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STATE OF MICHIGAN
IN THE MICHIGAN PUBLIC SERVICE COMMISSION

In the matter of the complaint and request for declaratory
ruling of the Michigan Communications Carriers
Association; CMC Telecom, Inc.; and Grid 4
Communications, Inc.; against Michigan Bell
Telephone Company d/b/a AT&T Michigan to tequire
AT&T to afford Complainants wholesale rates consistent
with applicable law.

Case No. U-14975
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FORMAL COMPLAINT AND REQUEST FOR
DECLARATORY RULING

1. This is a Formal Complaint and Request for Declaratory Ruling brought by the Michigan
Communications Cartiers Association (“MCCA”); CMC Telecom, Inc. (“CMC”); and Grid 4
Communications, Inc. (“Grid 47), by their attorneys, the Law Office of Gary L. Field, PLLC and the
Witte Law Offices, against Michigan Bell Telephone Company, d/b/a AT&T Michigan (formetly
SBC Michigan) (“AT&T”), pursuant to sections 201, 203, 204, and 205 of the Michigan
Telecommunications Act (“MTA”), MCL 484.2101 et seq.; sections 251 and 252 of the Federal
Communications Act of 1934 (“FTA”), as amended, 47 USC 251 and 252; and Rules 501 et seq. of
the Rules of Practice and Procedure Before the Commission, 1999 AC, R 460.17501 e seq.

2. The issue in this case is that AT&T has a duty under federal law nof to impose
unreasonable or discriminatory conditions or limitations on the resale of telecommunications
services, and AT&T has acted contrary to this duty by failing to make certain discounted services
available to competitive local exchange cartiers (“CLEC”) at wholesale rates based upon the actual
retail prices paid by AT&T’s retail customers.

3. AT&T routinely offers discounted rates to retail customers that ate lower than the lowest

wholesale rates it makes available to CLECs. AT&T does not make these discounted rates available




to CLECs for resale without imposing unreasonable or discriminatory conditions upon such resale
offerings.
4. This Complaint is supported by the testimony of Craig M. Champagne, President of

CMC,; the testimony of Dr. Gary Wolfram; and certain exhibits.
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5. Complainant MCCA 1is an association of CLECs within the state of Michigan. MCCA is
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participating in this proceeding on behalf of its member complainants CMC and Grid 4 (collectively,

the “Member CLECs”).
6. Complainant CMC is a Michigan corporation with offices located at 50481 Pontiac Trail,
Wixom, Michigan 48393.

7. Complainant Grid 4 is a Michigan corporation with offices located at 900 Wilshite Drive,

ichigan 48933-2111 - (517} 485-06070 « Facsi

Suite 310, Troy, Michigan 48084.

8. AT&T Michigan is an assumed name of Respondent Michigan Bell Telephone
Company. Its main offices are located at 444 Michigan Avenue, Room 1750, Detroit, Michigan
48226.

9. The Member CLECs are licensed providers of basic local exchange service and provide
telecommunications services in the State of Michigan.

10. AT&T is a licensed provider of basic local exchange service and provides
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telecommunications setvices in the State of Michigan.
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JURISDICTION AND SCOPE

11. An association is permitted to represent the interests of its members before the Michigan
Public Service Commission (“MPSC” or “Commuission”). See MPSC Case No. U-8084, pp. 39-43
(May 20, 1986 Order).

12. The Commission has jurisdiction and authority to administer the MTA. Under section
201 of the MTA, MCL 484.2201, the Commission has authority to enforce any relevant delegated
authority under the FTA.

13. Section 252(d)(3) of the FTA, 47 USC 252(d)(3), requires state commissions to
determine wholesale rates, on the basis of retail rates charged, for the purposes of resale. See also 47
CFR 51.605(a).

14. An incumbent local exchange carrier (“ILEC”) such as AT&T may not impose a
restriction on resale that is not otherwise permitted by federal law unless the ILEC proves to the
state commission that the restriction is reasonable and nondiscriminatory. 47 CFR 51.613(b).

15. Section 204 of the MTA, MCL 4842204, provides that if two or more
telecommunication providers are unable to agree on a regulated matter, then either provider may
apply to the Commission for resolution of the matter.

16. Section 205(1) of the MTA, MCL 484.2205(1), permits the Commission to investigate
and resolve complaints.

17. Section 203(1) of the MTA, MCL 484.2203, authorizes the Commission, upon receipt of
a complaint, to conduct an investigation, hold hearings, issue its findings, and order relief under the

contested case provisions of the Michigan Administrative Procedures Act of 1969, MCL 24.201 ez

seq.
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18. The Commission has the discretion whether to enter a declaratory ruling. 1999 AC, R
460.17701(3).
19. Due to the declaratory nature of the relief requested in this action, Petitioners are not

requesting that the Commission award any form of monetary damages in this proceeding.

FACTS

20. AT&T is an ILEC. AT&T commands approximately 80% of the local service market in
areas in which it is the incumbent carrier. The rest is split between the CLECs competing with
AT&T.

21. Member CLECs are CLECs that compete with AT&T.

22. Member CLECs desire to purchase services from AT&T on a wholesale basis, as
provided in 47 USC 251(c)(4), for resale to their customers. That section provides in part that
AT&T must make available “any telecommunications service that the carrier provides at retail to
subscribers who are not telecommunications cartiers.”

23. As CLECs, Member CLECs are entitled to purchase services for resale from AT&T at
wholesale rates pursuant to the FTA (see 47 USC 251(c)(4)(A)) and the Code of Federal Regulations
(see 47 CFR 51.605(a)).

24. Also, ILECs are prohibited from imposing untreasonable or discriminatory conditions or
limitations on the resale of telecommunications services pursuant to the FTA (see 47 USC
251(c)(4)(B)) and the Code of Federal Regulations (se¢ 47 CFR 51.613).

25. AT&T routinely offers discounted services to subscribers who are not

telecommunications catriers under what it calls its “Winback” program. Under the Winback
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program, AT&T offers former AT&T customers who have become CLEC subscribers heavy
discounts, free months of service, and cash incentives to re-subsctibe to AT&T’s service.

26. While AT&T will permit CLECs to putchase services at the Winback rates on a
wholesale basis if they are taking a customer from another CLEC, AT&T fails to make its Winback
wholesale pricing available to CLECs attempting to win customers from AT&T. By way of
illustration, under AT&T’s Tatiff 20R “Ameritech Valuelink Extra with Toll and Valuelink Extra —
Select Winback Offering,” AT&T limits eligibility to “Carrier’s customers currently served by a
competitive local exchange carrier within Ameritech Michigan territory and who now wish to establish
business service with Ameritech’s Carrier.” See id. at Sheet No. 22.2.1 (emphasis supplied). A copy
of the relevant portions of Tariff 20R is attached as Exhibit A-4 (CMC-4) to the testimony of Craig
Champagne.

27. If CLECs are prohibited from purchasing services from AT&T for resale at the Winback
rate less the wholesale discount, AT&T’s wholesale rate is set at a level in excess of AT&T’s retail
Winback rate.

28. The Winback program restricts the CLECs’ ability to purchase telecommunications
services from AT&T at a proper wholesale rate, and thereby imposes unreasonable and
discriminatory conditions upon the resale of telecommunications services.

29. AT&T also provides discounts to its retail customers that commit to purchasing a certain
volume of telecommunications setvices (“volume discounts”) and/or that commit to purchasing
telecommunications setvices for a certain period of time (“term discounts™).

30. However, in applying these term and volume discounts to CLECs’ purchase of
telecommunications setvices for resale, AT&T fails to appropriately aggregate the CLECs’ volume

of telecommunications purchases in determining whether the CLECs are eligible to receive the
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volume discounts, and AT&T fails to propetly apply its term discounts to CLECs’ purchase of
telecommunications setvices.

31. Failing to propetly apply these term and volume discounts to AT&T’s determination of
the retail rate to which AT&T will apply the wholesale discount places an unreasonable or

discriminatory condition ot limitation on the resale of telecommunications.
Counrtl

AT&T’S VIOLATION OF 47 USC 251(C)(4) - WINBACK

32. All preceding paragraphs are realleged.

33. Under the FTA, the MPSC has the duty to determine wholesale rates, on the basis of
retail rates charged, for the purposes of resale. 47 USC 252(d)(3). See also 47 CFR 51.605(a).

34. Under 47 USC 251(c)(4)(B), AT&T has an affirmative duty “not to prohibit, and not to
impose #nreasonable or discriminatory conditions or limitations on, the resale of such telecommunications
service....” (Emphasis supplied.)

35. In discussing generally restrictions that ILECs place upon their resale offerings to
CLECs, the FCC stated:

We conclude that resale restrictions are presumptively unreasonable. Incumbent LECs
can rebut this presumption, but only if the restrictions are narrowly tailored....
Given the probability that restricons and conditions may have anticompetitive
results, we conclude that it is consistent with the procompetitive goals of the 1996
Act to presume resale restrictions and conditions to be unreasonable and therefore in
violation of section 251(c)(4). This presumption should reduce unnecessaty burdens
on resellers seeking to enter local exchange markets, which may include small
entities, by reducing the time and expense of proving affirmatively that such
restrictions are unreasonable.
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In the Matter of Implementation of the Local Competition Provisions in the Telecommunications Act of 1996, First
Report and Otder, CC Docket No. 96-98, FCC 96-325, 11 FCCR 15499, § 939 (tel. Aug. 8, 1996)
(empbhasis supplied) (“Local Competition Order™).

36. The FCC also found that an ILEC’s obligation to offer to resell retail
telecommunications services at wholesale rates extends to an ILEC’s promotional or discounted
offerings. The FCC stated that the Section 251(c)(4) resale obligation

makes no exception for promotional or discounted offerings, including contract and
other customer-specific offerings. We therefore conclude that no basis exists for
creating a general exemption from the wholesale requirement for all promotional or
discount service offerings made by incumbent LECs.

Local Competition Order, § 948. The FCC limited an ILEC’s resale obligation to those promotional
offerings greater than 90 days in duration. Id. at § 950; 47 CFR 51.613(2)(2).

37. In interpreting 9§ 948 of the FCC’s Local Competition Order, the North Carolina Utilities
Commission reasoned:

The [North Carolina Utilities] Commission intetprets § 948 of the FCC’s Local
Competition Order to mean that an ILEC’s duty to resell telecommunications
services it offers at retail does not exclude an ILEC’s promotional discounts. The
FCC cleatly stated that any other conclusion would allow ILECs routinely to create
promotions or nonstandard offerings just to avoid their resale obligation. The FCC
was concerned that ILEC promotions could become ¢ facto standard offerings that
would not be made available to resellers and would therefore undercut the duty to
resell retail services to resellers at wholesale rates.

In re Implementation of Session Law 2003-91, Senate Bill 814 Titled “An Act to Clarify the Law Regarding

Competitive and Deregulated Offerings of Telecommunications Services”, Docket No. P-100, Sub 72b, pp. 9-10

(N.C. Utllities Commission, Dec. 22, 2004) (available at http://ncuc.commerce.state.nc.us/cgi-

bin/webview/senddoc.
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38. Unless otherwise permitted by 47 CFR 51.613(a), AT&T may only impose restrictions
upon resale that a state commission determines are reasonable and nondiscriminatory, an issue upon
which AT&T bears the burden of proof. See 47 CFR 51.613(b).

39. AT&T"s restriction on the resale of the Winback product is not permitted under 47 CFR
51.613(a), and this Commission has not issued an order permitting such restriction.

40. AT&T does not offer Winback for resale to prospective customers of petitionets who
are currently AT&T subscribers.

41. The restriction on Winback to CLEC customers serves no purpose except to insulate
AT&Ts existing customers from competitive Winback offers from CLECs.

42. AT&T’s restriction limiting the use of the Winback retail product to existing CLEC
customers Is anti-competitive in purpose.

43. AT&T’s restriction limiting the use of the Winback retail product to existing CLEC
customers is anti-competitive in effect.

44. AT&T’s restriction limiting the use of the Winback retail product to existing CLEC
customers is unreasonable and discriminatory.

WHEREFORE, the Petitioners request that the Commission:

a) Issue an order under the Commission’s authority to establish wholesale rates and to
determine whether an ILEC’s resale resttictions are reasonable and nondisctiminatory, and

direct AT&T to comply with 47 USC 251(c)(4)(A) and (B) and 47 CFR 51.613;

b) Issue an order directing AT&T to offer Winback services for resale at wholesale prices,
without restriction and without regard to whether the end user takes service from AT&T ot

a CLEC;
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d)

Issue an otder determining that the restriction of Winback offerings to only customers of
CLECs is unreasonable and discriminatory;

Issue an order requiring AT&T (i) to provide a list to any CLEC of current AT&T
customers that AT&T obtained from that CLEC within the previous two years through use
of its unreasonable and discriminatory Winback program, (i) to permit the CLEC to seek to
win such customers without requiring that the customers be bound by any term and volume
restrictions that resulted from AT&T’s Winback offering, and (iii) to provide to such
customers notice upon request that accepting a Winback offer from the CLEC will not
breach the customer’s contract with AT&T;

Issue an order requiring AT&T to adopt a mechanism whereby it informs CLECs on its
password-protected website “CLEC Online” of any pricing that AT&T makes available at
retail, including any prices offered on an individual contract basis, and also including any
volume and term requirements associated with the price that the CLEC would have to meet;
and

Issue an order directing any other relief that the Petitioners are entitled to based on the law

and the facts in this case.

CounTt i

AT&T’s VIOLATION OF 47 USC 251(C)(4) — VOLUME DISCOUNTS

45. All preceding paragraphs are realleged.

46. As discussed, Section 251(c)(4)(A) of the FTA and 47 CFR 51.605(a), which implements

the FTA, require an ILEC to offer to CLECs for resale at wholesale rates any telecommunications

service that the ILEC provides at retail to subscribers who are not telecommunications cartiers.
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Section 251(c)(4)(B) of the FTA prohibits ILECs from imposing unreasonable ot discriminatory
conditions or limitations on the resale of telecommunications services. Section 252(d)(3) of the
FTA requires state commissions to, for the purposes of resale, “determine wholesale rates on the
basis of retail rates charged subscribers for the telecommunications service requested.” There is no
general exception from the wholesale requirement for an ILEC’s promotional or discounted service
offerings. Local Competition Order at g 948.

47. Member CLECs seek to purchase from AT&T at wholesale rates those
telecommunications services that AT&T offers at retail to its customers, taking into account volume
discounts that AT&T makes available at retail for more than 90 days. That such wholesale rates
should be made available to Member CLECs is grounded upon the requirement in section 252(d)(3)
of the FTA that state Commissions base wholesale rates on “refail rates charged subscribers for the
telecommunications service requested.” (Emphasis added.) The “retail rates charged subscribers”
include discounts and promotions offered for more than 90 days. Local Competition Order, Y 948-50;
47 CFR 51.613. See also In re Implementation of Session Law 2003-91, Senate Bill 814 Titled “An Act to
Clarsfy the Law Regarding Competitive and Deregulated Offerings of Telecommunications Services”, Docket No.
P-100, Sub 72b, pp. 9-12 (N.C. Utilittes Commission, Dec. 22, 2004), rev’d in part at BellSouth
Telecommunications, Inc. v. Sanford, Docket No. 3:05CV345-MU, slip opinion, (W.D. N.C., Chatlotte

Division, May 15, 20006) (available at http://ncuc.commerce.state.nc.us/cgi-

bin /webview/senddoc.

48. However, AT&T limits the availability of its volume-discounted retail services and does
not properly aggregate CLECs’ volume of purchases in setting the CLECs’ wholesale pricing for

such services.
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49. According to the FCC, restrictions on resale are presumptively unreasonable, and the
ILEC bears the burden to rebut such presumptions, but only if its restrictions are narrowly tailored.
Local Competition Order, § 939. This presumption of unteasonableness is also represented in the
federal rules:

With respect to any restrictions on resale not permitted under paragraph (a), an

incumbent LEC may impose a restriction only if it proves to the state commission
that the restriction is reasonable and nondiscriminatory.

47 CFR 51.613(b).
50. The FCC has concluded that volume restrictions in patticular ate presumptively
unreasonable:
With respect to volume discounts, however, we conclude that it is presumptively
unreasonable for incambent LECs to require individual reseller end users to comply
with incumbent LEC high-volume discount minimum usage requirements, so long as
the reseller, in aggregate, under the relevant tariff, meets the minimal level of
demand. . .. We believe restrictions on resale of volume discounts will frequently
produce anticompetitive results without sufficient justification. We, thetefore,
conclude that such restrictions should be considered presumptively unreasonable.
Local Competition Order, § 953.1
51. AT&T’s volume discount factors are progressive. The more volume a customer
purchases, the greater percentage discount the customer receives. If a smaller volume customer

purchases telecommunications setvices from AT&T, the customer is entitled to a smaller volume

discount, if any.

1 See also Order Instituting Rulemalking on the Commission’s Own Motion Into Competition for Local Exchange Service, Decision No.
00-07-019, 2000 Cal. PUC LEXIS 570, p. *14 (Cal. Public Utilites Commission, July 6, 2000) (finding that the “only
basis for permitting the ILECs to retain this [toll aggregation] resale restriction is if we find that the ILECs have
provided such justifications sufficient to overcome the presumption that such restrictions ate unteasonable in
accordance with the standard set forth in Section 953 of the FCC Otrder™); In the Matter of the Complaint Against
Southwestern Bell Telephone Company by ATET Communications of the Sonthwest, Inc. Regarding Aggregation Issues, Docket No. 98-
SWBT-466-COM, 1998 Kan. PUC LEXIS 121, § 9 (Kan. Corporation Commission, Aug. 26, 1998) (finding that the
“FCC’s rules, expressed in the Local/ Competition Order, P953, make it abundantly clear that aggregation must be
permitted, and that {the ILEC] has the burden to prove that its tariff restrictions are reasonable™).
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52. CLECs typically purchase large volumes of telecommunications setvices from AT&T.
As recognized by the FCC, such CLECs are thus large volume customers of the ILEC and are
entitled to the larger percentage discounts without regard to the volume of setvices purchased by the
ultimate end user.

53. AT&T’s restriction on the application of its volume discounts is not permitted under 47
CFR 51.613(a), and this Commission has not issued an order which would authotize such
restriction.

54. Therefore, it is unreasonable and discriminatory for AT&T to fail to aggregate the
volumes of services that CLECs purchase in determining the approptiate wholesale rate.

55. By failing to propetly apply volume discounts when offering retail services for resale,
AT&T has violated and eviscerated its obligation to offer its retail services for resale without
unreasonable and discriminatory conditions, and has violated 47 USC 251(c)(4), 47 CFR 51.605(a),
and 47 CFR 51.613(b).

WHEREFORE, the Petitioners request that the Commission:

a) Issue an order under the Commission’s authority to establish wholesale rates and to
determine whether an ILEC’s resale restrictions are reasonable and nondisctiminatory, and
direct AT&T to comply with 47 USC 251(c)(4)(A) and (B) and 47 CFR 51.613;

b) Issue an order directing AT&T (i) to offer its volume-discounted retail prices for resale at
wholesale prices, and (ii) to aggregate the volumes of a CLEC’s total purchases to determine
which AT&T’s volume discounts pricing level the CLEC is entitled;

©) Issue an order determining that the conditions and requirements that AT&T has imposed
regarding the resale of its volume-discounted retail offerings are unreasonable and

discriminatory;
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d) Issue an order requiring AT&T to adopt a mechanism whereby it informs CLECs on its
password-protected website “CLEC Online” of any pricing that AT&T makes available at
retail, including any prices offered on an individual contract basis, and also including any
volume and term requirements associated with the price that the CLEC would have to meet;
and

e) Issue an order directing any other relief that the Petitioners are entitled to based on the law

and the facts in this case.

Count HI

AT&T’s VIOLATION OF 47 USC 251(c)(4) — TERM DISCOUNTS

56. All preceding paragraphs are realleged.

57. As discussed, Section 251(c)(4)(A) of the FTA and 47 CFR 51.605(a), which implements
the FTA, require an ILEC to offer to CLECs for resale at wholesale rates any telecommunications
service that the ILEC provides at retail to subscribers who are not telecommunications carriers.
Section 251(c)(4)(B) of the FTA prohibits ILECs from imposing unreasonable or disctiminatory
conditions or limitations on the resale of telecommunications services. Section 252(d)(3) of the
FTA requires state Commissions to, for the purposes of resale, “determine wholesale rates on the
basis of retail rates charged subscribers for the telecommunications service requested.” There is no
general exception from the wholesale requirement for an ILEC’s promotional or discounted service
offerings. Local Competition Order at § 948.

58. AT&T offers certain services at retail that permit customers to obtain lower pricing if the

customer commits to take the service for a period of time, typically a term of years. AT&T does not
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offer discounted term pricing to CLECs without the CLECs committing to setve a specific end user
with such service for the prescribed term. However, imposition of such a condition upon CLECs
when a CLEC is reselling services, that is, requiring the CLEC to sell to a particular end user for a
prescribed term of years, is an unreasonable, discriminatory condition, restriction, and limitation.
59. The FCC expressed its concern over the anticompetitive effects of such restrictions, but
left the decision as to whether such restrictions are reasonable to the state commissions.
We are concerned that conditions that attach to promotions and discounts could be
used to avoid the resale obligation to the detriment of competition. Allowing certain
incumbent LEC end user restrictions to be made automatically binding on reseller
end users could further exacerbate the potential anticompetitive effects. We
recognize, however, that there may be reasonable restrictions on promotions and
discounts. We conclude that the substance and specificity of rules concerning which
discount and promotion restrictions may be applied to resellers in marketing their
services to end users is a decision best left to state commissions, which are more
familiar with the particular business practices of their incumbent LECs and local
market conditions.
Local Competition Order, § 952.
60. There are at least three reasons why the term restricdons that AT&T imposes on
resellers are unreasonable and discriminatory.

a) First, CLECs that purchase telecommunications setvices from AT&T for resale have a
constant need for services. Thus, even if a specific end user customer of a CLEC does not
adhere to the term restrictions that AT&T would impose upon its retail customers, the
CLEC itself is, in the aggregate, a long-term customer of AT&T and certainly has and will
purchase telecommunications setvices from AT&T for an extensive petiod of time .

b) Second, a primary purpose of term restrictions is to ensure that a telecommunications

provider is able to recover its costs of initially extending service to a customer. For example,

if a carrier determines that it must recover in total $600 to recoup its costs of extending
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setvice to a certain customer, then the carrier will establish a minimum term requirement of
12 months when offering the setvice at $50 per month. However, irrespective of whether a
customer is AT&T’s retail customer or a CLEC’s resale customer, AT&T is the carrier that is
providing (and being compensated for) the loop, and thus does not face any significant risk
of being unable to recover its costs of extending service.

Third, as a matter of public policy, CLECs should face very limited restrictions in their
purchase of telecommunications setvices at resale. The purpose of resale is to permit
CLECs to accumulate a mass of customers, whether initial customers for a start-up CLEC or
additional customers in a new area into which an existing CLEC is expanding. These
accumulated resale customers in turn provide the CLEC with enough revenues to permit the
CLEC to acquite its own switches and other equipment. However, imposing conditions that
would require CLECs to requite its individual end users to be served via a resale platform for
longer periods of time than is economic creates severe limitations on the services that
CLECs can offer end users on a competitive basis. Thus, the competitive purpose of
CLECs moving customers to their own switching is defeated by requiring CLECs to requite
their customers to adhere to term restrictions.

61. AT&T’s term requirements that it imposes on its resale offerings are unreasonable and

discriminatory and this Commission has not issued an order permitting such conditions and

§ restrictions.

62. By failing to properly offer retail services without term requirements being imposed on a

CLEC’s end users, AT&T has violated and eviscerated the wholesale and restriction on resale

requirements in 47 USC 251(c)(4), 47 CFR 51.605(a), and 47 CFR 51.613(b).

WHEREFORE, the Petitioners request that the Commission:

COMPLAINT
PAGE 15




azoo Streel - Lansing, Michigan 48933-21171 - 1517 485-G070 - Facsimile (517) 4850187

witte Law Office 119 E. Kalam

n(

Nornyar

a) Issue an order under the Commission’s authority to establish wholesale rates and to
determine whether an ILEC’s resale restrictions are reasonable and nondisctiminatory, and
direct AT&T to comply with 47 USC 251(c)(4)(A) and (B) and 47 CFR 51.613;

b) Issue an order directing AT&T (i) to offer its term-discounted retail prices for resale at
wholesale prices, and (i) to offer such pricing without the CLECs’ individual end users being
required to purchase such services for prescribed terms;

c) Issue an order determining that AT&T’s requirement that CLEC’s individual end users
commit to purchasing service for a prescribed term via the resale platform is unreasonable
and discriminatory;

d) Issue an order requiring AT&T to adopt a mechanism whereby it informs CLECs on its
password-protected website “CLEC Online” of any pricing that AT&T makes available at
retail, including any prices offered on an individual contract basis, and also including any
volume and term requirements associated with the price that the CLEC would have to meet;
and

e) Issue an order directing any other relief that the Petitioners are entitled to based on the law

and the facts in this case.

COuNT IV

DECLARATORY RULING

63. All preceding paragraphs are realleged.
64. The decision to issue a declaratory ruling is within the discretion of the Commission.

1999 AC, R 460.17701(3).
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65. As discussed, Section 252(d)(3) of the FTA, 47 USC 252(d)(3), requires state
commissions to determine wholesale rates, on the basis of retail rates charged, for the purposes of
resale. See also 47 CFR 51.605(a).

66. AT&T does not offer for resale its retail services “on the basis of retail rates charged” as
discussed in the three Counts above.

67. These restrictions that AT&T places on its resale of telecommunications services amount
to unreasonable or discriminatory conditions or limitations on the resale of telecommunications
setvices, and are thus contrary to section 251(c)(4)(B) of the FTA.

68. If an ILEC has not proven to the state Commission that the restrictions and limitations
that it seeks to impose on its resale obligation are reasonable and nondiscriminatory (and unless a
restriction on resale involves cross-class selling or short term promotions as described at 47 CFR
51.613(a)), ILECs are prohibited from imposing any conditions, testrictions, or limitations on its
resale obligations. 47 CFR 51.613(b).

69. Therefore, for the purposes of determining the wholesale rate, AT&T’s retail rate must
be determined without regard to the above discussed unreasonable and discriminatory conditions,
restrictions, and limitations.

70. WHEREFORE, the Petitioners request that the Commission issue a declaratory ruling
under the Commission’s authotity to establish wholesale rates and to determine whether an ILEC’s
resale restrictions are reasonable and nondiscriminatory, declaring that the retail rate that AT&T
must use in determining the wholesale rate must be determined without regard to the above

discussed unreasonable and discriminatory conditions, restrictions, and limitations.
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STATE OF MICHIGAN
IN THE MICHIGAN PUBLIC SERVICE COMMISSION

In the matter of the complaint and request for declaratory
ruling of the Michigan Communications Carriers
Association; CMC Telecom, Inc.; and Grid 4
Communications, Inc.; against Michigan Bell
Telephone Company d/b/a AT&T Michigan to require
AT&T to afford Complainants wholesale rates consistent
with applicable law.

Case No. U-14975

DIRECT TESTIMONY

OF

CRAIG M. CHAMPAGNE
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Please state your name and address.

I am Craig M. Champagne. My business address is 50481 Pontiac Trail, Wixom,
Michigan 48393.

By whom are you employed and what are your duties?

I am the President of CMC Telecom, Inc. (“CMC”). I am responsible for the
management and operation of CMC.

Please describe CMC.

CMC is a competitive local exchange carrier (“CLEC”) that competes with
Michigan Bell Telephone Company, d/b/a AT&T Michigan (formally SBC
Michigan) (“AT&T”). AT&T is the incumbent local exchange carrier (“ILEC”)
of telecommunication services in many parts of Michigan.

Please describe CMC’s dealings with AT&T.

As part of its business operations, CMC purchases telecommunication services
from AT&T and resells them to end users of telecommunication services.

Why are you testifying?

I am testifying in support of a Complaint and Request for Declaratory Relief
(“Complaint”) that the Michigan Communications Carriers Association
(“MCCA”), CMC Telecom, Inc. (“CMC”), and Grid 4 Communications, Inc.
(“Gnid 4”) (the “CLECs”) filed against AT&T to resolve a dispute between the
CLECs and AT&T. The dispute concerns the wholesale rate at which AT&T
must sell telecommunications services to the CLECs. As part of their Complaint,
the CLECs contend that the manner in which AT&T offers its Winback program
for resale and applies its term and volume discounts to resale offerings is
unreasonable and discriminatory.

Please describe AT&T’s Winback program.

Under AT&T’s Winback program, AT&T offers discounted services to business
and residential subscribers who are not telecommunications carriers. Specifically,
AT&T offers CLEC subscribers heavy discounts, free months of service, and cash
incentives to re-subscribe to AT&T’s service. For examples of AT&T’s Winback
offerings to business subscribers, see AT&T’s Tariff MPSC 20R, Part 4, Section
2, Sheet 56 (ValueLink Extra), Sheet 95 (SimpleLink Enhanced), Sheet 100



O 0 N N kW N~

W W N N NN N NN DN NN R e e s s e s e
— QO O 00 N1 N U R WD = O O 00N YRR WN = O

>

(CompleteLink Winback Reloaded), and Sheet 111 (CompleteLink 2.0 Winback).
These sheets are attached as Exhibit A-1 (CMC-1). Also see AT&T’s
promotional service offerings, Tariff MPSC 20R, Part 2, Section 8, Sheets 30, 38,
43,58,70, 75,77, and 97. These sheets are attached as Exhibit A-2 (CMC-2).
For an example of AT&T’s Winback offerings to residential subscribers, see
AT&T’s promotional service offerings, Tariff MPSC 20R, Part 2, Section 8§,
Sheets 10, 11, 13, 22, 26, 29, 63, 84, and 85. These sheets are attached as Exhibit
A-3 (CMC-3).
Does AT&T make available the Winback rates to CLECs for resale?
While it appears that AT&T permits CLECs to purchase services at the Winback
rates on a wholesale basis if CLECs are taking a subscriber from another CLEC,
AT&T does not make its Winback wholesale pricing available to CLECs so that
they can win customers from AT&T.
Do AT&T’s tariffs reveal the basis for AT&T not making Winback rates
available for resale where a CLEC is attempting to win an AT&T
subscriber?
Yes. For example, in its Tariff MPSC No. 20R, Part 22, Section 3, Sheets 22.2.1
through 22.2.4 and 25 through 27 (attached as Exhibit A-4 (CMC-4)), AT&T
permits a Carrier’s “eligible Business customers” that subscribe to ValueLink
Extra services to receive various discounts and rebates. Sheet 22.2.1 of the tariff
states that “eligible customers™ are:
“Carrier’s customers currently served by a competitive local
exchange carrier within [AT&T’s] territory and who now wish to
establish business service with [AT&T’s] Carrier.” (Emphasis
added.)
Similar limitations exist in the other ValueLink Extra - Winback tariff sheets. See
Sheets 22.2.3 and 22.24. Thus, AT&T’s tariff permits a Carrier to take
advantage of this Winback rate only where the Carrier’s customer is “currently
served by a [CLEC] within [AT&T’s] territory” and chooses to establish business
service with the Carrier. The tariff does not permit the Carrier to use the Winback

rate where the Carrier’s customer is currently served by AT&T.
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Are there any other similar restrictions in AT&T’s tariffs?

Yes. For example, in AT&T’s Tariff MPSC No. 20R, Part 22, Section 3, Sheets
83 through 87 (attached as Exhibit A-5 (CMC-5)), AT&T offers Winback
discounts for its SimpleLink Enhanced service, and again these discounts only
apply to “Carrier’s business customers who have their business network access
line(s) with another competitive local exchange carrier.” See Sheet 83 (emphasis
added). The same restriction is present in AT&T’s CompleteLink Winback
Reloaded plan at Tariff MPSC No. 20R, Part 22, Section 3, Sheet 98 (attached as
Exhibit A-6 (CMC-6)); and AT&T’s CompleteLink 2.0 Winback plan at Tariff
MPSC No. 20R, Part 22, Section 3, Sheet 109 (attached as Exhibit A-7 (CMC-
7).

How do AT&T’s Winback rates that it offers at retail compare with the
wholesale rates at which AT&T offers the same services to CLECs for
resale?

AT&T’s Winback rates are Jower than the rates at which CLECs can purchase the
same services at resale. For example, AT&T has established a Winback program
for its Custom BizSaver service offering. AT&T’s Tariff MPSC No. 20R, Part 4,
Section 5, Sheets 43 through 46.4 (attached as Exhibit A-8 (CMC-8)). This
program applies to business customers with 1 to 10 business lines who have their
business network access lines with a CLEC and wish to establish such service
with AT&T. Sheet 43. For illustrative purposes, Sheet 46.4 reveals that AT&T
sells its Custom BizSaver Unlimited Local Calling service (without BASICS) to
its retail customers who purchase 5 lines and make a 36-month commitment at the
price of $104.95 per month. This amounts to $1,259.40 per year over the 36-
month period. In addition, AT&T’s retail customers receive two months of
service free as part of this Winback offer. Sheet 44. This is a $209.90 discount,
which brings the first-year total to $1,049.50. Years 2 and 3 are also reduced to
$1,049.50 per year as a result of an AT&T promotion that provides four more
months of service free. AT&T’s Tariff MPSC No. 20R, Part 2, Section 8, Sheet
43 (attached as Exhibit A-9 (CMC-9)). Further, under AT&T’s Seal the Deal
promotion, which AT&T made available from January 2, 2005 through June 30,
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2006, AT&T provided a $40.00 per access line credit for these Winback
customers. AT&T’s Tariff MPSC No. 20R, Part 2, Section 8, Sheet 70 (attached
as Exhibit A-10 (CMC-10)). Applied over 5 lines, this provides another $200.00
discount in year one. Therefore, AT&T offered these services to its retail
customers for the following prices:

Year One = $849.50

Year Two = $1,049.50

Year Three = $1,049.50

Total Three Year Price = $2,948.50

AT&T makes its Custom BizSaver service offering available to CLECs at resale.
The wholesale price for a 36-month, 5-line, Unlimited Local Calling package is
$106.68 per month, or $1,280.16 per year over the 36-month period, for a total of
$3,840.48. AT&T’s Tariff MPSC No. 20R, Part 22, Section 3, Sheet 69.1
(attached as Exhibit A-11 (CMC-11)). As discussed, AT&T does not make its
Winback offerings available to CLECs where CLECs are attempting to win one of
AT&T’s customers. Thus, AT&T offers the above-described service to its retail
customers over a 36-month period for $891.98 less than AT&T offers the same
service to CLECs at wholesale for resale where CLECs are attempting to win an
AT&T customer ($3,840.48 - $2,948.50 = $891.98). Accordingly, when AT&T
is seeking to win one of CLECs’ customers, AT&T offers a retail price that is
approximately 23% less than the price that at which CLECs are able to purchase
identical services for resale when attempting to win an AT&T customer.

Do you have any further examples of AT&T’s Winback retail offerings that
it makes available at retail?

Yes. Exhibit A-14 (GLW-1) to Dr. Gary Wolfram’s testimony reveals a retail
offer that AT&T made to Mammoth Video, which was a customer of Grid 4.
AT&T offered to sell a total of 95 business lines with a 12-month term
commitment for a total of $3,022.03 per month. Exhibit A-12 (CMC-12) shows
a retail offer that AT&T made to CDP Environmental, Inc., which was a customer

of CMC. This offer is for a 36-month term. AT&T offered to sell 5 business
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lines with unlimited local calling for $81.90 per month (($104.95 per month X 36
months - $829.70 discount) divided by 36 months = $81.90). Similarly, see the
offer AT&T made at Exhibit A-15 (GLW-2) to Dr. Gary Wolfram’s testimony.
What harm have CLECs incurred as a result of AT&T’s failure to make
Winback rates available?

First, CLECs have been required to pay excessive resale rates to AT&T. Properly
calculated resale rates should have been based on the retail rates that AT&T
actually charges, including and taking into account all discounted pricing for
programs that last more than 90 days. However, as discussed, other than in a few
limited situations, AT&T does not offer Winback rates to CLECs, and therefore
CLECs have been consistently over-paying for such resale services. Also, as
discussed more fully in the testimony of Dr. Gary Wolfram, the fact that AT&T
does not make its Winback rates available where CLECs’ customer is a current
AT&T subscriber caused CMC and other CLECs to unfairly lose subscribers and
market share to AT&T.

Please describe AT&T’s volume discounts.

AT&T provides discounts to its retail customers where they purchase a certain
volume of telecommunications services. For example, under AT&T’s
SimpleLink Enhanced II service offering, when the customer makes a 3-year
commitment, AT&T offers a 9% discount for customers that agree to a minimum
monthly revenue commitment (“MMRC”) of $45.00, a 10% discount for an
$85.00 commitment, and an 11% discount for a $200.00 commitment. AT&T’s
Tariff MPSC No. 20R, Part 4, Section 2, Sheet 105 (attached as Exhibit A-13
(CMC-13)). As this example shows, AT&T’s volume discount factors are
progressive. The more volume a customer purchases, the greater percentage
discount the customer receives. AT&T’s progressive volume discounts are very
typical for several of AT&T’s offerings.

Does AT&T make available these volume discounts to CLECs for resale?

Yes and no. AT&T does not offer for resale its volume price discounts it offers to
its own customers on an ICB basis. However, if AT&T tariffs the price-

discounted volume service and AT&T determines that the CLEC has met the

5
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criteria for the offering, AT&T does offer the program at resale. However, AT&T
requires that each of the CLEC’s end users meet the volume thresholds. AT&T
does not view the CLEC as its customer and does not permit the CLEC to
aggregate volumes of the CLEC’s end users.

Please describe AT&T’s term discounts.

AT&T also provides discounts to its retail subscribers that commit to purchasing
telecommunications services from AT&T for a specified period of time. Using
the above example, in its SimpleLink Enhanced II service offering, where a
customer agrees to a revenue commitment of $200.00, AT&T provides a 9%
discount for a 1l-year term commitment, a 10% discount for a 2-year term
commitment, and an 11% discount for a 3-year term commitment. See Exhibit
A-13 (CMC-13).

Does AT&T make available these term discounts to CLECs for resale?

Yes and no. I would have to say that AT&T makes its term price discounts
available for resale in the same manner that it makes its volume price discounts
available for resale. However, when making its term pricing available for resale,
AT&T does not treat the CLEC as its customer and does not offer its term pricing
to CLECs without requiring the CLECs’ individual customers to commit to
purchase the service for a given term.

What are CLECs asking the Michigan Public Service Commission to do?
CLEC:s are asking the Commission to resolve this dispute as required by the FTA
(47 USC 251(c)(4)) and the CFR (47 CFR 51.605(a), 47 CFR 51.613(b)), and
determine that the conditions, limitations, and restrictions that AT&T has imposed
on its resale Winback offering and its resale term and volume discounts are
unreasonable and discriminatory.

You referred to several exhibits in your testimony. Do you request that those
exhibits be admitted into the record?

Yes. I have 13 exhibits, numbered Exhibit A-1 (CMC-1) through Exhibit A-13
(CMC-13). They are as follows:
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Exhibit A-1 (CMC -1) is AT&T’s Tariff MPSC 20R, Part 4, Section 2,
Sheet 56 (ValueLink Extra), Sheet 95 (SimpleLink Enhanced), Sheet 100
(CompleteLink Winback Reloaded), and Sheet 111 (CompleteLink 2.0 Winback).

Exhibit A-2 (CMC -2) is AT&T’s Tariff MPSC 20R, Part 2, Section 8,
Sheets 30, 38, 43, 58, 70, 75, 77, and 97.

Exhibit A-3 (CMC -3) is AT&T’s Tariff MPSC 20R, Part 2, Section 8,
Sheets 10, 11, 13, 22, 26, 29, 63, 84, and 85.

Exhibit A-4 (CMC -4) is AT&T’s Tariff MPSC No. 20R, Part 22, Section
3, Sheets 22.2.1 through 22.2.4 and 25 through 27.

Exhibit A-5 (CMC -5) is AT&T’s Tariff MPSC No. 20R, Part 22, Section
3, Sheets 83 through &7.

Exhibit A-6 (CMC -6) is AT&T’s Tariff MPSC No. 20R, Part 22, Section
3, Sheet 98.

Exhibit A-7 (CMC -7) is AT&T’s Tariff MPSC No. 20R, Part 22, Section
3, Sheet 109.

Exhibit A-8 (CMC -8) is AT&T’s Tariff MPSC No. 20R, Part 4, Section
5, Sheets 43 through 46.4.

Exhibit A-9 (CMC -9) is AT&T’s Tariff MPSC No. 20R, Part 2, Section
8, Sheet 43.

Exhibit A-10 (CMC -10) is AT&T’s Tariff MPSC No. 20R, Part 2,
Section 8, Sheet 70.

Exhibit A-11 (CMC -11) is AT&T’s Tariff MPSC No. 20R, Part 22,
Section 3, Sheet 69.1.

Exhibit A-12 (CMC -12) is a retail offer that AT&T made to CDP
Environmental, Inc., which was a customer of CMC.

Exhibit A-13 (CMC -13) is AT&T’s Tariff MPSC No. 20R, Part 4,
Section 2, Sheet 105.

Does this conclude your prepared testimony?

Yes.
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MICHIGAN BELL .
DHONE COMPANY Ameritech [ earT ¢][ sEctrow o]

M.P.S.C. NO. 20R Tariff

ist Reviged Shest No. 56
Access Services cancels
Lin ¥No. 58

AMERTTECH VALUELINK EXTRA WITH TOLEL AND VALUELINK EXTRA - SELECT WINBACK
OFFERING

Note: Effective November 12, 1999% no further instaliation of, or changes (N
to Emeritech ¥Waluelink Ez ra or Zmeritech Valusiink Extzra - Select
service will be made. BAmsritech Valuelink Extra and Ameritech
Valuelink Extra - Select service in service on November 12, 153S
will be continued in service only for az long as such service
ramains at the location at which service is being furnished on the
aforementioned date. Ameritech ValueLink Extra and Ameritech
Vaiu nk Extra - Select ssrvice will be withdrawn on November 12,
2002, or earlisr in the swvant that tha in-service count declinss to
ZBrO. [y

Eligible Busiress customers subscribing tc Ameritech ValueLink Extra with
Toll and Valuselink Extra - Select thres-yesy term plans will receive a bill
credit on the 13th, 25th, and 37th month anniversary of the term plan. Each
2ill credit shall be the equivalent of 1/12 of the minimum annual rsvenue
commitment {(MARC) subscribed to by the customer and shall appear on ths
customsr's Ameritech bill within sixty days of the anniversary date.

Eligible customers include:

ameritsch business customers who increase their annual revenus
w'*h Ame?itacz by 30% for any of ths ‘"1“cw'ng services now
telecommunications ssrvice provider: business
vices, local usage, intral2Ta toll, and
. Eligibkle gervices do nct include Celirlar oz
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* Customers currently ssrvad by a campetitive lagal exchange carrisr within
Amsritech Michigan territory and who now wish to establish business
service with Ameritech.

mligible customers currently subscribing to Ameritech ValueLink Extra with
Tcli and Ameritech ValueLink Extra - Select may increase MERCs and/ox
upgrads tc a thres-ysar term plan without incurring termination liability
charges.

Bligible customers terminating Bmeritech Waluelink Extra with Toll
ValueLink Extra - Select plans prior to the completion of the three-year
term plan pericd are not sligible for credits. Credits are provided only to
the Ameritech Valuelink Extra with Toll or ValueLink Extra - Select customer
of record.

All currently tariffed Ameritech ValusLink Extra with Toll and ValuelLink
Extra - Select rates, chargss and discounts are applicablse during this
affering.

Issued under authority of 1591 P2 179 as amendad by 1595 Pa 216

Issued: Kovember 10, 1693 Effective: Novembzr 12, 1989

By Paul Y. LaSchiazza, Vice President - Regulatoc
Detroit, Michigan
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SBC [ EamT —|| SECTION 2]

Tariff

tst Rewized Shest No. 95
Cancels
Original Shest No. 55

STMPLELINK ENHANCED™ WINBACK

A. DESCRIPTION

gimpleLink Enhanced™ Winback is an opticnal access and local usage
volume discount plan for SBC Michigan business customers who have their
business network access line(s) with a competitive local sxchange
carrier within the 5BC Illinocis, SBC Indiana, SBC Michigan, SBC ohioc, or
SBC Wisconsin service area and who now wish to sstablish their businsss

network access line service with SBC Michigan. This cffer is not (T)
available to customers who have local service with an affiliate of the |
Company. i (T)

Customers subscribing to Simplelink Enhanced Winback receive monthly
discounts on eligibls services based on the customer’s Minimum Monthly
Revenue Commitment {MMRC).

B. DEFINITIONS . I

Minimum Monthly Revenue Commitment (MMRC)
The minimum monthly revenue commitment that the customer must commit to
in ordsr to receiwe ths volums discount.

Contributory Services
Thoss services whoge revenus 1s counted towards achisvement of ths
customer’ s s=iectsed MMRC.

Eligible Services
Those services that are eligibls for discounts based on achievemsnt of a
specifisd MMRC.

C. TERMS AND CONDITIONS l

MMRC revenue is the sum total of the customer’s monthly billed charges,
for services specifisd in the Company’s simplelink Enhanced Winback
tariff, for all eligibls business accounts located within the statse,
before discounts are applied.

Issusd under authority of 15%1 PA 179 as amended.
Issued: December 14, 2005 Effective: December 15, 2005

By Robin M. Gleason, Vice Presidant - State Regulatory
Detroit, Michigan
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2L
COMPENY SBC [ PaRT 4|] sECTION 2]
.C. NO. 2Z0R Tariff
1st Revised Sheet No. 100
EBRT & - Exchangs Access Services Cancels
SECTION 2 - Exchange Lines and Usags Original Sheet Mo. 100

COMPLETELINK WINBACK RELOADED

telink i-ysa 2-ysaxr,

siness customers subscribing to a Comx
r S-year term plan will be sligible for additional cre d ts on their

3 Thase credits ars a psrcentage of the customer’s selected Minimum
Annua? an*“un Commitment (MARC) and will wary depending upon the term plan
sslected, in accordance with the following payment schedule. Credits will
be applied within 2 bill psricds following the time periods cited below:

| i-year plan | 2-vear plan | 3-year plan | 5-year pian |
Up Front 5% of MARC Z20% of MARC 25% 0of MARC 30% of MARC
1 ¥sar Anniversary 5% of MARC 5% of MARC 5% of MARC
2 Year Anniversary 5% of MARC 5% of MARC
3 Year Anniversary 5% of MARC
4 Year BAnniversary 5% of MERC

Eiigible customers are thoss businsss customers who have their local nstwork
acress lins{s) with anothser competitive carxrier within the SBC Iliinois, SBO
Indiana, SBC Michigan, SBC Oblo ar SBC Wisconsin ssrvice area and who now
wish to estaklish their local network acceses line service with SBC Michigan,
and who have previously r:fL5¢d a Completelink Select III BSave/Win offexr
from SBC Michigan.

Eligible customers will, alisc, recseive intralATR toll and 300/B88 ratss, as
well as MABRC volume discounts, local usage discounts, and Maximum Annual
Discpunt lsvels as applicable in the respective offer previously refused,
found in Part 2, Section 8 of this Tariff. All other terms and conditions
le to Completelink found in Part 4, Sscticn of this Tar**:, will

ié&h sEfer is not available to customers who have local servics with
an affiliate of the Company T

~

{F

H

Customers terminating this plan pricr to
ternm period are subiject to termination ch

CompleteLink found on Sheet No. &% in Part

l.

the sxpiration of their selscted
ar as specified under

~

g
4, Sectioa 2 of this Tariff.

»]

Issued under authority of 1991 PA 175 as amended.
Issued: Dscember 14, 2005 Effective: December 135,

[§5]
[w]
[
w

By Rokin M. Gieason, Vice Presidsnt -~ State Regulatory
Detroit, Michigan
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MICHIGAN BELL !

TETEDHONE COMDLANY AT&T pzrT 4 [gECTION 2
TARIZE M.F.3.C. ¥O. Z20R

PART ¢ - Exchangs Rccess Services

SECTION 2 - Exchangs Lines and Usage Original Shset Ne. 111
COMPLETELINK® 2.0 (cont'd) N
c. TERMS AND CONDITIONS f{cont’/d) |

12. Eligikle Win and Winback customers will recsive a walver of

ce rde* and line conrsction nonrecurring
charges (hRC's} associated with lacal exchange access lines and/or
vertical gervices ordsred at the time of the initial subscription to
a2 CompletsLink® 2.0 agrsement. Standard NRC’s will apply to lines
and features added after the initial Complietslink® 2.0 ordsr. Win
and Winback customers include bu inssgs customars who have ;
locai EKCthgE accsss line ssrvice with another Fumpctltlve local
exchange carrier within the ATaT Illinois, ATST Indiana, ATET
Michigan, RT&T Chio, or AT&T Wisconsin gervice arez and who new wish
to sstablish their local exchange accsass line ssrvice with tha
Company. This waiver is not available to customsrs who have their
incal service with an affiliate of the Company.

nermally applicabls servi

CNSXY

13. Win and Winback business customers who establish service
the Company and subscribe to a Complstelink® 2.0 agreement w

their agreed upon MARC and will be applied as & cradit to their
1. The accslerated ClSCOthS will bs applied upon subscription

Completelink® 2.0 and yearly (for terms exceeding ons year)
hersafter, according to the schedule below. ZRocelsrated discounts
e determined basad upon win/winback servieces only znd may not be
mined based on existing services. When a Completelink® 2.5
nent consists of hoth existing services and win/winback
serw;ces, the win/fwinback services will not bs eligible to rac
any accalerated discounts.

Win and Winkack customers who establish z CompletsLink®
agreement and later ungrade to 2 new term length and/or MARC level,
or terminate their Complstelink® 2.0 agreement prior to its

ticn date, will forego any accelerated discounts not yet
ived. Customers who upgrade will retain any accelsrated
discounts already recsived and will not reesive any yearly
accelsrated discounts based on their original Completelink® 2.0
term. {6}

Iszued under authority of 1991 DA 17% as amended.
Issued: &pril 21, 2056 Effective: April 24, 29006

By Robin M. Gilsason, Vice President — State Regulatory
Detroit, Michigan
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Ameritech

| pare z [ sEctrcs =)

Tariff
15t Revised Shaet ¥No. 30
Terms and Conditions Cancels
nal Service 0ffsrings Original Shset ¥o. 30

MESSAGE TOLL SERVICE - 2PIC WINBACK PROMOTION

A promotional period will be sstablished from Cotobsxr 15, 28601 to October {<
3%, 2 for sligiblise business customers. {c

Eligible Business customers ars those:

Curxr Dth subscribed to a carrisr other than Emeritech for intralldTa toll
3

r

k3

their intraiATA teoll service to Aﬁezitech
ve refused a previous offer f£rom Ameritech
agres to a twelve{ 12) month term for the service

BEiligible custorers will receive x $0.065 per minute of use rate.

Tha $.065 per minute of use rate is only applicable to customsr dialsd,
station-to-station calls. Operator handied and customer dialed credit card
calls are not included.

at the end of the twelve (i2) month term, the customer will have the
opportunity to select ansther opticnal cal"ng plan or the rats will revert
£o ths “standard” intraiiTa toll rate scheduls.

the customer terminates tha plan pricr to the sxpiration, ths customer
mination liability of $200.00

This rate coffer is availabis statewide, howsver,
intralaT2 toil calls within the customer’s home

This promoticn may not be combined with any other
the same line.

Thig rate offer i1s not available on coin telephone service.

Service Estabklishment and monthly Recurring Charges are not associated with
this cffering.

The per minute rates are billed in increments of eigh::en {18} seconds and
additional increments of six {6} seconds or fraction thereotf. ;

Issued under authority of 1551 PZ 179 as amended

Issued: April 30, 2002 Effective: May 1, 2002 w

By Robin M. Gleason, Vice President - State Regulatory
Detroit, Michigan
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SBC IPART Z " SECTICH J|

Tzriff
3rd Rewvised Sheet No. 38
PART 2 - General Terms and Conditicons Cancels
SECTION & - Promotional Zervice Offsrings 2nd Rewvised Shest No. 38

COMPLETELINE SELECT II WINBACK

& retail promotional periﬂd shall ke established from March 25, 2003 through
Marc% 24, 22D4. During th 15 promct:onal period e ilgible business customers
a:lbﬂng to a Complist k l-year, 2-year, 3-year or 5-year term plan {C)

1 ba eligibie for the toL7ow=vg MARC volume discounts and increased

4 mum Annual Biscounts, as well as the following intraldTa tcll and

200/868 rates per minute, one-tims 51gn1ng bonus, and a 30% discount on {C)
local usacge measured service charges’ {C}

wi

Maximum

Minimum Bnnual Annual MARC Volums Discount on Eligikls {C}
Revenuse Commitment Discount l-year 2-year J-ysar
S 1,200 - 2,.85% S 1,900 13.3% 14.3% 15.3%
3,000 - 6,398 1,500 13.5% 14.5% 15.3%
7,000 - . 889 , 000 1£.0% 15.0% 16.0%
2,900 - 17,9339 5,000 12.5% 15.5% 16.3%
S,080 - 24,989 10,9000 14.5% 15.5% 16.5%
25,000 - 34,9%% 15,960 15.5% 16.5% 17.5%
35,000 ~ 4%,9%% 25,900 16.0% 17.9% 13.0%
0,000 - 74,989 25,960 16.5% 17.5% 13.5%
75,000 - §95,9%9 490, 060 17.0% 13.90% 19.0%
180,000 - 124,899 45,000 17.5% i18.5% 13.5%
125,900 ~ 1 G99 55,900 17.5% 12.5% 1%.5%
150,000 - xS 65,400 18.9% 1%.90% Z0.0%
240,000 - 50,900 18.9% 19.90% 20.0%

3% of MARC £% of MARC 5% of MARLC 10% of MATRC

f1/ This discount is applicable for agreements signed on or after (N}

June 9, 2003, (433

/27 MARC volume discounts will not apply to intraiATA toll and 800/88S {C

rates.

Issuaed under authority of 1991 PA 179 as amended
Issued: June &6, 2603 Effective: June 9, 2003

By Robin M. Gleason, Vice Pregident - State Regulatory
Detroit, Michigan
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AT&T parr 2 |sEcTION £
2GR Tariff
4th Revised Shest No. 43
PART 2 - gGeneral Terms and Condi s
SECTICN 8 - Promotional Service 3rd Re 3

PROMOTIONAL WAIVER {cont’d)

Custom BizSaver Winback Year 2 and 3 Promotion

will be sstablished from October 25, 2005
through October 3%, 20086. Dur o icnal period eligibkle business
customers that subscribs %o a Winback Z-vear or 3-year
agreement will receive their Custom BizSaver Winback monthly recurring
charge waiwed, in months 13 & 14 for 2 year agresments and in months 13, 14,
25 and 26 for 3-year agrzements. This offer does not apply to 1 vear
renswable agresment selsctions.

Eiligible customers are those bhusiness customers who had their local network
access line service with the Company switched to ancther competitive lacal
sxchange carrier within the Company’s service area and who now wish to
re-gstablish their local network accsss line service with ths Company. Ths
waived charges will appear as a credit on the customer’s bill during the
months specifisd.
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romotions. This offer is not availabls to customsrs who have local
= with an affiliate of the Company.

Izsued under authority of 1991 PA 17% az amended.
Issued: B&pril 24, 2004

&)

ffective: BApril 25, 200&

By Robin M. Gleascon, Vice Prasident - State Regulatory
Detrolt, Michigan
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TELE?nODéz. QOE"I?PNY SBC [PaRT 2| sECEI |
TARIFF M.P.S5.C. NO. Z20R Tariff
2nd Revised Shest No. 58
General Terms and Conditions Cancels
- Promoticnal Ssrvice Offerings 15t Revised Sheet ¥No. S8

TOLL USAGE SAVER FULL LINE WINBACK OFFER

2 reteil promotiocnal period shail be ps;abklsned from June 24, 2003 through
June 23, 2004. During this pericd, siigible businsss customers with I to
husiness lines who make a 12-month znt* LATE toll commitment will receive
intralATa toll xrate of £0.040 per minute during their 12-month commitment
period.

W pes
oo

Bligikle customers are those business customers with any combination of

1l te 15 bu sine S3 excrang* access lines, Basic Csntrex lines, and/or lines
with ISDN Prime ssrxvice with uniimited local usage opifion who have their
local network access lines, Rasic Centrex ?ines, and/or ISDN Prime service

with unlimited local usages option and their intralATR tell service with
another competitiwve local ewxchange carrier within the SBC Illiinois,

SBC Indiana, SBC Michigan, SBC Ohio, or SBC Wiscensin sservice area and who
now wish to establiish their business sxchange access lines, Basic Centrex
lines, and/or ISDN Prime service with unliimited local usage opticn, and
cheir intrallaTa toll service with SBC Michigan.

This discountsed intralzTs toll rate is only applicabls to customer dialed,
station-to-station calls. Opsrator handled and customer dialed credit card
czalls are not included.

1 period, ratss will revert to standard

ancther sxisting optional calling plan is
selected. Cusiomers who ter their intraLZTA toll with SBC Michigan
prior to completion of the rmonth term will be billed 55.00 per month for
the remainder of the agreement pericd.

Upcn expiraticon of the 12—
tariff intrallATA tell rates

caliing plan or promotion on the same line or with any offer that has an
intralaTA toll componsat. This offer is not availabls on coin telephone
service.

This offer may not be combined with any other intralATZ toll aoptional
i

i

Issued under authority of 1%%1 P2 179 as amended
Issued: June 23, 2003 Effsctive:

By Robin M. Gieason, Vice President - State Regulatory
Detroit, Michigan
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AT&T | Ezmr 2|| SECTION 8—|

PART 2
SECTZION

Business Seal The Deal Winback Promotion

& retail promcticnal perzed shall be eatablished from January 2, 290 5

through Juns 30, 2006. uring this promotional period, eligibie businsss

customers who subscribe to a Custom BizSaver Winback ox Sl”pLeLlFP hanced
{8LE} II offer will receive 2 one time credit on their bhill.

[

Eiligible customers are thoss business customers who have their businsss
nstwork access line service with anothsr carrier within the SBC Illincis,
SBC Indiana, SBC Michigan, SBC Ohio, or SBC Wisconsin service arsa and who
now wish to establish their business network access line gservice with the
Company as their local servics provider, and who have refused or not
responded to a previous Custom BizSaver (CBS) Winback or SLE I offer from
the Company.

1%
ot

igible business customers who agres to a l-ysar term commitment or greater
n CBS or SLE II will bes sligible for a S$40.90 credit per access iins fup to
maximum of $600.30 in total) when thay subscribes. The pill credit wi
plied within three bill cycles of order completion. Flexline, Centrex,
FeatureLink, or Public Telsphone {coin) ssrvice linss are not
2

[¥]

i

noH

231 terms and conditions applicable to ths service subscribed to, found in
this tariff, will apply. This promotion cannot be combined with the Custon
Bizfavar Winback (8§75 offsr} Promotion. This promotion is not available to
custorers who have local service with an affiliats of the Company.

Issued under authority of 1991 PR 175 as amended.

Issued: December 23, 29005 Effsctivs: January 1, 2006
By Robin M. Glesason, Vice President - State Regulatory

Detroit, Michigan
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L & ?

T , -
TELEPHOKE COMPANY SBC l BART 2 " SECTICON 2 |
TARIFE M,.P.8.C. NO. Z0R Tariff

1st Revised Sheet No. 753
PART 2 - Gensral Terms and Conditicons Cancels
3BCTION 8 - Promotional Ssrvice Cffsrings Criginal Sheet No. 75

2003 through December 15, 2003, eligible g8C [
Michig E th 4 ta 10 zcceess lines who maks a commitment

o SHbSCYl 2 tc the focllow ing services for the next 12-month period and

commit to 2 specified level of monthly spending, will receive Local Rccess,
Iocal Usags, Lozal Toll Usage and the unregulated featurs packags,

The BASICS® Package for Business at the discounts and discounted prices

shown below.

Bligible customers are those who currently have business local service with
en:ther logal service provider and who now wish to establish thelr business
local service with SBC Michigan.

ERA)

4 to 10 Business Zccess Line customers who commit to a 12-month term and 2
$50.00 monthly spending minimum including their Zocal Usage and The BASICS
will receiws a 15% discount on their Local Access, Local Usage and The

BASICS for the 1Z2-month term.

4 to 10 Business Rocsss Line customers who commit o a 1Z2-month term and a
$100.0¢ monthly spending minimum including ths Local Usags and The BASICS
will receive a 26% discount on their Local Access, Local Usage and Ths
BASICS for the iZ-month tsrm.

1

If the businesas customer doss no T lovse
cnarged an1 SﬁurtfaL_ amounts sach month.

<
commitment per month, they will be

Eligible business customers have the option of receiving a special Local
Toll Usage Rate of 23.040 per minute.

Eligible business customers also have the option of subscribing to Unlimited
Local Usage at ths following monthly rates.

4 Lines $ 78.95
5 Lines 84.85
& Lines 90,95
7 Lines 96.95
§ Lines 192.85
9 Lines 108.495
10 Lines 114.95

If chosen, the above monthly rates will be included in the monthly spending
minimum and will be discounted acecordingly.

This offer may not be combined with other SBC Michigan business usage
discount plans.

ustomers who terminate their service pricr to the 12-month term commitment
will be assessed termination charges of 30% of the remaining minimum monthly
commitment times the numbexr of months left on the 12-month commitment.

Issusd under authority of 1991 PR 179 as amended.
Issued: Decembsr 12, 2603 Effective: December 15, 2403

By Rokin M. Gleason, Vice President — State Regulatory
Detroit, Michigan
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|PERT

COMPLETELINK WINBACK RELOADED OFFER

A retail promotiocnal period shall be estailished from

Zuagust

2

Sy

20403 through

August 1, 2094, During this period, eligible business customers subscribing

to a ComplstelLink l-year, 2-year, 3-year,

eligible for additional credits on theilr bills.

S-year term plan will be
These credits ars a

percentags of the customer’s selected Minimum Annual Revenus Commitment

{MBRCY and will
with the following payment scheduls:

wary depending upon the tsrm pilan selected,

in acgordance

VEersSary

i ) DN

Yesar Bnniversary

carrier within the S8BC Illincis, 3BC Indiana,

Wisconsin service arsa and who now wi

service and local network access line ssrvice

i-ysar plan 2-year plan 23-ysar pilan -year plan
5% of MRRC 24% of MARC 25% of MARC 30% of MARC
niversary 5% of MAERC 5% of MARC 5% of MARC
5% of MARC 5% of MARC
5% of MARC
5% of MARC
BEligikle customers are those business customers who have their intralATa
zoll service and local network aceess lina(s) with ancther compstitive
EBC leh*gen, SBC Chic 2r SBC
sh to establish their intraTlATa toll
3BC Michigan, and who
save/Win cffer from

have previously refused a CompleteLink Select

aBC Mlca1~dn.

800/8

j=3=3
S

rates, as

Jameum.Annual
vicusly refussad,

ms and conditions

of this Tariff, wiil
Customers terminating this plan prior to the expiration of their sslected
term period are subject to termination charges as spscified undser
CompleteLink found on Sheet Mo. €% in Part 4, Section 2 of this Tariff.
Issued under authority of 1%91 P& 179 as amended.
Issued: March 24, 2004 Effective: March 25, 2004

By Rokin M. Gleason, Vice President - State Regulatory

Detroit, Michigan
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GAN BELL .
ONE CCMPANY AT&T
M.2.5.C. NO. ZGR Tariff
PART 2 - General Terms and Conditions
SECTION 8 - Promotional Service Cfferings

PROMOFIONAL OFFERINGS (cont’d)

Custom BizSaver Winback Promotion

% retail promotional period will be estsblished from May 1, 2006 through
Cctober 31, 2008. During this promotional period eligiklie business
customsrs that subscribe to a Custom BizBSaver Winback agresment will receive
a2 cne-time kill ecredit in the amount of $73.00 per customer.

sligible customers are thoss business customers who have their local network
access lins service with a competitive local exchange carrisr within the
2T&T Iilinnis, AT&T Indiana, AT&T Michigan, AT&T Chio, or AT&T Wisconsin
service arsas and who now wish to establish their local nstwork ascess line
ssrvice with the Company, and who have refused or not responded to a
previous Custom BRizSaver Winback offsr. The ons-time credit will appear on

the customsr’s bill during the first month of their Custom BizSaver term.

211 other tsrms and conditions a2ppl
m

icable to Custom BizSaver Winback will
¥ can be combined wi

th other Custom Biz8aver Winback offers
Y Om =z excspticn of the Business Seal The Deal Winback
bPromotion in Part 2, Section € of this Tariff, which cannot be combined with
sr is not available to customers who have local ssyvics
the ULiligy.

ct

his offgr. This off
¢ith an affiliate of

Iasued under authority of 1%91 P2 179% as amended.
Isgsuaed: April 28, 200% Effective: May i, 2006
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By Rekin M. Gleason, Vice President — Stat
Detrolt, Michigan
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morifs | parr 2 |[ sEceron sl

ist Revised Shast No. 30

DPERT 2 - Gensral Terms and Conditions Cancels
SECTION 8 - Promotional Service Offerings Criginzl Sheel ¥No. 30

MESSAGE TOLL SERVICE - 2PIC WINBACK PROMOTION

15, 2091 to Cctobsr {

Eligikle Business customers ars thoss:

Currently subscribed to a carrisr sther than Zmeritech for intralliTA €oll
zervics

return their intraldThA toll services to Amezitech

have refused a
=1

ous offer from Bmeritech
agres to a twe e

} month term f£or the service
Exigikle customers will receive a 50.085 per minute of use rate.

The £.085 per minute of use rate is only applicable to customer dialed,
station-to-staticn calls. Operator handied and customer dialed credit card
calls are not includsd.

At the end of the twslve {12) month term, the customer will have the
opportunity to selsct another opticnal calling plan or the rate will revert
to the “standard” intralaTA toll rate scheduls.

if the customsr terminates the plan prior to the expiration, the customer
will be billed a lump sum termination liability of $200.08

This rate offer is availakie statewide, howsver, it
intralaTs tolil calls within the customexr’s homs LATA.

This rate cffer is not on coin telephone servics.

Service Establishment and monthiy Recurring Charges ars not associated with
this offering.

The per minute rates a
o

T ied in increments of eightesn (18) seconds and
additional incremsnts o {

'} seconds or Iraction thersof.

m

Iszued under authority of 1%51 Px 17% as amended
Issued: 2April 334, 2002 Effective: May 1, 2002

By Robin M. Gleason, Vice President - State Regulatory
Detreit, Michigan
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ICHIGAN BELL
S.ODHONE COMDANY SBC [PERT Z || SECTION 3]
£.8.C. ¥O. Z20R Tariff
3rd Revisged Sheet No. 1
“ancels

BERT Z - Eensral Terms
SECTION & - :

2nd Revised Bheet ¥Wo. 11

RESIDENCE WINBACK PACKAGE PROMOTION

2 retail promotional period will be established from May §, 2003 through
Decembsr 31, 2003 for eligible residence customers.

During the promotional period, eligible residential customers will raceive a
kill credit every 3rd month for up to 12 months upon subscribing to a
specified package, aﬂcoxdlng to the tabls below. 21l applicable package
inetallation charges will also be waiwved.

Customers who discontinue thelr packages in less than 12 months will forfeit
any remaining credits, howsver, customers will retain any bill credits they
received pricr to termination of thelr package subscription.

The package must be availablie in the customsr’s serving wire center.

riigible customers ars those residence customers who had their exchange

zccess service with the Company, changsd their exchangs accosss service &
ancther sarrier within the Company’s service area and who re-establish
asxchange access ssrvice with the Company. They must zlso subscribe to o
of the foTLQwirg packages to be eligible for the credits: Complste Local
Solution Pilus™ or 2-Zine Complets ZLocal Soluti S

Package Credit amount
Complete Local Sciution Plus 520.00
Z-Line Complste Local Solution Plus 40,00

In addition to the eligibhility criteria noted above, <customers must:

Not have had service discontinved for nonpaymsnt, and
Not have any past due bills for regulated servige owed to the Company.

Issued under authority of 1991 P& 17% asz amended
Issued: July &, 2003 Effective: July 9, 2003

By Robin M. &Gisason, Vice FPrssident - State Rsgulatory
Detroit, Michigan
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T

LT )
COMPENY SB [F2RT 2] =ECTION ~3|

P.5.C. ¥Q. 20R Tariff
Fth Re rised Shest No. 13
FART 2 — General Tsrms and Conditions ancels
SECTION & - Promotiocnal Service ¢fferings Eth Revised Sheet No. 13

SENSIBLE SOLUTION AND SENSIBLE SCLUTION PLUS WINBACK CREDIT PROMOTION

A promotional period that bagan on September 26, 2003 will be extendsd

through October 23, 2004. From September 2&, 2002 through March 31, 2644, (¢
eligible residence customers will receive total credits not to exceed

$80.60. From April 1, 2004 through October 23, 2004, eligible residence {¢

customers will receive total credits not to exceed 569.00. &Epplicable
nonrecurring line connectisn charges will also bs waived.

Eligible customers are those residence customers who have their sxchange
access service with another carrier, who now sstablish their exchange access
service with the Company, and who purchase the Sensible Solution package or
the Sensibls Solution Plus package.

Customers who contact the Company priocr to April 1, 2004 will receive a
320.00 credit on the third, sixzth, ninth and twelfth bill periocds after
subscribing to either of the reguired packages. Customers who contact the
Company cn or afier zZpril 1, 2004 will receive a $15.90 crsdit on the third,
sixth, ninth and twelfth bill periocds after subscribing to the reqguired
packagss.

The customer must retaln the package on the bill psriocd date in oxder to
receive the credit oa that bill. If the customer disconnects the package or
any of the package components prior to the twsifth bill, the customer will
not receive any rama¢n1ng credits and wiill not be charged back for anwy
credits already receiwved.

This offsr cannot be combinsed with any other Sensible Sciuticn or Sensikis
Solution Plus package offsrs

Issusd under authority of 1991 PA 179% az amended.
Issuad: April 2%, 2404 Effective: May 15, 2004
By Robin M. Glezson, Vice President - State Regulatory
2} Michigan
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813(1 [PART Z ]| SECTION ?I

[SCIIXI

a
PART 2 - General Terms and Conditions Cancel
O¥ & - Promotiocnal Service Offerings tgt Revised Bheet Na. 2

11l begin on 3, 2003 and continus through
g ths promction iod, eligiblie ressidential

Economy Local Solu ion package will rsceive a
for twslve months.

Biigible customers are thoss residence customers who had their exchangs
access service with ths Company, changed their sxchangs access sexrvice o
angther carrier within the Company’s service arsa and who now re-sstablish
their sxchange access service with the Company.

In addition to the eligibility criteria noted above, customsrs musk:

e Not have had service discontinued for nonpayment, and

e Noi have any past due bills for rsgulated service owed to the Company.

Thig offer may not be combined with other Economy Local Soliution offers.

e r who discontinues the Economy Local Solution Tackage isss than
welive mo nths after SubSCVTbLﬁ will forfeit any remaining credits; however,
ustomer will retain any b111 creditg that they already receiwved. In

¢ nt that & customer upgrades to another oualified Soiution rackage

Sanzibla Loca_ Solutien/™, Compiete Solutisn, 2-Line Complete Sclution, {C}
Complete ition DT!s or 2-Lins Complete Sclution Plus) w’“naat a break in

their subscxri the customer will continue to receive the Econeomy Loca

Sclution monthly credit under the terms of this promotional offer.

R UL
jod
L\

/i/ A customer cannot upgrade ta Sensible Local Soluti as of the date it (3}
is grandfathered, on Octoker &, 2063 (1%}

Issusd under auvthority of 1%%1 DA 1795 az amended

Issusd: September £9%, 2003 Effective: Qctober &, 2003

By Robin M. Gleason, Vice President - State Regulatory
Detroit, Michigan
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MICHIGAN BELL
TELEPHONE COMPRNY SBC [_earT 2|[ SECTION 3]
20R Tariff
3rd Revissd Shest No. 26
DART 2 - Gensral Tsrms and Conditions : Cancels
SECTION & - Promoticnal Service Offerings 2nd Revised Sheet No. Z6

RESIDENTIAL ADDITIONAL ACCESS LINE WINBACK WAIVER OFFER

2 promotional period shall be sxtendsed from December L, 2005 through {c
December 31, Z006. During this promotional period, sligible residsnce {C

customsrs will receive a walver of applicable nonrecurring line connection
chargesz on applicable access lines.

i |

ligible customers are thoss residence customsrs who had their exchange
ccess service with another carrier, establish their exchange zccess service
with the Company, and who purchase ons or more access linss in sxcess of any
lines that they bring to the Company from their prior carrisr. This cffer
only appliies to access lines purchased in excess of the number of access
lines a customer brings to the Company from another carr g

\f)

-

Issusd undsr authority of 1991 PA 179 as amendesd.
Issued: Nowvember 30, 2005 effective: December 1, 2405

By Robin M. &leason, Vice Prssident - State Regulatory
Detreit, Michigan
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MIZCHIGAN BELL E;I;(j
TELEDHONE COMBANY [ parT 2|[ sECTION §]
TARIFF M.F.8.C. NO. 20R Tariff

4th Revissd Shest No. &%
TRRT 2 - General Tsrms and Conditions Cancels
SECTION & - Promotion Bervice Qffzrings 3rd Revised Sheet No. 2§

RESIDENTIAL ACCESS LINE WIN-WINBACK PROMOTIONAL OFFER

od shall be sxtended £
rlng this premorwonal
s egual to a maximum oZ @60.93.

2 promotional ri
March 231, ZgDo D
receive bill credit

2iigible customers are those residence customers who 1) have thsir sxchangs
access service with another carrier and who now chooss to establish their
exchange access service with the Company, and 2} d;ilrg the promotional
period, respond to Company-issusd marketing materizl, a Company-initiated
marketing contact or an offsr made during a customsr-initiated call to the

Company .

fach sligible customer will receive twelve bill credits of $5.00 each in the
twalve successive bill periods after service sstabklishment. The CLstPﬂer
must retain their local service with the Lomnany as of each bill psricd date
in order to recsiwve the monthly credit; otherwise the customer will forfeit
any monthly »ill credits not yet recsived and terminate their participation
in this promot

1
i

3
o

Thig offer cannct be combined with any promotional package ofifers.

ctive January 1, 200
rvice with an af

Izsued under authority of 1951 PA 17% as amended.
Issued: Decembsr 29, 2005 Effective: January i, 2006
By Roblin M. Gleason, Vice President - State Regulatory
=troit, Michigan
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MICHIGAN BELL _
TELEPHONE COMPANY SBC 'FART 2 " CF ;8
TARIFF M.P.3.C. KC. 204R Tarif
2nd Revised Sheet No. &3
PART Z - Gensral Terms and Conditionsz Cancels
2 - pPromotional Ssrvice Cfferings 13t Revized Sheset No. &3

PROMOTIONAL WAIVER

Residence Economy Solution Offer

A retail promotion psriod which criginally began on October 1, 2002 will be
extendsd through May 18, 2003 for ellgible residence customsrs who have
discontinued their residence local service with SBC Michigan for the purpose
of establishing exchange service with another local service provider and who
now wishes to return to S8BC Michigan. The customsr must subscribe to ths
Economy Scolution Package to gualify for this offer.

During the promoticnal period, custemers who sstaklish servics with SBC
Michigan along with the Economy Solution package will recsive a wa r of
installation charges and a §:i0.00 credit for 12 conssecutive months as long
as they retain the Economy Sclution Package. If the customer d¢SCﬁnt=ﬂucS
the Economy Solution, no future credits will be given. 5 promotion may
not be combined with any other residence access line coffsr sxcept for the
Residential Winback promotional gift offer which ruans from January 7, 2003
through Apriil 5, 2003. The Economy Soclution package will bs renamed the
Econcmy Local Sclution package effective 2pril 25, 29003,

In addition to the eligibility criteria noted above, customsrs must

® not have had service discontinusd for nonpayment, and

ths Company.

bl

ssued under authority of 1991 PA 179 as amended
izsusd:  March 31, 2003 affective: April i, 20063
By Robin M. Gleason, Vice President -~ State Regulatery
Detroit, Michigan

{t
{t
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8]
S C [ parT 2|[ sEcTION @
ZuR Tariff
ist Revissed Shest No. &4
FPART 2 - General Terme and Conditions Cancels
SECTION & - ?romotimnal service Offerings Criginal Sheet No. 24

PROMOTIONAL OFFERINGS {(cont’d)

Residence Winback Promotion

A promotional period will ke estabklished from September 1, 2004, through
March 31, 2%15. During the promotional pericd, eligible residential
customers who subscribe to an access line and the unregulated uSslsct™3

feature package will receiws a 5$10.00¢ monthly cradit.

Eligible customers are those residence customesrs who have their exchangs
access serwice with anothsr carrisr and who now establish their exchange
access service with the Company.

iigibie rﬂsideﬂca customers whe sign up for the u“regfla“ ed uSelect™3
ackage, will be Dllg.ch for a $16.00 credit each month for up o 12 months
s long 2s they retain the package.

Wy

- 3¥. x
® Any cusztomer who discontinues the unregulated uSelect™ 3 package prior to
the required 1Z-month commitment, will forfsit any remsining credits.
* Previous credits will n dot,k— charged back to the customer if they disconnsct
their wnregniated uSelect™3 package prior to the expiration of the first

12 nmonths.

* This ocffer canncot be combinsd with any other unragulated uSelec

s Bffective January 10, 2005, (N}
this offer will be =ligibie
benefits of this offer if th y up
wlelact™E, or 2-Tine ulelect™e (%)

Issusd under authority of 1591 PR 179 as amended.

Issuwed: January 7, 2005 Effective: January 19, 0
¥

[
<
w1

By Robin M. Gleascn, Vice President - State Regulatory
Eetroit, Michigan
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SB(‘ | parT :]| SECTION 8]

2GR Tariff

ions
tional Service Offeri

[oe]
w

Criginal Sheet Ko.

PROMOTIONAI OFFERINGS {cont’d)

Residence Winback Promotion
A promoticnal psriod will be sstablished from September 1, 2004, through
March 3i, 2005. During the promotional period, siigible residential
customers wno subscribe to an access line and the unregulated w
feature package will receiwe a $515.00 guarterly credit for the firs
service.

ct
~a
0]
»
Lo
Q
th

Eligiple customers are those residence customers who have their sxchange
access service with another carrier and who now establish their exchangs
access service with S3C.

Ziigible residence customers who sign up for the unregulated uSelect™$
packags, will be eiigible for a $15.00 credit every 3 months for the first
12 months of service as long as they retain the packags.

s Iny customsr who discontinuss the unreguiated uSslect™¢€ package prior to the
required 12-month commitment, will forfeit any remaining credits.

» DPravicus credits will nct be chargsed back to the customsr if they disconnect
their unregulated uSelsct™$§ package prior to the expiration of the first
12 months.

s This offer cannot be combined with anv other unreguiated uSelect™¢ offer.

Issued undsr authority of 1531 PA 172 as amended.
Issusd: August 31, 2004 Effective: Septembsxr i, 2004

By Rokin M. Gleason, Vice President - State Regulatory
Detroit, Michigan

(1}
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CHIGAN BELL

EPHONE COMPANY Ameritech [exzr zz|[ szcrzow 3

TERIFE M.P.5.C. NG. Z9R Tariff

o
3
b=
D
o
vt

ist ERevisa Ko. 22
ART 22 - Resale Local Exchange Service Zan
I - Exchange Access Servics: Original Sheet No. 22

AMERITECH VALUELINK EXTRA WITH TOLL AND VALUELINK EXTRA - SELECT WINBACK
OFFERING'*/

Carrier’s eligible Business customsrs subscribing to Ameritech Valuelink
Extra with Toll and Valusiink Extra - Select three-year term plans will
recsive a b cradit on the 13th, 23th, and 37th month anniversary
term pilan.
annual revenu itment (MARC) subscribsd to by the Carrier’s customer
shall appear on the Carrier's Bmsritech bill within sixty days of the
arniversary date.

Carrier eligible customars include:

the
bill credit shall be the eguivalent of 1/if of the nminimum

and

¢ Existing Carrisr’s Emeritech business customezs who increass their annual
revenus spending with Amcrﬁterb by 30% for any of the following servicss

=
now provided by & compestitive tolecommunications service provider:
business network accass, transport sary
and toll-fres inbound se:

or Internet ssrvices.

e (Carrier’s customers currently served by a competitive local exchange

carrier within 2meritech Michigan tezritory and who now wish to esstabl

business service with Ameritech’s Carrier, Carrier must p?ovﬁde
sufficisnt information to Company indicating the Winback of their
CUsSLomer.

/if Effective
zmeritech VzlusLink Extra or Ameritsch ValueLink Extra -3
made to new Carriers. A Carrier with Bmeritech Valuelink Extra or
ameritech Valuelink Extra - Select sexrvice in this ssctiocn on
to, Luvember 12, 1859, may continue to receive service only £

a5 such sarvice remains at the locaticn at which service ig bkeing
furnished on the aforementioned date. Such Carrier may not sxtend,

November 12, 1%99, no further installation of, or changes to,
-8 wil

=5, local usage, intrailTA toll,
Eligible services do not inciude Ceilular

ish

renew, or otherwise lengthen the term of such arrangement. 2meritach
YValueLink Extra and Zmeritech ValusLink Extra - Select service wiil be
withdrawn on November 12, 2602, or earlier, in ths event that ths in-

service count declines to zero.

in this Section.

Jo

{2/ Material now appesars on Original Sheet No. 22.2.2

Issued under authority of 1981 Pa

'L‘J

17% as amended by 1395 PR 21¢
Issusd: Novembsr 10, 19%¢ Effective: November 12,

By Paul V. LaSchiazza, Vice President - Regulatory
Detreoit, Michigan

1559

e,
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ZPHONE COMPANT Ameritech [ezzz 22][ szcrow 3

T, NG. 20R Tarif

DART 22 - Rasale Local

SECTION 3 - Exchange Original Sheet No. 22.2.2
AMERITECH VALUELINK EXTRA WITH TOLL AND VALUELINK EXTRA - SELECT WINBACK FAvi
OFFERING'® (cont'd) 1)

Carrier’s =ii
Extra with Tol
and/or upgrads
liakility chax

gikle customers currently subscribing to ameritsch Valuelink
1 and Ameritech YalueLink Exira - Select may increase MARCs
to a three-year term plan without incurring termination

ges.

Carrier’s eligible customers terminating Bmeritech ValuelLink Extra with Tolil
or ¥alusLink Extra - Select plans prior to the completion of the thrse-vear
term plan period are not el kla for credits. <{redits are provided only to
the ZAmeritech Valuelink Ext th Toll or ValueLink Extra - Select
Carrisr’s customer of rec

211 currently tariffed BEmeritech ValueLink Extra with Toll and Valueiink
Extra - Select rates, charges and discounts are applicable during this
offering. 7L/

/1/ Material formerly appsared on Criginal Shest No. 22.2.%1 in this Section.

/2/ Rffective Novembar 12, 19%5, no further installation of, or changss to,
ameritech Valuelink Extra or ameritech Valuelink Extra - Select will be
made £o new Carriers. A Carrisr with Ameritech ValusLink Extra or
kmeritech ValueLink Extra - Sslect service in thisg section on, or prior
to, Movember 12, 1998, may continue to receive service only for as long
as such service ramains at the location at which service is being
furnished on the aforementioned date. Such Carrier mav not extend,
renew, or otherwise lengthen the term of such arrangement. Ameritech
ValueLink Extra and Ameritech ¥aluelink Extra -~ Select service will be
withdrawn on November 12, 2002, or earlier, in the event that the in-
service count declines to zaro.

3

e
1

Issued under authority of 1981 PA 179 as amended by 1835 pa Zl¢
Issued: November 10, 15¢8¢ Effective: November 12, 19%95

By Faul V. LaSchiazza, Vice President - Regulatory
Daetroit, Michigan
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MICHIGAN BELL
TELESHONE CCMBAKY SBC [ parT 2I|[ s=CTION 3]
PARIFET K.2.8.C. N2. 20® Pariff

4th Revised Shest No. 22.3
PART 22 - Resales Local Exchange Servics Cancels
SE 3 - Resale Local Exchange Services 3rd Revisad Shest No. 22.3

AMERITECH VALUELINK EXTRA — SELECT WINBACK OFFERING'®’

GRAND RAPIDS, KALAMAZOO, LANSING

Carrier’s eligible Business customers subscribing te Ameritech ValueLiak
Extra — Select two and three year term plans will be =2ligible for the
following Select intra-LATE toll, Interzons, and £08/88% rates:
Price per Minute
Z-¥mar 3-Year
Term Term
Select IntrallTL Toll, Interzone and 200/833 $6.075Q0 $0.0687 {1}

Carrisr's sligible custamers include Carrisr's customers in Grand Rapidsa,
Kalamazco, and Lansing exchange sesrvice areas. Tbesa Carrier’s rustomers
currently subscribes to business network access e service provided hy a
competit;vs local exchange carrier or are curreantly presubscribed to
Ameritech WalueLink Extra Select and indicats that a changs to an alternats
Iocal sxc hange carrier ls under considsration, and who now wish to establish
up to a maximum of 19 business network access lines with the Carrier.
Carrier must provide informatisa to Company indicating the Winback of theix
customer.

Thig offering may not be combined with other BEmeritsach business accsess,
usage and/or toll discount plans or promotions.

/i/ Effective November 12, 1999, no further instailation of, or changes to,
AZmeritech ValueLink Ext:a - Select will be made to new Carriers. &
Carrier with Zmeritech ValuelLink Extra - Select service in this section
on, or prior to, November 1Z, 1999, may continue to receive servics
only f£or as long as such gervice remains at the location at which
service is being furnished on the aforementicned date. Buch Carrier
may not sxtend, renew, or otherwise lengthen the term of such
arrangement. Ameritech ValueLink Extra - Select service will be
withdrawn on ¥ovember 12, 2002, or earlier, in ths event that the
in-gervice count declines to zero.

Issued under authority of M.P.5.C. Orxder dated %/21/04 Case No. U-13531
Issued: November 5, 2004 ective: November €, 2004

By Robin M. Sileason, Vice Prasident - Stats Regulatory
Detroit, Michigan
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NIC%I =AY BELL
TELE COMBARY S B C
. P.S.C. AR. 20R Payiff
kth
PAERT 22 - Resale Local Exchange Ssrvice
SECTION 3 - Resale Local Exchangs Bervices 5th Revised Shest No. 22.4

AMERITECH VALUELINK EXTRA - SELECT WINBACK OFFERING'Y/

Carrisr’s eligil
Extra - Sslect two and tl
foilowing Sslsct intralli

wree yesar term Dlans wil l be e
L toll, Interzone, and f00/88

Select IntralATA Toll, Interzone and EB00/888 54,0850 20,0750 {I)

arrisr's customers subscribing to the 3 ysar term pilan will receive an
additieonal 3% wolume discount.

arrier’s customers whe curreatly
b3 service provided by a conpetitive :
xchange service areas or Carrier's

] (=1
al exchan ge carrier in th Carr
= eLink Extra — Select and indicats

=l
tomers prezubscribed to Ameritsch Va
t a change to an altsrnate local exchange carrier 1s under con sration,
and who now wish to estaplish business network acceess line service with the
Carrier. {arrier must provide information to Cempany indicating the Winback
of their customer.

n
fU comoMm

with other Ameritech business access,
r promotions.

f1/ Effective November 12, 1%%%, no further installation of, or changes to,
Ameritech ValueLink Extra - Select will be made to new Carriers. &
Carrier with Ameritech ValueLink Extra - Select service in this section :
on, or prior to, Novembsr 12, 1989, may continue to receive service i
only for as long as such servics remains at the locatien at which
service is being furnished on the aforemsantiocned date. Such Carrier
may not extend, rensw, or otherwise lengthen the term of such
arrangement. BABmeritech Valuelink Exztra - Select service will be
withdrawn on November 12, 2002, or earlier, in the event that the
in-servics count declines to zero.

Issusd under authority of M.P.S.C. Orxder dated §/21/04 Case No. U-13531
Issued: November 3, 23004 Bffective: November #, 2004

By Robin M. Gleason, Viece President - State Regulatory
Detroit, Michigan
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PART 22 - Resale Local Exchanges Service
SECTION 3 - Resales Local Exchangs Ssrvices

AMERITECH VALUELINK EXTRA - SELECT 2-PIC OFFERING'Y

Carrier’s eligible business customers subscribing to Amsritech ValusLink
Extra - Sslect thres year term plans will be e=ligible for the following
: TA toll, Interzone, and 8C0/888 rates:

I
i
n
ol
o
fied
oM

Szlect IntralATA Toll, Interzone and B00/38R SG.OR5G {I}
Carrier’s sligible customsrsz inglude Carrier’s customers whe have changed
their intrailATa Toll usage with Zmeritech for ths purpose of establishing
service with ancthsr toll carrier and whe now wizh to return to Ameritech
provided intrafaTa Toll usage. Carrier must provide information to Company
indicating the Winback of their customer.

Thig offering may not be combined with other Ameritsch business access,
usage and/cr tell discount plans or promctions.

/1/ Effective November 12, 1999, no further installation of, or changes ts,
smeritech ValueLink Extra - Selsct will be made to new Carriers. &
arrier with 2meritech ValusLink Extra - Select service in this section
or pricr to, November 12, 19%5, may continue to receive service
only for as long as such service remains at the logation at which
service is being furnished on the aforementioned date. Such Carrisr
may not extend, remew, or otherwise lengthen the term of such
arrangement. BAmeritach Valuelink Extra - Sslect service will be
withdrawn on November 12, 2002, or esarlier, in the svent that the in-
service count declines to zero.

T

¢

(

Q
=]

Issusd under authority of M.2.S5.C. Order dated $/21/04 Case No. U-13531
Issued: November 5, 2404 EEfective: Novembar &, 2004

By Rohin M. Gleason, Vice President - State Regulatory
Michigan
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MICHIGAN B + +
TELEE MEANK 3 BC PART ZZ]LJECTION 3
TERIFF M.2.85.C. N0, ZOR Tariff
5th Revised Sheet No. 28
PLRT 22 - Rasale Local Exchangs Service Cancsls
SECTION 3 - Resale Local Exchangs Services 4th Revised Shest No. 26

AMERTTECH VALUELINK EXTRA OFFERING'*

Carrier’s sxisting Business customers who ars currently subscribing to
Emeritech ValueLink Extra three-year term pian and who increase their
intraLaTA toll ravenus spending with Bmeritech by 2 minimum of 30%, will be
eligiblie for the Minimum Annual Toll Usage Commitment (MATUC) rates, as
described pelow.

3-Year plan

MATUC Rate Per Minuts
$ 2,501 to 5,041 5.0687 (I}
5,802 to 131,004 8625
16,005 to 25,013 .6383
25,014 to 41,689 L8541
41,6930 plus 0580 (I}

]

/1/ Effective Novembsr 12, 1959, no further ingtallation sf, or changes to,
2meritech ValusLink Extra will be made to new Carriers. & Carrisr with
Ameritech Valuelink Extras service in this sectiom on, or prior to,
November 12, 1%%9, may continus to receiwve ssrvice only for as long as
such service remains at the location at which ssrvice is being
furnished on the aforementioned date. Such Carrier may not sxtand,
renew, o0r othsrwiss lengthen the term of such arrangement. Amsritech
ValueLink Extrz service will be withdrawn on November 12, 2002, or

5

earlier, in the svent that the in-service count declines to zero.
Issued under authority of M.P.S.C. Order dated 9/21/C4 Case No. U-13531
Issusd: Kowvember 5, 2004 Sffective: Novemoer &, 2004

By Robin M. Gieason, Vice Presidsnt - State Regulatory
Detroit, Michigan
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MICHIGAN BELL
TELEPHONE & Y SBC FERT ::l[ SECTICN 3
TARIFE M. E H 20% Tariff

Znd Revised Bheet No. £6.2
DART 22 i2 Local Exchange Service . Cancels
SECTION 3 - Resale Local Exchange Ssrvices 1zt Revised Shest No. 26.2

AMERITECH VALUELINK EXTRA WINBACK OFFER’Y

Carrier’s exizting Business customers subscribing to Ameritsch Valuelink
Extrz 3-year term plan, and who are considering switching their intraldTa to
another provider, will be eligible for the Minimum Annual Toll Usage
Commitment (MATUL) rates, as described below.

3-Ysar plan

MATUC Rate Per Minute
5 2,501 to 5,001 5.0775 {1}
5,002 to 11,9004 D733
14,005 to 25,013 .0eed
25,014 to 41,689 L0808
41,69%¢ plius .058¢6 {3}

he following rates are effactive beginning May 3, 1999 and are subiject to
o terms and conditions stated above:

3-¥sar plan

MATUC Rate Per Minute
$ 2,50 kg 25,013 $.0625 {3}
25,0:4 to 41,689 L0608 |
41,638 plus DE5éc {1}

/if Effective Novexber 12, 1999, no further installation of, or changss te,
zmeritech ValusLink Extra will bs made to new Carrviers. A Carrier with
Zmeritech ValueLink Extra service in this section onr, or prior to,
November 12, 1999, may continue to receive service only for as long as
such servics remains at the location at which service is heing
furnished on the aforementioned date. Such Carrier may not extend,
renew, or ctherwise lengthen the term of such arrangsmsnt. 2Emeritach
valusLink Extra service will bs withdrawn on November 12, 20402, or
earliser, in the event that the in-service count declinss to zero.

Izsued under
Issued:

M.P.8.C. Crder dated 3/21/04 Case No. U-13531
effective: November &, 2004

By Robin M. Glesaseon, Vice President - State Regulatory
Detroit, Michigan
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MICHIGAN BELL a |
TELEPHONE {COMPANY SB(/ BPAERT 22“ SECTICON ?I
TARIFF M.P.5.C. NO. 20R Tariff
3rd Rewissd Shest No., 27
Exchange Service Cancels
1 Exchange Ssrvices Znd Revised Sheet No. 27

AMERITECH VALUELINK EXTRA - SELECT WINBACK OFFERING'

Carrier’s eliigible business customers subscribing to Ameritech ValueLink
Extra — Selsct 3-year term plan will be =ligible for ths following intralATA
tell, and B00/£88 rates:

3-Year Term Plans: 50.0850 per minuts

Carrier’s eligible customers include Carriex’s business customers who are -
contemzlating changing th »tralATA toll usags, or business network
access lines, or trunk servicse with Carrier for the purposs of establishing
service with another toll or local provider. It alsc includes Carrier’s
business customers who have changed theilr business nstwork access linss or
business trunk service with Carrisr and who now wish to return to Carrier.
Carrier must provide information to Company indicating the Winback of thsir
customer.

o

Thiz ¢ffering m

a combined with octher Ameritsch Business access usage
and/or toll diszcoun

or promotions.

5]
o
l{;
oy
LI
=]
m

~.
pet
S

Effective Novembsr 12, 19%9, no furthsr installation of, or changes tc,
Ameritech Valuelink Extra - Sslect will ke made to new Carriers. &
Carrier with Ameritech ValueLink Extra - Select service in this section
on, or prior to, November 12, 1999, may continue to recelve servics

iy for as long as such service remains at the location at which
service is being furnished on the aforemerntioned date. Such Carrier
may not extend, renew, or otherwise lengthen the term of such
arrangement. Amsritech valuelink Extra - Selsct service will be
withdrawn on November 12, 2002, or earlier, in the event that the in-
service count declines to zero.

Issued under authority of M.P.S.C. Order datsd $/21/04 Case No. UG-13
Issusd: Novsmber 3, 2004 Effective: Novembsr &, 2

By Robin M. Gleason, Vice Pragident - State Regulatory
Detroit, Michigan
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A 1
SB . RT 22 || SECTION 3
Tariff
PLRT 22 - Regale Lowcal Exchange Bervice
SECTION 3 - Resals Local Exchange Ssrvices Criginal Sheet Ko. 33
SIMPLELINK ENHANCED®™ WINBACK {N}
A. DESCRIPTION
Simplelink Enhanced™ Winkack is an optional access and local usage
volume discount plan for Carrier’s business customers who have their
business network access line{s} with another competitive local exchange
carrier within the SBC Illineois, SBC Indiana, S$SBC Michigan, SBC Ohic, oz
SBC Wisconsin service area, and who now wish to establish their business
network access iine service with Carrier.

Carrier’s customers subscribing to SimpleLink Enhanced Winback racsive
monthly discounts on eligible services based on the Carrier’s Minimum
¥onthly Revenue Commitment [MMRC).

B. DEFINITIONS 41
Minimum Monthly Revenpne Commitment (MMRC)
The minimum monthly revenue commitment that Carrier must commit to in
order to receive the volume discount.
Contributory Services
Thoze services whose revenue is counted towards achisvement of the
Carrier’s selectad MMRC.
Eligible Services
Those services that are eligible for discounts based on achievement of a
spe sd MMRC.

C. TERMS AND CONDITIONS
MMRC revenue iz led charges,
for services spe . Gnyed Hinback
tariff, for all bUSlneSb accounts Iccated wzchln the state,
kefore discounts -pliEd
Services contributing towards the MMRC include certain SBC Michigan
unregulated services and, except as noted below, all SBC Michigan
regulated servicses {monthly feuurr_ng reavenus, usage revenue, and Other

Charges & Credits (OCsC), including fractionalized recurring and

nonrecurring charges), excluding the following, 1f appiicable: {H)

Igsued under authority of 1951 Ba 179 as amended.
Issued: Kovember 14, 2003 Effective: Novemher 17, 2083

By Robin M. Gleason, Vice President - State Regulatory
Detrgit, Michigan
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MICHIGAN BELL .
EPHCNE COMPANY E;I;(: IPART 22I| SECTION 3|
T M.D.E.C. NO. ZOR Tariff
Z2nd Revised 24
nge Service els
Exchange Ssrvices 1zt Revised Sheet No. g4
SIMPLELINK ENHANCED™ WINBACK {cont’d)
C. TERMS AND CONDITIONS {cont’d)}
End TUser commeon Line {EUCL) su*cnazgas, EUCL offset charges, Exnhanced
$-i-1 {8811} surcharges, Handicap surcharges, Frimary Interexchangs
iar {(PIC} charges, Iocal Mumber Portability (INP} chargss,
Infrastructurs Maintenance Fees (IMF), Universal Servics Fund (USE)
surcharges, Federazl & State Lins Port charges.
Edditionally any service provided by the Company’s affiliates {(octher
than SBC Mighigan, Incumbent Local Excbangn Carrier}, charges for
services prﬂVlded by any other services provider and billed on bhehalf of

S
that other service provider, and any other tax or charge imposed by
loca, state, or faderal government entitv are zlso excluded.

The Simpisiink Enhanced Winback plan is available with one year,
two vear, or three ysar term plans. The one yesar term alisc has a i-vear

renewable option. I the Carrierfs customer selects tha l-year
renswablie option, the plan will renew for gne year intervals. A maximum
-year reaswals are available after the first l-year term. The
Carrier will receiws written notification of their selsction outlining
the ils «f the agreement, plus subssguent actifications regarding
their renewal options prior to the expiration of sach l-year term.
2dditionally threse MRC lavels will be available for Carrier’s customers
te choose from: $37.32, $70.87, and $166.76. Carr*e*’s customers

o
ke
—

subscrik o a2 2 or 3 year SimplisLink Enhanced ¥ plan will
£o sign a written order confirmation m in order to
gqualify for the applicable plan discourts.

s wha fail toc meet their

Carrisr’s Simpls stomer
erance betwesen the sslected MRC

=01
selected MMRC will be 1llﬂn the dif
and the monthly rev

m
=
o
]
[
e
[
Jod 1
0
Q

MMRC volume discounts apply to certain SBC Michigan unregulated services
and to ths follewing regulated gible services. Any of the following
services provided under an existing term discount plan are not eligible
for SimpieLink Enhanced Winback veolume discounts.

Business Exchange Access Service Business DID Trunks {Analog PBX}

A1l local usage except usage from an existing opticmal calling plan

Issued undsr autheority of M.P.5.C. Order dated 9/21/04 Case No. U-1353%
Issued: November 3, 2004 Effective: November 6, 2004

By Rohin M. Gleascn, Vice President - State Regulatory
Detroit, Michigan
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IICHIGAN BELL ‘
T E:’—I:\TE COMPZNY SBC '

lst Revised Sheet No. 8
PART 22 - Besale : hange Service Cangcels
SZTCTION 3 Original Bheet No. 8

o

SIMPLELINK ENHANCED™ WINBACK (cont’d)

€. TERMS AND CONDITICNS (cont”’d} l

When the unregulated sezvices above are purchas d in package discount
arrangemsnts they are not eligible £or SimpisLink Enhanced Winback
discounts.

ited to Centrex, ISDN Direct, ISDN Prime, ADTR-E, DS0/1/32, are not

Carriexr’'s customer accounts with term agresments, including, but not
11
=

ligible for a Simplelink Enhancsd Winkack plan. Accounts with
Fsaturelink Service term agresments may be included in a Simpielink
Enhanced Winback plan.

Local and state additional charges, taxes, the End User Common Line
charge, and nenrecurring charges ars not volume discount eligible.

wrrier’s customer’s maximum MMRC wolums discount for sach co
1 may not 2xceed § 70.87 psr month.

A1l of the accounts on a Simplelink Enhanced Winback plan must reside in
the same stats. A Carrier’s sligible Simplelink Enhanced Winback
customer may inciude up to, but not excsed, lG of its accounts under ons
Simplelink Enhanced Winback pilan. & Carrisr customer may have only
one Simplielink Enhanced Winkack plan per State in the SBC Midwest
region.

% Simplelink Ernhanced Winback plan is nat transferable to, or may not bs
assumed by, a Carrier’s customer or customers other than the customsr of
record without p r written consent of the Company.

The Carrier’s customer’s term commences the day after the service is
Yazctivated” by the Cumﬂany. The date activated shall bhs the date ths
r insgtalling the plan is completed in the Company’s billing system.

rf

Issued under authority of M.P.S.C. Order dated 9/21/04 Case No. U-13531
Issusd: November 5, 2004 BEffective: November £, 2004

By Robin M. Gleason, Vics Prasident - State Regulatory
Detroit, Michigan
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MICHIGEN BELL
TELEPHCONE COMPRNY SBC [ BarT 22|| SECTION =
TARIFF M.P2.S.C. NO. 208 Tariff

18t Rewvised Sheet No. £6

PART 22 - Resale Local Exchange Service Cancels
SECTION 3 -~ Resale Local Exchange Servicss Original Sheet No. 26

SIMPLELINK ENHANCED™ WINBACK (cont’d)

. FRICES

1. Service Elements

MMRC Volume Discount

MMRC | 31 ¥ear | 2 Years | 3 Years |

S 37.52{(1) 12.0% ) 13.0% 14.0%
76.87 | 13.0% 14.0% 15.0%
168.76(I) 14.0% 15.0% 16.0%

2. oOther Applicable Discounts

Carrier’s SimplieLink Enhanced Winback customers will aiso receive an
additional 10% discount in addition to the MMRC Volume Diszcount listed
apove, for those unrsgulated ssrvices included zs eligible services.

Carrier’s SimplieLink Enhanced Winbzack customers will alsoc receive a 100%
discount of the normaliy apvlicable monthly rates for sligihle services
for the initial 3 months of the term plan, up to & maximum of $416.90 (I}

per month. 211 chargss credited will continue to contribute to the
Carrier’s customer’s MMRC, if normally applicabls.

3. Payment Plans

Service Connection Charges are not applicable when sstablishing or
charging to Simplelink Enhanced Winback.
Issued under authority of M.P.S.C. Order datsd $/21/C4 Case No. U-1353%
Issued: November 3, 2004 sffective: November 6, 2044

By Robin M. Gleascn, Vice President - State Regulatory
Detroit, Michigan
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MICHIGEN BRLL ¢
.m:LEaHmu COMPRNT SBC Wﬁ 2z | sEcTiow 3|
PARIFEF M.P.8.C. 0. 20R 1
1st Revissad Shest No. 87
Cancels
original Zheet No. 37

STMPLELINK ENHANCED®™ WINBACK (cont’d)

D. PRICES (cont’d)

4. Termination Charges

Carrier’s customers terminating a SimplelLink Enhanced Winkack plan prior
to expiration of the selected term periocd are sab}ecb to termination
charges.

Tarmination charges are equal to 50% of ths MMRC multiplied by the
aumber of months remaining in the Carrisr’s customer’= term period. Foxr
a partial month, if the partial month revenus is less than the MMRC, the
Carrier’'s customer is liable for 50% of the difference between the MMRC
and the actual billied resvenue. Additionalily, the Carrier’s customer
will be liable to repay the full amount of charges credited for the

initial 3 months of their term pericd as part of the 108% discoun

menthly rates for eligibls services’™. {ch

Permination liakility charges are not applicabls if, during the
8implelink Enhanced Winback term periocd, the Carrisr’s customer converts
D> ancther Company access or usage plan with 2 term =qual to or greater
than the existing Simplelink Enhanced Winback plan, and 2 revenue
commitment sgual to or grsatser than the Simpleilink Enhanced Winback
MMRE .

5. Service Guarantee

3 ink Enhancsd Winback 2 year and
3 year term plans, Carrier’'s cus ers may cancel this sexvice Nlthuu
incurring the termination liabili charges specified in this tari

with the axception noted below. This guarantss does not apply to

Carrier's customers who terminate or convert to another (ompany toll,

access and/or usage commitment product for the purpose of subscribing to
SimpieLink Erhanced Winback. <Jarrier’s customers will be liable to

repay the 21l charges credited for the initial 3 months of their term
period as part of the 100% discount of monthly rates for eligibls
services’®. {C}

n 50 days of subscribing
r

/i/ For new agreements signed on 2r after March 22, 2004, repayment of
charges credited for the initizl 3 months of the Carrier’s customer’s
term period will no ionger be applicable.

Issued under authority of 1981 P2 17% as amended.

Issusd: March 18, 2004 ffactive: March 22, 2064

Iz

By Robin M. Gleasan, Vice President - State Regulatary
Detroit, Michigan
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MICHIGAN BELL ‘ -
TELEPHONE JOMBANY S IPA.‘_ 2z ” = M 3'
TARIFF M.D.5.C. ¥0. 20R Tariff
PART 22 - Resals Local Exchangs Service

SECTION 3 - Resals Local Exchange Ssrvices Original Shest No. 38

COMPLETELINK WINBACK RELOCADED {10}

Carrierfs eligible business customers subscribiﬂg to a Complstsiink I-year,
2-year, 3-year, or S-ysar term plan will ke eligible for additicnal credits
on their bills. These cradiis are a percentags of the Carrier’s salectsd
Minimuwr Annual Revenue Commitment (MARC) and wiil vary depending upon the
term plan selected, in accordance with the following payment schedule.
Zredits will be applied within 2 bill periods following the time periods
cited below:

[ i-vear plar | Z-year pian | 3-year pian | S-year plan |
Gp Front 5% of MARC 20% of MARC 25% MARC 30% of MARC
1 ¥ear hnvlverqary 5% of MARC 5% MARC 5% of MARC
Z Year Rnniversary 5% MERC 5% of MARC
3 ¥ear Enniversary 5% of MARC
4 Year Anniversary 5% of MARC

Carrier’s sligible customers are those business customexs who have theix
local network access line(s) with ancther compstitive carrier withir £he SBC
Illincis, SBL Indiana, SBC Michigan, SBC Chio or SBC Wisconsin service area
and who now wish to establiszh their local network accasss lins sexvice with

Carrier, and who have previously refused a Compistelink Select III Save/Win
offsr £rom Carzier.

Carrier’s eligible customers will, zlso, rsceive intrall
rates, as well as MARC volume discountd, local usags Ji; coun
Annual Discount levels as appliicakble in the respective offer previ “sly
rafused, found in Part 22, 3sc 1 2f this Tariff. Rl cother t =
ions zppliicable to Compls ink found in Part 22, Section 2 of this
, will apply.

1 ,,N
|”
o

it

Carrier’s custome terminating this plan priocr to the sxpiration of their
selected term peori od ars subject to termination charges as specified undex

Complistalink found on Sheet No. €5 in Rart 4, Section 2 of thisg Tariff. [§:3

Issued under authority of 1%%1 P2 172 as amendsd.
Isgued: July 30, 2004 Effactive: ZIAugust 2, 2004

By Robin M. Gleason, Vice President - State Rsgulatory
Detroit, Michigan
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[parT 27 [s=cTIoN 3

COMPLETELINK® 2.0 (cont'd)

{20}

C. TERMS AND CONDITIONS (cont’d)

o
(38

nan~recurring ch arges {2

. Carrier’s eligikie Win and Winback custome
of normally applicable service oxder and
”’s) associated

|_:.. {=x b4

n
k4

ne
th

lines and/or vertical ssrvices ordered at the
subscription to a CompletelLink® 2.0 agresment.

apply to lines and features added after the init
2.9 order. <Carrier’s Win and Winback customers inciude businsss
customers who have their local exchange access line service with
another competitive local exchange carr
AT&T Indiana, &7&7T Michigan, AT&T Chio or ATET ¥
area and who now wish to sstabliszh their

sarvice with the Carrier.

o
w
ﬁ

are determ

determinad based on existing services.

agreement consists of both existsi
services, the win/winback ssrvices
any accelsrated discounts.

Carrier’s ¥Win and Winback customers
2.9 agresment and 1
lgvel, or terminate

2.0 term.

: who sstabl
ater upgrade to a new term
their Completelink®
expiration date, will forego any accelerated
received. UCarrier’s customers who upgrade wi
accelerated discounts alrsady received and wi
vearly accelsrated discounts based on thei

3 ag

»

ier within the ATET Illineis,

local exchangs access line

arrier's Win snd Winback business customers whoe establish service
with the Carrier and subscribe to a CompleteLink® 2.0 agreement will
receive an accslerated discount that is calculatsd as a percentage
of their agreed upon MARC and will be applied as a cradit to their
biil. The accelerated discounts will
to CompleteLink® 2.0 and y=arly (for terms excseding one year)
thereafter, according to the schedule below.
ined based upon win/winback ssrvicas only and may not be
When a Completalink® 2.0

be applis

Accalerated discounts

-
2

cceive a waiver

nnection

1 exchange access

£ the initial

xdard NRC's will
CompleteLink®

fed € |
Q0
Qs

ot

[

3
Mot 0w

=}
n

ta

D"“‘FJ)

consin ssxvice

d upon subscription

/winback
to receive

receive any
Complerelink®

Issuad under
Issusd: B&p

Effs

sctive: Rpril 24, 2006

By Robin M. Glesason, Vice President - State Regulatory

Detroit, Michigan
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Q_EBiii;;_m AT&T [ rpar? i|[ sECTION

TARIFF M.D.S.C. NO. 20R Tariff

4th Revised Shest N

CUSTOM BIZSAVER® WINEACK PACKAGES

A. DESCRIFTION

Custom BizSaver® Winback Packagss are available to eligible business
customers with 1 te 10 business lines who agrss to a2
ar 36-Month term.

| B. TErMs anD coNDITIONS |

1. Custom BizSaver® Winkack Packages are available to businsss
customers with 1 te 10 business liness who agres to a 1Z2-month,
24-Month or 36-Month tarm and commit to the Network Accsss Lins
service, Local Usags sarvice and, opticnally, Local Toll Usage at
the prices shown in D. PRICES following.

Z. Eligible customers include business customers with 1 to 10 business
lines who have their businasss network access lines with ancther
competitive lscal exchange carrier within ths SBC oiz, SBC
Indiana, 8BC Michigan, SBC Chio, or SBC Wisconsin service area and
who now wish to establish their businsss network access line service

ichi

3. ailakle only to customers

10 i xchange network access lines,
not availa srvi Remote Switching Servics, WATH
mi-Public Coin ssrvices, nor

z T
1 sgrvice with an affiliate of the Company.

Ih
T
by
i

]
e
w
a
u

2

4. %he Local and Local Toll usags service gomponsnts o
BizSawer Winback Packagses ars provided o
=]

remaining components are provided per line

Issued under authority of 1991 pa 179 as amended.
Iszusd: February 17, 2008 Effective: Fsbruary 20, 2006

By Robin M. Gleason, Vice President - Stats Regulatory
Detxoit, Michigan
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Case No. U-14975
Exhibit A-8 (CMC-8)
Page 2 of 10

=T, OMD [ ParT 4| sECTION 3
TARIFF M.P.S.C. NG. 20R Tariff

Sth Revised Shest ¥No. 44
BLRT 4 - Exchange Access Ssrvices Cancels
SECTION 5 — Othsr Exchange Access Ssrvices 4th Pavised Shest No. 44

CUSTOM BIZSAVER® WINBACK PACKAGES {(cont:d)

B. TERMS AND CONDITIONS (cont'd) I

5.

Eligibhle customers have the option of subscribing to an unregulated )
flexible bundle of features.

Customers subscribing to the Custom BizSaver Winback Packages will {C)
benefit from the package rates for the term period agreed to, uniess
they either change or disconnect their service, except as follows:

1) Customers can changs their chossn Local or Loczl Toll service to
ancther Custom BizSaver Winback Block of Time (B0T) Isvel one tims
during thelr agrsad te term, or I} Customers can move to a Custonm
BizSaver Winback Package without Zocal Toll usage any time during

their agresd te term. %When a customer changes or disconnectis any
componants of th Custom BizSaver Winback Package, except as notsd
abowe, then the remaining components of the package will be billed

at their individually tariffsd rates as shown in . REFERENCES
following.

Eligible customers will recelve a 100% credit against the xecurring
charges for thogs elements that maks up their selected Custom
BizSaver Winback package {excliuding optional toll) for 2 months. No
credit on additional lsecal or toll minutses zssociated with the
chosen package will be appliisd.

e

<

Issusd under authority of 139%1 PR 178 as amended.

Isguad:

February 17, 2606 Effective: February 28, 2006

By Robin M. Glsason, Vice Presidsnt - State Regulatory
Detroit, Michigan
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HONE COMDRNY aRT 4|[ SECTION 5
FF ¥.P.S.C. N&. 20R Tariff

P PR U

-
o
e

CUSTOM BIZSAVER® WINBACK PACKAGES {(cont’d}

l}. TERMS AND CONDITIONS (cont’d) l

on

customers will receive a waiver of normally applicable {C}
service oxdering and line connection nonrecurring cha*gas {HRZ7 5}
associated with local exchange acceess lines and, if appliicablse,

vertical features ordered at the time of initial subscription to a
Custom BizSaver Winback Dackag Standard NRC's will applvy to lines

and fezatures added after the initial order.

he i12-month term also has a 12-month renewahie option. If the (C)
ustomer sslsacts the 12-month renewable option, the plan will ranew

or 1Z2-month intervals. & maximum of two 1Z-month renewals are
available after the first 1Z-month term. The customer will receiws
written notification of their selection ocutlining the dstails of the
agreement, plus subseguent notifications regarding their renswal
options prior to the expiration of sach 12-month term. This

iZ-month renewables opticn appliss to boeth Local BOT and Unl
Local packages.

) rd

fa castom not {c)

s
ck Custom

expressly indicate slectio:
BizSaver Package, the rate £ Zo che anpl
individuzily tariffed rate : component of T
BizSaver Winback Package, < in €. REFERENCES

1¢. At the expiration of the agrs > il

o h

¢t

H

I

It

o]

0

I

3 s )
o w W
w-m

M‘ﬁ

Q
®

T ﬁir te their entire service )
ir agread to term commitment will be asssssed
ion "barg=s of 30% of the monthly recur g charge for
Accass LiAg(s) (includlhg Unlimitad), Local/Tcll Blocks and ths {C}
flexihle bundle of features times the number of months left on the
term commitment.

izsaver® subscribers who
ing thei

12. Termination liability charges are not applicable if, during the {C}
Custom Bizlaver term pericd, the customer converts to another
Company access and local usage plan with a ferm egual to or greater
than the remaining Custom BizSaver term plan.

Issued under authority of 1591 PA 17% as amended.
Issued: February 17, 2006 Effective: February 20, 2006

By Rwobin M. Sleasor, Vice President — State Regulatory
Detrcit, Michigan
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MICHIGAN BELL
TELEPHONE COMPANY AT&T [ ParT ¢|| SECTION 5
Tz Tariff
ist Ravised Shest No. 44.2
rvices Cangels
Rccess Services Original Shest No. 44.Z2

CUSTOM BIZSAVERD WINBACK PACKAGES (cont’d)

| B. TERMS AND CONDITIONS (cont’d)

13.

Eligible sustomers wil: recelive a one-time waiver or refund of the
termination charges associatad with early termination of a previous
Custom BizSaver agresement for the purpese of estaklishing service
with another carrisr if they rsturn to 3BC Michigan and sign a new
Custom BizSaver Winback agreement. The new Custom BizSaver Winkack
term period must be greater than or egual to that of the terminated
plan. Eligible customers must, also, have refused or not respondsd
tc a previous Custom BizSaver Winback offer. In addition, the
customer’s former account must not have peen disconnected for
nonpayment, and nc money is owsd the Company for any past due hills
for regulated service, other than the termination charge. In
addition, the "Bill Name"” must be the same asz on ths prior SBC
account. Customers may take advantage of this offer only once.

C. REFERENCES

The Custom BizSaver Package components are provided in accordance with
the terms and conditions of their applicabls tariffs/fcatalogs sxospt as
noted in Secticons B. and D. of this Tariff.

Subject feferencs
Business Exchange Zccess Lines Part 4, Ssction 2
Business Local Usage part 4, Section 2
Business Meszage Local Toll Usage Part 3, Secticn 1
Issued under authority of 1591 PR 179 as amenrded.
Issued: February 17, 200¢ Effective: February 20, 24606

By Robin M. Gleason, Vice President - State Hegulatory
Detrelt, Michigan

{c}
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[ parr é|LSEC"fIGN s

Original Shest
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CUSTOM BIZSAVER® WINBACK PACKAGES (cont’d)

IB. FRICES f{cont'd}

12-Month Package Price add’
2ccess Access Access Local
Description Rrea A Area B Arsa C Msg.
Packages without Local Toll
800 Message Local BOT Packages
3~Line 5 72.35 § 72.935 N/A SG.
4-Line 33.13 83.83 S 8£.55 S0,
S8-Line 83.85 %4.95 88.20 G.
g-Line 104.73 iG5.95 109.85 G,
F-Lins 115.55 11€.95 121.59 [
&-Tine 126.35 127.93 133.15 O
S-Line 137.15 138.95 144.80 0.
10-Line 147.55 14%5.85 156.45 g.
400 Message Local BOT Packages
2-%i 42.60 44,39
3_1i 53.49 55.35
4-T, 6£.20 87.60
5-1, 75.00 79.25
5-1, 85.80 30.590
G-t S6.60 1G2.55
8-Lins 127,40 114,20
S-Line 1i8.20 125.85
10-Line 125.909 137.59
200 Message Local BOT Packages
24.30 24 .51k 25.15 0,085
35.10 35.50 36.80 8,065
45,80 46.50 48 .45 3,065
56€.70 57.50 80.10 0.0€5
€7.50 58.50 71.75 3.0E&5
78.30 79.50 83.40 0.0¢5
2%.10 90,50 95.05 G,0E5
8%.590 igl.50 105,790 0.0E5
114,70 112.50 118.35 0,065
121.59 123.50 130.00 &.0€5
Izsued undexr authority of 1%%1 PA 178 as amended.
Issusd: May 13, 2905 Effective: May 16, 2065

By Robin M. Gleason, Vice

ragident - State
Michigan

Pegulatory

(¥}

(0}
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| earT £][ sECTICN 3

2nd Revised Shest No. 4¢€
Cancels
ist Revised Shest No. 46
CUSTOM BIZSAVERE® WINBACK PACKAGES {cont'd) {T)
D. PRICES (gont'd) |
12-Mcnth Package Prics add’ i Local (T
Descripticn Zocsss Arsa Alkccess Arsa BlAccess Zrea C Msqg.
Packages without
Local Toll (cont’d)
193 Message Local
BOT Packages
1-Line $ 18.62 5 18.88 $ 19.53 $3.065
2-TLine 29.48 2%.88 31.18 G.065
3-Line 40.28 4G 88 £2.83 0.065
4-Lins 51.08 51.88 54 48 G.065
S_Tine 61.88 52 .88 £6.13 G.065
4-Line 32.88 73.¢8 77.78 G.G65
1-Line 83.48 84£.88 89,43 G.0B5
8-Line 94.28 g5.88 101.88 G.085
g-Line 105.08 1946.88 112.73 G.G85
1G6-Line 115.88 1317.88 124.358 G.GB85
24~Month Package Price addg’: {37}
Description Zccess Area AlRccess Area Blaccess Area ¢ Local Msg.
800 Message Local
BOT Packages
3-Line $ &5 5 €5.86 S 67.41 $C.050G
T4 7556 77.396 C.05¢
&4 §5.4¢ 48.382 G.050
g4 35.36 48,87 G.050
154 193.26 109.35 G.056C
113 115.16 119.84 G.056G
123. 125.06 139.32 G.G50 (%)
133 134.96 140,81 0.050
/i/
fif
/1/ Material now appears on Original Sheset 46.4 in this Section.
Issued under authority of 1%91 P2 179 as amended.
Issuead: May 13, 2005 Effective: May 16, 2003

By Robin M. Gleaszson, Vice President - State Regulatory
Detroit, Michigan
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MICEIGAN BELL
TEOLEPECNE COMPENY SBC EART é” SECTIDIﬁI
TARIFF M.P.S.C. NO. 20R Tariff
PART 4 - Exchangse kcocess Services
SECTICHM 5 - Other Exchange Access Ssrvices Original Shset Na. £€.1
CUSTOM BIZSAVER® WINBACK PACKAGES (cont’d) {20}
FBTVPRICES {cont‘d) I
24-Month Package Price adda’l
Access Zccess Access ocal
Dascripticn Arsa A Area B Area C Msiy.
Packages without Local Toll (cont’d}
400 Message Local BOT Packages
2-Line S 38.34 § 38.7C 5 39.87 50.G633
3-Line 48.0¢ 48.6C 50.3¢ G.G5%
4-Line 57.78 z2.5¢C 8G.84 G.G55
S5-Line €7 .50 62 .40 71.33 0.053
£—Line 77.22 78.3¢ §1.81 (¢.058
F-Line 86,54 28.2¢ $2.39 G.055
8~Line 36.86¢ 98,16 102.78 6,058
9-Tine 15€6.38 188,40 113.27 0.055
19-Line 11&€.10 117.90 123.75 ¢.055
200 Message Local BOT Packages .
1-Line 21°.87 22.08 22.64 G.Ges
Z-Linas 31.5% 31.95 33.12 0.Ge3
3-Lins 41,31 41.8% 43 .61 5,065
4-Line 51.23 51,75 54.09 G, 0
S-Line £0.73 #1.65 ¢4.58 0.065
£-Line Fa.47 71.55 75.486 G.0265
T-Line E0.1% 81.43 35.55 0,045
8-Line £9.51 $1.35 §6.63 0.08%
G-Line $9.63 161.25 106.52 G.0E5
10-Lins 169.35 1.18 117.60 G.0635
100 Message Local BOT Packages
1-Line § 16.81 S 1€.99% $ 17.58 $0.06S
2-Lins 26.53 26.8%9 258.06 0.0e5
3-Line 36.25% 36.7% 38.55 0.065
4-Line 45.97 46.65 45 .03 0.365
S5-Line 55.6% 56.5% 58.52 0.085
6-T.ine 65.41 66,49 70,60 0.068
T-Line 75.13 76.3% 80.49 0.065
8-Line 84 .85 8€6.25% 99.57 2.065
3-Line 94,57 96.1% 101.4¢ 0.06%
1f-Line 104.2% 106.0% 111.94 0.065 (N}
Issuad under authority of 13%1 PR 17% as amendsd.
Issued: May 13, 2095 Effective: May 16, Z040S

3y Robin M., Gleason, Vice President - State Regulatory
Detroit, Michigan
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MICHIGAN BELL 3 :
TELEPHONT COMPANY SBC EaRT 4|f SECTION S
Pariff
TARIFF M.P.S.C. NO. 20R Tarifs
PERT 4 - Exchzange Rccess Services
SECTION 5 - Other Exchange Rceags Services Original Shest No. £€.2
CUSTOM BIZSAVER® WINBACK PACKAGES (cont’d) {N}
[ 0. PRICES (cont'd) |
36-Month Package Price Adar 1
Rccess Aecess Access Local
Description Area A Arez B Area C Msg.
Packages without Local Toll (cont’d)
800 Message Local BOT Packages
2-TLine $ 81.50 $ £2.0L § 63.67 50.0G50C
i-Tine 0.¢8 71.38 73.57  0.050
S5-ILine 79.86 80.71 83.47 G.G50
&-Line 85.04 $0.06 83.37 5.050
7-Line 88.22 89,412 i03.28 5.050
f-Line 107.40 108.7¢6 133.18 0.0G50
4-Line 11€.58 118,13 123.88 0.050
10-Lina 125.76 127,46 132.9% G.3550
36.21 3£.55 3 G.055
45.36 45.9D 4 G.355
54.57 55.2¢8 5 3.055
€3.75 6d. & 5.055
F2.93 73.95 77 7 0,555
82.1% 83.30 87.17 3.3G55
81.29 32,65 57.07 3.G55
1GD.47 102.090 106.97 3.G55
159,65 111.35 1ig.88 G.653  {N)
Issusd wndsr authority of 1561 PA 1738 as amended
Izsusd: May 13, 2005 Effectiva: May 1€, 20035

By Reobdin M. Sleason, Vice Pragident - State Regulatory
Detroit, Michigan
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PART 4 - Exchange Access Services
SECTION 3 Qther Exchangs hocsss Services Original Shest No. 48,3
CUSTOM BIZSAVER® WINBACK PACKAGES (cont’d) {30}
[ b. PRICES (cont'd)
3&-Month Package Price adE7
Zccess 2ecess Access Local
Dascription Area A Area B Arsa C Msg.
Packages without Local Foll (cont’d)
200 Message Local BOT Packages
1-Line 5 20.66 5 25.83 § 21.38 50.085
Z-Tine 25.84 32.18 31.28 G.CE5
3-Line 35%.402 3%9.53 41.18 G.0E5
48,290 £3.88 51.99 G.GB5
57.38 5g8.23 &3.99 G.0G65
86.5¢ £7.58 70.89 G.GQE5
7-Line 75.74 76.83 80.79 G.G85
&-Line 34.92 896.28 $0.70 ¢.085
9—Line 94 .10 $5.€3 100,64 0.0E5
10-Line 103,28 104,98 110.50 5.065
100 Message Local BOT Packages
1-Line i5.83 1€.85 16.60 G.0E5
2 25.08 25,40 2%.50 G.085
3 34,2 34.75 36,41 G.G0E5
& £3. 44, 4g .31 ¢.085
5 52. 53. 56.2% G.G85
& £l. 6280 £6.12 3.0&5
7 70. 72.15 76.02 0.065
s 20.14 81.50 85.82 5.D65
g 29.32 59 .85 95.82 G.065
1 38.50 130,20 i35.%2 3.085 {§)
Issuad under authority of 1%91 PA 17% as amended.
Issuad: May 13, 2003 Effective: May 16, 2005

By Rokin M. Gleascn, Vice

Detroit, Michigan

President — State Regulatory
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Case No. U-14975
Exhibit A-8 (CMC-8)
Page 10 of 10

FART él] SECTIOK 5

CUSTOM BIZSAVER® WINMBACK PACKAGES (cont’d) {NG
D. FRICES {cont'd} |
Morthly Package Price Monthly Package Price v
without BASICSR with BASICEE®
Description [12-M5. [ 24-Moc. | 36-Mo. [12-Mo. | 24-Mc. | 36-Mo. |
Unlimited Local
Packages
i-I 3 29.993 26.5% S 24.59 S 36.495 33.8¢ S 31.%9
2 51.88 47.58 44, 58 58.%8 54,98 51.58
3 73.97 £8.87 64.87 86.97  75.87 31.57
4 35,95 89.5¢ 24.3¢ 102.%8 96.%6 91.3%6
5 117,85 116.85 104.585 124,85 1:7.%5 1:1.8%
& 139.94 131,24 124.54 145.%4 138.94 131.94
7 181.83 132.53 145,53 168.83 15%.33 151.83
[ 1§3.92 173.%2 1E4.52 156.%2 1806.32 171.5%2
g 205.81 134.5: 184.51 212,91 261.51 191.51
1 227.50 2135.50 A0 234.%0 222.50 231.50
Description Monthly Package Price 2dd’l Iwocal Toll Minute
Local Toll Blocks
of Time {(BOT)
30 Minute BCT $12.00 50.0490
120 Minute BOT 5.50 8.050
&0 Minute BOT 2.55 0.955
30 Minute BOT 1.5¢C £.053 71/

i/

Material formerly appearsd on lst Revised Sheet 46 in this Section.

Issued under authori
Issued: May 13, 2630

By Robin M.

ty of 1%%1 P& 179 as anmendsd.
=4

Effective: May 16, 2605

Sileason, Vice President - State Regulatory

Detroit, Michigan
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Case No. U-14975
Exhibit A-9 (CMC-9)
Page 1 of 1

HMIZHIZAN BELL
TELEDHONE COMDENY ERRT 2| [5E g
TERIFF M. P 5.C. ¥&. 208

dth Rayised Sheet ¥o. 43
FART £ - General Terms and Conditions Canrels
BECTION 2 - Promoticonal Service Offerings 3rd Revised Shest ¥o. 43

PROMOTIONAL WAIVBR (conbt’g)

Custom BigSaver Winback Year 2 and 3 Promotian

% retail promoticnal pericd will be esuabklished from Octeobar 28, 2003

through Gopober 3%, 2006. During this prometiconal period eligible business (L)
cistomers thar subscribe to g Custom BizSsver Winback 2Z-wear or 3-yesr
egreament will receive their Custom BizSaver Winkack monthly recurring

charge waived, in months 13 & 1<¢ for 2 yesr agreements and in meaxshs 13, 14,

25 and 2¢& for 3—-year agreements. Ihis offer does not apply to I yeax

renewable agreement selacticns.

Eligible customers are those bksiness custeomers who had their lseal pehwork
access line service with the Company switched to another compstitive loeal [c
axchange carrier wishin the Company’s service arss and who now wish to |
ze~establish their iocal network access line service with the Compeny. Ths (O
waived charges will appear as a credit on the customer’s bill during the

monthe specified. <}

211 cther terms and rconditions applicskle £o Custom BizSaver Winkack will -
apply. This cffer ren be combined with other Custom BizSaver Winback cffers
or promopicns. This offer is nor awailsble to customers who have local
serviecae with an affiliate of the Compsny.

Izsuned under suthority of 1991 BR 17% as smended.
Issuwad: EHpril 24, 2005 Effectiva: Rpril 25, 2008
2y RBobin M. Gieason, Vice President - Stats Regulatory
Betroit, Michigan
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Case No. U-14975
Exhibit A-10 (CMC-10)
' ‘ Page 1 of 1

AT&T | eare :“ SECTION §

Tariff
2nd Revised Sheet No. 70
DART 2 - General Terms and Conditions Cancels
SECTION & - Promaoticnal Service Offerings lest Reviged Shest No. 70

Business Seal The Deal Winback Promotion

a

A ratail promoticnal pericod shall be establ January 2, 2005

through June 30, 2006. During this promotional period, eligible business (C}
customers who subscribe to a Custom BizSaver Winkack or Six
{81E} II coffer wiill receive a2 one time credit on thelir bi

mpieLink Enhanced

Bligible customers are thoss business customers who have their business

network access line ssrvice with another carrier within the SBC Iilinocis,

SBC Indiana, SBC Michigan, SBC Chis, or S8SBC Wisconsin service arsa and who

now wish to estabkliish their business network sdccess line service with the {C)
Company as their local service provider, and who have refused or noct

responded to a previous Custom BizSaver (CBS) Winback or SLE II offer from
the Company. {C)

agree to & l-year term commitment or greaiser
le for a 540.00 credit per access line {up to (C)

2ligibie business customers wh
on CBS or SLE II will be eligi

.
3
v

4,

2 maximmem of 3600.00 in total) when they subscribe. The bill credit will be
applied within three bill cysles of order completicon. Flexline, Centrex
ISDN, FeaturelLink, or Public Telsphone (coin) serwice lines are not
eiigible.

the servic
3 cannot be corb
Promotion. This promotion i
ice with an affiliate of the Company. {3)

(I!
'é‘:_
0]
-0
14

o, found in
th th= Custom (¥}

Issuad under authority of 1%%1 PR 17% as amendsd.
Issued: December 2%, 20445 Effsctive: Janunary 1, 2006

By Robin M. Gleason, Vice President - State Regulatory
etroit, Michigan
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MICHIGAN BEZLL
TELEPHONE ({COMPANY

TARIZTY M.Z.8.C.

PART 22 - Resale Local Exchangs Service
SECTION 3 - Resale Local Exchange Services

Case No. U-14975
Exhibit A-11 (CMC-11)
Page 1 of 1

| pary 22|L4§ECTION 3]

CUSTOM BIZSAVER® PACKAGES {cont'd)

D. PRICES (cont’'d)}

Description

Package Erices
[ 12-Month | 24-Month | 36-Month |

Unlimited Local Usage Packages

1-Line % 32.5% S 30.061 (I}
Z-Line 52 48.34
3-Line 72 86.£68
4-Line g2 85.01
5-Line 12 103.35
&-Line i3z 121.68
7-Lins 152, 140.02
g-Line 172 158,36
$-Lins 192 176.69
10-Lins 212 185,63 {3}
Package Prices on or aftexr
Septamber 1, 2004
Description | 12-¥onth | 24-Month | 38-Month |

Unlimited Local Usage Packages

1-Line 5 32.51 S 30. {I)

2-Lina 53.35 5G.

3-Line 74.18 78

4-Line 95.902 S, 1

E-Line 115.86 1i¢. 85 126.68

&-Line 138.69 130.8¢ 125.85

F-Line 157.53 15G.8¢€ 14z.02

&-Lings 178,37 170.8¢% 1€4.19

%-Line 159,20 195.82 183.3¢

1G-Line 229.04 216.87 202.53 {3}
Package Additiocnal Tcll

Description Price Minute

Local Toll Blocks of Pime {BOT)

306 Minute ROT 511.28 5.038 {1}

120 Minute BOT 5.490 . G486 |

60 Minute BOT 2.71 .54 {I}

November 5, 2004
By Robin M. Gleason,
Detrsit, Michigan

Issusd under authority of M.P.8.C. Ordsr dated 9/21/04

Issued: Effective:

U-13531
2604

Case No.
November 6,

Vige Pregident - State Regulatory
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Case No. U-14975
Exhibit A-13 (CMC-13)

Page 1 of 1
SBC | =arT —” SECTION Z|
¥.2.8.C. NO. COR Tariff
- Exchange Access Services
N 2 - Exchange Linss and Usage Original Sheet ¥o. 1G5
SIMPLELINK ENHANCED™ II (cont’d) {1}
D. PRICES I

1. sStandard Features

A. MMRC Discount

MMRC Volume Discount

Maximum Monthly

zllowable Discount I Year 2 ¥sars 3 Years
MMRC
5 A5G0 85.09 7.0% 8.0% 9.0%
85, 00 85.09 8.0% $.0% 10.40%
206,00 85.09 G.0% 15.0% 11.0%

B. Access Line Bundle
316.00 per month for all terms selected and in zll access areas.

2. Other Applicable Discounts and Credits

onal 30%
for thozs

SimplelLink Enhanced II customers will, also,
discount in addition to the MMRC Volume Disco
unregulated services included as mplELlﬂ“ En

Services. W®hen these unvegulated 88 ces ara purchased in a packags
discount arrangemsnt they are not el;gible for Simpleilink Enhanced II

discounts.

g.
il ’l(J‘

oed

v;th a compsetitive local pxrbcnoe carrier w1tk4n
2, 8BC Indiana, SBC Michigan, S$BC Chio, oz SBC
d who now wish £o astablish their business nstwe
ice with the Company will, also, rocelve a credit : o
ir seiscted MMRC for 1 month per contract year, t yabln in menth 4
al y_:z term, 1n months 4 and 16 each for a 2 year term, and in
months 4, 1g, and 28 each for a 3 year term. Al charges credited will
continue to contribute to the customer’s MMRC, if normally applicable.
This credit is not available to customers who have local service with an
affiliate of the Company.

(7]

[t pete

H
=

B

i)
H
IR (I S R )
u
]
=]

P‘ht’f(ﬁ
[SRe ]

3. Nonrecurring Charges

Service Connection Charges are not applicablie when establishing or
changing teo Simplelink Ernhanced II. (¥)

Issued under authority of 1991 PER 173 as amended.
Issued: December 13, 20035 Effective: Decamber 14, 2045

By Robin M. Gleason, Vice President - State Regulatory
Detroit, Michigan



STATE OF MICHIGAN
IN THE MICHIGAN PUBLIC SERVICE COMMISSION

In the matter of the complaint and request for declaratory
ruling of the Michigan Communications Carriers
Association; CMC Telecom, Inc.; and Grid 4
Communications, Inc.; against Michigan Bell
Telephone Company d/b/a AT&T Michigan to require
AT&T to afford Complainants wholesale rates consistent
with applicable law.

Case No. U-14975

DIRECT TESTIMONY

OF

DR. GARY L. WOLFRAM
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Please state your name.

My name is Dr. Gary L. Wolfram.

Please describe your education and work experience?

I am George Munson Professor of Political Economy at Hillsdale College and
President of Hillsdale Policy Group, a consulting firm specializing in taxation and
policy analysis. I am currently on the Board of Trustees of Lake Superior State
University, was a former Chairman of the Board of Trustees of Lake Superior
State University, served as a member of Michigan’s State Board of Education
from 1993 to 1999, was a Chairman of the Headlee Amendment Blue Ribbon
Commission, and have been a member of the Michigan Enterprise Zone Authority
Board. My public policy experience includes serving as Congressman Nick
Smith’s Washington Office Chief of Staff, Michigan’s Deputy State Treasurer for
Taxation and Economic Policy under Governor John Engler, and Senior
Economist to the Senate in Michigan. I have written monographs on
telecommunications reform and have testified several times on
telecommunications issues before the Michigan Senate and House Committees, in
particular on the 2000 amendments to the Michigan Teleéommunications Act

(‘GMTA’?).

I graduated summa cum laude from the University of California at Santa Barbara
and received my Ph.D. in Economics from the University of California at
Berkeley. I have taught at several colleges and universities, including Mount
Holyoke College, the University of Michigan, and Washington State University.
My publications include Towards a Free Society: An Introduction to Markets and
the Political System, and several works on Michigan’s tax structure and other
public policy issues.

Have you ever testified before the Michigan Public Service Commission?

Yes. I testified before the Michigan Public Service Commission in Case No. U-
13796.

What is the purpose of your testimony?
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I have been retained by the Michigan Communications Carriers Association to
provide expert testimony in this matter. I am testifying in support of a Complaint
and Request for Declaratory Relief (“Complaint”) that the Michigan
Communications Carriers Association (“MCCA”), CMC Telecom, Inc. (“CMC”),
and Grid 4 Communications, Inc. (“Grid 4”) (the “CLECs”) filed against
Michigan Bell Telephone Company d/b/a AT&T Michigan (formerly SBC
Michigan) (“AT&T”) to require AT&T to afford Complainants wholesale rates
cdnsistent with applicable law. Specifically, it is my opinion that the limitations,
conditions, and restrictions that AT&T imposes upon its Winback retail pricing
and its application of its volume and term requirements are unreasonable and
discriminatory. Moreover, I am testifying to describe the anticompetitive effect
of the way in which AT&T offers its retail Winback program and term and

volume discounts to competitive local exchange carriers (“CLEC”) for resale.

L WINBACK LIMITATIONS AND RESTRICTIONS
Please describe AT&T’s Winback program.
As has been discussed in the direct testimony of Craig Champagne, AT&T’s
Winback program offers CLEC subscribers certain discounts and rebates to re-
subscribe to AT&T’s service. As shown in the testimony of Craig Champagne,
AT&T’s Winback pricing often times is at levels lower than the wholesale price
that CLECs can purchase at on a resale/wholesale basis. For some examples of
AT&T’s retail Winback offerings, see Exhibit A-14 (GLW -1) for a retail offer
that AT&T made to Mammoth Video, which was a customer of Grid 4. Also see
Exhibit A-15 (GLW -2) for a retail offer that AT&T made to JD Metal Works,
which was a customer of Quick Connect.
Does AT&T offer its Winback program to CLLECs for resale?
Yes, but not without significant discriminatory and unreasonable conditions. As
discussed in the direct testimony of Craig Champagne, AT&T tariffs its Winback
programs for resale. AT&T is required under the Federal Communications Act of
1934 (“FTA”) to offer its retail service offering for resale. 47 USC 251(c)(4)

requires that incumbent local exchange carriers (“ILEC”) such as AT&T make



available to CLECs for resale at wholesale rates “any telecommunications service
that the carrier provides at retail to subscribers who are not telecommunications
carriers.” (Emphasis added.) See also 47 CFR 51.605(a). This statutory
requirement includes any promotions or discounted program offered for a period
of more than 90 days, unless the ILEC proves to the state commission that
restricting such promotions or discounted offering from resale availability is
reasonable and nondiscriminatory. 47 CFR 51.613(b) states:

“With respect to any restrictions on resale not permitted under

paragraph (a)!, an incumbent LEC may impose a restriction only if

it proves to the state commission that the restriction is reasonable

and nondiscriminatory.”
How does AT&T implement its Winback program in relation to offering it to
CLEC: for resale?
As shown 1n the testimony of Craig Champagne, while AT&T permits CLECs to
purchase services at Winback rates on a wholesale basis if CLECs are taking a
subscriber from another CLEC, AT&T does not offer to make its Winback
wholesale pricing available to CLECs attempting to win customers from AT&T.
Is the condition that AT&T has attached to its Winback retail pricing
reasonable and non-discriminatory?
No. Clearly, the requirement that Winback pricing can be offered only to the
customers of CLECs is anti-competitive. The purpose of both the Federal
Telecommunications Act of 1996 (Pub. L. No. 104-104) (“Federal Act”) and
Michigan’s Public Act 179 of 1991 (MCL 484.2101-484.2701) is to establish
competition in the local telephone exchange market. The fundamental problem in
establishing such competition is the barrier to entry imposed by the monopoly
ownership of the infrastructure necessary to reach customers, including what has
come to be known as the “last mile.” Because there is no economic incentive for
the monopoly owner of the infrastructure (the ILEC) to allow competitors use of
the infrastructure to provide local telecommunications services and since there are

substantial economies of scale to creating such infrastructure, requiring ILECs to

! Paragraph (a) permits restrictions on resale where they involve cross-class selling and short term
promotions. 47 CFR 51.613(a).
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allow CLECs to purchase telecommunications for resale at wholesale rates is a
necessary step to allow CLECs to establish a sufficient customer base so that
creating their own infrastructure becomes economically feasible. The
fundamental concept is to allow access to the existing infrastructure near what

economists call the marginal cost.

ILECs have the economic incentive to maintain their monopoly over local
telecommunications services by finding ways to circumvent the purpose of these
statutes. One way of doing this is for the ILEC to offer services to CLEC
customers at rates that are below what the ILEC charges the CLEC for these
services. AT&T’s Winback program is clearly one mechanism to avoid the letter
and spirit of the law. It allows AT&T to offer to a subset of customers, those who
have migrated to CLECs, a rate that is sufficiently low that the customer will
return to AT&T. The only way CLECs could utilize their rights to resell AT&T
services and respond to AT&T Winback offerings would be to resell services
below their wholesale cost. Obviously, such pricing is not economically viable
and would effectively eviscerate the CLECs’ rights under federal law to resell
ILECs’ retail telecommunications services. This program can have no long run
impact other than reestablishment of the AT&T monopoly over local

telecommunications services.

The resale mandate under federal law is designed to put CLECs on relatively
equivalent footing with ILECs such as AT&T. Because the federal law explicitly
obligates incumbents to sell to CLECs at a discount “any” telecommunications
service that the incumbent provides at retail, the application of simple
mathematics demonstrates that CLECs should always be able to purchase at
wholesale at a lower price than end users can purchase at retail. However, by
imposing a condition on its Winback offerings, namely that it can be offered only
to customers of CLECs, AT&T is attempting to eviscerate its resale obligation
under federal law. Such a condition, if permitted to stand, would permit AT&T to

offer this program to 100% of the customers that it does not have and, at the same
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time, ensure that 0% of the customers that it does have are not offered such
pricing. Moreover, CLECs are prevented from offering the program to a majority
of customers that they do not have — because the majority of customers are ILEC

customers.

In addition, the condition that AT&T imposes on its Winback program increases
competitive pressure between CLECs because AT&T does offer this pricing to
CLECs taking the customers of other CLECs. Thus, 100% of the competitive
pressure of AT&T’s Winback program falls upon the CLECs, with none of the
competitive pressure falling upon AT&T. Therefore, the inevitable and only
possible conclusion is that the restriction that limits Winback pricing to CLEC
customers only is clearly discriminatory and has the anticompetitive effect of a
net migration of customers from the CLECs to AT&T.

May AT&T impose conditions, limitations, or restrictions on its retail
pricing?

AT&T may not impose conditions, limitations, or restrictions on its retail pricing
if such conditions, limitations or restrictions are unreasonable or discriminatory.
Under 47 USC 251(c)(4)(B), AT&T has an affirmative duty “not to prohibit, and
not to impose unreasonable or discriminatory conditions or limitations on, the

EE

resale of such telecommunications service . . . .” Because the condition that
AT&T’s Winback pricing be applied only to win CLEC customers is
discriminatory, the Michigan Public Service Commission (“MPSC” or
“Commission”) should find that that condition is unlawful. The anticompetitive
results of AT&T’s Winback program amount to unreasonable and discriminatory
limitations on the resale of telecommunications services, and should be
prohibited. '

Are you proposing that AT&T eliminate its Winback offerings?

No. However, AT&T should be required to implement its Winback program in a
manner that is reasonable and nondiscriminatory. As such, AT&T must be

required to make its Winback program available to CLECs at resale where CLECs

are seeking to win an AT&T customer as well as the customers of other CLECs.
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Do you propose a procedure whereby the Commission would permit CLECs
to win current AT&T customers that AT&T obtained through use of its
Winback program?

Yes. Because the manner in which AT&T has been implementing its Winback
program is unreasonable and discriminatory, for those customers that AT&T
obtained from any CLEC within the previous two years through use of its
Winback program, the Commission should require AT&T (1) to provide a list of
such customers to that CLEC, (2) to permit the CLEC to seek to win such
customers without AT&T requiring that the customers be bound by any term and
volume restrictions that resulted from the Winback offering, and (3) to provide
such customers notice upon request that accepting a Winback offer from the
CLEC will not breach the customer’s contract with AT&T. |

How should the Commission apply the avoided cost discount to Winback
pricing when some of the discounts that are offered under that program are
months of free service?

The Commission should use the same methodology to determine the real price of
a service that AT&T used in the retail offer that AT&T made to Mammoth Video,
which was a customer of Grid 4. This offer is attached as Exhibit A-14 (GLW -
1). The value of all the discounts should be calculated and then spread evenly
over the entire term of the contract to arrive at an average monthly price for the
entire life of the contract — which would be the “true” price of the service. In the
spreadsheet shown at Exhibit A-14 (GLW -1), at each customer location AT&T
added all of the discounts together and divided the total discounts by 12 to come
up with a monthly discount, which was then subtracted from the monthly base
price. For example, at Location 1 (Commerce), there was a $191.92 discount for
two months of free service, a $160.00 discount for the Seal the Deal promotion,
and a $75.00 signing bonus discount. These discounts added together and divided
by 12 equals a monthly discount of $35.57, which was then subtracted from the
$151.96 base price to arrive at the $116.39 per month total. This same
methodology could easily be used to determine the actual amount of AT&T’s

retail prices to which the wholesale discount should be applied.
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IL VOLUME AND TERM CONDITIONS

Is AT&T imposing other conditions on their retail pricing that you contend
are unreasonable and discriminatory?

Yes. The manner in which AT&T attaches volume and term requirements to its
retail pricing is both unreasonable and discriminatory.

Please describe AT&T’s volume discounts.

As discussed in the testimony of Craig Champagne, AT&T provides discounts to
its retail customers where they purchase a certain volume of telecommunications
services.

Does AT&T make available these volume discounts to CLECs for resale?

I understand that to some extent, AT&T makes volume pricing available for
resale. However, AT&T does not make volume pricing available to the extent that
it should so that this condition passes the statutory test of reasonableness and non-
discrimination. AT&T does not permit CLECs to combine the volumes
purchased by a CLEC’s total customer base to determine the level of volume
discount at which the CLEC can pﬁrchase from AT&T.

Is it unreasonable and discriminatory for AT&T to require that each of the
CLEC’s individual customers meet AT&T’s volume requirements?

I believe that is it. AT&T must prove to the MPSC that such restriction on resale
is reasonable. The FCC has stated that it is presumptively unreasonable for
ILECs to impose their high-volume discount minimum usage requirements on a
CLEC’s individual end users as long as the CLEC, in aggregate, meets the
minimal level of demand.

“With respect to volume discounts, however, we conclude that it is
presumptively unreasonable for incumbent LECs to require
individual reseller end users to comply with incumbent LEC high-
volume discount minimum usage requirements, so long as the
reseller, in aggregate, under the relevant tariff, meets the minimal
level of demand. . . . We believe restrictions on resale of volume
discounts will frequently produce anticompetitive results without
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sufficient justification. We, therefore, conclude that such
restrictions should be considered presumptively unreasonable.”

In the Matter of Implementation of the Local Competition Provisions in the
Telecommunications Act of 1996, First Report and Order, CC Docket No. 96-98,
FCC 96-325, 11 FCCR 15499, 9 939 (rel. Aug. 8, 1996) (“Local Competition
Order”).

CLECs typically purchase large volumes of telecommunications services from
AT&T. As recognized by the FCC, such CLECs are thus large volume customers
of the ILEC and are entitled to the larger percentage discounts without regard to

the volume of services purchased by the ultimate end user.

I also believe that the burden is on AT&T to prove to the Commission that the
restricted manner in which it offers volume pricings to CLECs for resale is
reasonable. It is my understanding that AT&T has not attempted to make the
requisite showing.

Please describe AT&T’s term discounts.

As discussed in the testimony of Craig Champagne, AT&T provides discounts to
its retail subscribers that commit to purchasing telecommunications services from
AT&T for a specified period of time. Term discounts are typically, if not always,
combined with volume discounts. In other words, AT&T offers special retail
pricing to customers that commit to purchase a certain volume of services for a
specified term, usually a number of years.

Does AT&T make its term pricing available to CLECs for resale?

As with its volume pricing, to some extent, AT&T makes its term pricing
available for resale dependent on whether the CLEC’s customer commits to a
number of years. Again, as with its volume pricing, AT&T does not treat the
CLEC as its customer. Rather, it looks to whether each CLEC’s customer fulfills
the condition of a term of years.

Is AT&T permitted to place these term restrictions on its retail pricing?
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As with AT&T’s volume restrictions, AT&T cannot impose these conditions on
resale unless AT&T proves to the MPSC that the term restrictions that it places on
its retail pricing are reasonable. The FCC expressed its concern over the
anticompetitive effects of these types of restrictions, but left the decision as to
whether such restrictions are reasonable to the state commissions.

“We are concerned that conditions that attach to . . . discounts
could be used to avoid the resale obligation to the detriment of
competition. Allowing certain incumbent LEC end user
restrictions to be made automatically binding on reseller end users
could further exacerbate the potential anticompetitive effects. We
recognize, however, that there may be reasonable restrictions on . .
. discounts. We conclude that the substance and specificity of
rules concerning which discount . . . restrictions may be applied
to resellers in marketing their services to end users is a decision
best left to state commissions, which are more familiar with the
particular business practices of their incumbent LECs and local
market conditions.”
Local Competition Order, ¥ 952.
What makes AT&T’s application of its term restrictions to CLECs’ purchase
of telecommunications for resale unreasonable and discriminatory?
There are at least three reasons why the term restrictions that AT&T imposes on

resellers are unreasonable and discriminatory.

First, CLECs that purchase telecommunications services from AT&T for resale
have a constant need for services. Thus, even if a specific end user customer of a
CLEC does not adhere to the term restrictions that AT&T would impose upon its
retail customers, the CLEC itself is, in the aggregate, a long-term customer of
AT&T and certainly has and will purchase telecommunications services from

AT&T for an extensive period of time

Second, a primary purpose of term restrictions is to ensure that a
telecommunications provider is able to recover its costs of initially providing
service to a customer. For example, if a carrier determines that it must recover in

total $600 to recoup its costs of providing service to a certain customer, then the
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carrier will establish a minimum term requirement of 12 months when offering
the service at $50 per month. However, irrespective of whether a customer is
AT&T’s retail customer or a CLEC’s resale customer, AT&T is the carrier that is
providing (and being compensated for) the loop, and thus does not face significant

risk of being unable its costs of providing service.

Finally, as a matter of public policy, CLECs should face very limited restrictions
in their purchase of telecommunications services at resale. The purpose of resale
is to permit CLECs to accumulate a mass of customers, whether initial customers
for a start-up CLEC or additional customers in a new area into which an existing
CLEC is expanding. These accumulated resale customers in turn provide the
CLEC with enough revenues to permit the CLEC to acquire its own switching.
However, placing term restrictions on resale services means that CLECs would be
hindered in moving customers from resale to platforms where the CLEC uses its
own switching. Thus, the competitive goal of CLECs moving customers to their
own switches would be impaired if AT&T could impose conditions on resale that
would require a CLEC to continue providing service via resale even after the
CLEC reaches the crossover point where it becomes more economical to serve the

customer with its own switch.

Please elaborate on the importance of resale to competition.

Resale is very important to establishing competition in the telecommunications
market. For a competitive environment to continue to exist and thrive, there
should be a mechanism that permits new entrants. Resale is the most realistic
mechanism in the Federal Act that permits new companies to enter the market.
For this reason, it is important that the resale provision of the Federal Act be

applied in a reasonable and non-discriminatory manner.

As noted above, the primary problem with establishing a competitive local
telecommunications market is that there are natural economies of scale in

producing the service. In order to service one line a CLEC would have to incur

10
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very high capital costs in purchasing such items as lines and switches. A goal of
the Federal Act was to allow the creation of CLECs capable of offering
telecommunications services on their own platforms. The only way to accomplish
this is for CLECs to establish a sufficient customer base that the average cost per
line is less than the average revenue per line. Until this occurs the CLEC will be

unprofitable using its own platform.

With the elimination of UNE-P, the only realistic way to establish such a
competitive system is to have a thriving resale market. It is in the best interest of
CLECs to develop their own platform, because engaging in resale leaves them
dependent upon the ILEC for service and support and the quality of the
infrastructure. It results in the very problems that are discussed in this complaint.
Thus it is not in the economic interest of CLECs to continue to engage in resale
once they have established a sufficient customer base to offer services on their
own platform. But resale is the only way to get a large enough number of

customers to make independent infrastructure economically feasible.

Resale is also important to enable an existing provider to expand into a new
service territory.  Resale permits the provider to accumulate customers and
revenue so that eventually more extensive capital investments for switching and
other equipment is economically justified to serve that specific geographic area.
What is the result of the unreasonable and discriminatory term and volume
restrictions that AT&T imposes upon CLECs?

By imposing these restrictions on the resale of its retail telecommunications
services, AT&T violates and eviscerates the resale requirements of 47 USC
251(c)(4), 47 CFR 51.605(a), and 47 CFR 51.613(b). Therefore, the Commission
should find that such term and volume conditions, limitations, and restrictions are

unlawful and cannot be enforced.

III. RESALE PRICING

11
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At what price is an ILEC required to offer to resell services to CLECs?
The Federal Act requires ILECs to apply avoided cost discounts to the amount
that the ILECs actually charge for retail service. 47 USC 252(d)(3) states:

“For the purposes of section 251(c)(4), a State commission shall
determine wholesale rates on the basis of retail rates charged to
subscribers for the telecommunications service requested,
excluding the portion thereof attributable to any marketing, billing,
collection, and other costs that will be avoided by the local
exchange carrier.”

Also, 47 CFR 51.607 states:

“The wholesale rate that an incumbent LEC may charge for a
telecommunications service provided for resale to other
telecommunications carriers shall equal the rate for the
telecommunications service, less avoided retail costs, as described
in section 51.609.”
The amount that an ILEC actually charges is not the price that the ILEC writes
into its tariff if the ILEC then proceeds to sell service at a price other than the
tariff price.
Is there a reason that the fact that AT&T at times prices its retail service on
an individualized contract basis (“ICB”) excuses AT&T from its obligation
under the Federal Act to offer retail prices to CLECs for resale?
From an economic and policy perspective, I can think of no reason that would
justify ICB pricing falling outside of an ILEC’s resale obligation to offer for
resale (at a wholesale discount) the retail prices that the ILEC actually charges.
ICB pricing is just a variant of term and volume pricing. The main aspect that
distinguishes ICB pricing from typical term and volume pricing is that ICB
pricing is not tariffed and therefore is more difficult for CLECs to become aware
of.
Do you propose that a mechanism be established whereby CLECs can learn
of AT&T’s ICB pricing?
Yes. Under 47 USC 251(c)(4), ILECs are under the obligation to “offer” their

retail services and prices at resale. The only way ILECs can fulfill their

12
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obligation to offer these services and prices is if there is a mechanism by which
CLEC:s are apprised of the services and prices.

Do you have a mechanism that you propose?

Yes. It is very important that such a mechanism be easy to implement and not
require monitoring by the MPSC or any other state agencies. AT&T already
maintains a password-protected site for CLECs to access information, called
CLEC Online. I propose that AT&T be required to post on this website any ICB
pricing that it is offering. If there is a volume requirement associated with the
price that the CLEC would have to meet, that information should be posted as
well. Also, the length of time that the pricing is in effect should be posted.
AT&T should not be required to post the name, address, or phone number of any
customer or any confidential information — just the specific particulars described
above that would be necessary for determining the actual prices that AT&T is
charging for service.

How would such a requirement be enforced?

As I stated above, there should not be any monitoring that is required of the
MPSC. The CLECs should be responsible for bringing to the Commission’s
attention any instances they discover where AT&T is offering retail prices lower
than the prices that it tariffs or posts on CLEC Online. Because the requirement
that AT&T post its retail pricing terms on CLEC Online would be a directive in a
Commission order, if AT&T does not follow such a direction, AT&T would be in
violation of Section 305(n) of the MTA, and would thus be subject to remedies
and penalties provided for under Section 601 of the MTA.

Please summarize and further explain how AT&T’s retail prices should be
determined and disclosed.

First, as discussed above, AT&T’s retail prices, as required by Federal Law,
should be the prices that AT&T actually charges for the service with all
unreasonable and discriminatory conditions, restrictions, and limitations removed.
Such unreasonable and discriminatory conditions, restrictions, and limitations that
need to be removed and determined to be invalid would include: (i) the condition

that certain discounted retail pricing can be offered only to customers of CLECs,

13
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(i1) the conditions concerning volume purchases described above, and (iii) the

conditions concerning term requirements described above.

The industry would have access to the prices that AT&T actually charges for
services in two ways. First, industry participants should review AT&T’s tariffs.
Secondly, any pricing for retail services that AT&T offers that is not set forth in
its tariffs, AT&T should be required to disclose by posting such pricing
information on CLEC Online under its existing confidential, password-protected

system.

AT&T should have the option of posting all of its non-tariffed retail pricing
actually charged or posting only the lowest price that it actually charges for a
service. Regardless of which option AT&T selects, a CLEC should have grounds
to complain only if it discovers a price for a service lower than .any price that
AT&T posts on its website.
You referred to some exhibits in your testimony. Do you request that these
exhibits be admitted into the record?
Yes. I have two exhibits, numbered Exhibit A-14 (GLW -1) through Exhibit A-
15 (GLW -2). They are as follows:

Exhibit A-14 (GLW -1) is a retail offer that AT&T made to Mammoth
Video, which was a customer of Grid 4.

Exhibit A-15 (GLW -2) is a retail offer that AT&T made to JD Metal
Works, which was a customer of Quick Connect.
Does this conclude your prepared testimony?

Yes.

14
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Rick Parfiit
989-791-0370
21951 @ att.com

Cost Comparison JD Metal Works

Quick Connect

Number Cost Total
Lines 7@ 14.57 $101.99
Fed Access 7@ 5.35 $37.45
Local Calls 400 @ 0.045 $18.00
State Access 7@ 1.210 $8.47
Pice Charge 7@ 2.300 $16.10
Features 0@ 0.000 $0.00
Long Dist. 2787 @ 0.039 $109.08
Toll FREE @ '
@
@
@
Total
Monthly Savings

Annual Savings

Two Months Free Local
CREDIT $40/line
TOTAL SAVINGS

SBC LOCAL SERVICE

Features

0@

Number Cost Total
Lines 7@ 9.80 $69.30
Fed Access 7@ 5.35 $37.45
Locatl Calls 400 @ _ 0.044 $17.85
State Access 7@ 1.030 $7.21
Pice charge 0@ _ 0.000 $0.00
0.000

$0.00

Toll FREE @
@
@
@
ro
$124.28 Lb U(\\B &b%
' o0 SomeSie ‘b)
$1,491.36
$174.30|crect in Months 3, 14, 25
$ 280.00 By 3rd Billing
$  1,945.66 |1st Year Savings
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In the matter of the complaint and request for declaratory ruling )
ruling of the Michigan Communications Catriers Association; )
CMC Telecom, Inc.; Grid4 Communications, Inc.; against ) Case No. U-14975
Michigan Bell Telephone Company d/b/a AT&T Michigan to )
require AT&T to afford complainants wholesale rates consistent )

)

)

with applicable law.
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