SOUTHWESTERN BELL TELEPHONE COMEPANY TARIFF F.C.C. NO. 73
2nd Revised Page 38-13.1
Cancels 1st Revised Page 39-13.1

ACCESS SERVICE

38. Managed Value Plan {MVP) {(Cont’d)

38.3 MVP Terms and Conditions {Cont’d)

{3} MVP Service Leve]l Assurance {MVP-SLA} Parameters (Cont’d)

(2) MVP-SLA Level 1 {(Cont’d)

(a) Description (Cont’d}

At the end of a quarter, the customer’s circuics in
sarvice, circuit installations, and circuit trouble
tickets will be calculated for the guarter. If an MVP
customer doms not meet the minimum requirements to
gqualify for a particular service under the MVP-SLA
service performance terma, the ¢alculation of the totel
points earned will be as shown in 38.3(G) (2} (k). }

(M)
{(T)
{m

(N)

A Bervice-perforwance target has been established for
gach of the nine MVP Level 1 Service Asgurance
performance measures for each year of the MVP term,
opecified in Table 1.0.

TTR<3 Hoursy FF oTH
DS1 I pDs l VG 051 IDDS I vo D&Y ops va

YR1 a.50% T1.0% E2.5%}F13.50% 18.0% 15.0% |90 00% @D.6% BG.

YR2 | 82.50% 70.0% AB.0%[12.70% 18.0% 14.0% 05 00% 06.9% J6.9%
YR3 [RG.00N 30.0% 68.0% | +2.00% 14.5% 13.0%10580% 97.2% 987.1%
YR JB7T.00% 82 0% BRO%|11.30% 13.5% t2.5%[96.20% 87 5% 07.5%
YRS | 48.00% 83 0% 700%]10.60% 13.0% 12.0% |85 70% O7.7% R7.7%

Table 1 ¢ (&]

‘Wouptomers participating in MVP prior to June B, 2002 are not reguired to meet the (M}
Minimam In-Service Requirement, the Minimum Installation Reguirement, or the (N}
Minimum Trouble Ticket Requirement. (1:3]

Certain material appearing on this page previously appeared on 3rd Rsvised
Page 38-13.

{This page filed under Transmittal No. 2B99)

Iesued: May 24, 2002 Effective: June B, 2002

One Bell Plaza, Dallaz, Texas 75202




SOUTHWESTERN BELL TELEPHONE COMPANY TARIFP P.C.C. NO. 73
4th Revised Page 38-14
cancels 3rd Revised Page 38-14

ACCESS SERVICE

38 Managed value Plan (MVP) (Cont’4d]

36.3 MVP Terms and Conditions (Cont’d)

{G) MVP Service Level Assurance (MVP-SEA) Parameters (Cont‘d)

{2} MVP-SLA Level 1 (Cont’'d)

{a) Description (Cont'd)

Service performance in each of the service categories
will be averaged for each MVP customer by guarter arnd by
year throughout the life of the MVP agreement. Theee
pervice averages will then be used in the following

Level 1 Service Assurance calculation to determina (1)
whethar or not the 1% Level 1 Service Quality Assurance 1)
credit is applicable to the MVP subscriber for a given

year.

(b} calculation

At the conclusicn of each MVP Agreement vear, the 12-

month averages for each measured service component will

be compared to its corresponding target in Table 1.0,

For those service components that meet or exceed this

targer, a point value will be assigned for each guarter

and for the end of year. DS1 gervices will be valued at

three pointa, DDS services at 2 points and VG services

at one peint. For service performance belew the

benchmark, no points will be awarded. If, during a (130}
gquarter, an MVP-SLA qualified pervice im not eligible

due to the failure to meet cne of the minimum

requirements ag identified in 38.3(G) (2) (a) the

corresponding point value for that particular gqualified

service will be assigned for that quarter.*’ Ae (N)
illustrated in Table 2.0, the maximum poesible annual

score {quarterly and annual totals combined) is 144

points.

_|__fl!L Q2 Q3 fu_r_ TOTAL| TOTAL
TIRIEF lote [rqrivyrlFe joTP [TOY|ITTRIFF [oTR ITOT[TTRIFF lOTP YOT] YEAR

DS1 3 3 3 ¢33 3 3 |3 33 |13 3 3 9 38 72
DDS 2 2 2 8|2 2 2 e€}l2 2 2 #8)2 2 2 8 24 48
VG 1.1 311 1 1 3L 1 1 - 3 e T S | 3 12
frotal 181 18 ] 18 ] 18] 17 ot
Table 2.0
“eustomers participating in MVP prior to June 8, 2002 are not reguired to mset the (N)
Minimum In-Service Reguirement, the Minimum Installation Reguiremept, or the {N}
Minimum Tzrouble Ticket Requirement . (N}
{Thi= page filed under Transmittal No. 2899}
Issued: May 24, 2002 Bifective: June 8, 2002

Cne Bell Plaza, Dallas, Texas 75202




SOUTHWESTERN BELI. TELEPHONE COMPANY TARIFF F.C.C. NO. 73
1st Revised Page 38-14.1
Cancels Original Page 38-14.1

ACCESS SERVICE

38. Managed Value Plan (MVP) (Cont’d)}

38.3 MVP Terms and Conditicns {Cont’d)

(x)

{x)
()

(x}

{x}

(x)

X Issved under authority of Special Permission Mo. 02-052 of the F.C.C. in
order to restore currently effectjve provisions and to withdraw material
filed under Transmittal Ne. 2883 without becoming effective.

{This page filed under Transmittal No. 2882)

Issued: April 5, 2002 Effective: April 10, 2002

One Bell Plaza, Dallas, Texas 75202




FOUTHWESTERN BELL TELEPHONE COMPANY TARIFF F.C.C. RO. 73
ath Revised Page 38-15
Cangels 2rd Revised Page 38-15

ACCESS SERVICE

38. Managed Value Plan (MVP) (Cont’'d)

3§.3 MVP Termg and Conditiona (Cont’d)

(G) MVP Service Level Assurance (MVP-SLA) Parameters (Cont'd)

(2) MVP-SLA Level 1 (Conk‘d)

{b) Calculation {(Cont'd)
Any combined total guarterly and annual score greater

than or equal to 104 peints will be considered as &
reflective of a high overall service gquality for any
given year and no Level 1 Quality Agsurance credit will ()
be applicable., Combined scores of less than 104 points
will result in the application of the additional 1%
Level 1 §ervice Quality Assurance credit as set forth in (T}
Secklion 3B.3(B){4), preceding, {T}
The followirng example illustrates how guarterly and end-
of-year results will be used to determine whether or not
a Level 1 credit is applicabla. {T)
: T )R- T (=)
DMOQ 1Q PTS 2Q PTS M | P13 ] 4 P18 AVG | PTS
DS1-OTP 99.03%! 3 lee09%l 3 i5788%] 3 1o798%F 2 88.27%) 12
350 DIG-OTP -  1O8.04%) 2 o7.88%| 2 97.99% 2 0B.00%} 2 87.97% 8
i%‘ve-bﬂ’f 19953%] 1 ioeos%| 1 |97.07%| 1 [eaiin| 1 84T%] 4
DS1-FF_ e - | 158, @ 1420%]| © 1348%] 2 12.02%! 3 1383%! ¢
SO BISFF - 12048%; 0 12217%| 0 [H86%| 0 [2021%] 0 21.18%) 0
D50 VG-FF 1316%) 1 [14.46%| 7 B87%| 0 [1634%] O 1571%) ©
IDS:-TTR<Y "t T8 8212%] J |80BB%| 3 [@200%) 3 (BSOA%: 3 8251%1 12
DSODIG-TTR<3 - T1: 6854%| O [T150%] 2 Ivi04%] 2 [7300% 2 T.35%] 2
VG-TTR<3 ] J4R] 1 [GABR] 1 Je4dR] 71 |63ds%] 1 6475%] 4 |
TOTAL. ' § i1 v 13- 1 . 41 1. 15 =4 .+ . 48 |= 102
' In the above example, the customer would receive a 1%
Level 1 Quality Assurance cradit. (T}
{(This page filed under Transmittal No. 2899)
Issyed: May 24, 2002 Effective: June 8, 2002

One Bell Plaza, Dallas, Texas 75202




SOUTHWESTERN BELL TELEPHONE COMPANY TARIFF F.C_.C. NO. 73
1st Revised Page 38-15.1
Cancels Original Page 38-15.1

ACCESS SERVICE

38. Managed Value Plan (MVP)} (Cont’d)

39.3 MVP Terms and Conditions (Cont‘d)

{G) MVP Service Level Assurance {MVP-SLA) Parameaters (Cont’d)

x Issued under authority of Special Permission No. 02-052 of the F.C.C. in
order to restore currently effective provisions and to withdraw material
filed under Transmittal No. 2883 without becoming effactive.

{This page filed under Transmittal No. 2892)

Issued: April 8, 2002 Effective: April 10, 2002

One Bell Plaza, Dallasa, Texas 75202
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SOUTHWESTERN BELL TELEPHONE COMPANY TARIFF F.C.C. NO. 73
4th Revised Page 18-16
Cancels 3rd Revised Page 38-16

ACCEES SERVICE

38. Managed value Plan (MVP] (Cont‘d}

38.3 MVP Terms and Conditions {Cont’d}

(@) MVP Service Level Assurance (MVP-SLA) Parameters (Cont’d)

{3) MVP-SLA Level 2

{a) Description

The Level 2 Service Quality Assurance offers an {T)
additional 1% credit in addition to the 1% Level 1 {T)
Seyvice Quality credit, previously described,

MyP-SLA Level 2 Discounts are applicable to the
following qualified service:

* High Capacity Sarvice - Section 7.3.10

The minimum requirements identified in Section (M)
38.3(G} (2} {a), preceding, are also reguired for (N)
gqualification for potential MVP-SLA Level 2 (N}
digcounts. (N}

Level 2 targets are shown in Table 3.0 following:

TTR<3 FF OTP
YR1 NA NA NA
YR2 NA NA NA
YR3 55.3% 18.6% 62.1%
: YR4 55.3% 18.6% 62.1%
‘ YR5 55.3% 18.6% 82.1%
i
' Table 3.0
' Customers participating in MVP prior to June 8, 2002 are not required to {N)
meet the Minimum In-Service Requirement, the Minimum Installation (R)
Requirement, or the Minimum Trouble Ticket Requirement. {N)

{This page filed un@er Transmittal No. 2893)

Issued: May 24, 2002 Eftective: June 8, 2002

One Bell Plaza, Dallas, Texas 75202




SOUTHWESTERN BEL! TELRPHONE COMPANY TARIFF ¥.C.C. NO. 73
3rd Reviged Page 38-17
Cencels 2nd Revieed Page 38-17

ACCESS SERVICE

kY- Managed Value Plan {MVP)} (Cont‘d)

38.3 MVP Termg and Conditions {(Cent’d)

{(3) MVPE Service Level Assurance {MVP-SLA} (Cont'd)

{b) Calculation

Level 2 Service Quality Assurance is applicable {T)
beginning with results from the third MVP Agreement (T)
year and only comes into play in the event the

Telephone Company fails to perform at the previously
described Level 1 standard (i.e., total combined {7)
guarterly and end-of-year average results less than 104

out of 144 possible points for any given year}. In such

an event, the MVP Agreement year-end average service

meagures for DS1 will also be compared to the targets

set out in Table 3.0. Should any of these measures be

worse than their corresponding Level 2 targets, the (T
additional 1% Level 2 Service Quality Assurance credit T}
w11l be applied for the year preceding.

{H) MVP Annuval True-up Amount {(MATA)

An amnval true-up calculation will be performed after each
anniversary of the MVP Agreement. The MVEP Agnuval True-up Amount
(MATA} provides an opportunity to receive monthly discounts that
were not received bhecause the monthly MARC was not met and/or
the Access Service Ratio was not greater than or equal to 95%.
The customer receives the MATA only if at the time of the annual
true-up process the customer is in compliance with all of the
terms of the MVP Agreement ag stated in 38,3 (B}, preceding.

The MATA is calculated as follows:

Total Annual Total of Monthly Discount
MATA «MVP Commitment - Cradits Received
Discount Amount for the Year

The cuatomer will receive a true-up credit from the Company in

the amount of the MATA, if the customer qualifies as stated
above . )

{This page tiled under Tranamittal No. 2899)

Issued: May 24, 2002 Effective: June B, 2002

One Bell Plaza, Dallas, Texabw 75202




SOUTHWESTERN BELI, TELEPHONE COMPANY TARIFF F.C.C. RO. 73
4th Revised Page 3B-18
Cancels 3rd Revised Page 38-18

ACCESE SERVICE

38. Managed Value Plan {MVF) (Cont’d}

38.31 MVP Terms and Conditions (Cont’d)

(H) MVP Annual True-up Amount (MATA)} (Contrd}

Example 1:

A customar 1s at the end of year 1 of its MVP Agreement. Its
MARC is established at $12 million per the guidelineas in
38,3(C) (1), preceding, and the customer has an Acceas Service
Ratioc of 95.7%, then:

The Total Annual MVP Commitment Discount Amount =
$12 million * 9% = 21.08 million.

The customer exceeded the annnal MARC of $12 million, but
because it did not meet the monthly MARC in one month of the
previcus year, the total credits received for year 1 of the
MVP Agreement =

11 montha * the monthly credit of §,09M = $5.95M.

Then the customer will receive a2 MATA credit equal to
$1.08M - $.99M = $.09M

Example 2:

A customer ig at the end of year 2 of its MVP Agreement. Its
MARC is established at $12 million per the guidelines in

38.3(C) {1), preceding and the customer has an Access Service
Ratioc of 95.7%, then:

The Total Annual MVP Commitment Discount Amount =
$12 million * 11% = $1.32 million.

The customer exceeded the annual MARC of $12 million, but
because it did not meet the monthly MARC in one month of the
previcus year and did not have an Accegs Service Ratio of
greater than or aqual to 95% in anothar month, the total
¢redits received for year 2 of the MVP Agreement = 10 months *
the monthly credit of $.13iM = $1,1M.

Then the customer will receive a MATA credit agual to
$1.32M - $1,1M = $_22M

Any annual true-up credite or adjustments will be applied to
the customer’s bill within eixty (£0) days following the
anniversary of the MVP Agreement.

If the customer fails to achieve MARC or has an Access Service

Retic less than 95% on the anniversary date of the MVP )
Agreement, the customer must choose one of the options

contained in 38.3{I), following.

(This page filed under Transmittal No. 2839)

Issued: May 24, zZoDZ Bffective: June 8, 2002

One Bell Plaza, Dallap, Texap 75202




SOUTHWESTERN BELL TELEFPHONE COMPANY TARIFF F.C.C. NO. 73
3xd Revised Page 38-19
Cancels 2nd Revised Page 38-19

ACCESS SERVICE

38. Managed Value Plan (MVP) (Cont’d)

38.3 MVP Terms and Conditions {(Cont'd)

(I) Failure to Mset Customer Obligations

If the custcmer fails to achieve the Annual MARC or to maintain
an Ag¢cess Service Ratio egqual to or greater than 953, the
customer must chooss from the following options, specific to its
failure:

{1) Failure to Achieve the MARC

if the customer fails to achieve the Apnual MARC for any

MYP plan year, it must comply with either ({aj or (b)

following: N

(a} The customer pays the difference between the Annual
MARC and the actual &nnual Billing; or

(b) The customer terminates its MVP Agreement and pays
Termination Liabilities set forth in 38.3(J),
following.

{2} Failura to Meet the Access Service Ratio

If the customer and ite affiliates fail te have an Access
Service Ratie greater than or egual to 95% on the
anniversary date of the MVP Agreement, the customer must
immediately indicate in writing to the Telephone Company
that it will meet or exceed the 95% Access Ratlo within two
months from the anniversary date. Failure to do so will
causie the MVP Agreement toc be terminated and the customer
and its affiliates will pay the Termination Liability
Charges set forrh in 38.1(J), following.

{This page filed under Transmittal No. 2899)

Issued: May 24, 2002 Effective: June 8, 2002

Cne Bell Plaza, Dallag, Texas 75302
s
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SOUTHWESTERN BELL TELEPHONE COMPANY TARIFF F.C.C. NO. 73
3rd Revised Page 38-20
Cancels 2nd Revised Page 3B-2D

ACCESS SERVICE

36. Managed Value Plan {MVP] (Cont’d})

38.3 MVP Terms and Conditions (Cont’qd)

(J) Termination of an MVP Agreement

If a customer elects tc terminate MVP Agreement prior to its
expiration date, written notification must be provided to the
Telephone Company indicating the customer’s intention to
terminate the agreement. This notification must include the
date upon which the customer wishes to terminate the agreement.

{1) Termination Liability

Upon termination of the MVP Agreemeni, the customer will be
billed a Termination liability charge, with the exception of
MVP Reriewals contained in 38.3(F), preceding, and
Termination of MVP Due to Rate Reductions contained in
38.3{J1(2}, following, equal to:

{a} 100% of all MVP Discounts received during the six (6)
months immediately prior to the date of termination;
plus the following schedule:

(1) If terminated in Year 1, 10% of the MARC for the
remaining portion of Year 1, plus 10% ¢f the
MARCs for the remaining years of the agreement.

(2} If terminated in Year 2, 12.5% of the MARC for the
remaining portion of Year 2, plus 12.5% of the
MARCs for the remaining years of the agreement.

(3) If terminated in Year 3, 12.5% of the MARC for the
remaining portion of Year 3, plus 12.5% of the
MARCs for the remaining years of the agreement.

{4) If terminated in Year 4, 12.5% of the MARC for the
remaining portion of Year 4, plus 12.5% of the MARC
for Year 5.

15} If terminated in Year 5, 10% of the MARC for the
remaining portion of Year 5,

{b) The customer will also be billed for nonrecurring
charges associated with term agreements of 3 or more
years that were walved under the terms of MVP. (x}
® Issued under authority of Special Permission No. 02-052 of the F.C.C, in (x)
order to restore currently effective provisions and to withdraw material
filed under Transmittal No. 2883 without becoming effective.

(This page filed under Transmittal No., 289Z)

Issued: April 9, 2002 Effective: April 10, 2002

One Bell Plazz, Dallas, Texas 75202
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SOUTHWESTERN BELL TELEPRCNE COMPANY

ACCESS SERVICE

38. Managed Value Plan (MVP) (Cont'd}

38.3 MVP Terms and Conditions (Cont'd)

{J} Termination of an MVP Agreement (Cont’d)

(1}

(2}

Termination Lisbility (Cont'd}

Example.

A custcemer requesks termination of an MVP Agreement 3.5

years into the agreement. The customer met the MARC four of

the preceding six months. This custcomer’s Year 3 MARC is
$10.6M and the Year 3 monthly MARC ja $883,333.33., The
termination liability isa:

Credits paid the preceding 6 months =
($883,333.33 * 13%)*2 = $459,333.33

Flus
Remaining MARC for
Year 3 5$5.3M X 12.5% = $662,500
Year 4 MARC $10.6M X 12.5% = 51,325,000
Year 5 MARRC $10.6M X 12.5% = 51,325,000

The customer will pay a Termination Liability of
$3,771,833.33

Termination of MVP Agreement Due to Rate Reductions

If qualified MVP acceas tariff rates are reduced a
cumulative total of 30% from the contract effective date
rates, either party may discontinue MVE, upon sixty (60}
days written notice without incurring MVP termination
liability.

In order to determine if the 30% reduction threshold has

been met or exceeded, the rate reduction percentaye change

for each qualified MVP access rate element is calculated,
thén the weighted average of those pegrcantages (based on
product volumes) ig used as the threshold percentage.

x Iszued under authority of Special Permission No. 02-052 of the F.C.C. in
order to restore currently effective provisions and to withdraw material
filead under Transmittal No. 2883 without becoming effective.

{This page filed under Transmittal No. 2892)
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SOUTHWESTERN BELL TELEPHONE COMPANY

38. Managed Value Plan [MVD)

ACCESS SERVICE

38.3 MVE _Terms and Conditions

{Cont*qd)

(Cont’d)

{(J} Termination of an MVP Agreement

(2}

(Cont'd)

TARIFF F.C.C. NO. 73
2nd Reviged Page 38-21.1
Cancels lst Reviged Page 38-21.1

Termination of MVP Agreement Due t¢ Rate Reductions (Cont'd)

The following exawples show the calculation of the reduction

threshold:
Example 1:
Volume Current Initisl Weighted
Product Volume &% of Total Price Price % Change Average
Product 1 100 17% $ 100 S 140 2%% 5%
Product 2 206 33% $ 138 $ 150 10% 1%
Product 3 300 50% § 83 $ 1558 45% 23%
Total 609 100% $ 320 5 445 283 31%
Example 2:
Volume Current Initial weighted
Product Volume 3% of Total Price Price % Change Average
product 1 100 17% % 100 $ 140 29% 5%
Product 2 200 33% $ 138 $ 150 10% 3%
Product 3 100 17% 5 BS $ 155 45% BY
Total 400 67% $ 330 § 445 28% 16%

{This page filed under Transmittal No. 2899)

Iasued:

May 24,

2002

One Bell Plaza,

pallas,

Etfectlve: June B, 2002

Texas 75202

(N)

{N)




SOUTHWESTERN BELL TELEPHONE COMPANY TARIFF F.C.C. NO, 73

5th Revised Page 38-22
Cancels 4th Revised Page 38-22

ACCESS SERVICE

38. Managed Value Plan (MVP)} (Cont'd)

38,3 MVP Terms and Conditions (Cont’d)

{K) Failure to Maintain Eligibility

IE at any time during the term of the MVP Agreement, the
customer fails to maintain any of the MVP eligibility conditions
specified in 38.3(B), preceding, the Telephone Cowpany reserves
the right to terminate the MVP Agreement upon thirty (30) daya
written notice. In such cases, the Telephone Company will
coneider thig Fallure to Maintain Eligibility as an Early
Termination of the MVP Agreement and thus subject to the
applicability of the Termination Liability epecified in 38.3(J),
preceding.

(L} Right of Succesacxr of an MVP Term Agreement

{T)

If a current MVP customeYr, et any time during the term of

an MVP term agreement, assigns or transfers part or all of (T)
the qualified access gervices identified in Section 38.2

to a unaffiliated customer, one of the following will

apply:

{1} If the current MVP customer (assignor or transfercor)
continues to qualify for MVP with the remaining qualified
access services, but cannot meet its existing MARC, a one-
time adjustment to the MARC will be made pursuant to either
ta), {b}, or (c}.

{a) If the new customer (assignee or transferee} iz not a
current MVP customer and either cannot gualify for MVP
with the new qualified access services assigned or
trangferred or chooses not to subscribe to MVP, the
current MVP cuatomer (assignor or transferor) must pay
termination liability charges as set forth in Section
38.3(J), preceding, for the amount of the MARC
attributable to the qualified atcees mervices assigned
or transferred. If, however, within sixty (60)days
of the assignment or transfer, the new customer
(agsignee or transferee), who must qualify for mvp,

{1} includea all of the asaigned or transferred
services in a new five({5)year MVP term agreement {T)
pursuant to 38.3{C}, as long as MVP is still
available and has not been grandfathered, or

(2) aggumes the remaining wonths of the current
customer’s (assignor or transferor} MVP term {T)
agreement for the assigned or transferred (T)
qualified access services as deseribed in and {T)
pursuant to Section 3B8.3.1(A) following, (T

the Telephone Company will waive termination liability for
the current MVP customar {(mesignor or transferor) on the
portion of the existing MARC attributable to the assigned or
transferred qualified acceass services.

{This page filed under Transmittal No. 3064}

Issued: May 17, 2005 Effective: June 1, 2005

One SBC Piaza, Dallas, Texas 75202




SOUTEWESTERN BELL TRLRPHONE COMPANY TARIFF F.C.C. NO, 73

2nd Revised Page 38-22.1
Cancels lst Revised Page 38-22.1
ACCESS SERVICE

38, Managed Value Plan (MVP) [Cont'd)

38.3 MVP Terms and Conditions (Cont’d)

{L] Right of Successor of an MVP Term Agreement (Cont’d)

(1) (Cont'd}

(b} If the new customer {assignee or trensferee} is a current

MVP customer whose exieting MVP term agreement expires
after the expiration date Gf the curreat MVP customer
{assignor or tranaferor) MVP term zgreement and the new
customer aggignee or tranaferee) chooses not to include
the asslﬁgﬁd or transferred qualified accesa servicea in
its MVP C, or chooges not to assume the remaining MVP
monthe of the asaigned or tranaferred qualified accesa
sexvices, as described in Section 38.3.1(A)following, the
currant MVP custcomar (assignor or transferor) must pay
termination liabilit¥ charges as set forth in Bection
38.3{(J), preceding, for the amount of the MARC
attributable to the gualified access sexrvices assigned or
traneferred. If, however, within sixty (§0)days of the
assignment or transfer, the new customer (assignee or
transferes), who must qualify for MVP,

(1) includes all of the assigned or transferred
qualified acceas services in its current MVP MARC
by increasing its current MARC by the amount of
aualifled access services agsigned or transferred,
or

(z) assumes the remaining months of the current
customer’s (assignor or transferor}) MVP term
agreement for the assigned or transferred

lifled access services as deacribed in Section
8.3.1{(n) following,

the Telephone Company will waive termination liability for
the current MVP customer (assignor or transferorj on the
portion of the existing MARC attributable to the assigned
or transferred qualified access servicea.

gervices included in existing MARC:

Example A: New customer current MARC + Amount of 3ualified
access services assgigned or transferre
a New customers re-established MARC

Current MARC $10M (expirey in Rugust, 2007)+
Services asaigned or transfarred $2M = Re-
eptablished MARC $12M (expires 1in August, 2007)

Services retained as Beparate MVP term agreement for
remaining length of term:

Example B: Current cuvatomer MARC izou expires in Auguat,
2007. Transferred Qualified Access Services
MARC %$10M expires in September, 2006

Customer retain two geparate MVP term agreements
for the duration of both MVP term agreements
with MARC’s of $20M and 510M reepectively.

Example C: Current MARC of $%$20M expires im August, 2007.
Transferrad services C of §5M expires in
September, 2006.

Customer retains two separate MVP term
agreements for the duratiop of the MVE term
agreemente with MARC’s of 520M and $5M
reapectively.

{(This page filed under Transmittal No. 3064}

Igsued: May 17, 2005

Effective: June 1, 1005

One SBC Plaza, Dallas, Texas 75202
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SOUTHWESTERN BELL TELEPHONE COMPANY

TARIFF F.C.C. NO. 73
isc Revised Page 3B-22.2
Cancels Original Page 38-22.2

ACCESS SERVICE

38. HManaged Value Plan {(MVP) (Cont‘d)

38.3 MVP Terma and Conditions [Cont’'d}

{L}

Right of Buccessor of an MVP Term Agreement {(Cont‘d)

{1}

{Cont*d)

(c} If the new customer {assignee or tranaferee) is a
current MVP customer whose existing MVP ferm agreement
expires prior to the expiration date of the current
customer’s (assignor or transferor) MVP term agreement
and the new customer (assignee or transferee} choosea
not to assume the remaining MVP months of the assigned
or transferred qualified access services as described in
Saction 38.3,1(A), the current MVP customer f{assignor or
transferor) must pay termination liability charges as
get forth in Section 3B.3(J), preceding, for the amount
of the MARC actributable to the qualified access
services assigned or transferred.

If, however, within sixty (60) days of the assignment or
tranefer, the new customer (assignee or transferee), who
must gualify for MVP, assumes the remaining months of
.the current c¢ugtomer’s (assignor or transferor} MVP term
agreemént for the assigned or transferred gqualified
access gservices as described in Section 38.3.1(A)
following, the Telephone Company will waive termination
liability for the current MVP customer (assignor or
transfexor) on the portion of the existing MARC
attributable to the aseigned or transferred gualified
agcess Services.

Qualified Access Services retained aa separate MVP term
agreement for remaining length of term:

Bxample A: Current MARC $20M expires in August, 2006.
Transferred Services MARC $10M expires in
Septembey, 2007.

Customer retains two separate MVP term
agreements for the duration of the MVP term
agreements MARC’s of $20M and $10M
respectively.

Example B: Current MARC of $20M expires in August,
2006. Transferred services MARC of $5M
expires in September, 2007.

Customer retains two seéparate term agreaments
for the duration of the MVP term agreements
with MARC’s of $20M and $5M respectively.

{This page filed under Transmittal No. 32064}
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1at Revised Page 38-22.3
Cancels Original Page 38-22.3

ACCESS SERVICE

38, Managed Value Plan (MVP) (Cont’'d)

38.3 MVP Terms and Conditicns (Cont’'d)

{L) Right of Succesaor of an MVP Term Agreement (Cont’d) (T)

(2) Pursuant to existing MVP Terms and Conditions, if the
current MVF customer (assignor or transferor} cannot
gqualify for MVP with the remaining gualified access
revenues, the customer (assignor or transferor) must pay
termination liability charges as set forth in Section 38.3
(T}, preceding, for the most currant MARC that includes the
qualified access services assigned or transferred.

If, however, within sixty (60) days of the assignment or
transfer, the new customer {(assignee or transferee}, who

must qualify for MVP, either, (D)
(D)
{D}
a) includes the assigned or transferred gervices in a new (N}

MVP and MARC as described in Section 38.3{L} (1} (a}(l}); o
b) assumes the remaining months of the current customer’s
{asaignor or transferor) MVFP term agreement for the
aggigned of transferred services as described in Section
38.3(L) (1) {a} (2}, Section 3B.3(L){1){b)}(2) or Section
38.3 (L) (1) (e} ;
¢} includes the assigned or transferred services in its
current MVP and MARC as described in Section
38.3 (L) (1) (L) (1}. {N}

the Telephone Company will waive termination liakility for
the current MVP customer (aseignor or trxansferor) on the
portion of the existing MARC attributable to the assigned or
transferred qualified access services.

Example A: Current customer (assignor or transferor) hasa {T}
MARC of §$20M and transfare $12M o new customer (T}
(aasignee or tranaferee} who includes the (e
transferred services in a new MVP and MARC in {a
keeping with-the 60 day provieion in
38.3{L) (1) {a) {1) preceding. Current (T}
customer remaining revenue does not gualify for {T}

MVP. Current customer (essignor or transferor)

pays termination liability as followas:

(Current MARC $2¢M} - ($12M included by new (r
customer} = $8M. Termination liability will apply
on $8M aa deacribed in Section 38.2(J}).

Material previously appearing on this page now appears on Original Page 38-
22.3.1,

{This page filed under Transmittal No. 3064}
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SOUTHWESTERN BELL TELEPHONE COMPANY TARIPF F.C.C. NO. 73
Original Page 38-22.3.1

ACCESS SERVICES

{N)
38. Managed Value Plap (MVP)} [(Cont’'d)

38.3 MvP Terms and Conditions (Cont’d)

{L} Right of suc¢cesser of an MYP Term Agreement [Cont’d)

{2} {Cont’4d)

Example B: Current customer (assignor or
transferor) has MARC of $20M, and
tranafers $12M to new customer (aesignee
or transferee) who assumes the
trangferred services in a separate MVP
term agreement in keeping with the
proviaions in Sectien 38.3(L) {1} {(a) (2},
Section 38.3(L) (1} {b){2), or Secrion
38.3(L} {1} {c}preceding. Current customer
remaining does not qualify for MVP.
Current customer (assignor or
transferor} pays texrmination liability
as followa.

{Current MARC §20M}-($12M assumed by new
customer) =$6M. Termination liabllity
will apply on $8M as described in
Bection 38,3(J).

Examples C: Current customer {(assignor ox
transferor) has MARC of $20M, and
transfers $12M to new customer (assignee
or tranaferee) who includes the assigned
or transferred services in irs current
MVP and MARC in keeping with the
proviasjions in Sectien 38_3{L} (1} {b) {1}
preceding. Current customer remalning
does not qualify for MVP. Current
customer (assignor or transferor) pays
termination liability as follows:

fQurrent MARC $20M)-{$12M included by
new customer}-=58M. Termination
liability will apply on S$8M as described
in Sectlon 3B.3(J).

(M)

(3} In keeping with existing terms and conditions, if M
the current MVP customer (assignor or transferor)
can qualify for MVP and c¢an achieve its existing
MARC with the remaining qualified access revenues,
no adjustment to the MARC will be made.

If {1), (2), or {3) are not applicable, termination
liability charges, ag described in Section 38.3(J),
will apply. (M)

Material now appearing en this page previously appeared on Original Page
33-22.3.
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38. Managed Value Plan [(MVP)

TARIFF P.C.C., NO. 73
18t Revised Page 38-22.4
Cancels Original Page 3B-22.4

ACCESS SERVICE

[Cont’d)

38.3 MVP Terms and Conditions {(Cont'd) (N}

38.3.1 Assumption of Remaiping Term Agreement for Transferred of

Apsigned Services

(A)

(B}

general Description

(1) Description

¥hen & new customer (assiynee or transferee} chooses

to assume the remaining term of a transferred MVP
customer’s MARC under a separate MVP term agraeement (T}
ag deacribed in Section 38.3 (L) preceding, the new
customer must follow the termg and conditions asg
described in Section 32.3.1, following.

The MARC will be calculated aa follows:
MARC calg¢ulation:

Amount of transferred MARC commitment, divided by
twelve (12)months, equals monthly MARC commitment
for the remaining term of the MVP term agreement. (T}

Example:

512M MARC transfer / 12 months = $1M monthly MARC
commitment

Application of Discounts

Discounts will apply to assigned or transferred
qualified sexvices liated in Section 38.2 preceding.
MVP Commitment discounts will begin the first full
month Eollowing the effective date of the assignment ox
transfer.

Digscounts will abply to the monthly MARC baped on the
year in which rhe HVP MARC commitment is transferxed or
assigned az lony as the customer meets all the
cbligatjone, terms and conditions addressed in
38.2.1{D} and (B} following:

Year

¥r 1
Transfer

Yr 2
Transfer

¥r. 3
Transfer

Yr. 4
Trangfer

¥r. 5
Transfer

[
digcount

9%

11%

12%

12%

4%

{This

Example:

Customer asaumes a tranaferred MVP MARC commitment in
Year 3 cof an existing MVP term agreement. A discount
of 12t will be applied monthly during term year 3 as
long as all terms and conditlons are met. The
subsequent years applicable discount schedule will be
based on the anniversary datee asscociated with the
original (transferred) MVP term agreement through the
end of the transferred MVP term agreement pericd.

{"F}

page filed under Transmittal No. 30642)
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ACCESS SERVICE

38. Managed Value Plan (MVF} (Cont-d}

38.3 MVP Terms and Conditions (Cont’d)

38.3.1 Assumption of Remaining Term Agreement for Transferred or

Assigned Services (Cont’d}

[€) Tearm Period

The term period on a transferred MARC as described herein

will be the length of time remaining on the transferred

MARC commitment .

Example: Customex assumes MVP MARC at the beginning of Mvp

Year 3. The assignee or transferee will hava MVP
Year 3, Ysar 4 and Year S5 of the MVP term agreement
remaining.

The amount of the MARC of the transferred or assigned services as

described in Section 3B.3{L) (1) (¢) preceding will be retained for

the duration of the transferred or assigned MVP term agreement
even if the new customer’s (assignes cr transferee} current MVP
term agreement expires prior to the transferred of assigned
service agreement.

{D) Customer Obligations Under Transferred MARC Agreement

(1) New customer (assignee or transferee) must maintain the
tranaferred MARC for the term pericd of the transferred MVP
term agreement.

(2) New customer {(assignee or transferee) must establish uniqgue
Billing Account Numbers (BANs) for the transferred gualified
services coveresd by the transferred MARC commitment
completely separate from current BANe for their existing
qualified access services.

{}) New customer (assignee or transferee) must maintaio the
Access Service Ratio of 95% as described in Section 38.3 (D}
preceding for all ACNA’'s and OCN’'s asscociated with the new
customer and its affiliates.

{4) New cugtomer must comply with additicnal customer
obligatious as defined in Section 38.3(R)¢(4), (5), and {6}
preceding.

(B} Terms and Conditions

(1} New customers {aasignee or transferee} cannot use existing
services in place at the time of the transfer to satimfy the
transferred MARC commitment for the duration of the MVP
term agreement including any applicable renewal period.

(2) New customer (assignee or tranaferees} cannot move existing
qualified access servicea to the unigue BANs associated with
the transferred serviceg for the duration of the MVYF term
agreement including any applicable renewal pericd.

(3) New customer {apsignea or transferee) may not increase
their MARC commitment to include gualified gservices existing
at time of transfer throughout the duration of the MVP term
agreement including any applicable renewal period.

{4) New customer (assignee or transferee) may not transfer
services billed under the unigue BANE associated with the
assigned or transferred services to thelr pre-sxisting BANs
to satisfy their pre-existing MARC commitment throughont
the duration of the MVP term agreement including any
applicable renewal pexriod.!! ()

{1} This condition is only applicable to cuestomere who purchase service after May {¥)
31, 2005. (N)
{Thie page filed under Transmictal No. 3074}
Iggued: July 15, 200s Effective: July 30, 2085
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8.

Managed Value Plan {MVP)

TARIFF F.C.C. NOQ, 73

1st Revised Page 38-22.6
Cancela Original pPage 38-22.6
ACCESS SERVICE

{Cont’d)

38

.3 MVP Terms and Conditionsg {(Cont’d)

38.3.1 Assumption of Remaining Texrm of Agreement for Transferred or

hAssigned Services (Cont-’d)

(E} Terms and Conditiona {(Cont’ad)

(5)

{6}

{(7)

18}

(9}

(10}

New customer (asgignee or traneferee) may continue
to order new qualified access servicges under the
unigue BANa assoclated with the tranasferred
qualified access services as long as the new
gqualified access services are not qualified access
gaervices transferred from another of the assignees
or tranaferees SBC accounta with the Telephone
Company .

The Service Level Apsurance Discounts as described in

Section 38.3(G), will only apply to the gualified
access pervices included in the transferred MARC
commitment or any new gualified accesa services
purchased under the unigue BANs that contain the
asslgned or transferred gqualified access services.
New customer {assignee or transferea) may re-
establish the MARC, as described in Sectiom 23B.3(C},
on the re-establishment dates contained in the
transferred MVP term agreement for the duration of
the term as long as the customer does not use
existing gualified access services as deacribed in
Section 3B.3.1(E} {1} (2) and (3} above,.

The transferred MARC must be retained foxr the
duration of the MVP term agreement as described in
Section 38_3(L) {1){b) and lc)} preceding regardless of
the expiration date of the new customer‘s MVP term
agreement .

MVP term agreements [or an MVP remaining under this
subsection 38.3.1 are only renewable under the terms
and conditiona described in Section 38.3(F} and only
if the transferred MARC exceeds 510M. Tha renewal

period begina once the MVP term agreement for the MVP

remaining term expirea. The renewal option is only
available for the qualified accees services billed
under the unique BANS associated with the

apsigned or transferred qualified access services.
The nsw customer {assignee or transferee) must have a
current separate qualified MVP term agzreement
pursuant to Section 38.3{C) in effect at the time of
the transfer to qualify for and retain a transferxred
MARC of less than $10M under this Section 38.3.1.

Material now appearing on this page previously appeared on Original Page 38-22.5.
Material previcusly appearing on this page now appears on Oxiginal Page 38-22.7,
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Original Page 38-22.7

ACCESS SERVICE
{§)

38, Managed Value Plan (MVP] (Cont’d)

38.3 MVP Terme and Conditions {Cont‘d)

38.3.1 Assumption of Remaining Term of Agreement for
Transferred or Asalgned Services (Cont’'d} (N}

(F} MVP Annual True-up Amount (MATA) (M)

The MATA termws and conditions as described in
Section 38.3{H) will apply to the gualified access
services billed under the unique BANs associated
with the aspigned or transferred services
established per 38.3.1{P} (2}, preceding.

{G} Pajllure to Meet Customer Cbligations

If the cuptomer fails to meet the terms and
conditions as described in Section 38.3.1 (A},
(B}, (C),{D) and (B} as set forth above, the terms
and conditions described in Section 38.3(I} will
apply.

{H) Terwmination Liability on Trapaferred MARC
Commitment

Termination of the trangferred MVP term
agreement prior to the expiration date will
result in applicable termination liabilities ag
deegcribed in Section 28.3(J), preceding.

The applicable termination liability will be
determined based on the current year of the tarm
agreement at the time of termination and will
apply to the transferred or assigned MVP MARC
commitment .

Example:

Customer asgumes transferrad MVP MARC agreemsnt
in year 3. 1In year 4 the agreement is

terminated. The Ycar 4 termination liability as
described in Section 38.3(J) will apply. M)

Material now appearing on this page previously appeared on Qriginal
Page 38-22.6,
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2nd Revised Page 38-23

Cancels 1st Revised Page 3B-23
ACCESS SERVICE

aB. Managed Value Plan (MVP) {(Cont’d}

38.

4 VISTA Incentive Offer

(A)

{8}

{c)

General Description

The VISTA Incentive Offer is an MVP volume discount pricing
plan for ncn-MARC revenues that provides a Billing Credit
Incentlve (BCI) discount in accordance with the terms and
conditions set forth below.

VISTA Incentive Offer Terms and Conditicns

{1} The VISTA Incentive Offer applies to non-MARC revenues,
which are recurring revenues asscciated with the qualified
access services listed in Secticn 38.2 that exceed the
customer’s monthly MARC commitment.

{2) The VISTA Incentive Qffer term pericd is April 5, 2003
through November 30, 2003,

{3) Monthly non-MARC revenues generated during the VISTA
Incentive Offer term period will be totaled and used to
determine whether the MVP customer qualifies for a BCI
discount.

{4) A BCl discount applies when an MVP customer’s total non-
MARC revenues generated during the VISTA Incentive Offer
term period meet the Non-MARC Revenue Volume requirements
set forth in 38.4(C).

{5} The BCI discocunt will be applied as a one-time credit to
the December 2003 customer bill.

(6} If a customer terminates its MVP plan prior to its term
expiration and this occurs during the VISTA Incentive
Cffer term period, the VISTA Incentive Offer doces not

apply.
{7} The VISTA Incentive Offer explres on November 30, 2003.

¥olume Tiers amnd BCI Discounts

Volume Tiera Total Honm=-MARC BCI Discount
Revenue Volumes
Leval 1 $7.00M $600K
Lavel 2 $9.00M $1.2M
Lavel 3 513.00M $1. M
Level 4 $13.00M $2,6M
Level & $15, 00M $3.3m
Lovel & 517.00M 54.0M

Example 1 - An MVP customer generates $9M in total monthly non-MARC
revenues during the VISTA Incentive 0Offer term period (April 5, 2003 -~
November 30, 2003), The customer will receive a BCT discount of 51.2M
as a credit to the December 2003 bill.

Example 2 - An MVP customer generates $11M in total monthly non-MARC
revenues during the months of April 2003 through September 2003,
However, the customer elects to terminate the MVP plan on October 1,
2003, which is prior to the expiration of the MVP term period. The
VISTA Incentive Offer co0es not apply to the customer’s non-MARC
revenues and a BCI discount will not be provided.

{This page filed under Transmittal No. 2945}

Issued: April 4, 2003
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One SBC Plaza, Dallas, Taxas 75202

(N)

(N}




SOUTHWESTERN BELL TELEPHONE COMPANY TARIFF P.C.C. NO. 73
Original Page 38-24
AUCCESB SERVICE

(N}
3g. Managed Value Plan (MVP) (Cont’d}

38.5 SUNRISE Incentive Offer

({A) General! Description

The SUNRISE Incentive Offer is an MVP volume discount pricing
plaan for non-MARC revenues that provides a Billing Credit
Incentzve (BCI} discount in accordance with the terms and
conditions sat Eorth below.

{B) SUNRISR Incentive Offer Terms and Conditions

{1} The BUNRISE Incentive Offer applies to non-MARC revenues,
which are recurring revenues associated with the gualified
access pervices listed in Section 38.2 that exceed the
customer’s monthly MARC commitment.

(2) The SUNRISE Incentive Offer term pericd is October 1, 2003
through September 30, 2004.

(3) Monthly non-MARC revenhueg generated during the SUNRISE
Incentive Offer term period will be totaled and used to
determine whether the MVP customer qualifies for a BCI
discount.

{2) A BCI discount applies when a MVP customer’s total non-
MARC revenues generated during the SUNRISR Incentive Offer
term period, meat the non-MARC Revenue Volume requiremente
set forth in 38.5(C}).

(5} The BCI discount will be applied as a one-time credit to
the November 2004 customer bill, The SUNRISE BCI discount
will be reduced by a pre rata share of any 2003 VISTA BCI
discounta received, if applicable, which represent the
overlapping period in the term plans of October and
November 2003, Specifically, 25% (two monthe of the sight
month VISTA term period} of the VISTA BCI discounts will
be subtracted from the SUNRISE BCI discount in arriving at
the final credit.

(6} If a cuatomer terminates its MVP plan prior to its term
expiration and this occurs during the SUNRISE Incentive
Offer term period, the SUNRISE Incentive Cffer does not
apply.

{7) The SUNRISE Incentive Offer expires on September 30, 2004.

(N)

{This page filed under Transmittal No. 2961)
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ACCESS SERVICER

38. Managed Value Plan {MVP) {Cont’'d)

(W}
38.5 SUNRISE Incentive Offer (Cont’d)
{C) Volume Tiers and BCI Discounts

Volume Total Non-MARC BCI Digcount

Tiexa Revenue Volumes

Lovel 1 $2.00M “$400K

Level 2 $5.00M $1.50Mm

Level 3 $8.00M $2.50M

Level 4 511.00M 53.55M

Level S $16.00M £5.30M

Level 6 521.00M $7.05M
Example 1 - An MVP customer genegates $11M in total monthly non-MARC
revenuesg during the SUNRISE Incentiva OLfsr term period (October 1,
2004 - Beptember 38, 2004), The customer will receive a BCI discount
of $3.55M az a credit to the November 2004 bill. _
Example 2 - An MVP customer genérates $8M in total monthly non-MARC
revenues during the months of October 2003 throvgh April 2004.
However, the customer elects to terminate the MVP plan on May 1, 2004,
vwhich is prior to the expiration of the MVP term period. The SUNRISE
Incentive Offer does not apply to the customer's non-MARC revenues and
a BCI discount will nor be provided.
Bxample 3 - An MVP customer generateg 58M total monthly non-MARC
revenuee during the monthe of October 1, 2003 through Beptember 30,
2004. This customer was alsc a VISTA customer and received a VISTA RCI
discount of $600K in 2003. 25% of those VISTA discounts {(25% X $600K =
$150K} or $150K will be evbtracted from the $2.5M SUNRISE discount to
provide the resulting SUNRISE BCI discount of $2.35M. {N)

(This page filed under Transmittal No. 2961)
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