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SOUTHWESTERN BELL TELBPHOhE COMPANY TARIFF F_C.C. NO.7]

2nd Revised Page 3B~13.1

Cancels 1st Revised Page 39-13.1

ACCESS SERVICE

38, Managed value Plan (MVPj (Cont' d)

38.3 MVp Terms and Conditions (Cont'd)

(G) MVP Service Level Assurance (MVP-SLA) Para~ters (cont'd)

(2) MVP-SLA Levell (Cont'd'

la) Description (Cont'd)

At the end of a quarter, the customer's circuits in
service. circu1c installations, and circuit trouble
ticket6 will be calculated for the quarter. If an MVP
customer docs not meet the minimum requirements to
qualify for a particular service under the MVP-SLA
service performance terms, the calculation of the total
points earned will be as shown in 38.3{G) (2) (b).m

A service-performance ~arget-has been establisned for
each of the nine MVP Level 1 Service Assurance
performance measures for each year of the MVP term,
specified in Table 1.0.

Tl"cJ OU,. V"

051 DDS VO OS, I DDS V. OS, I DDS V.
VR, 1",50% 71.0 .. 62 ..$~ 13.50"- 11.0% 15.0'% ,o,oo~ n.5~ 96.1lo~

YR, 82.50"i 711"0% e5.0'llo t:l,70% 18,0" 14.0~ 16.11i>% 1IS.9'" n.'"VR, 8500" 80.0% 68.D% 12.00'" 14,5% 1 J.07. u.eo% 97.2'" 97.2'110
vR. 17.00% U.O'M. n.o~ 11.30% 13,:: 12.S% U.20% 97.5% 91,5'110
VR, U.GO'b n.o'" 70.0':4 10.60% 13.0 12.0% 91510% 97.7% 97.7'-

Tlble 10

11'CUBtomere partic~pating in MVP prior to June 8, 2002 are not r~quired to meet the
MiniNUm In-Service R~ire~nt, the Minimum Installation Requirement, or the
Minimum Trouble Ticket Requirement.

Certain material appearing on this page previously appeared on 3rd Revised
Page 38-13.
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SOUTHWESTERN BELL TELEPHONE COMPANY

ACCESS SERVICE

38_ Managed value Plan (MVP) (cont' d)

38.3 MVP Terms and conditions (Cont'd)

TARIFP F.e.c. NO. 73
4t~ Revised Page 38-14

Cancels 3rd Revised Page 38-14

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

(2) MVP-S~ Levell (Cont'd)

(a) Description (Cont'd)

Service performance in each of the service cat~gorie8

will be averaged for each MVP customer by quarter and by
year throughout tbe life of the MVP agreement. TheBe
service averages will then be used in the following
Level 1 Service Assurance calculation to determine
whether or not the l' Level 1 Service Quality Assurance
credit is applicable to the MVP BubBcriber for a given
year.

(b) Calculation

(T)
(T)

At the conclusion of each MVP Agreement year, the 12
month averages for each m~asur~d service component will
be compared to its corresponding target in Table 1.0.
For those service components that meet or exceed this
target, a point value will be 88signed for each quarter
and for the end of year. OSl services will be valued at
three points, DDS services at 2 points and VG services
at one point. For service performance below the
benchmark, no points will be awa~ded. If, during a (N)
quarter, an MVP-SLA qualified service is not eligible
due to the failure to meet one of the minimum
requirements as identified in 38.)(G) (2) (a) the
corresponding point value for that particular qualified
service will be assigned for that quarter. HI As (N)
illustrated in Table 2.0, the maximum possible annual
acore (quarterly and annual totals combined) is 144
points.

1>. 1>. 1>. n.
I~~AL TOTAL

.1•• lnwl IiilfF InTP FFlnTPITn1 AR
051 3 3 3 9 3 3 3 9 3 3 3 • 3 3 3 9 " 72
DDS 2 2 2 6 2 2 2 6 2 2 2 6 2 2 2 6 24 48
VG 1 1 1 • 1 1 1 • 1 1 1 , 1 1 1 3 l' ••

ITOTAL! 16 I t8 I

Table 2.0

18 I 18' 72 _

lllCUatomers parLicipating in MVP prior to June 8, 2002 are not ~equir~d to meet the (N)
Minimum In-Service Requirement, the Minimum Installation Requirement, or the (N)
Minimum T%ouble Ticket Requirement. (N)

(Thi8 p~ge filed under Transmittal No. 2899)
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SOUTHWESTERN BELL TELEPHONE COMPANY

ACCESS SERVICE

38. Managed Value Plan (MVP) (Cont'dl

38.3 MVP T@rms and Conditions (Cant'd)

TARIFF F.C.C. NO. 73
1st Revised Page 38-14.1

Cancels Original Page 38-14.1

(x)

(x)

(x)

(x)

(x)

(x)

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

(This page filed under Transmittal No. 2892)

IS$ueo: April 9, 2002 Effective: April 10, 2002
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SOUTHWESTERN BELL TELEPHONB COMPANY

ACCESS SERVICE

38. Managed Value plan ()lVP) (cont' d)

36.3 MVP Terms and conditions (Cont'd)

TARIFF F.e.C. NO. 73
4th Revised Page 38-15

Cancels 3rd Revised Page 39-15

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

(2) MVP-SLA Levell (Cant'd)

{b) Calculation (Cont'd)
Any combined total quarterly and annual score greater
than or equal to 104 points will be considered as
rerlective of a high overall service quality for any
given year and no Level 1 Quality A$surance credit will
be applicable. Combined scores of lese than 104 points
will result in the application of the additional l'
L@vel 1 Service OUality Assurance credit as 8et forth in
Section 3B.3(B) (4). preceding.

The following example illustrates how quarterly and end
ot-year results will be used to determine whether or not
a Lev~l 1 credit is applicable.

(T)

(T)

IT)
(T)

IT)

rHroCAL1S INP

y~
ODY

DIIOQ 'Q P11l 2Q PfS 3Q P11l 4Q Pl'S AVG PTS
DSl.QlP 90.00% 99.03% , 90.08% 3 97._ J 97.96% 3 98.27% 12

~P~TP II
98.04% 2 97._ 2 97._ 2 98.00% 2 97.97% •

\IG-9IP
'U.,·'

99.53% 1 98.25% 1 1 ll8.11% 1 98.47%- •
DSHF 15. 0 14.20% 0 13ol8% 3 '2.112% 3 13.83% 0
OSOPGfF 18' . 20.44% 0 22.17% 0

21_
0 20.21% 0 21.18% 0

OSO VG-FI' 16.00% 13,18% 1 '4.006% 1 '8.8'7% 0 16.34% 0 15.71% 0
DS'.1TR<3 . "'- 82.12% 3 80.88% , B2.QQ% , 1l6.D4% 3 8251% 12
OSO'DlG-TTR<3 '·11, 69,54% 0 71._ 2 71.04% 2 73.30% 2 71.35% •

''''''' '"lo'1TR<3 .~ 64.33% 1 83.BO% 1 804.42% 1 86A6% 1 84.75% •
Iro7JlL~~ 11 ...13-' " ,"6: . .. '0'14, ~, ' . fl. ·102-1

In the ~ve example. the cuBt~r woul4 receive a l'
L@vel I Quality Assurance credit.

IThis page filed und~r Transndttal No. 2899)
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SOUTHWESTERN BELL TELEPHONE COMPANY

ACCESS SERVICE

38. Manag~1_Value Plan (MVP) (Cont'd)

38.3 MVP Terms and Conditions (Cont'd)

TARIFF F.C.c. NO. 13
1st Revised Page 38-15.1

Cancels Original Page 38-15.1

(G) MVP Service Level Assurance (MVP-SLA) Parameters (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 materia~

filed under Transmittal No. 2883 without becomcing effective.

(This page filed under Transmittal No. 2892)
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SOUTHWESTERN BELL TELEPHONB COMPANY

ACCESS SERVICB

38. Managed value Plan (MVPJ (Cont'd)

3B.3 MVP Terms and Conditions (Cont'd)

TARIFF F.e.C. NO. 73
4th Revised Page 38-16

Cancels 3rd Revised Page 38-16

(G) MVP Service Level Assurance (MVP-SLA) parameters (Cant'd)

(3) MVP-SLA Lev~l 2

la) Description

The Level 2 Service Quality A3surance offers an (T)
additional 1% credit in addition to the l' Levell (T)
Service Quality credit, previously described.

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

• High Capacity Service - Section 7.3.10

The minimum requirements identified in Section
38.3{G} (2) (a), preceding, are also required for
qualification for potential MVP-SLA Level 2
discounts.l.1j

Level 2 targete are shown in Table 3.0 following:

I nR<3 I FF I OTP

YRl 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% 62.1%

Table 3.0

(NI

IN)
eN)
(N)

i~l CU9tomere participating in MVP prior to June 8, 2002 are not required to {N)
meet the Minimum In-Service Requirement, the Minimwm Installat10n (N)
Requirement, or the Minimum Trouble Ticket Requirement. (N)

(This page filed under Transmittal No. 2899)

IS5ued: May 24. 2002 Bffective~ June 8, 2002

One Bell plaza, Dallas, Texas 75202



SOU1'HWRSTERN BBLL TELRPHONE COMPANY

ACCESS SERVICE

38. ~~naged Value Plan (MVP) (Cont' d)

3S.3 MVP Terms and Conditions (Cont'd)

TARIFF F.C.C. NO. 13
3rd Revised Page 38-17

Cancels 2nd Revised Page 38-17

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

() ~P-SLA Leve~~ (Cont'd)

(b) calcula~ion

Lavel 2 Service Quality Assurance is applicable (T)
beginning with results from the third MVP A9~eement (T)
year and only comes into play in the event the
Telephone Company fails to perform at the previously
described Levell standard (i.e., total combined (T)
quarterly and end·of-year average results 1.~s than 104
out Df 144 possible pointe for any given year). In such
an event, the MVP Agreem&nt ye.r·end average service
meaeureB for DSI will also be compared to the targets
set out in Table 3.0. Should any of th~8e measures be
worse than their corresponding Level 2 targets. the (T)
additional 1% Level 2 Service Quality Assurance credit IT)
will be applied for the year preceding.

(H) MV~_~nn~al True-up Amo~nt (MATA)

An annual true-up c~lculation will be perfo~med after each
anniversary Df t.he HVP Agreement. The MVP Annual True-up Amount
(MATA) provides an opportunity to ~eceive monthly discounts that
were not received becausQ the ~nthly MARC was not met and/or
thA Access Service Ratio was not greater than or equal to 95t.
The customer receives the NATA 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 as stated in 38.3{B). preceding.

The MATA is calculated as follows:
Total Annual Total of Monthly niacount

MATA ... MVP Commitment

Discount Amount

Credits Received

for the Year

The customer will receive a true-up credit from the company in
the amount of the MATA, if the customer qualifies as stated
above.

(This page filed under Transmittal No. 2899)

Issued: May 2~, 2002 Effective: June B. 2002

One Bell Plaza, nallaB, Texaa 75202



SOUTHWESTERN BEL4 TELEPHONE COMPANY

ACCESS SERVICB

TARIFP F.C~C. NO. 73
4th Revised page 38-18

Canc&ls 3rd Revised Page 38-18

38 M.anaged value p!!i~__.(HVP) (Cont'd)

38.:1 MVP Ter~.B_~~-f'pndition5 (Cont· d)

(H) MVP Annual True-up Amount (MATA} (Cont'd}

Example 1:

A cuetom8r is at the end of year 1 of its HVP Agreement. Its
MARC is established at $12 million per the guidelineB in
38.3 (C) (1), preceding, and the customer has an Access Service
Ratio of 95,71, then:

The Total Annual MVP Commi tment Discount Amount ..
$12 million· 9\ = $1.08 million.

The customer exceeded the annual MARC of $12 million. but
because it did not meet the monthly MARC in one month of the
previous year, the total credits received for year 1 of the
MVP Agreement =
11 months· the monthly credit of S,09M = $.99M.

Then the Customer will receive 3 MATA credit equal to
$l.OBM • $.99M. $.09M

A customer is at the end of year 2 of its MVP Agreement. Its
MARC is established at $12 million per the guidelines in
38.3(C) (l), preceding and the customer has an Access service
Ratio of 95.7', ~hen:

The Total Annual MVP Commitment Discount Amount:
$12 million· 11t - $1.32 million.

The customer exceeded the annual MARC of $l~ million, but
becauee it did not meet the monthly MARC in one month of the
previoua year and did not have an Acce8. Service Ratio of
greater than or equal to 95t in another month, the total
credits received for year 2 of the MVP Agreement: 10 months·
the monthly credit of $.11M • $1.1M.

ThAn the customer will receive a MAT~ credit equal to
$1.32M . $l.lM • $_22M

Any annual truQ-Up credits or adjustments will be applied to
the customer's hill within sixty (60) days fOllowing the
anniv~rsary of the MVP Agreement.

If the customer fails to aChieve MARC or has an Acceee service
Ratio l~ss than 95' on the anniversary date of the MVP
Agreement, the customer must choose one of the options
contained in 38.]{I). following.

(This page filed under Transmittal No. 2899)

tTl

Issued: May 24, 2002 Effective: June 8, 2002
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SOUTHWESTERN BELL TELEPHONE COMPANY

ACCESS SERVICE

38. ~anaged Valu~ Plan (MVP) (COnt'd)

38.3 MVP 'terms and conditionlil (Cont'd)

~RIPF F.e.c. NO. 73
3rd Revised Page 38-19

Cancels ~nd Revised Page 38~19

(I) Failure to Meet CUstomer Obligations

If the customer fails to achie~e the Annual MARC or to maintain (T)
an A~cess service Ratio equ~l to or greater than 95\. the
customer mll9t choose f~om the following options, specific to ite
failure:

!l} ~ailur~ to Achieve the MARC

If the customer fail$ to achieve th~ Annual MARC for any
MVP plan year# it must comply with either (a) or (b)
following: '
(a) The customer pays the difference between the Annual

MARC and the actual Annual Billing; or
(b) The customer terminates its MVP Agreement and pays

Termination Liabilities set forth in 3B.3(J),
following.

{2} Failure to Meet the Access Service Ratio

If the customer and its affiliates fail to have an Access
Service Ratio greater than or equal to 9St on the
anniversary date of the MVP Agreement, the customer must
immed1a~ely indicate in writing to the Telephone Company
that it will meet or exceed the 951 Access Ratio within two
months from the anniversary date. Failure to do BO will
caU8e the MVP Agreement to be terminated and the oustomer
and its affiliates will pay the Termination Liability
Charges se~ forth in 38.3(JI, following.

(This page filed under Transmittal No. 2899)

Issued: ~aY 24, 2002 Effective: June 8. 2002

One Bell Plaza, nallas. Texas 75202
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SOUTHWESTERN BELL TELEPHONE COMPANY TA~IFF F.G.C. NO. 73
3rd Revised Page 38-20

CancAls 2nd Revised Page 38-20
ACCESS SERVICE

38. Managed Value plan (MVP) (Cont' d)

38.3 MVP Tenms and Condition~ (Cont'd)

(J) Termination of an MVP Agreement

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

(1) Termination Liability

Upon termdnation of the MVP Agreement, the customer will be
billed a Termination l.jability charqe, with the exception of
MVP Renewals contained in 36.3{F), preceding, and
Termdnation of MVP Due to Rate Reductions contained in
38.3(J) (2), following, equal to:

(a) lOO~ of all MVP Di~counts 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' ot the
MARes for the remaining year3 of the agreement.

(2) If terminnted in tear 2, 12.5% of the MARC for the
remaining portion of Year 2, plus 12.5% of the
MARes for the r~maining y@ars 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
MARes for the remaining years of the agreement.

(4) If terminated in Year 4, 12.5% of the MARC tor the
remaining portion of Year 4, plua 12.5\ ot the MARC
for Year 5.

(5) If terminated in Year 5, 10% of the MARC for ~he

remaininq portion of Year 5.

(b) The customer will also be billed for nonrecurring
charqes associated with term agreements of 3 or more
years that were waived under the terms of MVP.

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

(This page filed under Transmittal No. 2892)
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SOUTHWESTERN BELL TELEPHONE cOMPANY TARIFF F.C.C. NO. 13
2nd Revised Page 38-21

Cancels 1st Revised Page 38-21

ACCESS SERVICE

3B. Managed Value plan (MVP) (Cont'd)

38.3 MVP Terms and Conditions (Cont'd)

(JI Termination of ~~_ MVP Aqreement (Cont'd)

11 ) Termination Liability (Cont'd)

Example;
A cuatcrner requests termination of an MVP Agreement 3.5
years into the agreement. The customer met the MARC four of
the preceding six months. This customer's Year 3 MARC is
$10.6M and the Year 3 monthly MARC is $883,333.33. The
termination liability is:

Credits paid the preceding 6 rnonth~ =
(S883.333.33 ' 13%1'4 - $459,333.33

J?lus

~emaining MARC for
Year 3 $5.3M X 12.5% ~ $662,500
Year 4 MARC S10.6M X 12.5% $1,325,000
Year 5 MARC S10.6M X 12.5i ~ $1,325,000

The customer will pay a Termination Liability of
$3,171,833.33

(2, Termination of MVP Agreement Due to Rate Reductions

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

In order to determine if the 30\ reduction threshold hao
been met or exceeded, the rate reduction percentage change
for each qual1fied MVP access rate element 1s calculated,
then the weighted average of those percentages (based on
prOduct volumes) is used as the thresnold percentage.

x Issued under authority of Special Permission No. 02-052 of the F.e.C. in
order to restore currently effective provisions and to withdzaw material
filed under Transmittal No. 26BJwithout becoming effective.

(Thi5 page filed under Transmittal No. 2892)

(x)

(xl

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

One Bell Plaza, Dallas, Texas 75202



SOOTI-IWESTERN BELL TELEPHONE COMPANY TARIFF F.e.C. NO. 73
2nd Revised page 38-21.1

Cancele 1st Revised Page 38-21.1

ACCESS SERVICE

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

38.3 ~X~~ and Conditions (Cont'd)

(J) Termination of an MVP Agreement (Cont'd)

(2) Termi~tion of MVP Agreement Due to Rate Reductions (Cont'd)

The following examples show the calculation of the reduction
threshold:

Example " Volume CUrrent Initial Weighted
Product ~oluRle

, of Total Price Price , Change Averag@
Product 1 100 In $ 100 $ 140 ,n "product 2 200 '" $ 135 $ 150 10' H
Proauct 3 '00 SO, $ •• $ 15' 45\ ,,,

IN)

Tot.al '00 100\ $ 320 $ 445 2.' 3,.

EXample 2,

Volume CurrGnt. Initial weighted

Product ~
, of Total Priee Price , Change Average

PJ:"oduct 1 100 ,70 $ '00 $ 140 2" 50

product 2 200 ," $ US S 150 10' 3t
Product 3 '00 ," $ .5 S 155 45\ n

Total .00 '" $ 320 $ 44. 2.' 16\ I (N)

(This page filed under Transmdttal No. 2899)

Issued: May 24, 2002 EffectIve: June B, 2002
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SOUTHWESTERN BELL TELEPHONE COMPANY

ACCESS SERVICE

38. Managed Value Plan tMV'P) (Cont' d)

38.3 MVP Terms and conditions (Cont'd)

TARIFF F.e.C. NO. 73
5th Revised Page 38~22

Cancels 4th Revised Page )9~22

(K) Failure to Maintain Eligibility

It at any time during the term of the MVP Agreement, the
customer faile to maintain any of the MVP eligibility conditions
specified in 38.3(9). preceding. the Telephone company reserves
the right to terminate the MVP Agreement upon thirty (30) days
written notice. In such cases. the Telephone Company will
consider this Failure to Maintain Eligibility as an Barly
Termination of thQ MVP Agreement and thUB subject to the
applicability of the Termination Liability specified in 38.3(J),
preceding.

iLl Right of Successor of an MVP Term Agreement

If a current MVP customer, at any time during the term of
an MVP term agreement, assigns or transfers part or all of
the qualified access services identified in Section 38.2
to a unaffiliated customer. one of the following will
apply,

II} If the current MVP customer (assignor or transferor)
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
(a), (b). or (c).

(a) If the new customer (assignee or transferee) is not a
current MVP customer and either cannot quality for MVP
with the new qualified access services assigned or
transferred or chooses Dot to subscribe to MVP, the
current MVP customer (~s8i9nor or transferor) must pay
termination liability chargeB a~ eet forth in Section
3S.J(J), preceding, for the amount of thQ MARC
attributable to the qualified access services assigned
or transferred. If, however, within sixty (60)days
of the assignment or transfer. the new customer
(aseignee or transferee), who must qualify for MVP,

ITl

IT)

(1)

12)

includes all of the assigned or transferred
services in a new five(S)year MVP term agreement
pursuant to 38.3€C), as long as MVP is still
available and h.e not been grandfathered, or
assumes the remaining ~nths of the current
customer's (assignor or transferor) MVP term
agreement for the dssigned or transferred
qualified access services .s described in and
pursuant to Section 38.3.1CA) following,

IT)

IT)
IT)
IT)
IT)

the Telephone Company will waive ternination liability for
the current MVP customer (assignor or transferor) on the
portion of the existing MARC attributable to the assigned or
tranaferred qualified access services.

(This page filed under Transmittal NO. 3064)

Issued: May }7, 2005 Bffective: June 1, 2005
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SOUTHWESTBRN BHLL TBLBPHONE COMPANY TARIFF F.e.c. NO. 13
2nd Revised Page 39-22.1

Caneels 1st Revised Page 38-22.1
ACCESS SERVICE

(TI

(T)

tT)

(T)

(T)

(T)

tTl
tT)
IN)

tT)
IT)

(T)

(T)

tT)
(T)

tTl

(T)

Current MARC of $20M
Transferred service&
September, 2006.

Example C:

Current MARC $IOM (expires in August, 2007)+
Services asaigned or transferred $2M _ Re~

established MARC ~12K (expires in AUgust, 2007)

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

Example B; Current customer MARC $20M expires in A~9uBt,
2007. Transferred Qualitied Acoe•• Service.
MARC $10M expires in September, 2006

Customer retain two separate MVP term agreements
for the Quration of both KVP term agreements
With MARC'a of $20M and $10M respectively.

expires in Augu8t, 2007.
MARC of SSM expires in

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

38.3 MVP Terms and Conditions (Cont'd)

(Ll Right of Successor of an MVP Term Agreement (Cont'd)
(1) (Cont' ol

(b) If the new customer (assignee or transferee) is a current
HVP customer whose existing MVP term agreement expires
after the expiration date of ene c~rrent MVP customer
(assignor or transferor) MVP term agreement and the new
customer assignee or transferee) chooses not to include
the assigned or transferred qualified access services in
its MVP MARC. or chooaes not to assume the remaining MVP
montha of the assi9ned or transferred qualifiQd access
services, as descrlbed in Section 38.).1(A)following, the
current MVP customer (assignor or transferor) must pay
termination liability charge$ as set forth in Section
38.J(J), preceding, for the amount of the MARC
attributable to tfie qualified access services ass1gned or
transferred. If, however, within sixty (60)days of the
assignment or transfer, the new cuetomer lassignee or
tran$feree), who must qualify fo~ MVP,

(1) includes all or the Assigned or transferred
gualified access services in its cucrent MVP MARC
oy increaBing its current MARC by the amount of
qualified access services aS6igned or transfarxed,
or

(2) aU9umes the remaining months of thQ current
customer's (assignor or transferor) MVP term
agreement for the assigned or transferred
qualified access services as described in Section
39,3.1(A) following,

the Telephone Company will waive termination liability for
the current MVP customer (assignor or transferor) on the
portion of tne existing MARC aEtributable to the ausigned
or transferred qualified access services.

Services included in existing MARC:

Example A: New customer current MARC t Amount of qualified
access services aaeigned or transferred
• New customers re-establi~hed MARC

Customer retainB two separate MVP term
agreements for the duration of the MVP term
agreements with MARC'a of $20M and $5M
respectively. (N)

(D)

I
(D)

(This page filed under Transmittal No. 3064)

IeBued: May 17, 2005 Effective: June I, ~OOS
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SOOTHWBSTERN BELL TilLEPHONE COMPANY

ACCESS SERVICE

38. Managed Value plan (MVP) (Cent· d)

38.3 MVP Terms and Conditions (Cont' d)

TARIFF F.C.C. NO. 73
1.t Revised Page 38-22.2

cancels Original Page 38-22.2

{L} Right of Successor of an MVP Term Agreement (Cont'd)

(1) (Cont'd)

IT)

(e) If the new cuStomer (assignee or transferee) is a
current MVP customer whose existing MVP term agreement (T)
expires prior to the expiration date of the current
customer's (aseignor or transferor) MVP term agreement tT)
and the new customer (assignee or transferee) chooee8
not to a9sume the remaining MVP months of the assigned
or transferred qualified access services as described in
Section 38.3.1{A}, the current MVP customer (assignor or
transfe~or) must pay termination liability charges 88
set forth in Section 38.3(J), preceding. for che amount
of the MARC attributable to the qualified access
services aasigned or transferred.

If, however, within sixty (60) days of the assignment or
transfer, the new customer (assignee or transferee). who
must qualify for MVP, assumes the remaining months of
the current customer's (assignor or transferor} MVP term IT)
agreement for the assigned or transferred qu~lified (T)
access services as described in Section 38.3.1(A) (T)
following, the Telephone Company will waive termination
liability for the current MVP customer (assignor or
tr~n3feror) on the portion of the existin9 MARC
attributable to the assigned or ~ranBferred qualifi~d (T)
access services. IT)

Qualified AccesS Services retained as separate MVP term (T)
agreement for remaining length of term:

Example A: CUrrent MARC $2DM expires in August, 2006. IT'
Transferred Services MARC $lOM expires in
September, 2007.

customer retains two separate MVP term (T)
agreements for the duration of the MVP term (T)
agreements MARC's of $20M and $lOM (N)
respect.ively.

Example 8: Current MARC Of $20M expires in August,
2006. Transferred services MARC of $SM
expires in September, 2007.

Customer retains two separate term agreements
for the duration of the MVP term agreements
with MARC's of $20M and $SM respect.ively. (N)

(OJ

(D)

(This page filed under Transmittal No. 3064)

ISBued; May 17, 2005 ~ffective: June 1, 2005
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SOt1THWESTERN BELL TELBPHONB COMPANY

ACCESS SERVICB

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

38.3 MVP Terms and Conditions (Cont'd)

TARIFF F.e.C. NO. 73
1st Revised Page 38-22.3

Cancels Original Page 38-J2.3

ILl Right of Successor of an HVP Term A9reement (Cont'd>

(2) Pursuant to existing MVP Terms and Conditions. if the
current MVP customer (as8ignor or transferor) cannot
qualify for MVP with the remaining qualified accese
revenues, the customer (assignor or transferor) must pay
termination liability charges as set forth in Section 38.3
(J), preceding. for the mo8t curr~t MARC that includes the
qualified access servic~B assigned or transferred.

(T)

If. however, within sixty (60) days of the &esignment or
transfer, the new customer (assignee or transferee}, who
mU5t qualify for MVP, either. CD)

IDI
(OJ

a) includes the assigned or tran£ferr~d services in a new (N)
MVP and MARC as described in Section 38.3(L} (1) (a) (1); or

b) assumeS the remaining months of the current customer's
(assignor or transferor) MVP term agreement for the
aS$igned of transferred services as described in Section
38.3 (L) (ll (a) (2), Section 38.3 (L) (1) (b) (2) or Section
38.3IL) (1) (c);

c) includes the assigned or transferred services in its
current MVP and MARC as described in Section
38.3 (L) (I) (b) (1). INI

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

Example A: CUrrent customer (assignor or transferor) has
MARC of $20M &nd transfarg $12M to. new eu~tomQr

(assignee or transferee) who includes the
t~an.f.rred service. in a new MVP and MARC in
Keeping with the 60 day provision in
38.3{L) (lIla) (1) preceding. CUrrent
cU6tomer remaining revenue does not qualify for
MVP. Current customer (assignor or transferor)
pays termination liability as follows.

(CUrrent MARC $20M) - ($12M included by new
customer) = $8M. Termination liability will apply
on SSM a9 described in Section 39.3(J}.

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

(This page filed under Transmittal No. 3064)

{T)
IT)
IC)
(CI

IT)
IT)

IT)

Issued: May 17, 2005 Effective: JUne 1, 2005
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SOUTHWESTERN BELL TELEPHONE COMPANY

ACCBSS SERVICES

38. Managed Value Plan (MVP) {cont'd}

38.3 MVP Terms and Conditions (Cont'd)

TARIFF F.e.c. NO. 73
Original Page 39-22.3.1

eN)

(L) Right ot Successor of an MVP Term Agreement (Cont'd)

(2) (Cont'd)

Example B: Current customer (assignor or
transferor) has MARC of $20M, and
transferB $12M to new customer (assignee
or tranaferee) who assumeS the
transferrad services in a separate MVP
term agreement in keeping with the
provi8ions in Section 39.3(L} (1) (8.) (2),
Section 38.3 (L) tl} (b) (2). ·or Section
38.3(LI (1) (c)preceding. CUrrent customQr
remaining does not qualify for MVP.
Current customer (assignor or
transferor) pays terMination liability
as follows.

{Current MARC $20M}-($12M assumed by new
cuGtomer)a$BM. Termination liability
will apply on $8M d3 described in
Section 38.3 (J) .

Rx~mples C: CUrrent customer (assignor or
transferor) has MARC of $20M, and
transfers $12M to new customer (aasignee
or transferee) who inclvdes the assigned
or transferred services in ies current
MVP and MARC in keeping with the
provls1on& in Section 3B_3{L} (l) (b) (1)

preceding. Current customer remaining
does not qualify for MVP_ eurr.nt
customer (assignor or transferor) pays
termination liability as lollows:

(CUrrent MARC $20M}-($12M included by
new cuatomer)_$8M. Termination
liability will apply on SBM as described
in Section 3B.3lJ). (N}

(3) In keeping with existing terms and conditions, it
the current MVP customer (as$ignor or transferor)
can qualify for MVP and can achieve its existing
MARC with the remaining qualified access revenues,
no adjustment to the MARC will be made.

(M)

If (1), (2), or (3) are not applicable, termination
liability charges. as aescribed in Section 38.3(J},
will apply. (M)

Material now appearing on this pag~ preViously appeared on original Page
33-22.3.

{This page filed under Transmittal No. 3064}

Issued: May 17. 2005 EffectivQ~ June 1, 2005
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SOUTHWESTERN BBLL TELEPHONE COMPANY

ACCESS SBRVICE

TARIFF p.e.c. NO. 73

1st Revised Page 38·22.4
Cancels Original Page 38-22.4

(N)

'38 _ Managed Value PIon (MVPl {Cant'd)

38.3 MVP Terms and Conditions (cont'd)

38.3.1 Assumption of Remaining Term Agreement for Transferred of
Assigned Services

(A) General Description

(1) Description

When a new customer (assignee or transferee) chooses
to assume the remaining term of a transferred MVP
cUBtomer's MARC under a separate MVP term agreement (T)
as described in Section 38.3(L) preceding, the new
customer must follow ~he terms and conditions as
desccibed in Section 38.3.1, following.

The MARC will be calculated aa follows:

MARC calculation:

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:

$l2M MARC transfer / 12 months ~ $lM monthly MARC
commitment

(B) APplication of Discounta

DiSCounts will apply to assigned or transferred
qualified services listed in section 38.2 preceding.
MVP Commitment discounts will begin the first full
month following the effective date of the assignment or
tran5fer.

Discounts will apply to the monthly MARC baeea on the
year in which the MVP MARC commitment is transferred or
assigned as long aa the customer meets all the
obligations, terms and conditions addressed in
38.3.1(D) and (B) following~

Yr 1 Yr 2 Yr. 3 Yr. • Yr_ 5
Year Transfer Transfer TrClnsfer Transfer 'transfer

\ 9\ 11\ 12\ 13\ 14\
discount

Example:

Customer assumes a transferred ~VP MARC commitment in
Year J of an existing MVP term agreement. A discount
of 12t will be applied monthly during term year 3 a8
long as all terms and conditions are met. The
subsequent ye~r8 applicable di.count schedule will be
based on the anniversary dates associated with the
original (transferred) MVP term agreement through the
end of the transferred MVP ter_ a9ree~nt period.

(This page fil~d under Transmittal No. 3064)
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SOUTHWESTERN BBLL TBLBPHONE COMPANY TARIPF F.e.c. NO. 73
2nd Revised Page 38-22.5

Cancels 1st Revised Page 38-22.5
ACCESS SERVICE

38. Manageo Value plan (MVP) (Cont'd)

36.3 MVP Terms_~nd Conditions (Cont'd)

38.3.1 Assum tion of Remainin Te~ A reement for Transferred or
Ass qne Serv~ces Cant·

Ie) Term Period

The term period on a transferred MARC as described herein
will be the length of time remaining on the transfe~red
MARC commitment.

Example: Customer aa$Ume5 MVP MARC at the beginning of MVP
Year 3. The assignee or transferee will have MVP
Year 3, Year 4 and Year 5 of the MVP term agreement
remaining.

The amount of the MARC of the tranBferred or assigned Bervice8 48
described in Section 3B.3{L) (1) (c) preceding will be retained for
the duration ot the transferred or assigned MVP cerm agreement
even it the new customer's (assigneQ or transferee) current MVP
term agreement expires prior to the transferred of assigned
service agreement.

(0) customer Obligations Under Transferred MARC Agreement

(1) New custom@r (assignee or transferee) must maintain the
transferred MARC for the term period of the transferred MVP
term agreement.

(2) New customer (assignee or transferee) must e$tablish unique
Billing ACcount Numbers (BANS) for the transferred qualified
services covered bY the transferred MARC commitment
completely separ~te from current BANs for their existing
qualified access services.

(3) New customer (assignee or transferee) must maintain the
Access Service Ratio of 9St as described in Section 38.3(D}
preceding for all ACNA's and OeN's associated with the new
customer and its affiliates.

(4) New ~ustomer must comply with additional customer
obligations as defined in Section 38.3(B) (4), (~). and (6)
preceding.

(,E) Terms and Conditions

(1) New customers (assignee or tr~nsferee) cannot use existing
services in place at the time or the transfer to satisfy the
transferred MARC commitment for the duration of the MVP
term agreement including any applicable renewal period.

(2) New customer fasaignee or tranaferee} cannot move existing
qualified access services to the unique BANs a••oeiated with
the transferred services for the duration of the MVP term
agreement including any applicable renewal period.

(3) New customer (assignee or transferee) may not increase
their MARC commitment to include qualified service. exiating
at time ot transfer throughout the duration of the MVP term
agreement including any applicable renewal period.

(4) New customer (assignee or transferee) may not transrer
services billed under the unique BANa .ssociated with the
Assigned or transferred service. to their pre·exi.t1ng BANs
to satisfy their pre-existing MARC commitment throughout
the duration of the MVP term .greement including any
applicable renewal period. 111

{I} This condition is only applicable to customers who purchase service after May
31, 20()S.

(Thie page filed under Transmittal No. 3074)

(e)

(N)
(N)
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SOUTHWESTERN BELL TELEPHONE COMPANY

ACCESS SERVICE

18. Managed Value Plan (HVP) (Cont'd)

38.3 MVP Terms and Conditions (Cont'd)

TARIFF F.e.c. NO. 73
1st Revised page 38-22.6

Cancels Original Page 3e~22_'

(1'1

38.3.1 Assumption of Remajn1nq Term ot Agree~ent for Transferred or
Assigned Services (Cont'd)

(E) Terms and Conditions {Cont1d}

(5) New customer (aBsignee or transferee) may continue
to order new qualified access aerviceB under the
unique BANs associated with the transferred
qualif~ed acce&e servioes as long as the new
qualified access services are not qualified access
services transferred from another of the dssignees
or transferees sec accounts with the Telephone
Company.

(6) The Service Level Assurance Discounts as described in
Section 38.3(G). will only apply to the qualified
access services included in the tc~n5ferred MARC
commitment or any ne~ qualified aCC~5S services
purchased under the unique BANs that contain the
assigned or transferred qualified access services.

(7) New customer (assignee or transferee) may re
establish the MARC, as described in Section 3B.3(C},
on the re-8stablishm~ntdates contained in the
trangferred MVP term agreement for the duration of
the term as long as the cU6tomer does not use
existing qualified access services as described in
Section 3B.3.1IR} 11112} and (3) above.

l8) The transferred MARC must be retained for the
duration of the MVP term agreement as described in
Section 3B_3€L) 11) (b) and Ie) preceding regardless of
the expiration date of the new customer's MVP term
agreement.

(9) MVP te~ ~greement9 tor an MVP remaining under this
subsection 38.3_1 are only renewable under tbe terms
and conditions described in Section 38.3(F) and only
if the transterred MARC exeeeds $IOM. The renewal
period begins once the MV~ term agreement tor the MVP
remaining term expires. 7he renewal option is only
available for the qualified access services billed
under the unique BANs associated with the
assigned or transferred qualified access services.

(10) The new customer (assignee or transferee) must hsve a
current $eparate qualified MVP term agreement
pursuant to Section 38.3{C) in effect at the time of
the transfer to qualify for and retain a transferred
MARC of less than $lOM under this Section 38.3.1.

Material now appearing on this page prevLously appeared on Original Page 3B~22.5.

Material previously appearing on this page now appears on Original Page 38-22.7.

(This page filed under Tr.namittal Woo 3064)

11'1

(T)

IT)

('I')
(1')
(M)

IT)
1M)Il
1'1'1
1M}
11'1
(T)(l)

(N)

IC)

(C)

(1')
IN}

I
(N)

lssued: May 17, 2005 Effective: ~une 1, 2005
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SOUTHWESTERN BELL TELEPHONE COMPANY

ACCESS SERVICE

39. Managed Value Plan (MVPl (Cont'd)

38.3 MVP Terms and conditione (cont'a)

TARIPF Y.C.C. NO. 73
Original Page 38-22.1

(N)

38.3.1 Assumption of Remaining Term of Agreement for
Transferred or Assigned Services ICont'd)

(F} MVP Annual True-up Amount (MATAJ

The MATA terms and conditions as described in
Section 38.3(H) will apply to the qualified access
service~ billed under the unique BANs associated
with the assigned or transferred services
established per 3B.3.1(D) (2), preceding;

(G) F~ilure to Meet Customer Obligations

If the customer fails to meet the terms dnd
conditions as described in Section 38.3.1 (A).
(B). (C), (0) and (B) a.s set forth above, the terms
and conditions described in Section 38.3(I) will
apply.

(H) Termination Liability on Transferred MARC
Commitment

Termination of the traneterred MVP term
agreement prior to the expiration date will
re5ult in applicable termination liabilities as
described in Section 38.3(J), preceding.

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

Example:

Customer aS$umeS transferred MVP MARC agreement
in year 3. In year 4 the agreement is
terminated. The Yeor 4 termination liability as
described in section 38.3(J} will apply.

Material now appearing on this page previously appeared on original
page 38-22.6.

(This page filed under Transmittal No. 3064)
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SOUTH'~ESTERN BELL TELEPHO)JE COMPANY

ACCESS SEJWICE

38. ~~1]aged Value Plan (MVPl iCont'd)

38.4 VISTA Incentive Offer

(A) General Description

TARIFF F.C.C. NO. 73
2nd Revised Page 38-23

Cancels 1st Revised Page 36-23

IN)

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

(B) VISTA Incentive Offer Tenns and Conditions

(I) The VISTA Incentive Offer applies to non-MARC revenues,
which are recurring revenues aSBociated with the qualified
acceS5 servicBs listed in Section 38.2 that exceed the
customer's monthly MARC commitment.

(2) The VISTA Incentive Offer ter.m period 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
det~rmine whether the MVP customer qualifies for a BCI
dt scount.

(4) A Bel discount applies when an MVP CU3tomer's total non
MARC revenues qenerated during the VISTA Incentive Offer
term period meet the Non-MARC Revenue Volume requirements
set forth in 38.4 (C) .

(5) The Bel discount will be applied as a one-time credit to
the December 2003 customer bill.

(6) If a customer terncinates its MVP plan prior to its term
expiration and this occurs during the VISTA Incentive
Offer term period, the VISTA Incentive Offer does not
apply.

(7) The VISTA Incentive Offer expires on November 30, 2003.

(C) Volume Tler8 and BCI Di~counts

VolWlle Tier. 'l'oeaJ. Ikm,-MAaC Bel Di8COWit
Re,"",ue Vol'-Ii

~l $7 .OOK $600K
Level 2 $9.0OH $l.2K
Level J $11. OOK $1. 9K
Level 4 $lJ.OOM $2.6H
.......15 915. $J.JM
......16 $11.0OM $4.0M

Example 1 - An MVP customer generates $9H in total monthly non-MARC
revenues during the VISTA lncentive Offer te~ period (April 5. 2003 
Novembe~ 3D. 2003)" The customer will receive a Bel discount of $1.2M
as a credit to the December 2003 bill.

Example 2 - An MVP customer generate5 ~11M in total monthly non-HARC
r~venues during the months of April 2003 through september 2003.
Ho~ever, the customer elects to ter.minate the HVP plan on October 1,
2003. which is prior to the expiration of the MVP term period. The
VISTA Incentive DrIer does Dot apply to the customer's non-HARC
revenues and ~ eel discount will not be proviQed. (N)

(Thi~ page filed under Transmittal No. 2945)

Is~ued: April 4, 2003 Effective: April 5, 2003
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SOUTHWESTRRN BELL TELEPHONE COMPANY

ACCESS SERVICB

38. ).lanaged Value Plan (MVP) (Cont'd)

38.5 SUNRISE Incentive Offer

TARIFF P.C.C. NO. 73
Original Page 38-24

(N)

(A) ~eneral Description

The SUNRISB Incentive Offer is an MVP volume discount pricing
plan for non-MARC revenues that provides a Billing Credit
Incentive (Bel) discount in accordance with the terms and
conditioDs set eorth below_

(8) SUNRISB Incentive Offer Terms and Conditions

{l} The SUNRISB Incentive Offer applies to non-MARC revenues,
which are recurring revenues associated with the qualified
access services l~sted in Section 38.2 that eKceed the
customer's monthly MARC commitment.

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

(3) Monthly non ~ MARC revenues generated during the SUNRISB
In~eDtive Offer term period will be totaled and used to
determine whether the MVP customer qualifies for a BCI
discount.

(1) A BCI discount applies when a MVP customer's total non
MARC revenues generated during the SUNRlsn Incentive Offer
term period, meet the non-MARC Revenue Volume requirementB
set torth in 38.5(C).

(5) The Bel discount will be applied as a one-time credit to
the November 2004 customer bill. The SUNRISB BCI discount
will be reduced by a pro rata share of any 2003 VISTA BCI
discounts received, if applicable, which repreBCDt the
overlapping period in the term plans of October and
November 2003. Specifically. 25% (two months of the eight
month VISTA term period) of the VISTA BCI discounts will
be subtracted trom the SUNRISE BCI discount in arriving at
the f1n~1 credit.

(6) If a customer terminates its MVP plan prior to its term
e~iration and this occurs during the SUNRISE Incentive
Offer term period, the SUNRISE Incentive Offer does not
apply.

(7) The SUNRISE Incentive Offer expires on September 30. 2004. IN)

(This page filed under Transmittal No. 2961)

Issued; September 30, 2003 Effective: October l, 2003
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SOUTII~ESTERN BELL TELEPHONE COMPANY

l\CCESS SERVICE

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

38.5 SUNRISE Incentive Offer fCont'd)

(C) Volume Tiers and Bel Discounts

TARIFF p.e.c. NO. 73
Original Page 38-25

(N)

volu-..e Tota~ IIoQ~KARc Bel Dl.count
Tier. ReveDue Volume.
Level 1 $2.00M $400K
Level , $S.OOM $l.SOM
Level 3 $8.00M $2.50M
Level • ~Il. OOM $3.55M
L9vel 5 $16.00M $~.30M

Lev.l 6 ~21. OOM $7.0SM

Example 1 - An MVP customer gene~ate$ $llM in total monthly non-MARC
revenues during the SUNR.ISR Incentive OUer tem period (OC't:ober 1,
2004 . septe~er 30, 2004). Tbe cuatomer will receive a ber discount
of $J.55M as a credit to the November 2004 bill.

Example 2 - An MVp customer generate. $8" in total monthly non·MARC
reVenues during the months of October 2003 through April 2004.
However, the customer elects to terminate the MVP plan on M~y 1, 2001,
which is prior to the expiration ot the MVP tenD period. The SUNRISE
Incentive Offer does not apply to the customer's non-MARC revenues and
a BCI diacount will not be provided.

Bxanple J - An MVP customer generates $8M total monthly non-~C

revenues during the month. of OCtober 1. 2003 th~OU9h September 30 1

2004. This cuatomer VQ8 aleo a VISTA customer and received a VISTA aCt
diecount of $600X in 2003. 25' of tnose VISTA discounts (~5. x $600K =
$150K) or $150K will be subtracted from the $2.5M SUNRISE discount eo
provide the resulting SUNRISE Ber discount of $2.35H. (N)

(ThiB page filed under Transmittal No. 2961)

Issued. September 30. 2003 Effective: October I, 2003
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