
STATEMENT OF RICK VAN AKIN OF SANOFI-AVENTIS GROUP

1. I am the Senior Director of Network Services for sanofi-aventis Group ("Sanofi").

Sanofi is one of the world's largest manufacturers of pharmaceuticals, vaccines, analgesics and

other health-related products. Sanofi's operations in the United States are headquartered in

Bridgeport, New Jersey. Sanofi also has facilities, offices and distribution centers throughout the

United States, including in Kansas City, Phoenix and BellSouth's service territory (e.g., locations

in Georgi a)._

2.--- ill my positiOii;nmnl1e-primary decisiuIFmakerin-selecting-Sanofr'sH

telecommunications providers for its headquarters and other locations in the United States. I

have had such responsibilities with Sanofi for approximately 13 years and, consequently, I am

familiar with the telecommunications market in many different portions of the United States.

Sanofi relies for the most part upon a third-party consortium called KII to negotiate the pricing

and other contract terms with providers.

3. Sanofi uses a variety ofproviders for its telecommunications needs in the United

States. For example, British Telecom fills most of our data network and internet connectivity

needs in the United States. MCI-Verizon, Sprint and AT&T also provide data networking

services at some locations. Sanofi uses primarily Verizon and T-Mobile, and to a lesser extent

Cingular and Sprint, for mobile phone and other wireless services; MCI, Intercall and AT&T for

audio conferencing; Wired One, AT&T and other companies for video conferencing; a nnmber

of different providers for toll-free phone services; and various local phone providers such as

Verizon, SBC and BellSouth. A large portion ofour contracts with these providers are

negotiated through the KII buying consortium which, because it handles the pooled needs of

many large businesses, can negotiate more favorable pricing packages and terms for its member

companies. We negotiate directly with some providers, such as Verizon, and in those contexts



wilJ seek proposals from a number of companies to obtain the best pricing and service terms. In

total, Sanofi spends upwards of $20 milJion per year on telecommunications services.

4. I do not view the combining of AT&T and BelJSouth as harming the

telecommunications market in the United States. While fewer players in a market can result in

less competition in that market, I do not view this merger as a limitation on our competitive

choices in light of the number of alternative providers that Sanofi uses and can use. Sanofi's use

irirrastrucfure-ate completoo;-we exp-ectareductiurrirrthe operating costs-thaHeleremnlllni-

cations providers incur which will impact future pricing to us as well.

5. I also expect that customers wilJ gain various advantages from being able to

contract with a company that can provide "end-to-end" services, especialJy within the BelJSouth

region. In particular, after AT&T and BellSouth integrate their infrastructure and personnel, the

prices that the combined company charges will no longer need to include the cost ofpaying a

different company for access to that company's lines or equipment - i.e., alJ points along the

communications path will be owned and controlled by one company. An additional benefit to

'Customers from such integration is that installation and maintenance should become easier and

quicker for the simple reason that fewer companies need to be involved in either process.

6. Sanofi is just beginning to use Voice over Internet Protocol ("VoIP"), particularly

in Sanofi's newer locations. We expect to use more VoIP in the coming years. I view Avaya

and Cisco as companies who can provide those services to Sanofi and compete effectively in that

,-~in
sanofi-aventis Group

market.
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STATEMENT OF MARK ROBINSON
OF

SCS TRANSPORTAnON, INC.

1. I am the Chief Infonnation Officer of SCS Transportation, Inc. ("SCS"), a leading
trucking transportation company which through its two operating subsidiaries, Saia
Motor Freight Line, Inc. C'Saia") and levic Transportation, Inc. C'levic"), provides
regional and interregional less-than-truckload services and selected national truckload
and time-definite services across the United States.

2. Saia, which is based in Duluth, Georgia, serves customers in 30 states across the South,
Southwest, Midwest, Pacific Northwest and the West and had annual revenues of
approximatel)'-$-'Z5A million in 2QQ5.Jevic, whichis..hased.iJl-Dclano, New Iersey, serves
customers through the United States and portions of Canada and had annual revenues of
appioxImateIy$345miITfon inLUD5. . ------ - .----.--..---..

3. I have been the Chief Information Officer of SCS since October 2005 and, prior to that,
for approximately nine years, served as the Vice President for Infonnation Technology of
Saia.

4. I am solely responsible for making decisions regarding the telecommunications needs of
SCS. SCS spends approximately $7.2 million annually for telecommunications services.

5. AT&T is SCS's telecom provider for long distance service and managed data services.
For local service, levic uses Verizon and Saia uses AT&T, Qwest and Sprint. SCS also
utilizes Nextel for communications by its truck drivers.

6. AT&T has been chosen since 1998 to be SCS's long distance provider by an RFP
process, which SCS conducts every three years. AT&T, Bell South, Global Crossing and
MCI participated in the last RFP.

7. SCS uses three major criteria in the RFP process to decide which company should be its
long-distance telecom provider: (I) customer service and reliability, (2) cost of service
and (3) services available. AT&T has been chosen over other competing companies
because of the customer service provided to SCS and the reliability of AT&T's service
even though the cost quoted for its services was higher than the other competing
compames.

8. I am very supportive of the proposed merger of AT&T and Bell South. I believe that
having one company provide both long distance and local phone service is advantageous
for SCS because the combined company can provide better service to SCS. Also, with a
combined company, there will be no barrier between the long distance carrier and the
local telecom provider as exists today for purposes of service, maintenance and
troubleshooting.

NY] 5886281v.1



9. I also believe that, if the proposed merger is consummated, there will still be sufficient
competition in the telecom market in the future for SCS' s telecom business.

Dated: May31,2006

NY15886281v.1
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Mark Robinson
Chief Information Officer
SCS Transportation, Inc.



STATEMENT OF RANDY SMITH
(Shaw Industries)

1. I am the Planning Manager for Communications for Shaw Industries. My

responsibilities include creating forward thinking strategies for the company's

short term and long term communications needs. I also monitor the

telecommunications industry and handle the procurement ofhardware and

services contracts_ I have worked for Shaw Industries for over ten years and have

been in the IT field for over sixteen years.

2. Shaw-Industries.is a..nationwide11ooring..corporation, headQl.artered in Dalton,

Goorgi&-Shaw-provides-rugs,caq>ets,and-hard-sud'acing..roresidential.and _

commercial locations. The telecommunications needs remain fairly standard

throughout all of our locations. The annual telecommunications spend for Shaw

Industries is roughly $7 million, with approximately equal amounts being spent

on voice and data services.

3. Most of Shaw Industries' long distance and data services are provided by AT&T.

Local service is provided by AT&T, AUtell, and BellSouth. For service contracts

exceeding $250,000, Shaw issues a formal RFP, but we use a less formal process

for contracts under that amount. Most contracts are either for a 24 month or 36

month term, but we try to allow the flexibility within each contract to renegotiate

rates or take advantage of new services as they arise. During our last RFP, in

2004, five companie~ (AT&T, MCI, Qwest, Broadwing, and a smaller

independent company) submitted bids for long distance, five submitted bids for

local service (Verizon, AT&T, MCI, Bell South and Alltell), and three submitted

bids for data (MCI, AT&T, Broadway). Ultimately, we chose AT&T for long

distance and data, and a combination ofAT&T and Bell South for local. Cost

was the sole decision for local service, while we focused primarily on available

services when choosing our data provider. Shaw industries uses some VoIP but

does not use any cable telecommunications services.

4. I am supportive ofthis merger, particularly because of the consolidation of

services within one point of contact. I also think that after the merger, there will

still be ample competition within the market. The market for local service has



strong competition, as does the market for data services, and that will not change

after the merger. Even in the long distance market, there will still be several large

players to otTer competing services from which customers can choose. I see the

merger as positive thing for the industry.

e0 ~~'(~
Randyah
Planning Manager for Communications, Shaw Industries

"It ~.I"ZJ- ""-
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DECLARATION OF ALLEN CROTHERS

1, I am Allen Crothers, Director of Technical Services for Roper SI. Francis
Healthcare, South Carolina Lowcountry's only non-governmental, not-for-profit
healthcare organization, Our 594-bed system comprises 20 facilities in four counties,
Member hospitals include Bon Secours SI. Francis Hospital and Roper Hospital, as well
as freestanding centers for 24-hour emergency and urgent care, diagnostic laboratory
and radiology, outpatient surgery, and more,

2, In my position, I am responsible for the procurement of
telecommunications services for Roper St. Francis, I have been in this position for
fourteen months and in the field for about thirty years,

3, Roper SI. Francis purchases nearly all of its local, long distance, and data
(metro Ethernet) service from BeliSouth, Cellular service is provided by Alltel and
Nexte!. There are other companies to which we can tum for these and other
telecommunications services and which solicit our business on a regular basis,
including Birch, Deltacom, US LEC, NuVox, and Spirit, among others, For instance,
Spirit recently competed with Bellsouth for our metro-Ethernet contract. AT&T did not
bid for that business, We decided to go with BeliSouth in large measure because of the
strength and reliability that I believed that BeliSouth would bring to Roper SI. Francis,

4, Roper SI. Francis is in the early stages of transitioning to VoIP, We are
currently running a pilot program in our home health care division and are working with
BeliSouth, Dimension Data, and others toward the eventual goal of rolling out VolP to
the entire system, I am mindful of our long-term move to VolP in making equipment
procurement decisions. Thus, any new telecommunications equipment that I purchase
is invariably VolP compatible,

5, As a healthcare provider, the strength and reliability of my telecom
provider is of paramount importance. Therefore, I think that the merger between AT&T
and BeliSouth has the potential to be a real positive event for Roper St. Francis. With
hurricane season approaching, I am mindful of the crucial role that telecommunications
providers play in disaster relief. I believe that the combined and coordinated resources
of AT&T and BeliSouth would better serve our community in times of crisis than could
the two companies separately, I am hopeful that those combined resources also lead to
the development of new technologies and increased investment in the Charleston area,

~~
Allen Crothers
Director of Technical Services
Roper SI. Francis Healthcare
Date: May~, 2006
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Statement of Kyle Holsclaw, Richland County, SC

I. My name is Kyle Holsclaw. I am the Network Project Manager for Richland County,
South Carolina. I have been in this position for nine years. My responsibilities include
purchasing telecommunications services for the County, mainly setting up telephone and data
lines. I do not work on the County's 911 services, as our emergency services department is
responsible for purchasing those services.

2. The County currently has leased TI (point to point) lines, IFB business class lines,
Centrex lines and ten PRllines, all from Bell South; VOIP gear from Cisco, Avvid; interlatta
long-distance from Bell South; long-distance through Spirit Telecom with leased lines through
Level 3 (formerly Telcove); internet service and roadrunner data connections through Time
Warner; and an ISDN circuit through Bell South. My current annual budget is approximately
$380,000, which does not include telephone. Individual departments in the County purchase
their own local telephone service.

3. My purchasing is limited to vendors from the state-approved list. Internet vendors on the
state approved list are Bell South, ACSine.net, Spirit Telecom, Charter, New Technologies
South, Sprint, Technology Solutions of SC, and Time.Warner. Long distance vendors on the
state-approved list are Spirit Telecom and CIO Communications. Prices are set through
contracts wi th the state, so I do not engage in price negotiation. Because of the state-approved
list, I generally do not undertake any bid process. Instead, I choose vendors from the list and
match prices to locations. If prices among approved vendors are the same, then I will look at
service history, response times and previous relationships.

4. I believe that AT&T provides some services within the County, but it is not on the state-
approved list for what I purchase. Accordingly, I do not deal with AT&T. I do not think that the
merger between Bell South and AT&T will have any impact on the services that I purchase. I
imagine that if the merged company would be on the state approved list, there is a good
possibility that it will provide a broader range of service.

~K1\eHOISCkW
Richland County, SC
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STATEME:NT OF HARLEY LINGERFELT

P. 02

1. My name is Harley Lingerfelt. I am the Chief Information Officer for the Savannah

College of Art and Design (or "SCAD"), a private nonprofit institution providing higher

education fur the visual and p'3rforming arts in Savannah as well as at our branch

campuses in Atlanta and Lacoste, France, and through our e-leaming programs.

2. SCAD uses a variety of suppliers for its telecommunications services. We purchase

most of our local voice services from TelCove. TelCove (then KMC) won a bid

against BeliSouth and a couple of other local firms approximately 6 or 7 years ago

by offering the lowest prices, and has been SCAD's local carrier since that time.

TelCove won a bid against Be.IISouth to renew its contract approximately 2 years

ago. BeliSouth provides soml~ backup PRI circuits and circuits to bUildings not

served by TelCove.

3. Vartech has provided long distance for SCAD's administrative services and student

accounts since winning a bid In which BeliSouth, MCI and another company also

partidpated. awest provides dedicated Internet access services to the College, with

BeliSouth providing backup Intern~t access circuits fur redundancy.

4. SCAD leases a Nortel PBX sWitch from GE Capital that BeliSouth supports and

services. We are currently having some issues with GE Capital concerning the

lease for our switch, and are considering various options In consultation with our

BeliSouth account team, such as whether to purchase the switch or renegotiate the

lease. We lease dark fiber from AGL Networks in Atlanta and from the local electric

company in Savannah to connect our campuses to the POP for our switch. We
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spoke to 4-5 other carriers ab,::>ut dark fiber before opting to go with AGL Networks in

Atlanta because they offered us the lowest price.

5. AT&T has not been an active bidder for SCAD's business over Ihe lastfew years.

6. I think the merger of BellSoulh and AT&T may make new services available to

SCAD, and I look forward to loamlng about such new opportunities. The merger

may also lead to bundling op~ortunities and lower prices from combining the

wireless services we buy from Cingular with purchases from the combined

AT&T/BeIlSouth. I would not want Ihe merger 10 impact SCAD's very good

relationship our local BellSoulh accounlleam, however, because our current team

understands our business and can come to meet with us in person whenever there

are issues (such as with the Issues SCAD Is currently having regarding our PBX

switch mentioned above).

Dated: June 1-v,'2006
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STATEMENT OF CHRIS SMITH

I. I am the Senior Vice President and Chief Operations Officer for Security Bank, a rapidly

growing regional bank headquartered in Macon, Georgia, with approximately 20 offices

across Georgia.

2. Security Bank is excited about the merger of BellSouth and AT&T. Our bank is approaching

$2 billion in assets, and as we grow, we look forward to working with a telecommumcations

provider with the capabilities ofa combined AT&T and BellSouth. Both companies are

pioneers in communications, and we like the idea ofthe range ofservices that they will be

able to offer Security Bank as a combined finn.

3. Security Bank uses BellSouth for most of our local, long distance and data requirements. We

acquired a bank earlier in the year that used NuVox VoIP services, but we decided to

transition those services to BellSouth as soon as our acquisition closed because of

BellSouth's quality and service. Fairfield Financial Services, an affiliate of Security Bank,

has used AT&T and Qwest for data services in the past, but we have been transitioning

Fairfield to MPLS network services from BellSouth over the last few months because

BellSouth offered us attractive.pricing and local representation. Local contacts are important

to Security Bank because we need to be able to reach a single point ofcontact who can

address the various needs of our bank as we grow and add new branches.
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4. Cox Cable has been very active in pitcrnng their fiber network services to Security Bank.

We have been happy with BellSouth so have no plans to change to Cox, but their interest

shows that Security Bank would have other options available in the future if we became

dissatisfied with the pricing or service that we receive from the new AT&TlBeIlSouth.

I

I
I
I
I
I
I
I
I

Dated: May.J:Q., 2006 Chris Sml
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(803) 794-7300Columbia, SC 29202

SOUTHEASTERN
FREIGHT LINES, INC.

DECLARATION OF RICHARD MAnox
1. I, RIcHARD MATTOX, am the Director of Communications for

Southeastern Freight Lines, a leading LTL trucking company with operations
spanning from Virginia to Florida to Texas, and beyond. As Director of
Communications, I am responsible for the procurement of telecommunications
services for Southeastern Freight. I have been responsible for the company's
teIecom purchasing for 16 years.

2. Southeastern Freight purchases much of its local, toll-free, long
distance, and data service from BellSouth. I am very satisfied with the products
and services provided by BellSouth, especially the customer service provided by
Sandy Walsh and Judy Mattox, among others, on my BellSouth team.
Nevertheless, there are other providers to which I can tum for various telecom
services, including Sprint, Verizon/MCI, and Qwest.

3. Indeed, we do procure local and data service from other providers
where BellSouth service is unavailable. Such providers include GTE, Sprint, and
AT&T, among others. For instance, for our facility in Las Vegas, AT&T provides
data service and bundles with it a small amount of long distance service. Likewise,
our facilities in Texas, Oklahoma, Arkansas, and Virginia are served by vendors
other than BellSouth.

4. It is my view that VoIP is the way of the future. Southeastern Freight
currently has a VoIP LAN in Columbia and we considering deploying VolP for an
intra-company network in the future. New equipment which I purchase is, for the
most part, VoIP compatible.

5. My view on the merger will depend upon'which account team I am
assigned post-merger. If I continue to be served by my current BellSouth team,
then I believe that the merger will be a net-positive to Southeastern Freight because
the increased breath of services and national network will allow me to consolidate
more of my purchases (and customer service) with the combined AT&T/BellSouth.
Furthermore, there will continue to be other companies which will competitively
discipline the combined company and which will provide me with alternatives in
the event that I become dissatisfied with the prices or services offered by

AT&TlBd'South;o th, future. ~~~

Richar .Mattox
Director ofCommunications
SOUTHEASTERN FREIGHT LINES
Date: MAY~, 2006

Post Office Box 1691

----- --.,. -"-' ,. ------,, ---



Sl:Itl'll1l:l!t of Ear! Dmdsop (Southern Ag Omien)

I. For the past run" years, r have bem the Controller for Southern Ag Glnic:a. For the p"'t

five years, r mve been rfSponsible for procuring Internet access, telephone, and data selVices for the

company.

2. Southern Ag is ~ truckload commercial carrier that specializes in hauling agricultural

products, particularly peanUlS, md gener.d commodities throughout 32 states ranging from PellllSy\vania to

New Mexico. Southern Ag ope= approJ<i=tejy200 t<\IC.ks. Sixtypercent of our loads are transported in

Geol];ia, Alabama, and Florida. We have th= tertllitJ>ls in $olllh'M'St Georgia and one tenninal south...esr

of Dallas, Te=. Because Customers co= us for shipments via the phone and internet, reliable telecom

service is panicuhttly import:mt to us.

3. We currently use BellSouth for all of our telecom and data needs. Onee BeJlSouth was able

to offer long distance service, we switched all of our telecom services from AT&T so that 0"" company

""uJd be responsible for all of our services, including Joe>/, long distance, dat9, and Internet. When....,

evahmed the numerous telecom provider; that could provide us v.ith these services.~ seriouslycOll<ide",d

switching to Deltacom hefo... ultimately selecting BelJSouth.

4. We have been satisfied with the service tlut we receive from BellSouth and do not 211ticii"'te .~

switching providets in the rreor future. However, if the proposed merger~en AT&T and BellSoUlh we'"

to increase prices or dec"""e the levd of service that ...., ...ceive, I am aware tru.t there are anumber of other

c'9·0N

....,~--, ,--_...__.-----_._-~----~---



DECLARATION OF HOWARD HIRTH

I. I am Howard Hirth, Infonnation Technology Administrator of Southern
Orthopaedic Specialists LLC. We have 13 physicians in 5 locations serving the metro-Atlanta
area, as well as a corporate facility. As IT Administrator, I am responsible for the procurement
of telecommunications services for Southern Orthopaedic. I have been in this position for one
year and in the IT field since 1978.

2. Southern Orthopaedic purchases virtually all of its local, long distance, and data
services from BellSouth. However, there are other companies which have approached us and to
which we can tum for most all of these and other telecommunications services, including Florida
Digital Network, ITC Deltacom, SeeBeyond, and Digital Agent, among others. While at
Southern Orthopaedic, I have never considered a proposal from AT&T, which has not solicited
our business.

3. At one of our offices, we have a virtual PBX over IP, on which we have YolP.
This facility is serviced by Digital Agent. We are in the process of integrating that office with
the rest ofourfacilities with our net YPN from BellSouth.

4. Aside from the potential integration challenges posed by the deal, I have no
concerns with the AT&T-BellSouth merger. While the merger may decrease the number of
competitors in the ·national market by one, ample alternatives remain, and, in any event, AT&T
has not competed for our largely local business. Furthennore, the continuing wave of
teclmological changes in the field -- with the emergence ofYolP and the like -- has made today's
telecommunications arena a far different world from that which had existed in years past.

5. Additionally, I believe that the merger has the potential to benefit Southern
Orthopaedic to the extent that the combined company will be able to offer packaged services
which are not currently available from BellSouth, such as integrating Cingular service with our
wireline service. Moreover, I anticipate that the cost savings ass.ociated with the merger may be
passed on to customers such as our company.

Howard Hirth
Information Technology Administrator
Southem Orthopaedic Specialists LLC

Date: May lL, 2006 .
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STATEMENT OF SHAMMAH BALOCH

1. 1am Technical Services Manager for St. Joseph's/Candler with responsibility for

telecommunications purchasing. St. Joseph's/Candler is a not-for-profit, faith-based health

institution, and is the largest health care provider in Southeast Georgia. St. Joseph's/Candler

operates two major hospitals as well as numerous smaller facilities including clinics and

senior living facilities. In all, I have responsibility for providing telecommunications

services to facilities with 65 different addresses across a 5,000-square mile area.

2. St. Joseph's/Candler uses BellSouth to provide the bulk of its voice and data

telecommunications services, including local voice services and ISDN, T1, DS3, frame relay

and metro Ethernet data circuits. We also buy Cisco equipment from BellSouth.

3. Apart from BellSouth, St. Joseph'S/Candler also buys long distance services from KMC,

cable broadband services for a few sites from Comcast, and wireless services from Alltel and

Verizon.

4. Other companies apart from BellSouth come in periodically to make proposals for telecom

services, but St. Joseph's/Candler has been pleased with the service it receives from

BellSouth up to this point.

5. I have no objections to the merger ofAT&T and BellSouth, which I do not think will affect

St. Joseph's/Candler in any major way. AT&T has not had much ofa presence in the

Savannah area recently. On the positive side, the increased scale of the post-merger

company may help it purchase telecom equipment from Cisco and other suppliers at greater

discounts, resulting in lower prices for us.

..-.tk
Dated: June ",--, 2006



__ SUNSHINE MORTGAGE CORPORATION

Declaration of Vince Halder

1. My name is Vince Halder. I am the Vice President, Chief Information Officer of

Sunshine Mortgage Co. Sunshine, which is privately held, specializes in retail

mortgage lending and is considered the largest independently owned mortgage

banker in the Southeast. We have 14 locations spanning Georgia, Florida, North

Carolina, South Carolina and Maryland.

2. The connectivity between our branches is through a net-VPN and some VPN

over OSLo These services are provided by BeliSouth where the facility is in the

BeliSouth footprint. The same is true for local voice services. One of the

reasons we chose the net-VPN service is so that we can ultimately move our

voice services, both between the branches and externally, to our private network

and become more feature rich and cost effective.

3. The contracts for our local and long distance voice and data services were

signed before I came to the company and thus I am not certain of which other

providers were considered. Although the contracts do not expire for several

years, I would consider other vendors for long distance and data, particularly

Verizon, Sprint, and AT&T.

4. I am hopeful that the merger between BellSouth and AT&T will lead to

improvement of services, particularly in the ability of the combined company to

provide services over a greater footprint. BellSouth's inability to provide services

outside of its footprint has been a limitation on the services they can provide. My

only concerns are that the level of service and my account team, with whom I am

very comfortable, will not be reassigned post merger.

May 30, 2006

Vince Halder

2401 Lake Park Drive' Suite 300 • Smyrna, Geo'llla 30080 • 770/437-4100

Georgia R....Ment.al Mortgage Licensee



.§!)Y~~~®
"Were More Than Electricity. Were Service.'

p, o. no~ 2M
Cumming, Georgia ]UOZ8

770·8R1-2363
Fax - 770-886-8'119

I-S(}O-635-9IJI
hllp:1fwww.sawnee.com

Statement of Carl Badgett (Sawnee Electric Membership Corporation)

1. My name is Carl Badgett. For the past four years, I have been the Vice

President of Information Services for Sawnee Electric Membership Corporation ("Sawnee

EMC"). Sawnee EMC is an Electric Membership Corporation serving 115,000 members in the

northern suburbs of Atlanta. I am responsible for purchasing telecom services for the

corporation.

2. Sawnee EMC purchases most of its telecom and data services from BeliSouth.

Specifically, Sawnee EMC purchases four primary ISDN lines from BeliSouth for inbound and

outbound voice service into its call center as well as regular business lines. We also use

BeliSouth for long distance service and our 1-800 number. For Internet access, BeliSouth

provides us with a T1 line and an Internet router. Overall; we usually spend approximately

$8,500 per month on BeliSouth products and services

3. While most of our services are with BeliSouth, Sawnee EMC uses Alltel for local

service in areas not served by BeliSouth and Sprint for some 1-800 prod,:!cts. We use Cingular

Wireless for the phones used by our corporate staff and field engineers. However, for wireless

data, we use T-Mobile, because they offered lower prices.

4. We typically do not seek bids for telecom services, because we would prefer to

have one bill from a single, reliable provider. However, I am aware that there are many

competitors in our area that could provide us with telecom service including Nextel, Verizon, and

T-Mobile for wireless; Covad and Focal for local voice; and MCINerizon, Sprint, and AT&T for

long distance.
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5. I do not see a negative impact on competition in my region of the merger of

BeliSouth and AT&T, and I believe it could be beneficial to Sawnee EMC in the longer run. The

merged company may be better able to develop and provide cutting edge technology to us in

the future. In addition, the combination of Cingular with AT&T and BeliSouth may provide us

with expanded service options such as pooled minutes and larger and faster Wi-Fi and WiMax

networks. These developments could significantly help Sawnee EMC's operations. At the

same time, I think that there is enough competition out there to keep the merged company

honest, providing quality services at a reasonable price.

"ifW~r a ett
Sawnee EMC
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STATEMENT OF STEVEN W. SAUNDERS (TALBOTS)

I. I am the Director of LT. at Talbots, which has its headquarters in Hingham,
Massachusetts. Talbots is a leading nationill specialty retailer and cataloger ofapparel, shoes and
accessories with over 1,000 stores throughout the United States.

2. I work out of the Talbots Systems Center in Tampa, Florida. While in the position of
Director of I.T. for the last 8 years, I have been responsible for a wide range of technical services
for Talbots' telecommunications. I also am responsible for negotiating and performing regular
reviews of Talbots' telecommunications service contracts.

3.-Al'&Tis theprimarytelocornmunications seryice-mpvider forIalbots. We currently
pay AT&T approximately $6·7 million per year for voice and data telecommunications services

-at cUrocorporate locations-and mostof' our retail-stores:--Im::ertainlocatiomr,we<U:e-required-to­
use other telecommunications providers as local exchange carriers. We spend approximately $2
million per year for the services of local exchange carriers.

4. The last time that Talbots went through a formal bid process for telecommunications
services was in 2002. At that time, we received competitive bids from a number of larger
telecommunications companies including AT&T, We chose AT&T as our primary supplier and
entered into a five year contract, which has since been renewed and extended for a total of six
years.

5. We review our contract with AT&T almost every year. As we continue to get larger
and open new retail stores, we have been successful at negotiating rate reductions with AT&T.
Talbots would also prefer to use AT&T as a local exchange carrier at as many or our stores as
possible because this would provide more leverage to secure bigger discounts,

6. I believe there is ample competition in the telecommunications services market,
except for some smaller communities where theremay be few or only one local exchange carrier.
I view the proposed merger of AT&T and BellSouth as a positive for Talbots. We currently use
BellSouth as a local exchange carrier for some of our stores. With the merger, I expect that we
will have the leverage to get additionill discounts at the current BellSouth locations and in the
future receive better overall service and responsiveness.
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Joint Statement of Doug Putnam and Tom Swain

1. Doug Putnam is Executive Vice-President and Tom Swain Is Vice-President of Fixed Assets for TIC Federal Credit

Union, a credit union based in Columbus, Georgia. Together, we have responsibility tor telecom procurement

for TIC TIC also uses the services of a consultant, Telecom Management of Little Rock, Arkansas, in our

telecom procurement process because thoy ore famillor with the terminology ond players in the complex

telecom business. and can holp us tell whether a bidder's telecom proposal Is a good deal or not for TIC.

2. Our current policy at TIC is that we do not enter ',nto telecom service contracts for longer thon two years. and

use a competitive bid process when contracts are up for renewal so that we can be sure that we are getting

competitive prices and service. BeliSouth is TIC's current supplier of local. long distance. and broadband

Internet services. We purchase services from BeliSouth through a master contract for all services that BeliSouth

provides. although we have bid these services out separately in the past. In addition to the services we buy

from BeliSouth, TiC also uses Xspedius for point-to-point T-1 data networking services. Xspedius has been on

active bidder in contracts against BeliSouth. AT&T has not bid for TIC's business In quite some time.

3. We have no concerns concerning the potential Impact of the merger of AT&T and BeliSouth on our

competilive choices. For the next two years, we will have the benefit of the pricing and terms in our current

contract. After that, if the combined company's prices go up. we always have other telecom providers that

we can go to. In that regard. competitors to BeliSouth have been quite competitive on some of their recent

bids.

-c=~
Doug Putnam

Dated May 30, 2006
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Tom Swain

P.O. Box 9818 0 Columhus, GA 319080 Phone 706.320.8500
www.ticfcu.com



STATEMENT OF Jeffrey Marshall
(TRANSTAR INDUSTRIES, INC.)

I. I am the Vice President, Chief Financial Officer, and Treasurer ofTranstar

Industries Inc. ("Transtar"). I negotiate Transtar's telecommunications contracts

and monitor the billing. I have held my current position at Transtar since

September 2003, but have been involved in telecommunications procurement for

many years pnor.

2. Transtar specializes in the distribution of after-market automotive transmission

-partso--Headqulll1ered in Cleveland; Ohio, Transtar-has-thirtybranehes-aeross-the-- ---- --­

US, including-several-in the-statesofFlorida;-6eorgia;i::;ouisiamr,Mabama;-arrd----

Tennessee.

3. Transtar spends close to $1 million annually on telecommunications services, and

currently relies on AT&T for most of its telecommunications needs, including

data (frame relay), long distance voice, and local voice where available.

4. Transtar uses and RFP process when contracting for telecommunications services.

Our most recent RFP was for a two-year contract, however, most of our prior

contracts were for only one year. During our most recent RFP Transtar

considered AT&T, SBC, Qwest, MCI [Verizon], and Sprint. Transtar chose

AT&T because we needed a national company with coverage across the entire

country, to assure consistency of service and guarantee bullet-proofreliability. I

have never considered BellSouth as a viable alternative to AT&T for national

services because it lacks the experience and national coverage.

S. I believe that the proposed merger between AT&T and BellSouth will provide

benefits. Transtar would prefer to use AT&T for local service, where available, in

addition to long distance and data. The proposed merger would allow us to

purchase more services from the combined company. In addition, I believe that

such a consolidation will help spawn new services and lead to the development of

more advanced technology.

6. The previous SBC/AT&T merger has not changed the competitiveness of the

marketplace. In fact, Transtar has received benefits including reduced costs.



7. I expect that the competitive effects of the proposed AT&TfBellSouth merger will

be even less significant than the SBCIAT&T merger. BellSouth is a much less

significant competitor than was SBC a year ago. And, even with the recent

consolidation, there is enough national competition to keep in check any possible

""=p' '" '0=", Pri9t ~.!{l.JJf
Jeffrey Marshall

Chi6fFinancial Officer, 'I'ranstar-fudust:lWs-

Date
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STATEMENT OF JOE SHEAjTRIBUNE COMPANY)

2112 Wf·"t Stre't
lr;~ 1~llgeI8$, C<JII!orni" 90012
713237·5000

1. I am Director of Infrastructure Technology at the Los Angeles Times. The L.A. Times is
one of eleven leading daily newspapers owned by Tribune Company and its largest
business unit. Tribune also owns twenty-six television stations. Tribune's primary
locations are in Chicago. Los Angeles, New York, Orlando, and Fort Lauderdale.

2. I have been in my position at the L.A. Times since 1998, where I have primary
responsibility-torthe-L:tl: -TimesLnetwork,telecommunications, al,d data 'Clmtsr -----_.. -­

management. For about the last year, I have handled Tribune's overali voice
telecommunicationsandmessagTng strategy. In this duai'role,Thavesh-ared-
responsibility (with the CTOs of each business unit and with our corporate strategic
sourcing organization) for telecommunications purchasing decisions. I generaliy am in
charge of overseeing final decisions and shepherding negotiations.

3. Tribune purchases telecommunications services from both legacy AT&T and legacy SBC.
AT&T provides our ATM-based Wide Area Network, which connects our various
business units to our headquarters in Chicago; we have a secondary path through Los
Angeles. AT&T also provides long distance service for a number of our business units
as well as Internet access in Chicago and Los Angeles. We purchase local voice from
legacy SBC across SBC's historic 13-state region. We also purchase data services from
legacy SBC -- frame relay service in Chicago and throughout SBC's historic 13-state
region. We also purchase wireless services from Cingular (as well as several other
providers) .

4. Some of our business units purchase from other providers. A number of our business
units purchase voice service from PAETEC Communications, a reseller of local and long
distance services. This includes business units in Hartford, Chicago and Fort Lauderdale.
These business units had previously used AT&T for local and long distance services, but
PAETEC came in with a very competitive offer that AT&T was not able to match.
AT&T's account team has since worked to offer a more competitive rate, which has
prevented further migration to PAETEC.

5. Some other Tribune business units are also using VolP services. In Los Angeles, we are
sending some traffic to our outsourced cali center using VoJP. The Hartford Courant
uses VolP to communicate with its remote bureaus. Other business units using VoJP
include those in Fort Lauderdale, Chicago, and Washington, DC.

6. In addition to the providers listed above, we use Broadwing in Chicago for Internet
service, Verizon for services in various locations, and several other local and regional
providers throughout the country.

7. I believe the AT&TIBellSouth merger will benefit Tribune. We are undertaking a strategic
initiative to streamline our wireless choices -- we currently have four wireless providers
and would like to use one carrier or, at most, two. We also are looking at opportunities
to leverage wireless to enhance our publishing applications; for example, we would like
to give tools to sales people and reporters to enable them to access applications and



content when they are in the field. This transaction, by consolidating the ownership of
Cingular, should help us achieve our wireless goals. I would expect that we would be
able to leverage our wireline purchases with AT&T to negotiate a better rate with
Cingular. I would also expect the combined company to bring more advanced products
to market faster, which would also help with our current wireless initiative. I am not
concerned about the combination of AT&T and BeliSouth, as BeliSouth is a regional
player that does not really compete with AT&T, which operates at the national level.

8. I believe competition in the telecommunications industry is strong today. There are
plenty of competitive providers that would provide us with a viable alternative to AT&T.
Vendors who are not competitive at the national level today could expand and build their
networks to do so in the future. I am therefore not concerned that this merger will hurt
our ability to get competitive proposals and pricing for our telecommunications
purchasing.
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