
Baptist - DlrlsloD I
Wade Bames. Jr., M.D.
W. David Boyd, M.D.
Victoria H. Mohr, M.O,

St. ViOttDt's • Division I
Donald P. Macleod, Jr., M.O.
William H- Long, M.D.
Thomas R. Virtue, M.D.
Lorraine M. Freocb, M.D.
D. Scott Wells, M.D.
Annette Laubscher, M.D.
Tracy L Wells, M.D.

Baptist. Division II
Richard l~ Myers, M.D,
Norman W. Pack, M.D.
Wilford E. Paulk, M.D.
Patrick M. Connor, M.D.
Joseph C. Greenhaw, M.D.
Amy D. Gftltnwald, M.D.

St. Vlnc:ent's - Division II
T. Micbael Phelan, M.D.

8ea4::bes • Division I
Samuel A. Christian, M:D.
John G. Bordelon, M.D.

Orange Park - Dlvlston I
C. JRmCS Krebs, M.D.
Meng-Shu Un, M.D.
R. Roland Powers, D.O.
Richard A. McCauley. M.D.
Arjav led Shah, M.D.

"~Onnge Park - DlvWon n
'bi A. Aultman, M.D.

,. Luke's DlvllioD
Paul Rebenack, M.D.

Beacbes • DtvlsIon n
Rebecca Moorhead, M.D.
ratrieia SChroeder. M.D.
Marijaoo Q. Boyd, M.D.

St. Vlnmn's - Dlvlsloo III
James K. Q\afin, M.D.

St. Vincent', ~ Division IV
William L. Cody, M.D.
B.V«ren Cbithrilci, M.D.

Fernandina Beaclt DlvIsIoD
E. William McGralll, Jr., M,D.

St. VinceDl'•• DIvision V
Felix N. Achotonu, M.D.
Ava E. Phoenix, M.D.

8apl151 - DlvbloD m
Martin A. Garcia, M.D.
Gerald H. Slenklyft, M.D.

Memorial· Dh1810D I
Richard A. Hartert, Jr., M.D.

Memorial - Dh1slon n
Neil Sager. 1).0.

Memorial - Division Dl
Kristin P. Fernandez, D.O.
F Miguel Fernandez, D.O.

Memorial - Division IV
Carole 1,. Neuman, M.D.

Beacbes· Divlsioo IV
C cameron Greene, M.D.
Kathryn Fipp Bing, M.D.
Sayra C. Sievert, M.D.

1mlnbtratlve omce
,ndra O. DoolitUe, Executive Director

J1437 C..enlnd Parkway, Suite lOS
Jacksonville, FL 32224
(904) 472·2300

www.nrobgyn.com

NORm FLORIDA OBSTETRICAL& GYNECOWGICAL ASSOCIMES, P.A.
Fellows American College of Obsletrics & Gynecology

Statement of Sandra Doolittle,
North Florida Obstetrical and Gynecological Associates, PA

My name is Sandra Doolittle. I have been the Executive Director for the last six
years ofNorth Florida Obstetrical and Gynecological Associates, P.A. We have
seventeen divisions (twenty-seven locations) practicing in and around the Jacksonville,
Florida area.

I am in charge of purchasing telecom services for North Florida OB/Gyn
corporate office and services that link the offices and work with our Practice
Administrators in each division who purchase services for their locations. We purchase
a wide range of telecoID, including telephone, frame relay, internet, voice over internet,
OSL, cable, mobile phones and beepers. Bell South provides our main data connectivity,
as well as long distance and telephones. However, we purchase from numerous other
vendors in the area. For data, in addition to Bell South, we purchase from Comcast and
OirectTV. For telephone, we also use numerous local carriers, such as Nuvox and FOOV
Comm. For answering service, we use AT&T and MCI as well as Bell South. For cell
phone and pagers, we use a full range ofvendors, including Alltel, AT&T, Cingular and
others. Our approximate annual budget for teleeom is $500,000.

Much ofour phone, mobile and beeper service is purchased individually by
doctors, which is a major reason why we have so many vendors. I often go to Bell South
for centralized service, because of its reputation for stability. I do not use a fonnal RFP­
type process when I purchase telecom services. Rather, I primarily use a consultant. My
purchasing process begins by assessing my company's long-term needs and I then
evaluate what the various companies in my area offer in terms of service, backup and
support. I often look at which company is cutting-edge in a particular service. Although
I purchase much of my centralized service from Bell South, that could easily change in
the future depending upon innovations by other companies.

I do not see a negative impact ofthe Bell South-AT&T merger on my
purchasing, and I think that there will be benefits. We purchase a relatively small
amount of service from AT&T, and I do not see AT&T as an aggressive player
here. There have been so many companies competing in this market in recent
years that it makes sense to me to see some of them combine through mergers. I
expect that this will allow the merged company to otTer a wider range of services
and to get into new markets.

'~~' ,£;4 v<.fd0~

Sandra O. Doolittle, RN. MBA,Executive Director
North Florida Obstetrical & Gynecological Associates, PA

---_ .._--- ......_..... _- --_ ......_--
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Declaration of Ken MPler

1. My nalTl9ls Ken Millar. I amlha comm.mlCations supervisor for the North

Mississippi Medical Center, whlch servas 22 counties In north MissiS$lppl and

northwestAlabama from headquarters In Tupelo, Mississippi. We operate a550

bed hospital in Tupelo, five community hospilals In Eupora, luka. Pontotoc, and

West Paint, MISsissippi, and Hamilton Alabama, cUnlcs, home care unlls and

physician units. Our Tupelo campus, which 19 approximately 200 acres,

operates e variety of buildings, Includlng a women's center aM a long tenn care

center.

2. We have 17 T-1linasforvoice traffIC in and autof the campus through a central

sIMich. We have 3 DS3s riding on BeUSoulh Ughlgale (a mulU line digital

service} for dele. Two of the 053$ are used for data and one !sforvolce. We

have Frame T-1s for some ofour smaBer locaUans. Each hospital has PRJ T-1s.

3. We use BeliSouth for local voIca service. Our m>sl recel1t contract W11h them was

renawed early In 2005. Other bldderswere DeIlaCom and CanluryTal. When

the contract comes up for renewal, I believe DellaCam, CenturyTel, and pemaps

AtITel may bid. Anewcompany, MegaPOP, a service of US LEe, has just

begun soliciting business In our area, and may be a competitor for our business

vmen our conlraclootneS up for renewal.

4. We use BeliSoulh long dlsIance selVlce. BellSoulh provides that service in

conjlJnctlon with an arrangemenl with Qwes~ bul our contract Is s:>icly with

BeliSouth. The current contract was renewed three years ago. Other bidders

1
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wore MClllIld Sprint When the oontract Ct11IleS upfur_a!, I believe Sprint, MCI,

CenturyTel and Qwest may bid.

6. We renewed OIlT ccnlmct for data services with BenSouth In 2004. Other bidders

were Sprint. Mel and [lellaCom

7. We recently installed awireless networl< on 802.11 AIBIG. vAlioh \'Ve could use \0 lie

out to the Intemel and could use for voice oommunlcallons services.

8. I tika II1e idea oflhe BellSouth and AT&T merger. I have always been a fan of

AT&T both personally and professionally. We used Iilem as an inter-exchange

carrier when our finanClO departmenl was In Memphis and had a good

experlence with them They responded \0 an)' problems wa had In a llmely

manner, and I expect that to continue. parllculany If I conllnue to have the great

service I currently receive from Be\ISoulh.

9. I also am lOOking forward \0 the merger because I bellow the colltlinaUon will

provide us with renabili\y of servioe. When Hunioane Katrina hit. BeliSOUth

continued to operata, and oombining v.llh AT&T will re-enforce that reliability.

to. I alsolhink that 1IIe combination is Ilkely 10 deliver a lot of innovative lcleae. They

are likely \0 brifllJ !heir neW ideas to us, II1ereby enhancing our servlOO$ beyond

what wa have now.

Dated: May a 2006
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STATEMENT OF DONALD MEEWES (NYK Logistics)

1. I am the Senior Vice President and CIO ofNYK Logistics (Americas) Inc.
(NLA). In this role, I am rcsponsible for the company's infonnation Systems for
the Americas. NLA provides logistics services and solutions that include all
modes of surface transportation, air freight, warehouse and distribution services,
and customs house brokerage services.

2. NLA Information Systems is headquartered in Tennessee with its corporate office
in Carson, California. There are approximately 50 NLA offices and warehouse
facilities throughout the Americas. Total revenue for NLA is approximately $1
billion.

3. NLA purchases data, voice (long-distance and local), and videoconferencing
.. services from Its telecommnnlcations prbvloets:AT&T IS our primary stlf!plter­

for voice, data, and JPT services. NLA prefers AT&T for JPT services because of
its global scale and advanced technology.

4. NLAs' annual telecommunications spend is approximately $2-3 million. At least
75% of this business is spent with AT&T. The services AT&T provides to NLA
include voice (mainly long distance) and data. NLA uses BellSouth as a provider
of local telephone service in the Southeast. We see AT&T and BellSouth as
complimentary companies, not competitors.

5. NLA also requires the use of cell phones and uses many different providers for
that service, including Verizon, Sprint, and Nextel; though I think it would be
easier for us ifwe could consolidate those contracts to streamline their
management and gain in efficiency. I hope to pursue that option in the future, if
possible.

6. When considering new contracts/services, we generally use a combination of a
fonnal RFP and an infonnal relationship-based process to decide between
competitors. As an example, for IPT services, we used a RFP process. When
deciding between competitors, we will sometimes choose higher prices if it means
guaranteeing a stable, long-term relationship. We also generally prefer a
company that is geographically diverse able to serve many locations.

7. We prefer a "one-stop shopping" setup if at all possible. This allows for the more
cffective management of suppliers and reduces cost overall. Additionally, I am
able to leverage my business with the providers, achieving better prices for my
company. I believe the AT&T / BellSouth deal will allow for more "one-stop
shopping."

8. I believe the AT&T/BellSouth merger will be beneficial to NYK Logistics
through decreased management costs and increased security. I do not believe the



deal will decrease competition. Competitors in the telecommunications industry
will still include Verizon and Sprint, among several others.

DATE: ~tclLcdo
onald eewes

Senior Vice President and CIa
NYK Logistics (Americas) Inc.



Declaration of F. Derald Kirkland Jr.

1. I am the Director of the Office of Telecommunications Management ("OTM") for

the Sate of louisiana. Our office is the central telecommunications provisioning

agency for the executive branch of the state government. The legislative and

judicial branches choose to purchase through us as well I have been in the

telecommunications industry for 30 years. I have been with the State of

louisiana for the last 18 years, and the Director of OTM for the last 2 Y, years.

2. We purchase our local voice services (e.g., PBXs, trunks, Centrex, 1FBs) and

data (e.g., frame relay, metro-ethernet, ATM, megalink) from BeliSouth. While

we prefer to use BeliSouth for local services in order to take advantage of the

purchasing power we get from our large volume of purchases, BeliSouth is not

without competition. The University of louisiana at Monroe recently sought bids

for 14 PRls. Although CenturyTel had not been a telephone service prOVider in

that area, they won the bid.

3. We purchase our InterlATA services through a bidding process. Recent bidders

were AT&T, MCI, Delta.com, BellSouth, and Owest. Owest provides the
.

InterLATA outbound and Delta.com provides the InterLATA inbound. BellSouth

provides the IntraLATA toll.

4. Our internet service is provided by Owest. Other bidders were BeliSouth, AT&T,

level 3, Cable & Wireless, and Delta.

5. We purchase our long distance services from Delta.com, Owest and BellSouth.

6. OTM resembles a small telephone company, purchasing the equipment and

services, bundling them together, and setting a price for sale to the state



agencies. Because of our role essentially as a re-seller of telecommunications

services and equipment, accurate billing from our vendors is essential. BeliSouth

provides us with tapes and CDs with billing information that we then can use in

for our record keeping. This service is essential to us. Therefore, my primary

concern about the combination of BeIiSouth and AT&T is that the new company

will not be as helpful with assisting us in our billing process. If the new company

does not provide the same high quality of service as currently provided by

BeliSouth, we have a number of alternative providers to choose from, as is clear

from the variety of bidders in response to our various RFPs. For all services but

local service we currently have system in place to ensure that we get aggressive,

competitive bids from a number of players. For local service, right now we like to

use BeliSouth, and the ability to leverage our purchase volume to obtain lower

prices. However, if need be, we have alternatives, including a number of CLECs,

such as TelCove, Adelphia, KMC Telecom, Level 3, CenturyTel and Eatel and

cable companies, such as Cox and Charter.

7. My secondary concern relates to service order and trouble reporting/repair

processes. We are very familiar and comfortable with the BeliSouth processes

although we have had to deal with some pain as Service Centers and NOCs

have been consolidated. Our last experiences with AT&T processes and

procedures were not pleasant.

May 4,2006

2



STATEMENT OF ROBERT POJMAN (OPEN SOLUTIONS)

I. I am the Senior Vice President for Technology and Network Services at Open Solutions
Inc., a Connecticut company that is a leading provider of integrated data processing technologies
and services ("banking applications") fi)r financial institutions, including 300 small, medium and
large banks and credits unions. In addition to selling banking applications, Open Solutions
provides connectivity services for about 50 percent of its customers, several of whom also
outsource their back office services to Open Solutions.

2. Operating from various offices throughout the United States, Open Solutions enters
volume purchase agreements with various connectivity services providers, such as AT&T,
BeliSouth, Verizon, and Qwest, under which it spends approximately $20 million annually
purchasing-the-connectivitys=ices that itresells~customers Ofthatmtal,-approximately-----­
90 percent goes for data transport, and 10 percent for voice transmissions and local services.

---- ----- ----- -------------_ .._----

3. I have been involved with the telecommunications and information technology industry
for several years. Prior to becoming Senior Vice President for Technology and Network
Services at Open Solutions, I held the same position for more than 2 years at the Information
Services Unit ofthe BISYS Group, Inc., which was acquired by Open Solutions on March 6,
2006. As Senior Vice President for Technology and Network Services, I am involved in and
have oversight responsibility for Open Solutions' purchase and resale ofnetwork and integration
services to its customers.

5. Open Solutions seeks the most competitive bids or price quotes for its volume purchase
agreements. It is my experience that different companies enjoy a competitive advantage in
certain regional markets. For example, Qwest, which controls several telecommunications­
companies in the Northwest region, tends to have the most competitive price in that region.
However, Open Solutions still seeks competitive bids when it has a customer in that region.
Moreover, although Open Solutions has a postalized pricing agreement with AT&T, which
guarantees the same pricing for certain products and services in every regional market, it is the
practice of Open Solutions to compare AT&T prices with those ofother vendors when it seeks to
fill a customer's order in any given region.

6. I have no competitive concerns about the merger ofAT&T and BeliSouth. I do not see
much overlap between BellSouth, whose strength is providing local services, and AT&T, which
focuses on more advanced nationwide services. In my experience, there is currently sufficient
competition in the telecommunications sector in the US market, and additional competitive
pressure is being brought to bear from cable and satellite companies, and other providers of
telecommunications and infonnation technology products and services.

7. In fact, Open Solutions is supportive of the AT&T and BellSouth merger because it will
create certain benefits, including the one-stop shopping that will be made possible by the
integration of BellSouth' s wireless capabilities with AT&T's wireline services.



I declare that the foregoing is and correct to the best of my knowledge.

Date

j
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Declaration of Charlie Hall

1. I am the Chief Executive OffIcer of Orthopaedic Specialists of Alabama. We

operate eight orthopedic clinics In Alabama. Some are freestanding and others

are co-located within hospitals.

2. Five months ago, we began purChasing loca! voice services for all of our

locations from BellSouth (other lhan 3 locations sited In hospitals which use

lines provided by the hospnals). PrevIously we had purchased some local voice

services from Access, a local telecommunications proylder.

3. We also began purchasing long distance servlce for al/ of our clinics from

BellSouth fiye months ago. Prior to that, some clinics were using Mel and others

were using Owes!.

4. The.changes in our local and long dIstance service were suggested and

negotfated by a consultant we retained to advise us on telecommunications

solutions and prices, The consultant was very familiar with the competitive

offerings, and recommended the switch to BellSouth.

5. Our internet service Is provided by VentureNet. BellSouth provides the lines for

our frame relay system.

6. 'do nol expect the combination of BellSouth and AT&T to have any adverse

Impact on me. I expect that we will have the same quality of service that we

05/17/2006 WED 16:16 ITX/RX NO 60131
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have always had from them. If that is not the case, I am confident that our

consultant will recommend one of the other providers with whom they are familiar

in our area.

May ftf2oo6

Iii1 fIJ
Charlie Hall
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DECLARATION OF ROBERT ZELAZNY

1. I am Robert Zelazny, Director ofTechnical Infrastructure for Palm Beach County,
Florida. I have worked for the COllllty for seven years, serving as the Director of
TeIecOl1UDunications for four years prior to assuming my current position three years ago. As
Director ofTcchnicaI Infrastructure, I am responsible for the procurement of telecommllllications
services for the County.

2. BcllSouth is the primary provider of telecommunications services to Palm Beach
County. The County purchases local, long distance, and data services from BellSouth, spending
approximately $8 million annually. We procure these services from BellSouth pursuant to a
master service agreement The contract is for a three-year term enOingmJtiiie-2U07;WJ.1h~o---­

one-year renewal periods. We place a high value on BellSouth's strong track record of service
and support, as well as its ability to offer us the full suite of services required by the County at a
favorable price.

3. While obtaining teleconunllllications services from a sole source is beneficial to
the County, there are various competitive providers for each of the services offered by BellSouth.
We have considered and met with these providers, such as USLEC, Delta COM, and Priority
Communications. Were the County dissatisfied with the services or prices offered by BeIlSouth,
we could turn to those providers for many of the services.

4. The County is currently migrating tcJecol1UDunication services to !P. We have
VolP provided by Avaya in twenty locations in the COllllty.

5. I believe that the combination of BcllSouth and AT&T will be advantageous to
Palm Beaeh County in that an influx of capital from AT&T, will allow BellSouth to update its
aging infrastructure. Other than that, the merger will likely not affect the COllllty significantly
since AT&T does not have a major footprint in our area as it stands.

Robert Zelazny
Director ofTechnicaI 'Infrastructure
Palm Beach County, Florida
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Statement of Ronald Piccione

1. My name is Ronald Piccione, Chief Executive Officer of Palmetto Primary Care
Physicians. Our member and affiliate physicians provide patients with medical services in the
areas of family medicine, obstetrics, gynecology, pediatrics and internal medicine. We operate
17 facilities, including two hospital locations, in the greater Charleston, South Carolina area. I
am responsible for purchasing telecommunications services for all our locations.

2. BeliSouth provides all of our requirements for both voice and data
communications, including PRls, Centrex service, a sonic ring, and long distance. We spend
about $500 thousand per year on these services.

3. When Palmetto Primary Care Physicians was formed in 1997, we adopted an IT-
centered, data-based decision making system. We currently have over three hundred thousand
patients in our demographic and our member physicians have the ability to access their medical
records. Although we have our own IT department and our own software group, BellSouth has
been a partner in the process of establishing this sophisticated medical recordkeeping system.

4. Despite our excellent relationship with BeliSouth, we continually look at other
vendors of creative communications systems. We have considered, among others, NuVox, The
Home Telephone Company, Sprint and Verizon. In our experience, BeliSouth has always been
professional in its manner of operations and without question has provided us with the best
overall value on a quality adjusted basis. Should that assessment ever change, we clearly have
other options to which we could turn.

5. This month, we are opening a new corporate office and an ancillary diagnostic
center. These new facmties will take advantage of our existing BeIiSouth Smart Ring to add
VolP and other high-quality internet protocol services. These new services will not only intensify
the clarity of our voice and data communications, such as digital imaging, but will also allow us
to purchase fewer T1 s and other conventional services, resulting in an estimated three to five
percent cost savings.

6. I am very optimistic about the proposed merger of BeliSouth and AT&T. I can
think of only huge advantages for Palmetto Primary Care Physicians, including access to
converged services and best-in-class technology. We are currently seeking to expand our
business to suburban and rural parts of South Carolina. In my view, the merged company with
its greater resources will be an even better strategic partner in these eff<:rts.

offt%l,
Date: --,r-L:--+----7 I

Chief Executive Officer

Palmetto Primary Care Physicians
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3301 Quantum Boulevard, 2nd Floor' Boynton Beach, FL 33426-8669
Phone: (866) 581-6225 • Fax: (866) 563-5416 •www.presettlementfunds.com

Statement of Todd Dion, Peachtree Settlement Funding

My name is Todd Dion. I am Vice President for Technology of Peachtree
Settlement Funding. I have been in this position for approximately four years, and I
have been the technology officer or CIO for other companies before this. My
responsibilities include purchasing all telecommunications services and equipment for
my company.

Peachtree is a specialty factoring company purchasing future payment streams
such as insurance policies, lotteries and structured settlements. We have two main
offices, one in Boynton, Florida and one in Norcross, Georgia. Some of our sales force
works out of their homes. Our customer base is largely nationwide. We purchase
internet DS3 lines from Bell South and a TI from Sprint, which we use as a backup for
fiber-optic outages. Bell South provides our primary internet and telephone (local and
long-distance) service. It also provides us with an emergency and disaster recovery
system, which reroutes our inbound toll-free calls to our Norcross, Georgia office. We
are also looking to outsource our call center for weekends and evenings. We have an
outbound service with a company I do not recall located in Nebraska. We also have a
PBX in-house that we purchased from Intertel, and we just upgraded our call center
software with Stratasoft.

I prefer Bell South as a single point of contact for as much service as possible.
The main competitors of Bell South for the services that I purchase are Sprint and
Verizon (MCI). There are several smaller local companies, such as USA Telecom, but I
like to avoid using many vendors, which becomes difficult to manage.

I have used AT&T for 1 FB fax machine, but I otherwise do not consider it as a
viable vendor for the services I purchase.

I do not see the Bell South merger with AT&T to have an impact on the services I
purchase. It is important to me that Bell South's culture of customer service and
responsiveness continues. If not, I will consider othe'.':ryB~:otl;;::::=:::35;::;:s"-----..

Todd 10

Peachtree Settlement Funding
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STATEMENT OF DON GONSALVES
(per-Se Technologies, Inc.)

1145 Sanctuary Parkway, Suite 200
Atlanta, GA 30004

Main 770/237-4300
Toll tree 877n3PER-SE
www.per-se.com

1. I am the Chieflnfonnation Officer at Per-Se Technologies, Inc. I am responsible for

overseeing technology infrastructure, desktop and network support, and strategic direction of

telecommunicaTIOnS arid systems. .... ..--

2. -Yer~Se Tecbiiologwslsa-liealfh care serVlcesandtecMology company wiihapproxlmate

revenues of $372 million. Headquarter in Georgia, Per-Se Technologies operates over 80

facilities nationwide, with a concentration in the Southeast and Northeast. Per-Se

Technologies specializes in helping physicians, pharmacies, and hospitals with obtaining

reimbursement from payers-enabling providers to spend more time with patients.

3. Per-Se Technologies annually spends approximately $7 million on telecommunications-related

services. Approximately 70% ofthese services are currently provided by AT&T, with the

other 30% spread between Sprint and Qwest, among others. The services include network,

voice (both local and long distance), and data. Per-Se Technologies has diversified some of its

telecommunications contracts in order to provide redundancy services and prepare for disaster

recovery.

4. Subsequent to contract negotiations with telecommunications providers, Per-Se Technologies

employs the service of a consultancy finn The finn provides an in-depth market analysis of

providers in several different fields. We use these analyses to negotiate with prospective

providers.

5. Per-Se values a high level of service and "bench strength" when making its purchasing

decisions. Historically, AT&T has been chosen because of its "bench strength" and reliability.

It is likely that this deal will add to AT&T's "bench strength." In my experience the larger the

company the more resources and staff can be deployed to ensure familiarity with security and

regulatory issues.



~.

.~. Per-Se.
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1145 Sanctuary Parkway, Suite 200
Atlanta. GA 30004

Your Health Is The Bottom Line

. Main 770/237-4300
Toll free ann3PER-SE
www.per-se.com

6. In my opinion, there will still be a number ofprovider/competitors with AT&T including

Sprint, MCINerizon, and Qwest, among others. I am generally comfortable with the merger

going through without specifically knowing the benefits to my company.

iJ4Jd-d/
Don Gonsalves _

Date



85/67/26Sb 13:~5 PCC TELECOM. PAGE Bl

Statement of William Pitt

1. I am william Pitt, Director of Telecommunications and
Ancillary Services for Pensacola Christian college. Our campus
is located in Pensacola, Florida_ I am reBponaible for
purchaElin9 all telecommunications services. I have held this
position for three years _ Prior to my current position, I
worked for AT&T Solutions with responsibility for supporting a
bank customer.

2. Bellsouth is our current telecommunications provider.
We purchase both local and long distance voice and data services
from BellSouth. We spend over four hundred thousand dollars per
year on telecommunication services.

3. We previously purchased long distance and broadlland
internet access from AT"T, but switched to BellSouth in 2004.
At that time, I<e also looked at DeltaCom and Sprint along with
two or three other options. We ultimately picked BellSouth
based on a combination of price and service.

4- In addition to the companies just mentioned, I also
consider Verizon!MCI to be a strong alternative for our
requirements. I would also look to one or more CUBCs to prOVide
a substantial part of our overall requirements in the event that
I became unhappy with the options available to us from the major
carriers.

5. Looking forward to the proposed merger of BellSouth
and AT&T, I believe it will be neutral for Pensacola Christian
College. Because of our single location, we are not likely to
benefit from the network integration as will la,ger customers.
However, t:he merger will not red,uce competit:ion for any of our
services.

Date:

William pitt
Director of Telecommunications and
Ancillary Services
Pensacola Christian College



Confidential

Statement ofWade C. Dodgens, Pickens, SC E91l

1. My name is Wade C. Dodgens. 1 am the E-91 I Coordinator for Pickens County, South
Carolina. I have been in this position for about three years with seven years ofexperience in the
E-911 career field. Before this position, I worked for" five years in the Geographic Information
System (GIS) career field here with Pickens County. Prior to coming to Pickens County, I
retired from the federal government with 29 years of service split between U.S. Postal Service
and the Department of Defense (DOD).

2. The Pickens County E- 911 operation is responsible for two PSAP's (Public Safety
Answering Points), one for the Municipality ofEasley and the second for the overall county,
with the exception of City of Clemson. I am responsible for purchasing all E-911
conununications equipment for the County's 911 operations.

3. We are currently installing new (CPE) Central Processing Equipment that has been
purchased from BellSouth. As a result of sending out RFP's for this equipment we received bids
from six potential vendors. I do not recall all six vcndors, but Motorola and Positron were two of
them.

4. We, also, installed our (CAD) Computer Aided Dispatch equipment three years ago.
After a review from the bidders on the RFP our selection was made. Our CAD Committee
ultimately decided to award BellSouth with the bid, because they had already provided 911
services to the County and they did a good job of this

5. We are one of the few counties in the State that is "Phase 2 compliant," meaning we can
intercept wireless 911 calls and identify the location of the callers. The wireless vendors in the
County are Alltel, Cingular, Nextel, Sprint, Triton and Verizon. We also coordinate this service
through wireline calls. There are 25-30 CLECs, including BellSouth, that provide wireline
service. We recently obtained the ability to intercept (VoIP) Voice over Internet Protocol calls.
VoIP vendors in the area are Vonage and Level 3. Each of these vendors chooses its own
methods for call interception. . .

6. The County's conununications budget FY 2007 for its 911 operations is about $402,000
for this year.

7. To my knowledge, AT&T does not offer services that I would use for the County's 911
operations. I only see AT&T as providing long-distance service, which we do not use in our 911
operations. Therefore, BellSouth's merger with AT&T has no impact on the services that I
purchase. I hope to keep getting the same quality service that I am getting from Bell South.
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mPlace Properties
Two Live Oak Center
3445 Peachtree Rd NE. Suite 1400
Atlanta. GA 30326
404495.7500

DECLARATION OF FINLEY W. REED III

1. I am Finley W. Reed III, Vice President of Information Technology for Place
Properties, L.P. Place Properties is one of the country's largest developers of student housing and
related facilities. In my position, I am responsible for the procurement of telecommunications
services. I have been in this position for two years and in the field for thirteen years.

2. Place Properties currently purchases most of its telecommunications services,
including local, long distance and data, from MCI, although we do purchase some data services from
both BellSouth and AT&T, among others. A number of firms could meet our needs but I prefer to
consolidate our services with larger national firms such as Sprint, VerizonIMCI, and potentially now
the combined AT&T/BellSouth.

3. For instance, last year we consolidated much of our local, long distance, and data
business with Verizon/MCI. While Global Crossing, BellSouth and AT&T also bid for that business
and Sprint had the capability to bid, Verizon/MCI presented the best overall package and thus was
awarded the account. One of the reasons that we did not choose BellSouth or AT&T was that
BellSouth lacked a national reach and AT&T's pricing, at the time, was not competitive over MCI.

4. I am of the opinion that VolP is the way of the future and has broadened the
competitive landscape. We currently have a pilot VolP program underway at one our facilities and I
look forward to moving our organization further in the direction of VolI' as our company continues to
grow and the enhanced capabilities VolP provides offers a competitive advantage for our business. I
believe that VolP offers tremendous technological advantages, especially from a malleability
perspective. For instance, Find Me-Follow Me technology has the potential to greatly improve the
seamlessness of telecommunications services and enhance the communication abilities of our
traveling users.

5. I believe that the AT&T/BeIlSouth merger will enhance competition for businesses
such as Place Properties, which prefers a telecommunications provider with a national reach to meet
its growing telecommunications needs. As discussed, one of the reasons we chose Verizon/MCI over
BellSouth and AT&T last year was that Verizon/MCI presented the best combination of national and
regional capabilities in one consolidated company. With the merger, the combined company will also
possess such attributes and will no doubt serve as new and welcome competition in the
telecommunications servicesind~-forwa:

C~ ~~~~<~'"
Finley W. Reed III
Vice President of Information Technology
Place Properties, LP

Date; May 19, 2006

www.PlaceProperties.com



May 23, 2006

Statement of Lou Grande (RARE Hospitality)
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1. For the past six years, I have been Vice President of Information
Technology for RARE Hospitality International, Inc. ("RARE") In
Atlanta, Georgia. RARE owns and operates over three hundred
restaurants under the names Longhorn Steakhouse, Bugaboo Creek
Steakhouse, and The Capital Grille. While most of our restaurants are
located along the East coast, we have locations as far west as Nevada
and Arizona and are expanding into other regions. I am responsible
for all of the company's data and voice needs.

2. We use several providers for data services. First, our primary
provider is AT&T, which provides data connectivity into our support
center in Atlanta and managed Internet service. We also use
Spacenet to provide broadband VSAT satellite connectivity to the
majority of our Longhorn and Bugaboo Creek restaurants. We are
currently evaluating whether we will continue to use satellite
technology in the future. For most of our Capital Grille locations, we
use data service from XO Communications. For locations that are
currently not served by Spacenet or XO Communications and all of our
new locations, we purchase DSL service from the primary LEC in the
area, including BeliSouth.

3. For voice services, AT&T is our exclusive provider for long
distance service. We use BeliSouth for local dial tone In some existing
locations and all new locations within BellSouth's territory. We also
obtain local service from AT&T in BeliSouth's territory through an
unbundled networks element platform (UNE-P). Outside of
BeliSouth's footprint, our first choice is AT&T UNE-P; otherwise, if
AT&T is not available we use the primary LEe.

4. We use Verizon Wireless for cellular service and wireless data
services. Our employees also can take advantage of the rates we
have negotiated with Verizon through our corporate agreement.
Before using Verizon, we used Cingular and its predecessor, AT&T
Wireless.

5. I believe that the merger of BellSouth and AT&T is extremely
attractive for RARE and I do not think the merger will affect the level
of competition that exists in the telecom industry. In fact, I believe
the merger may produce significant benefits for our company. In
particular, I am very excited about the prospect of BeliSouth having a
greater reach outside of the Southeast because that is where the
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majority of RARE's future growth will be. We already have fifteen or
twenty restaurants within the SBe/AT&T footprint that we will be able
to fold into our other agreements with the combined company. In
addition, I am very happy that BeliSouth will be merging with AT&T,
the company from which we purchase our long distance and most of
our data services. I believe that we may be able to leverage our
status as a larger customer within the merged company to negotiate
better pricing for local and long distance service. As a result, I look
forward to the merger being approved so that RARE may be able to
take advantage of these new opportunities.

<ffA £ffi~tl:ii2-
Louis S. Grande, Jr.
Vice President of Information Technology
RARE Hospitality International, Inc.



STATEMENT OF ROGER A. BARRIOS
(RBS L YNK INCORPORATED)

I. I am ChiefInfonnation Officer ofRBS Lynk Incorporated ("RBS Lynk"), a

single-source, full-service provider of electronic payment processing services headquartered in

Atlanta, Georgia. RBS Lynk is a member ofThe Royal Bank of Scotland Group, pIc ('ORBS

Group"), a global financial organization, and is a wholly owned subsidiary ofCitizens Financial

Group, Inc..(RBS Group's wholly owned U.S. bank holding company).

2. RBS Lynk purchases telecommunications services from a variety ofproviders,

including BellSouth. BellSouth provides us with local voice and data services as well as long

distance voice. BeIlSouth also provides VolP service to one ofRBS Lynk's field offices. In

addition to BellSouth, RBS Lynk currcntly purchases data services from several other

telecommunications providers, including Sprint, TNS Telecom and AT&T.

3. In procuring large-scale telecommunications services, RBS Lynk's regular

practice is to invite three or four vendors to respond to an RFP. Our purchasing department and

technology departmen(confer on which vendors to invite and the decision is based, in part, on

what services we need. In the past, we have invited BeIlSouth, Sprint, INS Telecom and AT&T

to respond to our RFPs. Additional telecommunications providers to whom we would consider

submitting RFPs include Qwest, Broadwing and Level 3 Communications.

4. The merger ofAT&T and BellSouth will likely benefit RBS Lynk, improving

telecommunications synergies among us and our parent companies Citizens Financial Group and

RBS Group, which purchase many of their telecommunications services from AT&T. This

should improve the purchasing power and negotiating position ofRBS Lynk and its parent
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comparnes as we will be able to purchase more of our telecommunications services from one

provider across a larger geography. One of BellSouth's best features is its quality of service and

strong local presence, and the proposed merger will hopefully yield a company that combines the

best ofboth worlds: AT&T's global reach with BellSouth's local presence and attention to

customer service.
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Dated: )- /1- 0(;, By; ~ dd?
Roger . Bamos
RBS Lynk Incorporated
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Statement of Lee Vivien, RealtySouth

l. My name is Lee Vivien. I am Viee President of Technology for RealtySouth, the largest
realtor in the State of Alabama. I have been in this position since 1997. I am responsible for
purchasing telecommunications services and equipment for RealtySouth.

2. RealtySouth has 33 offices throughout the State of Alabama We are a subsidiary of
Home Services ofAmerica, which owns real estate companies throughout the United States.

3. In terms of telecommunications services, if someone makes it, we probably use it. I
estimate that our annual budget for telecommunications is $600,000. We purchase the following
services:

• DSL from Bell South and others

• T1lines (including point-to-point, primary rate interface or PRI, and business lines)
from various companies including Bell South

-. VPN service using Bell South's MPLS product, which includes a VOIP solution

• Frame service from Bell South

• Local voice service, using Bell South where Bell South provides service, and local
carriers in certain areas

• Long distance from Bell South (we formerly used Qwest)

• Wireless service from Cingular and Verizon

• Push-to-talk using Nextel for support only and Verizon and CinguJar for Blackberry

• Telephones from Bell South and certain older legacy vendors

• VOIP from Cisco Avid

• Internet connectivity from AT&T.

4. In addition to the companies identified above, we also purchase telecommunications
services from Century Tel (TI circuit and business lines), Alltel (same), ITC Deltacomm (PRJ);
Network Telephone (DSL); and Gulf Tel (local voice and DSL on the Gulf Coast).

5. AT&T is our primary internet service provider (ISP). We also use our DSL providers
(Bell South, Alltel and Gulf Tel) as "mini-ISP's," providing redundancy for AT&T's
connectivity.

6. When I purchase telecommunications services, I first look at my company's needs to
determine what I should purchase. I generally go to Bell South first to see what it can provide
and at what price, and I will also get quotes from other vendors. I often call my colleagues at



other Home Services of America companies around the country to see what they are getting. If
their pricc is better than what Bell South is offering, I will try to negotiate Bell South down.

7. The telecommunications market is highly-eompetitive in my area. I literally get calls
every day from vendors.

8. I see the merger between AT&T and Bell South as a positive development, as long as the
merged company continues to provide the same level of personal service that I have been getting
from Bell South. I do not see the merger between AT&T and Bell South as reducing competition
in my market. I have always been a big fan of having everything under one roof. I also think
that, with the merged company having a bigger footprint, I will be able to negotiate better prices
because I will press the company to give me the prices that it charges its other customers.


