was met with an evenly divided vote. Wielding the rule of 
the Chair. Rep. Tauzin defeated the measure. 

Glimmers of Hope, Signs of Reason 
Recognizing that this complex bill was dangerous to 

competition and that the Commerce Committee Chmman 
was relentless in his eHorts to bring Ihe bill ~ r p  for a vote, 
 rep^ Sensenbrenner (R-WI) sought to assert jurisdiction 
by asking Leadership to refer the bill lo Judiciarv 10' com 
sideration. Having won the lurisdiction argument. the h;ll 
was sent to the Judiciary Committee in early June l a  a 
hearing, tollowed by a mark-up and subsequently Reported 
Unlavorably. a clear signal that this bill was anything but 

an easy vote. 
Yet another glimmer 01 hope tor competition came loll ow^ 

ing the bitterly contested presidential election in November 
2000. With the Republicans claiming victory tor the White 
House, and Vice President Cheney as President 01 the 
Senate holding the decisive vote in any tie. the Republicans 
had the narrowest majority possible in the evenly divided 
Senate. However, their majority status was short-lived. 
Sen. Jeffords' (VT) detection lrom the Republican Party to 
become an Independent gave the malority to the Demmars 
This fortuitous turn of events emerged as a life line for 
the legislative agenda 01 the competitive industry as the 
shin in power led to the Senate Commerce Committee 
being chaired by Sen. Fritz Hollings (D-SC) a long time 
advocate tor the competitive industry and a likely firewall 
against any Tauzin-Dingell like legislation being considered 
by the Senate. 

Due to aggressive end 01 the year lobbying by ASCENT 
and other opponents of HR 1542. what seemed to he an 
imminent vote on the bill in late December was delayed 
until March 2002. A brief respite from the battle to preserve 
competition. a battle that will unquestionably continue lo 
be waged in 2002. For its part, ASCENT will forge ahead 
in this and the many legislative battles to come. 

Shirish La1 
Legislative 8 Regulatory Committee Chairman 
President and Founder 
Vista Telecom Group Austin TX 



Federal Affairs 

SCENT was once again highly active on behalf 
Of its members in 2001 both before the Federal 
Communications Commission and in the Federal 

Appellate Courts With the goal of participating in all pro 
ceedings before the FCC which directly imoact competitive 
opportunities lor 11s members ASCENT inade nearly 100 
filings in roughly 50 proceedings betore the FCC in 2001 
ASCENTalso initiated or joined in nedrly two dozen appeals 
01 FCC orders in tederal appellate courts throughout the 
Nation as well as belore the U S  Supreme Court supporl 
ing those FCC actions which benefited and challenging 
those FCC actions which adversely impacted, its members 

In-region, InterlATA Authority: ASCENTcontinued to 
oppose premature enlry by Bell Operating Companies Into 
the in-region. interLATA market. In conjunction with other 
competitive service providers. ASCENT was SuccesstuI in 
forcing the withdrawal of a number of entry applications. 
Where applications were granted, ASCENT helped secure 
critical pro-competitive concessions, including reduced 
prices for unbundled network access and discounted 
resale of DSL services. ASCENTinitiated or joined in a 
number of appeals 01 premature FCC grants of in-region. 
interLATA authority 

H Advanced Services Resale: ASCENTled the tight to 
compel discounted resale of digital subscriber line services. 
ASCENT appealed and persuaded the Court lo overturn 
an FCC order which allowed incumbent local exchange 
carriers lo avoid their DSL resale obligations by using 
slructurally-separate afliliates to provide DSL services 
ASCENT used the Section 271 application process to 
secure resale 01 DSL services in conjunction with resold 
voice lines and loined in the fight to expand DSL resale 
opportunities to carriers making us2 of the UNE-Platform 
to provide voice service. And ASCENT spearheaded 
challenyes to incumbent LEC etlorts to avoid DSL resale by 

;;miling their DSL offerings lo wholesale or bundled services. 
f0:cinQ the initiation by the FCC of a proceeding to address 

resale of DSL Services ASCENTalso continued to advo- 
cate wholesale dnd unbundled access to cable modem 
Seivices and the facilities used to provide those services. 

12 



CLEC Access Charges: ASCENTwas active in the 
S,~;C~SSIUI ~ . t l i  r i  to t7lock large interexchange carriers lrom 
urilalerall) el rs,ny to exchange lraHic with cornpetitwe 
10. al i?xi.na,igc cai iers clr to pay competitive LEC access 
ct,arges de.?nec b i  the large interexchange carriers to 
b i ~  excehsiue .hie dt the same time capping competitive 
LF C zi~c,es-, cnarges at reasonable levels ASCENT is 
piirticlpdtirlii 11, Ilit' lelense of these FCC holdings in 
swerdl ce', J I ~  g dpr'eliale actions. 

Unbundled Network Elements: ASCENT was a 
restrictions on the availability 01 
an0 to preserve and expand the 
orn- participaling in proceedings 
Delore the FCC and in the 

is Also before the FCC and Ihe 
ASCENT opposed restrictions 

,,e:w(.ri( ,?iE,,e uding restrictlons imposed on the use 
iii +n! a r c ?  : F X ! % W X  , i l k s  ASCENTluriher defenaed. 
ar i sough! :J +':iria'~'':e cost-oased FCC Dricing guidelines 
fg UNE . a: 3 :Fw rK ar;terconqection. opposing eflorts 
to nll,iic' ub>F '2 

' ( 1  ~n i s i o r  #In  the USE Of unbundled 

Local Camperition: ASCENTpned witt. other Industry 
pa'ticipaAs n . ,m:Klrq 10 preserve as well as to enhance 

I ,~ l l oca l~on  and line sharing mandates. 
rcllate remand at the FCC and again 
4ppellate Courts. ASCENT sought 

br'oru I ~ E  ; ,ZL '  : ~ >  p'esewe incumbent LEC: reciprocal 
c r  npr- la :  ir, :i.y- zr!  oslqations on Internet-bound 
trsilic arC ,: ir'.,!i sir ers in challenging on appeal undue 
lirr ,latior: i ~ - . ~ r c e d  :< the Commission on such payments. 
A-CEN-c n! i;ec $0 oopoie premature relaxation 01 
re.,uldtory i .  .nclranl: on fncumbent LEC serwce provision. 
a i  well < b  ~tf:.It I ?  circumvent incumbent LEC non- 
dt?:ri->ir dtl. n -e'lu!rements 

lnterexchange Services: ASCENT participated actively 
lr, 'ne f o l ~ ~ l : ~  a i  or ( 1 1  anc! ,meed.  dralted. the North 
4 r ~ ~ c a i ~  P J ~ i r  b 8 1 i r ~  Councils recommenaation that the 
F! '5 ~ e i l s t  it rf 'o,!i  to require switchless resale carriers 

;c WDI: y !niougnout the)r servtce areas, one 
F '  ,ow ificatlon :odes relieving mdlvidual 

suuictlles, r r + j  c i,i,iers (11 holidreds 01 thousands 11 not 
m i ~ ~ o n s ,  i f  i:oisar, 1 1  deployment costs Before the FCC 

'>.pellate Courts, ASCENT opposed 
:'tw@iiity to incumbent LECs in pricing 
5 mell as relaxation of regulatory  over^ 

 SI^ ~ I !  c '  n w i ~ f ~ , r i t  I.€: provlsiorl of special access services. 
A X E V ' s : ' . p  v!w -neasgreh designed to drlve both 

cr'is charges and PIC change charges 
,u\.<ro m:il ,P r m s e l  mcurnbenl LEC efrons lo dlstort 

:1c and i i islomer proprietary network 

4". 

iT 

Prepaid Services: ASCENT successfully worked to 
relieve switch-based resale carriers 01 their obligation to 
track. and directly Compensate payphone service providers 
for. Payphone-originated toll free and access code calls. 
In cOnjunction with others. ASCENT successfully blocked 
network.based lXCs from charging SBRs for all calls that 
tranSit their witches. including calls whch are not completed 
lo the called panies and hence which generate no revenues 
ASCENTalso persuaded the FCC to relieve resale carriers 
trom any obligation to compensate PSPs for MIIS completed 
during the initial year of the Cornmisston's payphone com- 
pensation regime. ASCENT has been active in defending 
several appeals of FCC payphone compensation orders 

Wireless Number Portability: ASCENT was one of 
only a small handlul of industry participants to oppose 
eHOrtS to relieve facilities-based wireless carriers of their 
obligation to implement wireless service provider number 
portability before year-end 2002. 

Universal Service: ASCENTsought to introduce greater 
equity into the universal service contribution mechanism. 
successtully advocating reforms which lessened the con- 
tribulion burden on carriers with declining revenues and 
allocating a larger share of the contribution burden to BOCs 
newly entering the in-region. interLATA market. 

Carrier Transactions: ASCENT successfully argued 
for relaxation of regulatory burdens associated with sales 
of customer accounts, as well as mergers and acquisitions 
involving smaller carriers. but advocated retention 01 FCC 
oversight 01 transactions involving incumbent LECs and 
network-based IXCs. ASCENT also argued for strict 
enforcement 01 conditions previously Imposed on mergers 
among large Incumbent LECs. 

Numbering Resources: ASCENT opposed efforts to 
impiernent a market-based allocation system lor numbering 
resources. an initiative which would require carriers to bid 
for and pay lor such resources 

Charles C. Hunter 
ASCENT General Counsel 
Partner 
Hunter Communications Law Group, Washington, DC 
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~~ ASCENT in the States 
SCENTS state regulatory program continues 10 

focus on member representation. compliance. A and member information ASCENTadvocated 
~~ ~~ ~ pro-competitive positions in support of member interests 

before state regulators and legislators through 175 filings 
in 37 states. ASCENT maintained active involvement with 
the National Asscciation 01 Regulator Utilities Commissioners 
(NARUC). through presentations and participation at 
NAAUC meetings. And ASCENTconlinued its involvement 
in state industry coalitions on a number 01 initiatives. 
Regulatory compliance represented a growing area 01 
concenlration for ASCENT as the Association prepared 
110 compliance advisories in 2001, designed to enable 
members to keep abreast of changes in state regulatory 
obligations ASCENTS web site was redesigned to give 
members more timely access to ASCENTstate filings 

regulatory calendars, and monthly reports continued l o  
serve as vehicles for keeping members informed of State 
regulatory activity. 

i 
* - and compliance information. Infotrack, member bulletins, 

A Year of Change 
The turning of another page in the ongoing teleCOmmUn1- 
caiions competition saga last year revealed a disturbing 
series 01 events By mid~year. lewer competitive players 
could sustain state regulatory battles. while incumbents 
gained a foothold in several key areas Favorable interLATA 
market entry endorsements were rendered in no less 
ihan eight states And the FCC's seemingly laissez-faire 
approach toward the Regional Bell Operating Companies 
(RBOC) became more evident. causing growing concern 
over potential dilution of state regulatory authority. There 
were some bright spots including significanl reductions in 
unbundled network element rates in a tew key states and 
the passage of one of the nation's most pro-competitive 

victory in Illinois. where Ameritech's contract termination 
penalties were lound unlawfu!. Many states focused on 
stringent incumbent post-interlATA market entry perlormance 
aswance plans. Regulators and legislators in a few stales 

pieces 01 legislation in Illinois. ASCENTscored a significant 
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:, c x s i d e  ei s'ru::urallv separating incumbents' whole- 
sa:? a r m  re;,iiI xx ra l i ons ,  although no decisive action was 
l a w n  4170 ' i i j t n r i d  RBOC operations support systems 
10';s: iesti.-:> ' 0'11in led in earnest. as test results rernair 
thf liridl ,,E. e 0: .!;de interLATA market entry recommer- 
da on', * I  r , ~ a r  ', ? ::3zen States 

A Regulatory Look Back 
RBOC InterLATA Market Entry RBOC irterlATA market 

en,-y .~o"i ir   it^,.^ i l i tntion more than any other issue. At 
h ; t  20 :.!c'?? + ricrease ot ten states lrom 2000 ~ 

w f ' e  mcacr-- l  ~ m':e amecl of evaluating the incumbents 
y More than hall of those states i e f e  

I X C  les!ing and the developmenl ot 
ATF, market entry performance 

a i  Jr,.i i . : i' . .', ;CENTipposed premature RBOC 
LATC r. i r k $ : :  ,i'm,ry !n those proceedmgs. 

If UNE Prmi i n 3  anc Availability Unouidled network e l e  
m( q! U:iE ? ,  I i&; i i c i  availability issues closely tollowed 
It!$ St;'mlF ; ! d h  competitors cunlinued to point to 

le, dr'S2 iqcrr2sing UNE ~ Platlorv 
a iloier states engaged in a UNE- 

re, Ire:! prot 'P 11: 9 ASCEN'pned industry coalilions !n 
08.. j t i  1'5 cI? E . I ~ C  'ductions and maintaining broad UNE 
a,,-;ilai,iik. 

Advanced Services ASCENTwas in the forelront 01 
k dim? !'K ~ wwts  ~o their obligations to make advanceo 
st; dices di i , , ;n~i t :  i i ; ,  resale unde' 'anuary and June 2001 

e?.,, b r  ihe District of Cilumbia Circuit 
-)IINI i,icumbent advanced service resale 

3!: ,g;+l:',s 1. . . d i . . ~ e c !  services resale ir:hile Paper 
,:<, , ;: 1; .'I~ 1 1 1  

Structuidl Separation At leas1 ten stales considered 
71 RBOC structural separation through 

li,gtddi,on ASCENTaclively supported reg- 

3blea to nearly halt 01 the Slates 

?r, . ~ 1 3 1 i , . i  itriiclilral separation initiatives. 

n Contract Service Arrangements Threc iiatec considered 
: l , i  1eqaIi:y .,'IC l e e  'If iiiclimbent early Conliact termination 

i *  s n .  Illinois 01: , 2OCO 4SCEl iTcorr .  
" 1  SBC Arneritech's terminstion penalties 

,, .,, - P ... 1: ji.' ;: r:j :: 2 5 ;  Se reduced. 

E Art&-Competit ive Win Backs '-  :' '31' slales ..'?if!!y 
ir and if '  Texas, addressed !he iawiL.1- 

~! '.~'rorti to i t i re former tustorneis back 
zed In South Carolina and Gecfgia 

rn RBOC Regulation Nearly a dozen states undertook 
rulemaking to address RBOC regulation. Arneritech States 
In Particular considered beefed up service quality regda- 
lions in light 01 dismal regional service perlormance. 

H Wholesale Discounts Three states. Massachusetts. 
Minnesota. and Oregon. initiated prmeedings to investigate 
wholesale resale discounts following the Eighth Circuit 
Court of Appeals vacation of Ihe FCC's avoidable cost 
pricing methodology.' At the urging of the competitive 
industry. including ASCENT a decision on wholesale 
discounts was Snelved in Massachusetts. pending federal 
action. Action in Minnesota led to a reduction 01 the 
wholesale discounts to just above 1 7 %  an amount included 
in a proposed Oregon stipulation, opposed by ASCENT. 

rn Regulatory Action ASCENT particlpated in a variety 
of state rules that were considered in 2M)l including service 
termination, carrier to carrier migration guidelines, guide- 
lines for carrier Ireezes, and several slamming and general 
rule making^ 

In the Coming Year 
Further industry turbulence should be expected as many 
key issues including broadband deregulation. UNE pricing. 
UNE availability, and interLATA market entry remain to be 
resolved. Members can continue 10 count on ASCENT 
for state advocacy and information. 

Andrew 0. lsar 
ASCENT Director - State Affairs 
President 
Miller Isar Inc Gig Harbor, WA 

' Lei i iana by ihe United Slales Supreme Cowl  
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ASSOCIATIOS OF CO.MMUNICATIONS ENTERPRISES 
Protecting tbe UNE-Platform 

Key Issues 
October  IO, 2002 

Competition and Innovation: LYE-P has demonstrated a powerful ability to 
bring competitive benefits broadly to the mass market. According to the PACE 
Coalition’s “UNE-P fact Report.” as of June, 2002 approximately 7.7 million 
I i i iss enjoyed competitive choice as result o f  W E - P .  

Tlic P .4CE report also found that 
During 2001. LYE-P was responsible for more than 60% of the g o w t h  in 
conipetitike access lines, twice what i t  had been responsible for in the 
prior year. Because of its speed to market, flexibility and broad 
application, LWE-P has provided the foundation for a new wave of smaller 
entrants with innovative ideas. 

Because subscribers can be reliably and inexpensively migrated between 
the incumbent and ne\\ entrants, UNE-P is ideally suited to support 
conipetilion across a broad range of customers and geogaphic areas. 
W E - P  is only capable o f  extending competition to rural markets, 
however. Z i t  is universally available. 

Capital Expenditures: ,According to a report released October 3, 2002 by the 
Ne\\ Paradi-m Resources Group. competiti\;e telecommunications providers 
dmotcd twice as much capital tu deploying new network infrastructure as 
incumbent camers in response to competition created by the 1996 Telecom Act. 
Competitive providers spent more than S 103 billion on nehvork infrastructure 
between 1996 and 2001 while ILEC spending totaled about S47 billion. 

Facilities-Based (lompetition: UNE-P offers competitive camers a market-entry 
strategy that does i ~ u t  require massive uplront capital expenditures. At the same 
rime, i t  provides a breeding ground for many nebv entrants that ultimately will 
transiiion to a facilities-based strategy as their subscriber base expands and UNE- 
P becomes less economical. 

l n b u n d l e d  Local Switching: L ~ k e  the LINE-Platform in Seneral, dcnllng 
compzritive carriers access to U1.S would create a significant barrier to entry. 
E w  the FCC acLnowledped rhat new entrants “will encounter generally greater 
direct Costs per subscriber (than incumbents) when provisioning their own 
s~v i t ches ,  particularly in the earl! stages of entry when requesting carriers may not 
ha1.e the large number of custonicrs that is necessary to increase their switch 
~LilizatIoii rates significantly.” (Third Report and Order, released 1 1/5/99) 



UNE Pricing: UNE Rates have been established in accordance with the FCC’s 
forward-looking pricing method (TELRIC) under the 1996 Telecommunications 
.Act. UNE rates have been upheld by the U.S. Supreme Court and are consistent 
Xvith data submitted in stale proceedings. We are unaware of any instance in 
which challengers have been able to successfully demonstrate that specific UNE 
rates do not adequately compensate the underlying carrier. 



PROFILE 
- OF 

CAT COMMUNICATIONS INTERNATIONAL, INC. 
DBA "CCI" 

LOCATIOh ROANOKE, VA 

E5iT iBLISHED: 1998 

\ I  4RKETS. CERTFIED AhD OPERATING CURRENTLY 20 STATES WITH 8 
kDDITTONAL STATES PLANNED FOR THE COMING YEAR. 

F \ ]PI  OYEES APPROY. 250 

SI-K\ ICES LOCAL SERVICE &r LOKG DISTANCE PACKAGES 

PRO\ ISIOLLING: RESALE & UNE-P 

SI.,'HSC:RIBERS: WE ANTICIP.4TE E.XCEEDING 100,000 SUBSCRIBERS WITHIN 
THE KEXT I ?  MONTHS 

CC'I ADVAKTAGES: EXTENSlVE CUSTOMER SERVICE. WE REQUIRE NO 
DEPOSITS AND NO CREDIT CHECKS. 



products. 

CIMCO Communications, Inc. 
18W100 22nd Street, Suite 109 
Oakbrook Terrace. IL 601 81 

CIMCO services the Midwest region and currently has 125 
employees. 

CIMCO is a Total Communications Provider providing Local, 
Long Distance, Internet, and Managed Services. CIMCO's 
service offering is differentiated by a comprehensive Personal 
Service Plan which is crafted to meet the ongoing support and 
service needs of our customers. 

CIMCO provides a broad breadth of products. We are a 
facilities- and non-facilities-based provider. We provide local 
services through both resale and UNE-P. 

CIMCO currently has 920 subscribers, the majority of which 
have multiple locations utilizing CIMCO's services. 

Subscribers choose CIMCO over the incumbent carriers 
because our product offerings are broad enough and flexible 
enough to meet their business needs. However, what truly 
differentiates CIMCO from incumbent network operators is our 
comprehensive personal support and service for these 



Cornpan! O\er\ie\\ 

Heddqumered in San Marcos, Teuas, Grande Communications is 
building a state-of-the-art broadband network to homes and small 

Grande 
* *  I O h ,  

businesses in seven markets across Texas. This Texas focus has allowed 
for steady, yet manageable, growth punctuated by a record-setting $233 
million in venture capital funding in 1999, and the acquisitions of 
Thrift. Call ir. NO0 and ClearSource in 2002. 

Small communities and large metro areas alike will have access to a 
fas:er. clearer and more reliable fiber-optic network that will deliver 
high-speed tnternet access, local and long-distance telephone and cable 
television services. Crande has secured more than 40 franchise 
agreements with municipalities among seven Texas markets Austin, San 
Marcos, San Antonio, U’aco, Corpus Christi, Midland and Odessa. 

Grande is one of only a few broadband service companies in the nation 
to emplov “fiber-to-the-curb” technology, which installs fiber to no 
more than 2 1  homes at a time, rather than up to 500 homes connected by 
other local network providers. This allows for faster Internet connections 
and greater download capability. 

Grande sets a new standard for customer service in the broadband 
delivery industry. The company is committed to customers through a 
value system founded on respect, honesty. commitment and a 
Lvillinness to have fun. Despite competition from select 
telecommunication giants, Grande continues to build customer loyalty 
through innovati\,e products and exceptional customer care. The 
company’s bundled service offering is the convenient choice for 
customers who &ant one call for service. No other company in Texas 
bundles a11 three Inremet, phone and cable broadband services. 

Grande’s wholesale division, Grande Networks, is one of the most active 
and accomplished in the country, managing more than  one billion 
minutes of relephone and data traffic each month. Built from the ground 
u p  in  Central Texas with more than a decade of success, Grande 
Netivorks serves :he nation’s largest phone and dara companies and 
other business customers. 

Crande’s comniitiiient goes beyond its service offerings to its residential 
and wholesale customers; it also estends to the communities i t  serves. 
Before Grande e \ ~ s r  began building broadband network, it built an 
internal culture ot’volunteerism and community service. The Passion 
and Commitment Lnvestmenl Club is an employee-giving progam that 
supports groiips and organizations meeting basic human needs - food, 
shelter. clorhing, health ~ and bridging the digital divide. More than 50 
percent of  Grande’s employees are members and participate by giving 
their time a n d  money to the employee-run progam,  which has raised 
more than S700.000 to non-profit organizations across Texas. 



Granite Communications 
2 Adams Place 
Quincy, Massachusetts 02169 

Granite Telecommunications is a Competitive Local Exchange 
Carrier (CLEC) based in Quincy, Massachusetts. 

The company provides local and long distance service to small and 
medium sized companies throughout the eastern seaboard. 

The headquarters and Operations Center is in Quincy, 
Massachusetts with sales offices in Quincy, New York and Atlanta. 
Offices will be opening soon in New Hampshire and Rhode Island. 

Granite provides customers with a straight discount off the 
incumbent phone carrier with no complicated pricing plan; just a flat 
percent off of standard rates. 

The company currently has 65 employees with plans to grow to over 
IO0 by 1Q03. 

The Granite team is dedicated to providing the highest quality local 
and long distance phone service. 

The back office operating system features electronic bonding with 
the incumbent phone carriers using the UNE-P platform. 

The company is owned and run by its' employees, all of whom are 
seasoned telecom veterans with over a century of combined 
experience in the telecom industry. Unlike virtually every other 
phone company today, Granite has no (zero) debt and feels very 
confident in its' claim of being rock-solid. 



HomiscoNoicenet 
99 Washington Street 
Melrose, Massachusetts 02176 

Founded in 1981, HomiscoNoiceNet designs 
integrated turnkey telecommunication systems 
for Unix and Window NT platforms. 

customer service and 
technical suport, 7 days 
a week, 24 hours a 
day. 
With over 20 years experience in the 
telecommunications industry, 
HorniscoNoiceNet can provide additional 
assistance with marketing 
and practical business support. 



LD.WI ‘Telecommunications 
8801 Condnt S I ,  Hamtramck, MI 4821 1 

3 1 ;-S-3-5500 n \bw Idnii coni IfinefrockOldml.com 

- LI )\I1 Teiecommunication~ is an Integrated Comrnunicatlons Provider (ICP) 
ht,idquanered in the Detroit area in Hamtramck, MI 

Egunded rrn vears a<o bv Jerrv Finefrock; CEO is Patrick O’Learv 
c Tnitial capital came from Finefrock & his mother re-mortgaging their homes 
c, From the beginning: a facilities-based long-distance carrier 
c Has grown to Jbout SI00 million of annual revenue 
i Is now the Iarvest -, relecom carrier headquartered in Michigan 
c: Scrves long-distance customers throu_eliout the Midwest - but 75% of company’s 

revenues are derived from Michigan. 
Backed bv these VC’s PNC Equity Management; Primus Venture Partners; CID 
Equi ty  Partners; Wind Point Partners (among others) 
LDMl is the most successful telecom company these VCs manage 
Best management team in the business; lowest attrition; best back-office systems 

c 

o 
c: 

&stonier commitment and Michican ceoqraphic coveraee 
3 Serves both business and residence: focus is on business customers: 

Small husiness is the overlooked customer seapent 
Small husiness growth is the economic driver of the  entire economy 

5 

c 
Long-distance. serves every eschange in Michigan, both Bell & Independent 
Local: serves everv hnieritech eschange in Michigan (few i f  ANY other CLECs 
in  Vic,ligan do  that) 

g!: LDh1[ Finmcial Philosop!lv 
3 

c: 
The great majonry oCCLECs have gone bankrupt 
The pr:ncipal reason for CLEC bankruptcy has been huge investments in  network 
build-outs, in a d u n c c  of sufficient customer line (CLEC) penetration 
LDMl did NOT over-invest; LDMI did NOT over-spend 
LDhll: EBlTDA-positi\>e for the last eight quarters 
LDMl uti!izes the “smart build“ strategy: Grow first with UNE-P, then convert to 
facilitii-i-bace~ CLEC opera:ion in those wire centers which have reached 
economic cross-over 

c 
s 
c 

- ~- If .~ Ihe FCC Eliminates Business L~3E-P 
c Eliminating LYE-P will punish a company (LDMI) that has followed exactly the 

correc’ ?cononiic strategy to cost-effec!ively invest and grow to provide local 
[cisphone service to hundreds of thousands of customers 
Eliminating LYE-P \vi11 punish the customer segment (Small Business) that is 
most in need of major savings in [heir local telephone expenses. 
Eimimic:  CUE-? wi l i  punish customers in the more rural areas, who are now 
enjoying major local phone sa\ings, but for whom facilities-based local will not 
arrive fgr many years, if e\.er 

z 

: 

http://IfinefrockOldml.com


Lightgear Communications 
1901 Eastpoint Parkway 

Louisvi l le ,  Kk' 40223 

Srr\icc.> Ollered- Lightycar is a competitive reseller of communication services and provides a "one- 
>iiip h i F "  - ;~lut ion for 3 host of telecom products. Services include: Dedicated Access long distance, 
\\\ i l j  h t  d .*;Less long distance. Frame Relay. Local Phone service (UNE-P & Total Service Resale), Calling 

, c ' i i .  P. ~ ' .;A j Xnal>sis Billing Software for a s t o m i z e d  billing reports, Mulrimedia conferencing semices. 
3nd  ' > e  wr: marketing s e n x e s  for organizations who wish to sell customized calling cards and telecom 

1 

I ~ . . .  , , {i'  Y, l r~<,ni i ide Internet access (dial-up and dedicated access), Web  page hosting and development 

il, ~ e i r  mcmbers. 

Uiinilwr . , I  Employees- Founded in 1993. Lightyear currently has 165 employses and an independent 
:i.,rr' 'v. '! n , hannel of 400 authorized Lightyear Agents. 

\Io& of lkliver!- Resale through and independent distribution channel of Authorized Agents 

(;cocrapliir V a r k e t s  Served- The Lightyear L:NE-P produc t  offering presently serves customers in the 
j tJ!c. :,I' l ! l ! no i s .  Kentucky, Tennessee. N i r t n  Carolina, South Carolina, Georgia, Florida, Alabama, 

A l l  other Lightyear products, aside from W E - P .  are offered 
'h!citt~I; i i ~ i  ti:e cunti i iental United Stares 

Yurnbcr ;it Suhscrihers- 
: m ) i t  

~ i!,p 

Reawn,  w h w r i h e r s  Select Lightyear Over Incumben t  Carriers- Better customer service, all telecom 
.r: v.. L". hil:cd on iinglr in\oice. better price relationship and support from their Lightyear Agent. 
2 1 %  b ~ i i s  i eJ  \.. i ih thetr RBOC, provides alternative for customers who are dissatisfied with RBOC due to lack 
, ) I  i a ' r i : ;  >1ii>ons~ 

I.radin:: Hack-Office in the Industry- Lightyear's history in the communication business provides a rich 
i t g x  . i' op-flishl customer service. Lightyear bills 130,000 consumers and businesses on an integrated bi l l  
)!1~!1 !c multiple services, each month. 3nd operates a ?%hour, seven days a week customer service 
I:sr!tc : iGh!.;ear's Port31 Plus billing and client care system provides the Lightyear Agent Partners with a 
JI:L,C i W A  into the entire lifecycle of 3 customer's account. This combined ujith pre- and post-sale 
cnsii-1 x ~ r . ?  -upport: project management. onsoing Agent training and sales support provide our clients wlth 
, ) t , :< t ,  ii(.;i..g ~.:Iccomunications solutioni to _mou their business. 

O u r  \chiebements- In 1998, Lighyear (formcrly UniDial) \vas #I9 o n  WC. magazine's l i s t  of fastest 
g i > n  NI: y I \ J t c .  companlcs in America. Lighlyex's President and CEO, J .  Sheman Henderson. In, has led 

> .A 3 three-iem Prciilient of  i h e  ~Icl~coinmunicat tons Resellers Association, and was named one 
'if :k Ttrp 3 Most Influential People in the relecom Industry" by Phone+ magazine. Lightyear is a 
:?ri'i 3: i t .  t,eI\; company. 

I'arlilcr C ui11panics- Lightyear works with >e\ cral partnsr companies who provide products and services 
131 U I ~  i i \ i o i r i e r i  Bcst ofa l l ,  Lightyear's customers will derive the cost benefits of multiple carricrs and 

>rron:L rcla:lt\?ships w i t h  snms of the biggest names in telecoinmunications, including: WorldCom, Sprint, 

p111 i.ouisinna. Texas. and California 

Lightyear s u v e s  more than 130,000 customers resulting in %I34 Million in 
~~~':cnuc'. The present total number of I~1NE-P p r o d u c t  subscribers is 1,000 customers who utilize 

i!aciry. \\ith the most comprehensive customer service in the Industry. Lightyear I S  proud to have 

E~c ' l5 ,~u th .  Vcriron. to name 3 fsiv 



VarTec Telecom, Inc. 
1600 Viceroy Drive 
Dallas, Texas 75235 

From its humble beginnings in Lancaster, Texas in 1989, VarTec 
Telecom, Inc. has built a profitable multibillion-dollar business 
providing innovative and affordable communications products to 
rwdential and corporate consumers, as well as wholesale 
markets. It is in the consumer market space, in particular, that 
barTec has distinguished itself. 

A pioneer of dial-around service in the United States, Dallas- 
based VarTec is now a world-class telecommunications provider 
offering services to customers in six countries in North America 
anc Europe. The company has expanded its range of product 
offerings to include local, long distance, voice and data 
enhancements. VarTec recently acquired Excel 
Telecommunications, Inc., with the result that network marketing 
has been added to VarTec’s existing distribution channels, which 
lriclilde telemarketing and direct marketing. 

I r i  ‘999, VarTec began a state-by-state launch of its highly 
competitive local service offering, which bundles local, long 
distance and local features. VarTec is currently certified to provide 
local service in all 50 states and the District of Columbia. Between 
LarTec and Excel, the company provides local service using 
LNE-P to over 100,000 residential local customers in over 3,600 
end offices, which span 32 states. 



Z-Tel Communications, Inc. 
631 S. Harbour Island Boulevard, #220 
Tampa, Florida 33602 

b 

b 

Leading UNE-P-based services provider headquartered in 
Tampa, Florida. 

925 Employees with $41 K annual average salary. 

Founded in 1998 & public since December 1999 (Nasdaq: 
ZTEL). 

200,000 current residential lines in service in 46 states. 

Key partner behind The NeighborhoodTM built by MCI. 

$250MM annual revenue, 52% gross margin. 

EBITDA positive wl minimal debt. 

Innovation: unique Internet-accessible calling and messaging 
features. 

The Future: voice recognition dialing, personal and 
organizational directories. 


