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KNOLOGY OF PANAMA CITY INC.

EXCLUSIVE CABLE TELEVISION SERVICES AGREEMENT

ﬁ— by and between D
"Owner"), with its pnncipal office located at

, and KNOLOGY OF PANAMA CITY INC. ("Operator").

This. Agreement, made this

WHEREAS, the Operator is in the business of providing cable television services; and

WHEREAS, Owner owns certain real property and improvements located at

"Property"); and

WHEREAS, Owner desires to make Operator's services available to the residents of the
Property (the "Guests"), and Operator is willing to provide such services to the Property, on the
terms and conditions set forth herein.

NOW, THEREFORE, in consideration of the mutual covenants contamed herein, the parties
hereto agree as follows:

1. Rights Granted to Operator.

1.1 Services. During the term of this Agreement, Operator shall have the
exclusive right to provide the cable television services, in order to deliver programming to the
Guests, as listed on Exhibit A (the "Services").

, 1.2 Use of the Property. Operator and its agents and contractors shall have full
right of access to the Property in order to design, construct, install, maintain, repair, upgrade and
operate the system and network to provide the Services, including underground cable; pedestal
locations and power supply locations (collectively, the "System"). Operator agrees to provide to
Owner materials for inside wiring. Such inside wiring materials shall be installed by Owner at
no charge to Operator. After Owner completes installation of inside wiring, Operator shall then
install all other equipment associated with inside wiring including face plates, connectors, and

~ junction boxes. The construction and maintenance work for the System shall be performed in a
good and workmanlike manner, and free from liens. Operaior may, at its expense, install such
equipment on the Property, as it deems necessary from time to time for the operation of its
System.

1.3  Marketing. Owner agrees that it will not market another provider's products
and/or services related to cable television services during the term of the Agreement, including
but not limited to satellite master antenna television services. The parties agree that the terms,
conditions and charges for Services shall be between the Owner and the Operator. Credits, if



any, for service interruption shall be granted to the Owner in accordance with the policies and
tariffs, if applicable, of Operator and its agents.

2. Ob-I.ig'_ati-On's' of'OperAéﬁdi"‘-;

2.1

2.2

REDACTED
2.4
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2.6  Compensation. During the term of this Agreement, Owner agrees to pay the
compensation set forth on Exhibit B to Operator. Operator may increase the monthly rate upon
30 days notice to owner. The initial monthly service charge is guaranteed not to increase for 24
months from the date of the agreement, and may increase no more than 5% during any twelve
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MDU & FIBER
OFTICS

Knology.helps you attract and retain residents by offering the quality services that people seck.

- Knology Phone Service—local and long distance, competitive rates, move than 20 calling features
].i]mvoice mail, call waiting, caller ID and more.

. . Y sine
, : TNE
. KnOIOgy D1g1tal Cable TV—more than 200 channels, » » , , - f
" superior picture and sound, 47 premium. channels i
with multiple screens of HBO, Showtime, The Movie
Channel, Encore and STARZ!; Video on Demand
and 45 d:lg:l_tal music channels.

: Knology Imternet Service—Knology High-Speed
Internet; download photos, music, video dips and
software at lightning-fast speeds; no dialing up, no
busy signals, won't tie up your phone line. Knology
InwroNet—100% faster than traditional dial-up sexvice;
priced to fit any budget.

Kanology Revenue-Sharing Plan for Multi-Dwelling Unit Owners

«  Knology will link the fiber-optic network to property
free of charge

» Kuoology crews are professionally trained to minimize
installation’s impact on your property

= Froperty owners receive a check every month. and a xecap of their subscribers
»  Offering Knology sexvices attract and retain more residents

« Offering Knology services increases owners’ competitive edge over competing properties

KNoOlOoGY

knology.com.




MDU & IFIBER
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Knology uses a superior fiber-optic network that provides virtually

unlimited bandwidth.

* Marconi Gommunications DISCFS* Deep Fiber HFC Network takes fiber-optic technology further—

to an Optical Network Unit Jocated within just a few hundred feet of each apartment unit.

"+ Each fiber node servesa maximum of just 24 residences -
(as opposed to 300 to 1000). This allows for less shared
bandwidth and, therefore, faster download and upload
speeds forvoice, data and other Internet applications.

- Marconi Decp Fiber gives you virtually unlimited
bandwidth to handle any anticipated incresse in traffic,
accomplished by upgrading cards and electronics.

- KNoloGY

- “knology.com -
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Cable Television & High Speed Internet Bulk Service Agreement

This agreement ("Agreement") is entered as of- by and between
Sat Star Communications, LLC, a Florida limited [iability corporation (“Company”), and
(“Owner”).

- WHEREAS, Owner is the Association for the multiple dwelling-unit, GGG
the “Property”), as described more fully in Articles 2
and 3 of the “Basic Provisions™ set forth in Exhibit “A,” which is attached hereto and made a part
hereof; and
WHEREAS, Company is in the business of providing the Services set forth in the Basic
Provisions to tenants of apartment houses, condominiums, and other multiple unit dwellings;
and
WHEREAS, Company desires to provide the Services to the Property and to instali the
necessary equipment-and cable to.provide the Services, and Owner desires Company to install
such equipment and cable and to provide the Services to the Property;

Now, therefore, in consideration of the mutual covenants and promises herein
contained, the parties agree as follows:.

1. Definitions. -

(a) “Premises”. shall mean collectively: (i) a  secure, non-public area
satisfactory to Company for installation and operation of the Video System (as hereinafter
defined), consisting of at least one hundred twenty (120) square feet of floor space; and (ii)
adequate electrical power and lighting satisfactory to Company for installation, maintenance,

and operation of any required equipment or Services.

: (b) “Property Manager" shall mean the manager of the Property and the
personnel who assist the manager in managing the Property.

(©) “Services” shall mean the cable television programmlng provided to the
Property via non-broadcast satellite, wireless, or fiber-delivered programming and high speed

- internet services delivered over the Video System as defined in the Basic Provisions set forth in
Exhibit “A.”

: (d) “Video System” shall mean receiving, processing, and distribution
equipment antennae; transmission and distribution lines; wires; coaxial cables; optical fiber;
receivers; tapes; amplifiers; other electronic devices; pedestals; transmission or interconnect
equipment; and all other materials or equipment on the Property installed or used by Company,
including within any buildings or residential units used to transmit and receive the Services

- (other than personal property that is owned or provided by Owner or residents, and that is
attached to the Video System)

2. Term. The term of this Agreement shall be for the period set forth in the Basic .
Provisions. -
3. Ob!igaﬁ'ons of Owner.

, (a) Grant_of Rights. Owner hereby grants Company, its successors and
assigns, to the fullest extent permitted by law, (i) the right of access to the Property, as required
to provide the Services to residents of the Property; (ii) the right to provide Services by any and




all means of distribution; (iii) the right to install, own, use, operate, replace, and maintain the
Video System on, off, and through the Property and to serve other properties via the Video
System,; (iv) the exclusive right to market, promote, and sell Services at the Property; and (v)
the exclusive right to receive Marketing Services from the Property Manager for the Services.
Owner shall not permit any other provider of television or video programming to use the Video
System for any purpose whatsoever.

(b) License. Owner hereby grants to Company, for the term of this
Agreement and to the full extent permitted by law, an exclusive license of ingress, egress,
access, and right of way across, through, in, or on any part or all of the Property, each unit
within the Property and Video System, to engage in any act or activity contemplated by this
Agreement. Company also shall have the right to keep the area covered by the license and
right of way granted herein clear of all shrubs and other obstacles.. The license contained
herein shall run with the land and be binding on Owner's successors and assigns. The license

contained herein shall terminate on the termination date of this Agreement, as extended from
time to time.

(c) Marketing Services.

® Company may market, promote, and sell the additional video
services under such trade names or other branding as it may elect from time to time and utilize
such marketing and promotional methods as it may reasonably elect, including, without
limitation, direct mail, door hangers, displays, kiosks, telemarketing, customer contacts, and
other promotional activities, provided that any such activity shall conform to high standards of
ethical and professional conduct and shall not interfere with the Property Manager's primary
duties of leasing and managing apartments and shall be discontinued upon Owner's request
(which shall not be made unreasonably).

(i) Owner and Property Manager shall not market any other
provider’s services in competition with Company.

(iv) Owner shall provide to Company relevant information requested
by Company regarding residents of the Property, and other information necessary to operate
the Video System and provide Services and additional video services according to this
Agreement or to comply with Federal Communications Commission (“FCC") rules, subject to
applicable law.

4, Video System
(a) Company's thhts Owner shall be obligated to make available to
Company during the term of this Agreement (i) space sufficient for the Premises; (ii) access to
and right to use any existing facilities, including wiring, owned and controlied by Owner for the
provision of the Services; and (iii) sufficient access and space for installation of any cables,
wiring, or other equipment reasonably required to be mstalled at the Property necessary or
desirable for the delivery of the Services.

(b) Installation. Owner acknowledges and agrees that the receipt and
distribution of the Services at the Property may be dependent upon a clear line-of-sight or other
technical requirements. Owner agrees to cooperate with Company in the selection of the initial
location or subsequent relocation of the Video System to meet such technical requirements.
Owner promptly shall provide to Company requested specifications on the Property reasonably
obtainable by Owner, such as wiring schematics and/or building diagrams. Owner agrees to

2



cooperate with Company in obtaining permits, consents, licenses, and any other requirements
that may be necessary for Company to install and operate the Video System and furnish the

Services, provided Company shall be solely responsible for the costs of such permits or other
requirements.

(c) Ownership of the Video System. Every portion of the Video System,
whether or not affixed to the Property, shall be used exclusively for Company's operation of the
Video System. Upon expiration or termination of the term of this Agreement, ail cable home run
wiring (as defined by the FCC) and distribution plant belonging to Company shall become the
property of Owner. All cable television receivers, modulators, high speed internet equipment
and any other equipment which belong to the Company may be removed upon. the termination
or expiration of this Agreement, provided, any equipment that has not been removed within one
hundred twenty (120) days after the termination of this agreement and that is not the subject of
ongoing negotiation shall be deemed abandoned and the property of Owner.

(d) Mainténance. Company shall maintain the Video System in good order,
condition, and repair. In no event shall Owner interfere with or attempt to repair, maintain, or
service the Video System or allow any third party to do so. ’

i) Electricity. Owner shall provide Company sufficient electricity to operate
the Video System and HVAC required for the headend room at Owrer's sole expense.

5. Service. ,

(a) Company shall provide Services meeting the specifications set forth in
the Basic Provisions through the Video System to each resident, provided Company, in its sole
discretion, may change or modify the technology used to provide the Services or provide
additional telecommunications services, subject to the terms of this Agreement.

%
b) Company's liability in any monthly period for any failure to provide any
Service, or for any material interruption thereof, shall be limited to a refund of any fees paid with
respect to any such Service not so provided, prorated over the applicable monthly billing period;
provided that Company shall have no liability for Service outages or interruptions lasting less
than twenty-four (24) hours in duration.

(c) Company shall make  available a customer service representative to
receive service requests or inquiries from Owner, Property Manager, or residents. Company's
customer service center shall be operated in accordance with industry standards and FCC
standards set for customer service centers of entities providing services similar to those that
Company shall provide hereunder.  As of the date of Company’s execution of this Agreement,
Company's hours of customer service are 10 a.m. to 7 p.m. (EST), Monday through Friday; -
Company has a live answering service available for service outages and emergencies during all
other times. Company reserves the right to change hours and operations of customer service,
but Company shall provide subscribers with notice of material changes.

(d) Company shall respond promptly to any and all complaints or repair.
requests from subscribers, and all such complaints and repair requests will be handled in a
professional and efficient manner. Company shall perform routine maintenance services during
its normal working hours. Company shall obtain any required consents from residents, Owner,
or Owner's employees prior to commencement of repair and maintenance service in dwelling
units; provided, Owner shall obtain or provide to Company consent from residents prior to
commencing the initial installation of the Video System or subsequent upgrades thereof.

a
3



- Exhibit “A” '
Attached to and made a parf of that certain Agreement, dated
- between Sat Star Communications, LLC and
S

Basic Provisions

Certain basic provisions of this Agreement are set forth below.

1. Date of Agreement:

2. Property Name and Address:

3. Number of Units:
4. Company: Sat Star Communications, LLC
Notice Address: ; - 5155 Rio Vista Avenue
Tampa, FL 33634
~ Attention: General Counsel
5. Owner . R
Notice Address: —
6. - Term: Five (5) years from the date of this Agreement.
7. Extension Options: Automatic | year extensions, each extension for a period of

12 months provided, either party shall have the right to terminate this Agreement before the
end of the initial term or before the end of any extension thereof by delivering written notice to
the other not earlier than one (1) year and not later than three (3) months prior to the expiration
of the then-current term or extension.

8. Services Fees: Commencing on the initial delivery of services, and the first day of
evei calendar month thereafter, Owner shall pay Company the amount of

multiplied by * in exchange for the cable television
programming portion of the Services. Commencing on the initial delivery of services, and on

the first day of every calendar month thereafter,. Owner shall pay Company the amount of
S . c by N, - ox:hange for
the high speed internet portion of the Services. Service Fees that are unpaid for more than five

(5) days after the date on which they are due shall accrue interest at the lesser of

per month or the maximum permitted by law. The Services Fees may be
increased once every twelve months but only by the same percentage the Company’s cost for
. the associated services increase. Company will provide documentation of any increase in its
costs. In no event will the Services Fees increase exceed the percentage increase in the CPI-U-
for the federal Standard Metropolitan Statistical Area nearest the property. Any Services Fees
increase will require written notice to the Owner 90 days prior to any proposed fee increase.




SERVICES

1. “Services” shall mean the cable television programming provided to the Property
via non-broadcast satellite, wireless, or-fiber-delivered programming and high speed internet
services delivered over the Video System. The Services shall be exclusive except as provided
by law, and Owner exclusively shall market the Services as set forth in the Agreement.

‘ 2. Initial Line-up — Upon activation of the Services, the initial video line-up shall be
(or shall be substantially similar to) the line-up set fqrth on Exhibit “A-1" attached hereto.

10
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" Exclusive Right to'Provide Cable Service
Page t of 7

Exclusive nght to Prov:de Cable Service

THIS AGREEMENT, entered into thm-day of *
engages (hereinafier referred to as “Customer”), with offices located
at

and Digital Community Networks, Inc.,
(heremafter referred to as “DCNets™) with offices located at 4050 20“‘ Street West, Bradenton,
Florida 34205.

This Agreement is applicable to the ﬁropcrty(ie_s) owned, managed, leased or operated by
) ereinafter referred to as

ee Legal Desttiption Sttached hereto as Exhibit A

Definitions.

Cable System — A facility consisting of a set of closed transmission paths and associated signal
generation, reception, and control equipment that is designed to provide cable service which
includes video service and which is provxded to multiple subscribers.

Cable Service — All video programming that can legally be retransmitted via a cable system and




Exclustve Right 10 Provide Cable Service
Page2 of 7

includes without exception any signal that can be captured from any television broadcast station,
satellite broadcast station, wireless broadcast station, data modem transmission andlor any signal
that can be of local origination.

Demarcation Point. - That point at or about twelve inches outside of where the cable wire enters
the subscriber’s actual dwelling unit. For example, the “twelve inches outside the subscriber’s
dwelhng unit” could well be a point on the 5 floor outside of the bmldmg in which the dwelling
unit is located, if the new cable system is installed as an exterior post wire design. The location
of the subscriber’s unit in the building(s) at the property does not change the demarcation point.

WHEREAS, Customer desires to have DCNets provide telecommunications setvices 0
the residents of the Property. These services include services commonly referred to as cable
television and telephone and/or any other service that DCNets is legally able to provide via the
system that DCNets shell install at the Property. DCNets will install and operate the new cable
system for the sole purpose of making a profit on the operatxon of the retail sale of
telecommunication services to the residents of the Property.

Further, DCNets would not invest the sums required to build and operate the cable
system without the ability to remain in place and sell its services, even if there should.be a

change in ownership of the Property. Therefore, Customer and DCNets agree to the following
terms and conditions.

A) Customer grants DCNets the follo“ ing rights:

{. A permanent -‘blanket easement to the prOperty to be used for the installation and(
operation of its system in order to provide telecommunication services to tbe\
residents of the property. - -

2. Phe “exélisive right to pravide cabls servites to residents of the Property. :
Customer is not responsible for any financial obligations to DCNets that residents -

W o oAy, 0¢cur for individual subseription for cable service from DCNets,

5. | REDACTED




Exclusive Right to Provide Cable Service

Page 3 of 7

and efforts over the term of this Agreement shall include:

a. Names and addresses for all of the residents of the Property, provided td
DCNets expressly for use in consumer marketing campaigns to secure retail
customers. This data will be maintained on a confidential basis and used

exclusively for direct meil and on-site promotional campaigns only by
DCNets.

b. Permit leasing and sales agents on the Property to provide DCNets’
telecommunications service information to residents.

¢. Permit DCNets to conduct special events at the Property, expres;sly for the
purpose of educating and soliciting new customers at convenient and
appropriate times during the week.

d. Provide suitable space for the display of promotional and educational
consumer-marketing materials in the Clubhouse and/or leasing office and any

other areas that are recommended by DCNets and deemed suitable by
Customer.,

B.) WHEREAS, in further consideration for this Agreement, DCNets hereby agrees
to grant Customer the following:

L.

DCNets wilil provide residents with cable programming choices that are, generally
available to residents in the county.

DCNets affirms that cable television services will be maintained and operated in 2
professional manner in keeping with generally recognized industry standards.
Further DCNets affirms that programming choices and pricing will be competitive
with franchised cable systems in the region.

Installation: DCNets will install all its equipment in a professional manner
according to industry standards. '

- Workmanship. DCNets shall provide Customer, for Customer’s approval prior to

installation of the system, plans and specifications applicable to construction of
the system. If there is any incomplete work, or the construction of the system does
not comply with the plans and specifications, as previously agreed upon, or any
damage is caused as a result of DCNets’ wark it will be promptly corrected by the
comparty.

a. Subject 1o delays beyond the reasonable control of DCNets or caused by the
Customer or his employees or agents, work perfarmed by DCNets shail
proceed in substantial compliance with the schedule of construction at the
Property, which shall be established by the general contractor and previously
agreed to by DCNets.

b. Each employee of DCNets shall have all licenses required by law to perform
the task assigned to him.
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Exclusive Right to
Page 4 of 7

Provide Cable Service

¢.’ Materials utilized by DCNets will be in conformity with the plans and
specifications delivered to the Customer.

d. DCNets shall be responsible for the removal of its waste material and rubbish
that results from the installation of the telecommunications system.

e. DCNets shall be responsible for initiating, maintaining and supervising all
safety. precautions and programs reasonably acceptable to DCNets and the

Cus}omer in connection with the instaliation of the telecommunications
. equipment.

f. All construction and installation of the telecommunications system shall be
accomplished in a good and workmanlike manmuer in accordance with plans,

specifications and the updated project schedules provided from time to time
by the Customer.

g. The telecommunications system installation shall be in accordance with all
applicable codes, regulations, laws and ordinances and shall include without
limitation caulking of penetrations of firewall,

Indemnification and Insurance. DCNets agrees to indemnify the Customer and its
affiliates for any actions or claims which may arise as a result of or due to
DCNets® construction, installation and operation of the telecommunications
system, except claims that arise due to the gross negligence of the Customer, it’s
employees or agents.

a. Company, agrees that it shall maintain, at its sole expense, insurance
‘coverage, inchiding worker’s compensation coverage in an amount sufficient
to comply with applicable law and employer/s liability, comprehensive
general liability and Property damage coverage in the amount of $1,000,000.
DCNets shall provide the Customer with certificates of insurance evidencing
such coverage prior to starting instaliation.

b. Customer agrees to indemnify DCNets and its affiliates for any actions or
claims which may arise as a result of or due to Customers actions in the
construction, installation and operation of the Property, except claims that
arise due to the gross negligence of the DCNets, it’s employees or agents.

C.) WHEREAS, Customer and DCNets further mutually agree as follows:

1.

Term. The term of this Agreement shall be fifteen (15) years commencing on the
execution date of this Agreement. Thereafter, the term of the Agreement shall
extend automatically for successive five-year renewal periods. Either party may
terminate this Agreement by providing notice to the other party at least one
hundred twenty (120) days prior to the commencement of any renewal period.

Said termination notification must be in writing and forwarded by certified US
mail. 4



CONT RACT FOR BULK CABLE SER VICE

(herein
referred to as "Customer”) and Digital Community Networks, Inc. of 4050 20" Street West,

Bradenton, Florida 34205 (herein referred to as "DCNets™).

This Agreement is _applicable to the property(ies) owned, managed, leased or operated by

Customer,’ (hereinafter referred to as
.“Property”)

| DESCRIPTION OF SERVICES Beginning on- DCNets will prov1de cable
services to Customer for the term of the contract. The beginning date of this contract may be

-moved back up-to 90 days if required by Customer’s current contractual obligations. The specific
channels are described in "Exhibit A, Channel Guide". DCNets reserves the right to change
programming if any of the channels listed in Exhibit A become unavailable due to changes in
policy by the program distributor, which are unacceptable to DCNets. However, no new channel
- will be substituted without the approval of Customer.

2. A. PAYMENT FOR SERVICES. Customer will pay compensatxon to DCNets for the
- Cable Service in the amount of"

REDACTED
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DIGITAL COMMUNITY NETWORKS
SERVICE AGREEMENT

This is an agreement (the “Agreememt™) between Digital Community Networks, Inc.
("Digital"), whose address is 2073 Porter Lake Drive, Suite D, Sarasota, Florida 34240, and
SR (1 ‘Ovner), whose sddress i< (N
— The Owner owns and/or manages a residential building commonly

known as |
(the “Property™). _

The property légal description is attached as Exhibit “A”.

TERMS AND CONDITIONS

1. THE SYSTEM.

I.1. Exclusive Rights. The Owner grants Digital the exclusive right to install.
operate and maintain equipment (the "System") at the Property reasonably necessary to receive and

- distribute and to provide services, to include, but not limited to: Television Programming; High-

Speed Internet; Telephony and Home Security (the “Services") to the residents of the Property.
Digital shall, at its own expense, install, operate and maintain the System and keep it in good repair.

- The System shall be the personal property of Digital. Digital may use the System to serve the

Property as well as other Properties. Digital shall, to the extent permitted by law, have the sole and
exclusive right to distribute the Services at the Property during the Bulk Rate Term. If a Bulk Rate
Term is in force on the Property, see Exhibit “D”. Digital_shall have the right to sell services to

- individual residents at the property on a non-exclusive basis following the expiration of the Bulk

Rate Contract

' 1.2 Installation Digital shall make a good and workmanlike installation of the
Syst:cm and shall not damage the Property or injure anyone. The System shall provide the signal
quality required by the FCC for cable television service and the Florida PSC for telephone service.
‘Digital shall submit proposed construction plans. describing installation and location of the

equipment prior to commencement of construction. The plans for the location of the System are

_subject to the Owner’s approval which shall not be unreasonably withheld or delayed. Digital shall

complete installation in a timely manner and if the Property is new construction, Digital shall meet
Owner’s reasonable construction schedule attached as Exhibit “E”. The Owner will, prior to the

Initials .~
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" DIGITAL COMMUNITY NETWORKS

SERVICE AGREEMENT
PAGE3

retail price for Service, and associated costs are set forth in Exhibit “C”. Digital shall have solev

discretion with respect to the selection, distribution and/or pricing of any programming or related

equipment. . : :
2.2. Broadband and Telephomy Services. Digital may, at its_sole discretion
pmvide. high-speed Internet access and other services, to. include telephoné servxce and home
security. Digital shall have sole discretion w1th respect to the selection, distribution and/or pricing
of the Broadband and telephony services and related equipment. Retail price for service is shown in
Exhibit “C™.

| 2.3. Bulk Pricing. Bulk pricing for the Services or a part of the Services, if
available and if in force on this Property is shown in Exhibit “D™.

3. MARKETING.

3.1. Access. Digital's personnel will have access to the Property to make service
and repair calls and conduct marketing in common areas, on weekdays from 9 a.m. to 7 p.m., and on
weekends from 9 am. to 5 p.m. In the case of an emergency or any outage affecting three or more
subscribers, service and repair calls can be made at any time, 24 hours a day To the extent not
otherwise prohibited by applicable law, the Owner will, upon request, periodically provide Digital
with a current list of residents at the Property, which list will be kept confidential and may be used
only to market the Service. The Owner will provide reasonable space in visible common areas and
the rental office, if applicable, for the display and distribution of Digital’s marketing materials.

4. DIGITAL’S OTHER OBLIGATIONS.
4.1. Digital’s Representations. Digital warrants and represents that: _
~ 4.1.1.}t is a corporation duly organized, validly existing and in good standing

under the laws of its state of incorporation, is qualified to do business in the state where the Property
is located; and _

4.1.2. It has the corporate power, legal right and governmental and third party
approvals and consénts as are required to fulfill all of its obligations under this Agreement; and

4.1.3. The execution, delivery and pecformance of this Agreement by Digital
have been duly authorized by all necessaty corporate action on the part of Digital; and

Inkials/
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Exhibit D
Bulk Rate Pricing

1. DESCRIPTION OF SERVICES FOR {

Beginning on A __ Digital will provide the Bulk Rate Services to Owner for the term
of the Agreement. The specific services are described below. _

Services offered in Bulk Rate Pricing«

Cable

High-Speed Internet

REDACTED

Bulk Rate Pricing Initials:
Page | of 4



regulatory fees and taxes, County regulatory fees and taxes; state gross receipts tax, regulatory
admin costs; emergency funds and Federal Universal Service fecs.

B. PAYMENT FOR SERVICES. FIRST YEAR COMPENSATION. Owner will
begin paying compensation to Digital for each residential unit which receives a Certificate of
Occupancy (CO) from the appropriate local government body. Each month payment will be
equal to the monthly rate of times the number of residential units which have received a

4. START OF SERVICE. Digital will provide the Bulk Rate Services to the individual units
upon issuance of a Certificate of Occupancy (CO) for the units by the appropriate local
government body. Owner will alert Digital of such action within thirty (30) days of each
residential unit receiving its CO. '

5. BULK RATE FEE INCREASE. Programming fees, especially for sports programming,
are rising at rates that make it impossible for a service provider to project costs beyond 6 months.
Therefore, Digital will pass-on programming increases that it receives that affect Owner’s bulk
rate. However, if programming change is contractually possible, Owner may chose not to accept

~ the increase but rather changes the programming. Digital will make a reasonable effort to find
comparable programming within the budget of Owner. In other words, Digital guarantees
Owner’s rate for the term of the Agreement; however, channels may change.

Similarly, any rate increases approved by regulatory bodies will be added to Owner
compensation rate, when applicable to Digital. Such increase will be passed through without any
administrative fee from Digital. When this occurs, Digital will add these increases to Owner’s
rate at no additional mark-up by Digital.

6. TERM. The term of the Bulk Rate Service is for six (6) years. The first year begins on the
date that the first units are Certified for Occupancy (CO’d) and the first year ends 2 months after
the last - residential unit is CO’d. The remaining 5 years of this Bulk Service Contract

“begins in the first month following the last month of the first year as defined in this paragraph. If
neither party gives notice of termination to the other 180 days prior to the termination date of this
Bulk Rate Agreement, the contract automatically renews for a like period.

7.  WARRANTY. Digital shall provide its services and meet its obligations under this
Contract in a timely and workmanlike maoner, using knowledge and recommendations for
performing the services which meet generally acceptable standards in the Private Cable industry
and region, and will provide a standard of service equal to, or superior to, service standards used
by service providers similar to Digital on similar projects.

8. REMEDIES. In addition to any and all other rights a party may have available according
to law, if a party defaults by failing to substantially perform any provision, term or condition of
this Contract (including without limitation the failure to make a monetary payment when due),
the other party may terminate the Contract by providing written notice to the defaulting party.
This notice shall describe with sufficient detail the nature of the default. The party receiving
such notice shall have sixty (60) days from the effective date of such notice to cure the default(s).

Buik Rate Pricing Initials:
Page2 of 4
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Verizon Launches Aggressive Plan to Bring FiOS
Services to Apartments, Condos and Other Multi-
Dwelling-Unit Sites

Wednesday, March 08, 2006
Verizon Enhanced Communities Team Offers FiOS Internet and FiOS TV for New, Retrofit Installations

People who live in apartments, condos and coops are the next wave of customers who could enjoy the benefits
of Verizon's fiber-optic, all-the-way-to-the-customer technology. Verizon will aggressively pursue agreements
to bring FiOS Internet and FiOS TV services this year to these customers, nationwide.

Verizon Enhanced Communities is launching a major marketing campaign, sending business development
executives and engineers to meet with multi-dwelling-unit (MDU) owners and condominium/co-op associations
to negotiate marketing and access agreements and technology upgrades.

Verizon has various technologies available to provide services in multi-dwelling buildings and complexes,
depending on what facilities are in place or can be instailed. Verizon signed right-of-way agreements covering
more than 57,000 units in just six months last year.

Verizon is concentrating sales efforts in those parts of 16 states where the company is building out its all-fiber
network. Verizon is the only communications company deploying fiber-optic technology all the way to
customers on a major scale.

“We have the technology, we have the sales and engineering team, and we have the solutions to bring our
industry-leading FiOS Internet and FiOS TV services to a huge potential market that amounts to about a fifth of
Verizon's customer base,” said Eric Cevis, vice president of Verizon’s Enhanced Communities group. “MDU
owners and managers know that first-rate telecommunications services like our FiOS Internet and FiOS TV
products differentiate their properties.

“We are intensifying our effort, begun last year, to get FIOS services into the MDUs, and we expect this year to
dwarf last year's MDU sales penetration.”

The Enhanced Communities group also has worked with developers to connect new homes to Verizon’s fiber
network. The group has agreements with builders and developers covering roughly 152,000 homes. The
marketing activity in both segments has been conducted by Verizon Avenue, the business unit long associated
with Verizon’s multi-unit, multi-building marketing.

According to Cevis, the first step in signing up MDUs is securing a right-of-way inside buildings. Either new fiber
or existing cabling and wiring can be used to deliver the services. Building owners and Verizon agree on the
technology to be used.

With pathways engineered, building owners can have an exclusive marketing arrangement with Verizon, or can
opt for other marketing arrangements. '

“We have solutions for just about every situation,” Cevis said. “And we're finding that owners and developers in
the MDU community, like the single family developers, see the power of fiber-to-the-premises installations to
differentiate their properties from non-fiber installations when marketing their properties.

“And that differentiation goes beyond initial sales or rentals,” he said. “Because the capacity of fiber is virtually
unlimited, we know it can be kept current with new technologies or bandwidth demands.”

ittp://investor.verizon.com/print.aspx ?pg=http%3a%2{%2finvestor.verizon.com%2fnews%2fview.aspx%... 6/25/2007
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Verizon's aggressive marketing campaign began on a successful note with the announcement today of an
agreement with a seniors citizens’ complex in Huntington Beach, Calif.

The 1,238-unit complex, Huntington Landmark, has been retrofitted with Verizon fiber opfic facilities and a
limited marketing agreement signed with the owner to offer FiOS services to residents.
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and your bottom line
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Broadband means business

Verizon is rewiring the country for fiber-optic broadband by bringing fiber to the front door.
The benefits go right to developers’ bottom lines.

or many Americans,
connectivity is already a
way of life. The big game
is on in the family room
while the kids watch cartoons
upstairs and you record your
favorite series. In the study, your
spouse is e-mailing a presentation
to a colleague, while across the
hall, your oldest child is gaming
in 3D, online. Everyone’s enjoying
the benefits of high bandwidth.

In the online world, bandwidth
translates to speed. The greater
your connection’s bandwidth, the
more data it can carry, and the.
faster that data moves. Five years
ago, most consumers were ‘
satisfied with a 56K dial-up Internet
connection. But with streaming
audio and video now commonplace,
today many cable connections
seem slow.

The broadband advantage

Fiber-optic broadband satisfies the
hunger for bandwidth. Verizon FiOS,

- a fiberbased service, supercharges
~ the most bandwidth-intensive data,

video and voice applications and
has already earned rave reviews.
| uploaded five digital photos,
totaling 10.2 megabytes in size,
to an online photo service,” writes

“Walter Mossberg, The Wall Street

Journal’s technology columnist, in
the Sept. 5, 2005, edition. “FOS
did this job in just over eight

minutes, while Comcast took one
hour and 22 minutes.” )
Large corporations have relied
on this technology for years; now
Verizon is delivering fiber-optic
broadband directly to single-family
homes, condominiums and apart-
ment buildings. Verizon FOS
service is the fastest residential
broadband connection the company
has ever offered, letting users
download content at speeds
much faster than most cable
companies can provide. It's even

'faster than the connections in many

“The fiber being installed
today should have the
capacity to handle
anything that becomes
available in the

next 20 to 30 years.”

Cliff Yezefski
Verizon's FTTP National Planning Team

connected
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businesses — very appealing to
the 40 million people who currently
telecommute at least part-time.

“Future-compliant”
developments

Including a fiber-to-the-home
infrastructure in your communities
benefits you and your customers.
That's why Verizon calis'them
Enhanced Communities. In fact,
Verizon is in the process of converting
its nationwide netwotk to fiber optics.
The effort-will take years and cost
billions, but when it's complete, most
customers will have access to fiber-
optic broadband with virtually no
limits to the traffic it can handle.
“The fiber being installed today
should have the capagcity to handle

anything that becomes available in
the next 20 to 30 years," predicts Cliff
Yezefski of Verizon's FTTP (Fiber to
the Premises) National Planning Team.
Future-compliant housing
appeals to your customers, who
want to know that their homes will
accommodate the best technology
now and in the future. Buyers view
it as an investment in the future value
of the home — plus, it enables
high-tech upgrades that appeal
to tech-savvy consumers. The
Consumer Electronics Association
estimates. that the average high-tech
home has $5,000 to $10,000 worth
of built-in electronics: monitored
security systems, simpie lighting
controls, computer networking and
distributed audio-video.




Fiber-optic broadband makes
incorporating these options easy.
And with a download capacity
greater than coaxial cable and
significantly greater than traditional
dial-up service, Verizon FIOS
gives your customers access to
exciting new applications that can
dramatically enhance their quality of
life. Think of fiber-optic broadband
as an enabler: It helps people do
things they never thought possible.

Revolutionary FiOS TV

A fiber-optic broadband infrastructure
enables all of a home's communi-
cation and entertainment services —
data, video and voice — to be
delivered via a single technology.
Verizon took a leap in this direction in
* September 2005 with the introduction
of FiOS TV: nearly 180 channels of
100 percent digital programming,
plus a video-on-demand library
1,800 titles strong. Verizonis
constantly expanding its offerings

to deliver more comprehensive
entertainment options.

FiOS TV service is currently
offered in several regions and will
eventually be available to most
Verizon customers. More than a
souped-up version of cable, FiOS
TV uses both broadcast technology
to deliver scheduled prograrnming
and Internet Protocol (IP) technology
for on-demand viewing. Delivering
television via fiber-optic broadband
provides flexibility and exceptional
sound and picture quality. imagine
your customers having the band-
width to watch more of thelr favorite
channels in amazing high definition.
Not only wilt they have access to
premium channels 24 hours & day,
but they stay connected to the world
" by tuning in to more than two dozen
popular international channels.

“IP will change the way
consumers watch television,”
writes Deepa lyer, an analyst with
Dallas-based consumer technology
research group, Parks Associates.
“They will no longer sit idly in front
of the television and absorb what is

- delivered to them. Instead, they

will consume television in a way
more suited to their lifestyles.”

The bottom line

As more of the country is connected
by fiber, consumers will come to
expect it — and will trade options or
pay more to get it. Research shows
that buyers see fiber as adding
several thousand dollars of equlity
to a home. It also earns its keep
in apartment and condominium
complexes — in 2004, the National
Multi-Housing Council found that
47 percent of U.S. apartment
residents said the availability of
broadband access factored into
their decision to rent a unit or not.
The best part? Verizon helps
the developer market high-tech
communities and compensates
them for their efforts. Plus, as one
of the most recognized brands in
the nation and a clear leader in
fiber-optic broadband technology,
Verizon-is an ideal business partner.
The company has a century of
experience in the industry and
$71 billion in annual revenue to
show for it. Consumers and
developers alike know that
Verizon is in it for the long haul.
“We're committed to putting
resources and capital into this effort,”
says Dan O'Connell, director of sales
for Verizon Enhanced Communities.
“This is our core business.”

If you hesitate when it comes_ to talking about tech-
nology with your customers, you're not alone. Here's
a quick guide to a few of the most common terms.

the capacnty of a data, video or
v0|ce connection; higher bandwidth translates to
greater capacity and higher download and data-
transfer speeds

a transmlsswn type in which a smgle
“line” can accommodate several signals; also a
generic term widely used to describe any Internet
connectron faster than dial-up

Internet service delivered
to the home via the same coaxlal cable that delivers
cable television

also known as coax; copper
cable used by cable television providers to deliver

'television and Internet service; also commonly used

to create computer networks

a common buzzword when
tafking about technology, refers to the ability of
a device or program to access information from

another device or program

literally means digital subscriber
line service; DSL makes sophisticated use of copper
phone wires to transmit data at high speeds

state- of—the-art high-
speed transmission of data, video and voice facilitated
by the nearly unlimited bandwidth of fiber-optic cable

also known as fiber, an
insulated bundle of glass or plastic fibers used
to transmit data as light waves at extremely high
speeds and with low interference

Verizon's fiber-optic broadband Internet
service, which provides the fastest home connectivit
the company has ever offered :

Verlzon S groundbreakmg new entertam-
ment service, delivering high-definition television ang
movies to homes via Verizon fiber-optic broadband

- short for wireless fidelity; a Wi-Fi or wireless
network generally refers to localized data transmissio
through the air between a wireless router and one or
more wireless devices

' a device that converts incoming
signals traveling via copper lines or fiber-optic cablg
into Wi-Fi transmiss_ioris and vice versa
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Your customers are tech buyers

Consumers expect the latest technology where they work, where they play, even in
their cars. Now they want the same in their homes, and they'll seek out buifders who can
make it happen. S

ccording to the Consumer
Electronics Association
(CEA), the average
American home now
has electronic devices that enable
21 separate tasks, including watch-
ing DVDs, recording favorite TV
shows, telecommuting, file-sharing,
and playing video games and
music. That's up from 13.5 tasks
10 years ago and just 5.4 in 1985.

Not all home electronics are
Web-enabled, but enough are to
cause a jump in demand for band-
width. “Our research shows that
families are increasingly using
Internet bandwidth to distribute
content such as photos and
video clips as well as using
compuiters and other devices to
listen to streaming music, radio
programs and video news,” says

Steve Koenig, CEA's senior manager
of industry analysis. He also points
out that 53 percent of U.S. house-
holds have some type of broadband
access, compared with 10 percent
in the year 2000.

Broadband and
consumer demand

The U.S. Commerce Department's
2003 American Housing Survey



showed that households headed
by 27- to 40-year-olds (Generation X)
accounted for 49 percent of
new-home purchases. And
Generation Y, or Echo Boomers
(born after 1979) are becoming
new home buyers as well. Both
use technology in their daily lives.
“A new generation is viewing
the housing market from an
entirely different perspective,” says
NAHB Executive Vice President
and CEO Jerry Howard. “They're
techno-sawvy and are demanding
homes that can meet their new
technology requirements. They have
a strong awareness of all their options?”
In terms of high-tech amenities,
echo boomers are more likely than
any other group to want a home
: theater, automated lighting controls,

THE NEW HOME SEEKER

and a built-in security system,
according to Howard.

But while demand for technology
is particularly robust among the
young, that demand is stili healthy
among older buyers. “The over-50
home buyer is much more interested
in technology than you might
assume,” says Terri Berlage, a
designer with Brookfield, Conn.-
based interior designer Mary Jo
Peterson, Inc., an NAHB-certified
aging-in-place specialist. “They are
taking online classes and using
the internet to keep in touch with
grandkids. A lot of them are also
working at home.”

In fact, baby boomers are
extending their careers or starting
new ones later in life than earlier
generations would ever have

imagined. They are engaging in
life-long learning at local colleges

and universities and increasingly

want homes prewired for the

ultimate in technology. “The baby
boomers are a very tech-savvy group.

I think of them as having ayoung
mindset,” Berlage says. “They use
technology to help them stay on top of
things. It is part of their active lifestyle.”

The coming technology boom

Broadband is becoming as much

a part of life at home as it is in many
businesses. The internet Home
Alliance (IHA) recently completed

a pilot program in Boston that
looked at the'effect of putting
broadband-connected computers
and appliances in consumers'
kitchens. Tim Woods, IHA's vice

The oldest echo boomers were born in 1979. Now in their late 20s, they are entering the housing market, and most

can’t remember a time without the Internet and online connections in the home.

The first

widely available The first Verizon offers

personal echo ‘Microsoft Web TV its first-ever
“Electronic computer boomers introduces The Internet Yahoo is becomes fiber-optic
mail” invented. is unveiled. are born. Windows. is launched. launched. - available. TV service.

Corning The first Atari becomes TIME The first Intel Pentium MP3 format Apple unveils
Glass invents cellular the firsthome  Magazine personal data  processor is created. the iPod.
optical fiber. telephone video game names the assistant, debuts.
gree begins system. PC“Manof orPDA,is i
operation. released.
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FAST FACTS |

The Entertainment

Software Association

figures that half of

Americans play video

games, with an average age of 29.
Roughly 43 percent of them are women.

Americans buy twice as many video games

as they did five years ago and are also

spending millions on gaming consoles such

as PlayStation and Xbox.

® More than 100 million Americans have

streamed audio or video over the Internet,

according to Arbitron/Edison Media

Research. This is twice as common with

broadband than without it.

“People are choosing where to live based upon the
availability of high-speed access. If all other factors
are equivalent, areas with commercial deployinents of
broadband are sought after more frequently. ... When
broadband services are introduced in any given area,

uptake rates are very high.”

— INSIGHT Research, Broadband Access: DSL vs. Cable Modems, 20022007

president of ecosystem develop-
ment, says that while participating
families were accustomed to going
online individually in separate
locations, they now began spending
more time together in the kitchen.
The connections made parents
more likely to participate in their
children’s homework. “Participating
families found that Internet access
in the kitchen helped create a
greater sense of community in
the home,” Woods says.

And, fiber-optic broadband opens
up a range of future opportunities.
He sees the next wave of Internet
connections in the bathroom and
bedroom for health-monitoring devices.
Heart-rate monitors, diabetes testing
equipment and other equipment will be
connected to doctors’ offices through
the Internet so patients can obtain
a basic level of health care without
leaving the home," he says.

The technology bottom line

Many builders are learning to profit
from consumer interest in advanced
technology. At IHA's Digital Home
Leadership Conference last fall, Lisa
Kalmbach, senior vice president at
KB Home in California, noted that
2 percent of total company annual
revenue — more than $10 million —
comes from home technology sales.
Randall Lewis, executive vice
president of Lewis Operating Corp.,

development companies, counts
on Verizon's advanced technology

. plus expert sales support that

helps differentiate Lewis group’s
new Chino, Calif., development.
The Preserve will encompass more
than 7,000 homes and apartments,
as well as schools, parks and
commercial buildings.

“The most exciting thing about
FiOS,” Lewis says, “is how it helps
us sell homes. When we held our
grand opening, all 43 homes that
were available sold in the first hour.
Our community stands out, and our
leading technoliogy is definitely a
key part of that”

That's a lesson new-home
builders and developers would
be wise to heed, according to Jim
Hayes, president of The Fiber Optic
Association. “New suburban devel-
opments should be a no-brainer for
fiber to the home,” he says. “It costs
less than a premium kitchen counter-
top, yet it prepares the home to be
of higher value than a home with
standard Internet connections today,
and will be able to handle projected
increased bandwidth requirements
for many years to come.”

® Nearly 37 percent of new houses feature

home offices (up from 19 percent in 1999). one of the nation's largest real estate
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- The future today

High-tech Verizon communities are raising the bar on bandwidth and consumer
expectations. Located in northern Virginia, Brambileton is a case study for why
developers need to look ahead or be left behind.

n arecent flight to
Washington, D.C., Bill Fox
struck up a conversation
with his seatmate, who
said he was moving to the D.C. area.
Qut of curiosity, Fox asked where.
“He said that he had just bought a
house in a place called Brambleton,”
Fox says. “He said he liked the
technology the community offered.”
- His seatmate didn't know that
Fox is chief operating officer of The
Brambleton Group, the development
company that created Brambleton.
But the conversation confirmed that
the idea of a fiber-enabled, technolgy-
enhanced cormmunity was a winner.

A plan for the possible

- Brambleton.sits on 2,000 acres

in northern Virginia, just a few

miles from Washington Dulles
International Airport. The first homes
were sold in 2002, with construction
scheduled over several years.

The community plan includes more
than 6,000 single-family homes,
townhomes and condominiums in
various architectural‘styles. Resort-
style amenities include pools, fennis
courts, nature trails and parks. The
town center is home to more than
450,000 square feet of retail space,
as well as restaurants, professional

offices and a cineplex. Three grade
schools, a high school, three houses
of worship, and a fire-and-rescue
facility will serve Brambleton and
its neighbors. lts neotraditional
layout encourages interaction
among neighbors. in effect, the
developers are creating a self-
contained small town.

The brainchild of Detroit
businessman Anthony L. Soave,

- Brambleton is ideally situated near

a high-tech commercial corridor with
a highly educated workforce. From

the time Soave bought the property
in 1999, he had visions of a small
town with-a technology infrastructure
that would enable residents to enjoy
the best technologies available
today and in years to come.

Soave formed The Brambleton
Group to develop the property and
hired Fox to run it. To help.create a
technology master plan, Fox called.
on Tom Reiman of The Broadband
Group, a Sacramento, Calif., tech-
nology planning company. Reiman
has been involved with some of

connected



“Partnering with Verizon has differentiated our community. We have been
able to offer our customers unparalleled high-tech services that most
communities are simply not able to provide.”

Anthony L. Soave, President and CEQO, Soave Enterprises LLC

the most technologically advanced
developmients in the country, and
without hesitation, he ranks
Brambleton on the cutting edge.
The community’s master plan,
according to Reiman, focuses on

what technology can make possible.

“It's not about the fiber itself, but
about how the fiber can enhance
livability,” he says.
The plan anticipates a future
in which fiber-optic broadband
provides more than entertainment
and Internet access. The community
already has an intranet that links
every resident to schools, busi-
nesses and community governance.
This same fiber infrastructure
is able to deliver television, video-
on-demand, videoconferencing
and phone services without them
bogging down — provided fiber

comes all the way to the home. In
Brambleton, it does.

“Many providers think it is okay
to bring fiber to a point outside a
group of homes,” Reiman says.
“Once you establish advanced
requirements like these, fiber to the
home is the only practical solution.”

Breaking new ground

Next, Fox and company had to

find someone to install the new tech
infrastructure. At the time, there were
no fiber-connected communities

in the United States. “| called AOL,
Adelphia, Microsoft. No one called
us back,” Fox recalis.

Reiman suggested he call
Verizon, which had a fiber-optic
research lab in Philadelphia and
was looking at new ways to roll out
fiber to the home. Fox and Reiman

met with Verizon executives,
who saw Brambleton as a golden
opportunity to showcase next-
generation connectivity for the.
home. Verizon agreed to invest
substantially in the infrastructure;
as a result, all current and future
Brambleton residents will be able
to experience the superior benefits
that fiber-optic technology offers.
It's a win-win situation for
residents and Verizon, and
the benefits for builders are
just as compelling: faster sales,
higher home values and happier
customers. “Partnering with Verizon
has differentiated our community.
We have been able 1o offer our
customers unparalleled high-tech
services that most communities
are simply not able to provide,”
says Soave.




Speed, service and support
Kim Adams, Brambleton's director
of marketing, has seen those
benefits up close. “We find that what
draws people here is the location,
but what keeps them here is the
technology,” she says. “l can't
imagine a developer not planning "
for this technology, because buyers
have come to expect it.”

Of course, state-of-the-art
technology requires outstanding
service and support. Verizon and
Brambleton have worked together
to make fiber to the home easy to
understand and use. Brambleton
created atechnology area in its
visitor center, including a display
teaching prospective residents about
the connectivity in each home and
computers that show firsthand how
fast fiber-optic broadband is.

“It’'s one of the most valuable
selling tools we have,” Adams says.

“People come in and use the
computers. They see the speed.”

In addition, when new residents
move in, a technical concierge will
set up their computers, printers and
other home technology and make
sure everything is in working order,
free of charge.

Technology sells itself
All this has made it easier to

- sell homes, says David Boisvert,

a new-home counselor for Beazer
Homes. Beazer is building

both single-family homes and
townhomes in Brambleton, and
Boisvert has worked in the
community since its inception.
He says the fiber infrastructure
is a big hit with buyers. “A lot of
our buyers work from home, so
it really helps them. And they like
the fact that that the house is
wired for the future.”

Boisvert confirms that the bene-
fits of fiber-optic broadband quickly
become an integral part of resi-
dents' lives. By linking residents
to one another as well as to local
businesses, the fiber infrastructure
serves the same goal as parks and
pedestrian-friendly streets: helping
to build a community.

Boisvert is an example of how
people closest to the project are just
as easily wowed by it as those who
hear about it from the outside. He
liked Brambileton so much that he
moved there.

“BEverything is wired. The
community infranet makes it easy
for residents to communicate. The
schools are even tied in to it. You can
check the lunch menu or commun-
icate with the teacher,” he says. “This
is a great place to raise a family.”

connected
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\erizon makes it easy

Providing fiber to the home offers developers a new, exciting way to attract prospective
customers, but with deadlines and budgets to meet, it may seem easier to stick with
the status quo. We're here to tell you it's not.

erizon helps you sell
the benefits of fiber-optic
broadband to your
customers and
provides great service after the
sale. Not to mention dedicated
construction support to ensure
that you get fiber in the ground
on your timetable.

Selling fiber benefits

Pitching the benefits of fiber-optic
connectivity is easy once you
understand that Verizon offers the
technology customers need and
the level of service they want. Here
are five key points to consider:

0Fiber is a no-brainer for a
growing number of consumers.
Many of today's consumers require
a reliable broadband connection.
“Most sophisticated consumers
today — especially young
professionals — won't buy a
home without high-speed Internet,”

“says Skip Klinefelter, chief operating
officer of Red Group Development in
Richardson, Texas. Bozman Farms,
a 1,600-unit development 30 miles

“It's a win-win situation — besides providing our

residents with high-speed Internet, it will give
them the ability to access HDTV and other
services that become available in the future.”

Joe Winkler, Manager, Huntington Landmark. Huntington Beach, Calif.

e Verizon offers the service

packages they're looking for.
Verizon delivers a complete suite
of telecommunications services:
data, video and voice. For many
consumers, this “triple-play” service
is a must-have on their list. “You
really can't market a home to an
upscale buyer today, or even sell
lots to an upseale builder, without the
ability to provide them with a singie
source for all these services,” says
Klinefelter. “Nobody wants to deal
with four or five utilities anymore.”

in fact, these discounted bundled
services mean consumers pay
significantly less than they would

if buying services separately. .

northeast of Dallas, is his company’s eThis technology will make their

first Verizon fiber community. The
technology has struck such a chord
with consumers that he's now starting
a second one.

lives better. When you sell fiber,
you're not really selling a techno-
logy. You're selling the good life —
or as Verizon Vice President Eric

Cevis describes it, someone’s
dream come true. “Developers

sell emotion,” says Tim Woods,
vice president of ecosystem
development for the Internet Home
Alliance. “They sell good schools,
community parks, walking trails _
and green space, all of which have
an emotional aspect. The trick to
selling technology is translating

the marketing approach from

the technology itself to what the
technology can do [to improve]

a customer’s lifestyle.”

0 They will enjoy the benefits for

years to come. Fiber not only meets
your customers’ immediate needs
— from telecommuting to distance
learning to online entertainment —
but it has the capacity to deliver
the most demanding applications of
the foreseeable future. “We remind
developers that their communities



BUILDING ON YOUR VISION

One way Verizon makes technology simple
is by working with developers to create a
solution that supports their goals for a
community. “Part of my job is to talk with
developers to find out how FIOS will tie in
to their vision,” says Verizon business devel-
opment manager Dan Padderud.

Not surprisingly, many of the developers
he meets with already. see a fast broadband
connection as key to attracting the type of
customers they want. A few have looked even
deeper to find new possibilities fiber can
offer. One Texas developer, for example,
is creating a 5,000-home community with
technology as the centerpiece. In addition to
a fiber connection for every home, his plans
include an expansive, high-tech community
center with two separate rooms dedicated to
online gaming. The plan also calls for a large

media library with flat-screen, wall-mounted
" monitors connected to the Internet.

“People want to get out of the house, so
instead of going to the mall or these online
gaming places, they will be able to gather
at the community center;” says Padderud. The
developer understands what FiOS really is:
an amenity with the power to make
everyone’s life better,

will be here for years to come,

and that during that time, FIOS

will become ubiquitous,” says Dan
O'Connell, director of sales for
Verizon Enhanced Communities.
“Developers don't want homeowners
banging on the door three to five
years from now, asking why the
community down the street has it
and they don't.”

e They can count on support when

they need it. Verizon has created a
priority service center staffed with
FiOS specialists to handle FiOS

~ support calls. The same knowledge-

able professional will be able to
respond to customers regarding their
Internet, television and phone service.

These five points speak directly
to the needs of most customers.
Whether you're a builder or a
developer, Verizon will help you
use this messaging to make
your sales force and marketing
materials more compeliing.

You and us

Financially, Verizon will be a valuable
partner with you over the life of the
build. Working closely with your
construction team to meet your
schedule, Verizon will bear all the
expenses of installing the fiber-optic
infrastructure and bringing it to

your community’s homes. “And as
part of a marketing agreement, we
can give developers a high degree of
personalized attention throughout the
engineering and construction process
to make sure fiber gets in on time,”

. Verizon business development

manager Sam Reynolds says.

That aftention includes a project
manager to sérve as liaison to your
engineering and construction teams,
and per-home compensation for

each fiber-enabled home in
the community.

Verizon’s installers are among
the best in the business. “Everyone
at Verizon has been excellent,”
says Klinefelter. “They use upscale
contractors for the construction,
and they're on time.”

And Verizon's triple-play
offerings mean there's no need
to coordinate separate vendors,
which makes scheduling easier.

‘Verizon provides builders with

home-wiring specifications for a

basic structured wiring package,
as well as for upgrade packages
they can offer to their customers.

Verizon also helps to create
a marketing program, supplying
salespeople with marketing
collateral and even coaching
them on the value of FiOS. “Once
we have new homes about to
come online, we tell the sales
staff about different services that
we can provide to the home,”
says Reynolds.

Plus, Verizon offers service
options to best meet the needs of
your development, including a
communitywide subscription to
a hemeowners association (HOA),
or co-marketed services to
individual residents.

All of this enables builders and
developers to create unique sales
solutions and up-self opportunities.
That was the case with one of
Reynolds’ clients, who wanted a
hands-on way to sell the benefits
of fiber to buyers. “They decided
to build a technology wall into their
model home to highlight FiOS
services,” he recalls. “By helping
them create the display, we will help
them differentiate the community
from the competition.”
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What does FTTP mean?

FTTP is an acronym for Fiber to the Premises, which
describes the build-out method for the new Verizon
network currently being deployed in Verizon service
areas nationwide. This network will deliver voice,
video, and broadband Internet services all over a
hair-thin strand of dedicated fiber-optic cable installed
all the way to the home or business of each of our
customers. Fiber-optic systems use glass fiber and
laser-generated pgl_seé of light to transmit voice, data
and video signals at speeds and capacities far
exceeding most of today’s copper and coaxial cable
systems. This dedicated fiber link to each customer’s
home has enormous bandwidth, allowing Verizon to
provide your residents with all the above services at
unparalleled speeds and reliability. This poweriul

“new network will make it possible for your residents

to access all the high-bandwidth entertainment
content and services available today as well as those
we believe will become available over the next

20+ years!

The first step in deploying Verizon’s fiber-optic
network is to complete a no-obligation site survey of
the property. The site survey will allow Verizon to
design the best possible network for each specific
property. The following questions are intended to
provide details surrounding the FTTP deployment
process, and are meant to address common
considerations of property owners in regard to the
deployment of FTTP service to their property.

What is Verizon FiOS

(fiber) service?

Verizon FiOS is the name of our new super-charged
suite of fiber-optic services delivered over Verizon’s
new FTTP network. These services include voice,
video and broadband internet services, as well as

many new products and services only avéilable
through Verizon.

What is the purpose and scope of
the “survey” or “upgrade” that
Verizon would like to perform on
my property? o

The purpose of the FTTP upgrade is to provide a
dedicated fiber-optic connection directly to each unit
in your community, allowing your residents to have
access to the newest, most advanced
communications, information and entertainment
services available over a “future-proof” network that
will continue to support new applications and
capabilities as they are developed. The purpose of
our initial survey is to determine the architecture,
equipment and deployment options that are best
suited to deliver these Fios services to the residents
of each of your communities, and provides no
obligation on the owner’s behalf. Verizon will then
utilize this survey to create detailed drawings specific
to your community for the owner’s written approval
prior to the initiation of any on-site work.

When will construction begin and
when will it be completed?

Each apartment community will be different;
therefore, it is difficult to provide exact details of the
work required until a detailed site survey is
performed. When Verizon has completed the survey,
we will propose a specific start date and provide an
estimate of the project duration. Prior to the

.commencement of any work, written approval by the

owner will be obtained.

These statements were prepared by Verizon on 9/23/05 in response to the NMHC White Paper article entitled Telephone Fiber to the Premises: Apartment Owner

Issues and Considerations' and are subject to change at any time.

©2007 Verizon. All Rights Reserved.
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What services will the

company provide?

Verizon FiOS is the name of our new suite of fiber-
optic services delivered over Verizon's fiber network.
These services include traditional local and long
distance voice as well as broadband internet service
and video services (availability TBD per market).
FTTP Technology is capable of supporting a wide
range of applications in addition to these initial
offerings. Your Verizon representative will keep you
informed as new products and services are
developed and available.

Does the provider require

an exclusive agreement for

any service? ‘

Verizon is not seeking exclusivity in the provision of
voice, data or video services.  We recognize that a
resident may want to select an alternative provider for
these services, and has the right to do so. If the
owner enters into a Marketing agreement with
Verizon, we will require exclusivity in the marketing
and promotion of the contracted services at the
property level.

Will any exclusive contract conflict
with any existing agreements?
Verizon depends on you to know what contracts exist’
at your properties, and whether or not the Marketing
agreements we propose are in conflict with any such
agreements. To the extent that we are able to do so,
we will work cooperatively with you to ensure that
there are no conflicts.

Who will be responsible for the
cost of electric power to run the
ONT and related facilities?
It is the owner’s responsibility to provide power for
the ONT, assuming that the property is operated in a
-non-metered capacity. The amount of electricity
required to power the ONT is equivalent to the
amount needed to power a night light.

Who will be responsible for
replacing batteries in the

back-up power units?

Fios customers will be responsible for replacing.
batteries in the back-up power units. The FiOS user
guide and resident marketing collateral informs the
resident that batteries should be replaced
periodically. In addition, during the resident’s
"Personal Touch" instailation, the Verizon Technician
will review this information in detail.

Who will be liable if there is an
emergency and a resident has no
voice service because the
batteries have not been replaced”
The Verizon FiOS user guide clearly informs the
resident that it is their responsibility to replace
batteries periodically. At your discretion, you may

- take on this responsibility as part of your general
maintenance program at a property, or leave it to the
residents to care for. Verizon is not liable for any
failure to replace batteries as needed. Note: The

- problems associated with backup battery failure are
consistent with the current liability associated with a
resident’s choice, for example, to use a cordless
phone, which operates on electricity, VoIP service, or
the resident who elects to utilize celiular phone
service in place of a land line.

What will happen to existing
copper facilities? Will residents be
able to continue to subscribe to
telephone service using the
existing network?

Verizon is not planning to remove the copper cabling
at your existing properties as the fiber build-out takes
place. As Fios services are ordered by individual
residents, the services will be provisioned over the
fiber infrastructure.

If the property is a new construction community, all
the voice, data and video services currently available
from Verizon will be delivered via the fiber network
only. No copper network will be deployed (subject

to fiber deployment schedule on a central office
specific basis). m

These statements were prepared by Verizon on 9/23/05 in response to the NMHC White Paper article entitled ‘Telephone Fiber to the Premises: Apartment Owner

Issues and Considerations' and are subject to change at any time.

. ©2007 Verizon. All Rights Reserved.
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Services at a Glance

1. Who We Are

The AT&T Smart Moves program is designed

specifically to secure and retain AT&T Cafifornia

as the preferred provider-of services fo the
building owner; developer and property
management market segments.

- 2. What We Do-

‘Today, AT&T Cahforma operates on the
- competitive edge offering telephony, video
services and high speed Internet where
available. AT&T Smart Moves services secures
marketing contractual partnership agreements
with building owners, property management
companies, and developers.

3. What it Means To You

An:return:for: exclusxveEy marketing:our productS'
and. servxces, AT&T California: -compensates. the
‘owner a share-of the billed revenue earned- at
their community.

4. We’re Here To Help

After a contract is signed, your Customer
Relations Manager (CRM) will contact you and
introduce you to the AT&T Smart Moves
pragrain. The CRM is responsible for educating
the leasing staff, providing marketing and
promotions support, maintaining the
relationship with property management and
acting as an AT&T California liaison for property
issues.

5. What You Need to Do As a
Part Of this Agreement?

+ Recommend and promote AT&T California
products and. services exclusively, and hand out
to. each new.resident marketing materials
provided {by AT&T Smart Maves representative
ot under the AT&T Smart Moves program).

‘» Qur partnership for this property includes:

' Voice Services

Long Distance

u» High Speed Internet

B Video
« Please do not allow competitors’ marketing
material on your property, that may offer

services that you are contracted with AT&T
Cahforma to market.

+Call your AM to order more marketing
materials or arrange for additional education.

6. Where Do My Residents Cal!
For Service?

For your residents’ convenience encourage them
to make only one call to AT&T California
through the AT&T Smart Moves program. They
witl get all their telephone, as well as high
speed Internet services, through one source!
Residents shoutd call 1-877-225-0000 or order
on-line at att.com/easymove. Residents
needing repair may dial 611.
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gmarw[(wes REGIONAL CONE ‘ACT FOR MARKETING OF SERVICES.
For Pacific Bell Tetephone Conipany NEW CONSTRUGCTION MDU PROPERTILS‘

Bewween

“Pacific Bell Telephone Company (“Pacific'’)
a.California corporation

140 New Montgomery

San Francisco, California 94105

and

The proposed terms of this Contract shall expire if not.signed by Owner on or before April 15, 2002.
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bmartx’yfoves REGIONAL CONTRACT FOR MARKETING OF SERVICES
For Pacific Bell Telephone Company NEW CONSTRUCTION MDU PROPERTIES

This Contract -the “Contract”) is made and entered into as of the date signed by Pacific Bell
Telephone Company (the “Effective Date”), by and between (“Owner”), CENNEENN

P with its principal place of business at
and Pacific Bell Telephane Company, a Czlifornia corparation with its principal place of business at 140
New Montgomery, San Francisco, California 94105, acting hereunder as authorized sales agent for Pacific Bell

Interner Services (“PBE?);. Pacific Bell Information Services (“PBIS"), and Advanced Selutions, Inc. (“AST™),
collecuvely referred 1o herein gs “Pacific”.

"WHEREAS Pacific desires to-market; sell and provide certain focal exchange residential telephone services,
mcludmg high speed Internet-access, (the “Services™) that it offers to its residential local exchange telephone
custopriers within the setvice area of the Property (defined below); and

WHEREAS, Owner wishies:to-markeét the Services to residents:and prospective. residents, (the “Residents’”) of
Owner’s property (the “Propevt}?’) described in Exbibit A-“Property: Descrxptmn” attached hareto and made a part

hereof

NOW THERERORE, Pacifie and Owner; singulay the “Party™ or coliectweiy the: “Pames as the context may
require, agrée 45 followss:
1. Marketing Representafive Appointment:

Pacific appdinits Owner as its:marketing representative, and. Owner agrees 1o act gxclusively on behalf of
Pacific for the marketing and promotion of it Servxces atOwner’s Property.

2. Term of Contract:
This Contract shall be for a term of ten (10) years (the “Term™), commencing on the Effective Date. The

Expiration Date shall be ten (10) years after the Effective Date. Upon the Expiration Date, this Cantract shall
automatically renew ou a month to month basis until ¢ither Party gives the other Party a thirty (30 day-written notme

of termination hereof.
3. Compensation:

3.1, Performance Commission Paywents:

Pacific. will pay Owner commissions for the marketing and promotion of its Servicesbased on a
Performance Conunission Rate (“RCR”} off . Thz amount of the commission pdid to
Ovwner each mont shall be determined by multiplying the PCR by Pacific’s Total Billed Revenue (“TBR™)
for the Property. TBR is defined as the total charges for recurring monthly Services made by Pacifie for all
Servicés to all Residents of the Property that are Pacific customers. The TBR shail exclude taxes, special
fees, franchise. anid/orgovemmental fees, installatign charges, late payment charges, uncollectables, charg&
for equipment and by iness service,chatges. Pacific- shall have:no-gbligation ta pay commissiens for TER.
g,mratcd by-any 6f¢ at Ownerina; have under scparate contract with a-competitive provider.
The commiission- paymo t due to Owner hereuriderwill:be mizde by:the last.day:0f the second month
following the monthi in whichPacific bills any Resident, following the Effective Date. Subsequent payments
to Owner will be made motthly during theTerm, #ud fortwo marnths following the Expiration Date or early
termination: date;, covering cotimissions earned to-such date,

3.2, Address Forms and Records:

Al comynission payments will be based oo Pacific's sunumary billing records as establishied by.the
address information provided by the Owuer on the “Property Address Formm”, aftached as Exhibit B hereto.
Such commission payments will be sent via the U.S. Mail to the address specified for the Property. No
commissions wiil be paid for the revenue generated from units whose addresses are not inchided on the
Property Address Form. Owner may update the Property Address Form from time to time to include
additional addresses for the Property: Provided however, no comtnissions for such additional addresses

RESTRICTED PROPRIEFARY. NFORMATION
The infooration contained herein | is for use by ausherized traployees of the partics heseio oufy
and is not for geneeal distributon within oroutside their respoctive companics.



6. Training and Promotions:

Pacific shall provide Owner’s staff with dppropriate. SmarrMoves promoqonai material(s) and will irein
Owner's staffin the pramotian-of the Services-at no cost to Qwner,- “Training requirenients-and procedures, if any, far
Owner’s:staff, and all marketing and’promotional materials, plans, and schedules shall be determined by Pacific with
input from Owner; provided that Owner shall alse.fave the rightto reasonably apprave on ‘Propeity warketing
events, Pacific-will provide: promotional matcrmis and frain.Qwnei’s staff, after Both Parties Have. signed this

Contract.

7. Owner’s Qbhgations.

In acting as marketing representative for Pacific, Owner shall only offer to Owner’s Rcsrdcnts or
prospective Residents, informational or promotional material in any way related to the Services, that has been
provided by Pacific.or has been approved in advance by Pacific in writing. Owner will direct Residents desiring the

Services; to request orders for Services directly from Pacific in accordance with the SmartMoves® promotional
material provided by or approved by Pacific for-the ordering of the Services. Pacificreseryes the right to-alter the
‘ordering process, as it deems necessary. Owner will not distiibute fatse ot mxs{cadmg information associated with

the Services..

Owner will ngither market-any service at the Property that is or inay be reasonably considered by Pacific
be .competitive with the Service(s) covered by this Cantract, nor will Owper accept compensation {rom competitive
providers forthe provision. of competitive services to-Residents. Owner agrees to use Pacific’s telecommunication
services for its:business purposes at the Property, and Pacific shal! have the right to use all on premise
telecommunications wiring without charge during the Term. Owner shall direct residents, if asked, to-eoordinate
directly with Pacific regarding’ any complaints or technical problems concerning any of the Services..Owner will also
peemit ; Pacific-to sponsor special promotions: for the Services at the Property atmtitually agreed upon times and

dates.

Owiier will notifyithededsing: offic staffiat the ropertv{xes) mwriting within' sixty: (60} days of the
Effective Daté and: every:six; £6) month thegeafter during thé Térm of fhveir obhgatloms under the Contract 10
exclusively market and promote Pacrﬁc Services:as defined herein. Such notification will be i the form of Exhibic
D (“"Owner Notification Letter") actached hereto-and made a part thersof.

8. Other Terms and Conditions:

8.1. Assignment:

Owaer shall assign all of its rights and obligadons hereunder io any subsequent owner(s) of the
Property, and shall cause any such successor(s) in interest to execure a written confirmation whereby they
assume and agree to be bound by and perform alt of Qwnet’s obligitions under the Coutract for the
‘remainder-of its Term, When a sale or-othier-transfer of the Property is imminent, Owneragrees tonotify
Pac:ﬁc in writing, in accordance with Section entitled “Notices and Pavmenfs” at least thirty (30) days prior

‘to the closing of the sale.or transfer so that appropriate documcntanon to 1mplen1ent the intenit of this

Section can be prepared and executed by thie Parties.

If Owner fails to assign or transfer its rights or obligations under the Contract to any subseguent
owner(s) of the Property, or to notify Pacific in writing of the assignment of this Contract or conveyance of
the Property, then Owner shall be in default hereunder, and the provisions of the Termination/Default
Section shalf apply. Upon such defuult, Pacific, will have the right to cease paying commissions hereunder,
until an assignment of the Contract and written netice to Pacific occurs, without relieving Owner of its
'comracmal obhaauons hercunder. In addmon Pacifi fc.may terminate the Contract with cause: and collect
‘the Refund from Owner: it may pursut Gthér legzx' emedies:it-deems appropnate Any-comunissions
paidito Owrier for-dny period folleiving the domveyance; without notice and assigament, shall be reﬂmdvd e
Pacific by Qwner. Pacific shail have no obligation to pay commissions followin 1g a4 conveyance withou

wotice and assignment.

RESTRICTED PROPRIETARY INFORMATION
The information contained herein is for use by aatharized employess of the partics hereto oniy
and is nat for general distribution withia or outside their respeotive comparties,
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8.7. Indemnification: _
Each party agrees 10 indemnify, defend, and hold harmiess the other Party (including its officers,

disectors, principals, assigns, successors, affiliates, agents, and employees) from and against any end ail
‘liability; loss; damage; claimor-expense (including reasonable attorneys™ fees and court costs), inturred by
th -other in-conpectan. ith any-claiim, demand; or suitfor damages, injunction or.other relief to the extent

: r results from the negli geuce, gross negligence-or intentional misconduct (including, wxnhaut

Imutation Breacti or mnperformance oF this Conitract) of the ‘indempifying Party.

I the everitithata elaiimtirises under thig Indeminification Section, the indemnifying Party agrees.to
provide the indempified Party with sufficient notice of any clairty, to- iform the indemnified Party of any
subscquent written communication regarding the claim, and to filly cooperate with the indernnified Party in
defense of the cldim. The indemnifying Party; at its option, may assume control of the defense of the claim

and.of all negotiations for senlement or compromise.

8.8. Independent Cantractor:
Individuals-or.contractors emptoyed by each Party are not employsaes of the-other, and the
employing Party assumes full responsibility for compliance with all legal reqmremems related to the:

employment telationship:

‘8.9, InterLATA Servxce*
Qwmer and Resident(s), at théir discretion, may-choose an mtf:rLA'I‘A service provider of their
choice and Pacifie-will provide Owner add Residents with equal aceess to their carrier of choice for

purposes of interLATA services.

8.10. Limifation of Liability and Limited Warranty:
Pacific shall not be liable 1o Qwnet-orany third party for interruption of service from any cause.
Pacific’s liability, if any, to its customers will be governed exclusively in the case of regulated services by

the: apphcab[e tariff filed: thh the appropnate fedural or. state regulatery.agency;.or:in. the. case of non-
Teégmlated services by ract with the customer. Treno. evenvvilla Party be liableto the

ottier: for: ineidentl; spectal, indivéet, punitive; orconscguential damages, whether saundmg intort,
golitract, or othg; inctiding Tost revetiugs, lost profits'or pthier conmercial or économic. loss: arising out

of the performarice of this Contract.

Pacific'makes no warranties, either express or implied, other than those expressly comamed in this
Contract and any of its exhibits, to Owner or any third party with respect to the Services or equipment
provided hereunder, including, without limitation, warranties of merchantability and fituess for particular
purpose-or warranties whick arise from trade, custom, or usage, and warranties. of non-infringement. The
warrantics set forth berein are in liey ofall other warranties, whether written or oral, stanitory, exmcss or

implied.

‘§.11. Non-Exclusive Access:

Owner is not restricted by-this Contract from atlowing any competitive local exchange carrier
(“CLEC") to haye access to Owner’s Residents. Residents may select a CLEC of their choice for their
telecorumunications services and Owner shall not, inn any manner, inform its Residents that they are
festricted to using only Pacitic as their relecomrunications provider.

8.12. Noan-Waiver:
No course of dealing or failure by a Party to strictly enforce any term, right or c,ondmon hereunder
will be construed as a waiver of such term, right or condition.

8.13. Notices and Fayments:

Detivery of all notices, demands and invoices for payments required; other than for Performance
‘Cormission Payments, shall be-sentby: (i) first-class-mail, postage prepaid, returm receipt requested; or (if}
via facsimile machine, with elgctronic verifiable conﬂrmduon of reeaipt; or (itl) hand delivery by a-certified
courier; or (iv}) hand'delivéry by a duly authorized representative of the Pasty, tothe following addresses:

RESTRICTED PROPRIETARY IFORMATION
The information cortdined ferein is for use by authorized conployess of the parties berewo anty
and is not for general dzsm,ulvm within or putside their respective companics.



EXBIBITD -~ OWNER N O"I‘H;~ ICATION LETTER
(CUSTOMER'S LETTERHEAD)

(DATE)

TO:  Area Managers

Property Managers
Leasing agents

‘The purpose-of this lefter is to inform you that (Cétporate Narhe) Has entered into dn “Exclusive™

‘Marketing contract with Pacific Bell and théir SmartMoves® orgapization. The agreement
covers (Local Telephone services, High Speéd Tntetnet services(DSL). and Video serviees (via
Pacific Bell Home Entertainment and Direct TV} ) (choose those that apply), for: aH residents of
our apartment comimunities.

- Because there are financial considerations that affect our corporation, we have agreed in the
contract, that aur property leasing staff and managers will take certain actions with respect to
tesidents. Therefore, please be-advised that you aré herein directed as follows:~ with respect to
residents: :

I. Please state to-new perspective residents that “WE’ recommend SBC Pacific Bell
Telephone Company exclusively or the services mentioned above.

2. Do not recommend or meuntion any other providers for the above services, even if you |
know that another provider may offer those services. However, do not in any manner, inform
residents that they are restricted to using SBC Pacific Bell Telephone Company as their
?:gl@cqmmunications;pr;o’vider,

3. Pacific Bell SmartMoves® peisotinel Wﬂl contaet you af: the pmpewry, to arrange to
have a'briefinformation sessionfor you by théir SmartMoves® Property Relations Manager, and
to provide you with appropriate literature for you leasing office. This literature will generally
consist of “Welcome Kits”, and vou should give one of these kits to each new resident who rents
-an apartment. There may also be a small display sign to be displayed in the office,

I addition, it will be your responsibility to monitor the supply of these welcome kits, and
to call the SmartMoves® Property Relations Manager when additional quantltles are needed.
‘They will be provided free of charge.

4. As you expericnce staff turnover during any given vear, please ensure: that the.new staif

is aware of this program, are properly trained on their responsibilities under the program, and that
they are providing the promoton and welcome kits to the residents

RESTRICTED PROPRIETARY INFORMATION
The imfermation contained hereln is fur use by authodized cnployees of the pasties hiereto anly
aud is not for general disribution within or swiside their respective compaaics.
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- We, at corporate, are excited about this marketing agreement with Smartddoves®, and view this
relationship as a partnership for Pacific Bell and (Corporate Name). Your support will ensure
‘that the maximum benefit for both companies will be obtained.

| _ “Tharik you, and if you should have:any questieas,please contact (Namne) fzii«_fteif_egl;ome number).

Sigred By.........Corgorate VP of Above.

.The infoamation contained hars far ase hy aushucized cuployecs of
and is agt for general distribution within or outsige théir sespective compantes.

: ' RESTRICTED PROPRIETARY BNFORMATION

i parties hervio oty
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PAClFlC BELL SMARTMOVESR CONTRACT FOR MARKETING OF VIDEO SERV[CES

~This contract (the:;"Contrac—:t') is mad,e and éntered into as of the date signed between Farrﬁetd.Bnckyard

Place, L.L.C. (“Owrier"); registered/incorporated in the state of Califgrnia with its principat place of busiriess at
5510 Merehouse Drive, Suite 200, San Diego, CA 92121 d.b.a. Brickyard Place and Southwestern BelLVrdeo

. Semoes Inc. d:bia. Pacrt’ c Bell Home Entertainment (‘PBHE"), a Delaware corporation with its pfincipal

© place of business a§ 2600 North-Central ExpressWay, chhardson Texas 75080. Landlord and PBHE are
. collectrvety refetred to as “the Parties.” ’ }

PBHE provides: theo set-vtces (‘Services™ consrstmg of multt-channel vrdeo televxsron servxces with audio

o entertamment services, attd an interactive program guide; and channel prices and promotions offered for -

. speciat peomotions:of lxrrirted duration (“Services”), to the publlc "Owner desiiés to market and’self Services

to residents &Resrdents Dcf its Property, identified in Exhibit A (“the Property“), and take part in Pacrﬁc Bell's -

R SmartMoyes program Therefore the Parties agree as follows :

‘L - AGENCY APE. QINTMENT -

o

- 1.1 PBHE appoints Owner as its agent to market and sell Serv:ces to Resrdents. Owner agrees to act .
_exclusnvely on PBHE" behalf. PBHE will train Owner’s selected staff to provide sales and marketing
- services,_ prior to the Service Date(s)-on Exhibit A of this Contract and as needed to keep staff curent. -
PBHE may underta:ke reasonable re-miarketing efforts with respect to Residents who do not order
Services or: Resrdents who order less than-all of the avallable Services. Prior to any on Property ,
- solicitations, PBHE will coordinate with the Property manager or the Owner and all sohcrtatron wilk. be )
’conducted in a first. class and professronal manner.

1.2 Dunng the term of thrs Contract, Owner agrees not to market seli; actas an agent for, prowde
facilitate, or grant the provision of any service competitive with Services PBHE offers at the’ Property.-
Except as requrred by.Law, Owner will not facilitate the provision of any service or grant any other.
video service: prdvzder the right to-provide such competitive services to Restdents, so tong as this

. Contract remalns in effect and PBHE is notin default hereunder .

" 2. TERM O Ecgu:ggg_i '

2.1 Thls Contract as It applles to each. Property is effectrve from the Property S actual service date,
which is based op the completlon of the first resident building (“Service Date") at the Property toa
- date ten (10) yeelrs from the aétual Service Date (the “Expiration Date"). The Contract shall be
-automatically rerLewed for-an additional five (5) years, unless onie Party notifies the: other in writing six
(8 months prior to the original Expiration’ Date of the notlfylng Party's mtentton to not renew.

22 Owner-desires E?BI:IE to ingtall a Video. System(s) -as def'ned below, at no charge to Owner and
transfer ‘ownership of poitions of the system -to Owrier when' this Contract expires or termmates
. PBHE agrees talassume this expense based on the Contract's term andifs right to compensatxon for
_its Systern. undgr the Contract. PBHE belreves -and Owner agrees, that the Contract’s term ts
reasonable and réflects the fime PBHE needs. to recovér its investment. " If this Contract is termlnated e
~ prior to its expl};uon Owner, will- be responsrb[e for the capltal lnvestment refund and. any-- other -
'appllcahlefees prcvrded hereunder :

i

B 2 3 Should Owner chgose to termmate tttrs Contract pncr to the completlon of the constmctton of- the

System, Owner Will reimburse PBHE for all material, labor, and installation costs associated; with the
‘ construction of thte System wrthln thtrty (30) days after termmatlon _Thereafter, Owner w1ll receive
ownershtp of thelCable . .

: ZA tn addmon to Sedtron 2 1 2 2 and 23 above Owner shall not: dtssemxnate false or mrsleadrng
“informiation, to Resrdents about PBHEServrces actept fees, commissions; or any valuable -
cons:derat:on in gonngction with this: Contract except. from PBHE as provrded hereln nor dlsciose



PBHE custemer mformatien or accept payment for the dlsclosure or use of PBHE customer -

Page 2

: lnformation

A0 s PBHE SERVICES.
' 3 1. Video System Faclhtles and Egulgment

- a.

' tnlttal mstatléiitxon af the Video: System(s) and System Equrpment ("System") shall be\completed

within ninety, {90)-days from the latestof; a.) the executed date of the Memorandum-of Iritent, b.) .
the executlo date of this.Contract, or-¢;) the date agreed upon by the Parties. The term System
shalt méan ait-facilities, parts, and equxpment required for thie operations of the multi-channel
cable commihmcatlons telev;s:on system (i.e., all.building wiring, all conduit, all cables;, coaxial

-« .andfi ber connectors, jacks,. satelhte dish, off-air antenna, and headrend) . PBHE will engineer, -
- furnishiruqst i1, awn;: and shall-be responsible for the System for the term of the Contract.

lnstallatidn y be: comptet’edbased on-the: mutually agreed uponplanning of the Owner and
PBHE: prrprIathe executiomaf this’ Gontract. Planmng shall lnclude the xdenttty of all contractors

and/or.§ubcontractors to:be used by PBHE..

PBHE will pérform alf work, mcluding any future mstallatgons or. upgrades ina good and

,workmanhke manner, and in conformance with applicabre, governmental regulatlons standards,
.-and'requireqents. Services for the Systemn Wil be provided:through the System Via satellite dish

and off:alr aptenna Plans and specn‘" ications of the System Wlll be in accordaricé with all
apphcable Laws .

' Prompfly a er completlon of mstallatlon of the" System 'PBHE shall dehver to Owner an’ as-built _
“drawingshowing the location. of all underground portions of the System. PBHE shall update the . .
~ as-built dl:aV\Lng for the System as needed to reflect changes to the:System made by PBHE )

- 3.2 lnstallatlon andl Mamtenance of. the Svstem .

REDACTED




A P e B A AL B P 8 e 8 e o © T r o e

Page3

3 3 PBHE Serv:ces.For Landlord and’ Residents

C ' . a, PBHE tmtlal, channel hne-up and rates for the Property shall be as set forth in Exhlblt C. Overall,

' the Servuces;, prlces, and service quality will be-comparable to of better than those offered by
ofher video service providers in the area:using similar systems and technology. PBHE may
establish.and change the Services, prices, terms, and conditions. When possible; PBHE wm

prowde quler and’ Resndents thurty (30). days written nottce of such changes

b. PBHE Wl” pr‘owde fuchomphmentary DIRECTV Total Cho:ce Serv:ce on one (1) converter box in
two (2) resxdtantlal dwelling units on the Property. The location of these complimentary services
will be at the[ owner's discretion. ‘Initial installation will be. provided at no. charge. PBHE may

“change. or diScontinue.this offering at its sole discretion- upon thlrty {30) days written notice to
thase recewﬁlg the comphmentary service. . -

c DtRECTV C b phmentary Total Chonce Premler wi!f be prowded onone (1) ¢ converter hox for the o
leasing officeat each Property:in Exhibit-A for the term of this Contract. Complimentary
Basic Tier Se)rwce (|acal programmmg) wilkbe; provwed to' Owner at other cammon areas on the

S ] Property

1 REDACTED
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MULTIPLE DWELLING UNIT
* MARKETING AGREEMENT

This MULTIPLE DWELLING UNIT (MDU) MARKETING AGREEMENT (“Agreement™) is entered into by and between BELLSOUTH
TELECOMMUNICATIONS, INC., a Georgia corporation with its principal place of business at 675 West Peachtree Street, Atlanta; Georgia 30373, on behalf of
itself and certain affiliated BellSouth Companies whose services BST is authorized to sell (“BST™) and {INSERT COMPANY], a [INSERT STATE] corporation with

its principal place of business at [INSERT ADDRESS] (“PROPERTY OWNER™),

WHEREAS, BST is engaged in thc business of markctmg and providing services; and,

WHEREAS, PROPERTY OWNER is engaged in the business of marketing and sales/leasing of residential dwellings; and,

WHEREAS, BST intends to offer certain services via certain authorized sales representatives; and

WHEREAS, BST desires to retain the services of PROPERTY QWNER to market and sell services for BST; and

WHEREAS, PROPERTY OWNER desires to become a marketing and sales representative of BST to sell services as indicated hereafter; and

NOW THEREFORE, in consideration of the premises and the mutual covenants herein contained, the parties hereby mutually agree as follows:

1. APPOINTMENT OF PROPERTY OWNER AS SALES
REPRESENTATIVE

A.

BST hergby appoints PROPERTY OWNER as-an authorized sales
representative at the locations designated in Appendix A of this
Agreement to promote the.sale- -of and to solicit orders for the
services enumerated in Appendix B and such other services as may

_ be subsequently added to this Agreement (“Service™).

PROPERTY OWNER hereby accepts such appointment and agrees
10 exert reasonable efforts to market and sell the Services described
orreferenced in this Agrecment, This Agreement contemplates
PROPERTY OWNER’s conduct of sales activity, directly and/or
indirectly, in the form of sales, or other activities as reasonably
requested or proposed from time to time by BST.

Itis agreed between the parties that BST also may market, promote,
and obtain orders for Service at the locations designated in
Appendix A through BST’s own sales force, its affiliates and/or
subsidiacies or through other contracted sales representatives.

BST and PROPERTY OWNER agree that the relationship between
themn arising from this Agreement is that of independent contractors.
Except for the rights retained by or granted ta, and the obligations
undertaken by, each party pursuant to this Agreement, neither has
any right or any authority to enter into any contract or undertaking
in the name of or for the account of the other or to assume or create
any obligation of any kind, expressed or implied, on behalf of the
other, nor shall the acts or omissions of either create any liability for
the other. Bach party shall conduct iis business at its own initiative,
respansibility, and expense. Unless otherwise provided expressly
herein, all persons assigned by PROPERTY OWNER to perform
under this Agreemnent shall be considered solely PROPERTY
OWNER's employees. PROPERTY OWNER is solely responsible
for all compensation paid directly to its employees. BST will pay
all compensation under this Agreemndent directly to PROPERTY
OWNER. Both parties shall at all times retain responsibility for
compliance with all terms, conditions and their respective
obligations under this Agreement. Subcontracting by either party,
in any form, of any of their respective obligations hereunder, in
whole or in part, without the other party’s authorization, is expressly
prohibited and constitutes breach of this Agreement and shall be
grounds for termination of this Agreement with Cause by the non-
terminating party. For purposes of this section, the term

subconiracting means delegating the work required or permitted

- under this Agreement to any person or third party not employed by

the parties.

Notwithstanding the above, PROPERTY OWNER may delegate to
a property management company some or all of the duties and
obligations placed on PROPERTY OWNER, subject to
PROPERTY OWNER's continued responsibility for all of its
obligations set forth herein, Written documentation of such
delegation of authority shall be provided by PROPERTY OWNER
to BST in the event of such delegation.

. TERM

1L

The term of this Agreement shall commence when fully executed by both
parties (“Execution Date”) and shall continue thereafier for a term of

() years, or until terminated as provided for under this

Agreement. This Agreement may be renewed at the end of the original
term for a term which shall be mutually aureed upon in writing by botly

" parties.

PROPERTY OWNER'S RESPONSIBILITIES'

A.

PROPERTY OWNER agrees to the tenns conditions and -
obligations set forth herein and in Appendices A and B, 8§ they .
relate to PROPERTY OWNERS" activities under this Avrccmenl_

Nothing in this Agreement shall be construed to preclude any
resident at the locations subject to this Agreement from unilateratly
electing to take similar products and services as are offered and sold
by PROPERTY OWNER on behalf of BST fiom another provider
of similar products and services. This Agreement shall not
constitute-an exclusive facilities agreement.

PROPERTY OWNER shall comply with any applicable provisions
of BST tariffs and such reasonable sales, service, engineering,
performance and operations standards as BST smay, from time to
time promulgate and communicate to PROPERTY OWNER. In the
event of any continued failure, after notice and a reasonable
opportunity to cure, of PROPERTY OWNER to comply with any of
the ahove-related provisions, BST may Terminate this Agreement’
with Cause.

PROPRIETARY AND CONFIDENTIAL
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D. PROPERTY OWNER agrees to the performance objectives set forth
in Appendix B. PROPERTY OWNER agrees to exert its best
efforts to meet these performance objectives. Continued failure,
after notice and a reasonable opportunity to cure, to attain the
agreed upon performance objectives shall be deemed a material
breach of this Agreement, and shall be grounds for termination of
this Agreement by BST with Cause.

BST'S RESPONSIBILITIES

A, BST agrees to the terms, conditions, and obligations set forth herein
and in Appendices A and B, as they relate to support of
PROPERTY OWNER’s sales efforts under this Agreement.

B. BST will make subsequent program erhancements available to
PROPERTY OWNER 5o long as all applicable terns, conditions
and other requirements for receipt of such enhancements are met
and expressly agreed upon by PROPERTY OWNER.

PRICES, TERMS OF SALE, COMMISSIONS
A, Prices A

BST shall.offer services to customers at the prices set forth in the
applicable BST tariffs, BST or affiliate price lists and/or in special
promotional packagcs pmvxdcd tf PROPERTY OWNER in any
given case. . )

B. Orders and Acceptance

1. ORDER PROCESS. All orders taken and entered by
PROPERTY OWNER from customers shall be in
conformance with the manner and terms specified by BST in
training and written operating standards and guidelines. All
orders shall be placed in the manner directed and through
BST's designated order channel and shali be subject to
availability, approval, and acceptance by BST. Only orders
coordinated through BST's designated order channel and
activated by BST will be eligible for payment of
compensation. For purposes of this section, the term
“activated” means that the service is installed and working for
the customer.

2. .Subject to applicable law, BST reserves the right at its sole
discretion to deny credit or service to any customer, to require
deposits, or to modify its credit terms as it deems apprapriate,
ar in accordance with the rules and regulations appraved by
the Public Service Commission of the state in which this
Agreement is to be performed. No compensation will be paid
for rejected or non-activated orders.

3. Uniess otherwise provided herein, once an order for Service
has been submitted to BST by PROPERTY OWNER, all post
sales activities such as installation, billing, repair and angoing
account maintenance shall be the responsibility of BST.

-

C. Commissions

1.  BST shall pay PROPERTY OWNER compensation at the
rates and in accordance with the terms and conditions
contained in Appendix B (“Quarterly Commissions™) and any
applicable sales and marketing program guidelines and
materials. No commissions will be paid to PROPERTY
OWNER for sales not made directly by the PROPERTY
OWNER or its approved agents. BST reserves the right to

V1L

VILL

recapture any or all of the commissions paid for sales of
Service to a customer wha disconnects such service ninety
(90) days or less from initiation of Service, unless designated
.otherwise in Appendix B. BST reserves the right to subtraet
any mouey owed to BST from the Quancﬂy Commlssxons
owed to PROPERTY OWNER.

2. Sales commissions may not be eamed by PROPERTY
) OWNER for sales of Service 1o PROPERTY OWNER for its
or its employees’ own use or for sales of Service to
PROPERTY OWNER's affiliates for their employees® awn
use, unless the employee resides on a property listed in
Appendix A.

QUALITY OF SERVICE

PROPERTY OWNER agrees that at all times it will maintsin a level of
quality of service in marketing and selling Service to BSTs customers
that is satisfactory to BST, in accordance with reasonable standacds
promulgated by BST and then in effect, and will take and permit to be
taken by BST all actions reasanably requested in order to ensure adequate
opportunity: for teview of PROPERTY OWNER’s performance by BST,
including, but not limited to, periodic review and analysis by BST of the
marketing and sales activities conducted by PROPERTY OWNER. BST
may terminate this Agreement with Cause if PROPERTY OWNER
continuously failures to maintain a level of quality satisfactory 1o BST,

ADVERTISING AND PROMOTION

At its sole cost and expense, BST shall supply PROPERTY OWNER
from time to time with appropriate supplies of brachures, price lists, and
other promoational material that BST may deem necessary to promote the
sale of Service. PROPERTY OWNER shall use such information only
for purposes consistent with this Agrecment. Any unused portion of such
material that becomes absolete, outdated, or otherwise inapplicable, and
any portion that may remain unused upon the termination of this
Agreement, shall be promptly returned to BST or certified as destroyed.
BST may, in its sole discretion, enter into advertising and promotional
campaigns with PROPERTY OWNER under terms and conditions agreed
to by the parties. Under no circumstances is BST obligated or required to
advertise, market or promote for or on behalf of PROPERTY OWNER.

VIIL. BST'S MARKS

A. Use _of Marks

BST will, upon request, provide a list of Names, Logos and Marks
(collectively, the “Marks™) which PROPERTY OWNER is
authorized to use under this Agreement in conjunction with the sale
of BST's Services. BST may periodically update the list of Marks
PROPERTY OWNER is authorized to use under this Agreement. *
The most current such list will always supersede any previously
issued list. Such list will also be supplemented with rules and
regulations pertaining to the Marls which PROPERTY OWNER
agrees to follow. BST authorizes PROPERTY OWNER to use the
Marks solely in conjunction with the advertising and sale of BST's
Services bearing the Marks pursvant to the terms hereof.

. PROPERTY OWNER shali strictly comply with all graphic
standards for the Marks which may be furnished from time to time
and shall placc appropriate trademark and service mark notices
relating to the Marks as instructed. All media advertising and
printed material in which the Marks are used shall be submitted to
BST for review in advance and shall not be distributed or used in
any manner without the prior written approval of BST. Any use of
the Marks that is not authorized herein or by an authorized

PROPRIETARY AND CONFIDENTIAL
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APPENDIX A
Authorized Marketing Areas

{. TERMS AND CON DITIONS

A. PROPERTY OWNER shall conduct the markehng and sales activities outlined in this Agreement in the specific Authorized Marketmg Area(s) as indicated
below.

B. Areas in Alabama, Florida, Georgia, Kenmcky, Louisiana, MlSSISSlppl North Caralina, South Carolina and Tennessee where BST does not provide
exchange services are not included in PROPERTY OWNER’s Authorized Marketing Area and PROPERTY OWNER is not authorized to sell, or to attempt
to sell, any Services in those areas, unless otherwise authorized by BST. In the event a property, where BST does not provide exchange service, is
inadvertently included in the Authorized Marketing Area, both parties agree to execute an amendment immediately deleting said property. PROPERTY

' OWNER will return to BST any Initial Advance Commission that may have been paid for said property.

C. PROPERTY. OWNER will supply BST with the mailing address of each apartment unit referenced below on the Execution Date for the pupose of tracking
performance as referenced in Appendix B,IIE.

D. BST reserves the right to accept or reject any proposed additions ar amendments to Section 11 below.

Il AUTHORIZED MARKETING AREAS

-PROPERTY OWNER shall conduct its pcn-mttcd marketing and sales.activities under this Agrccment to residents or prospecnve residents at the following
‘residential multiple dwelling unit Iocatmns and such locations shall be within BST’s authorized scrvicing area in the nine (9) state. regnon reférenced in 1.B.

abovc
Name of Property” L f:ddms of Property Number of Units _ Exclusive Products Option™
. 1 .
1 [INSERT]
2.

The Authorized Marketing Area(s) may be revised to add or delete pinpeme;s upon the mutual written agreement of the parties, Such written agreement will be in the
form of an amendment to this Appendix AL PROPERTY OWNER wilt give BST written notice thirty (30) days prior to the sale of any property listed in the
Authorized Marketing Areas. ) .

LY

* PROPERTY OWNER will provide BST written notice, -within thirty'(30) days, of all property name changes.

** The options below represent the products that will be sold in accordance with Appendix B.II(A), Exclusive Marketing Agreement._
A. Local, leng distance . ' Local, long distance, cellular, vided

B. Local, long distance, cellular Local, long distance, internet

C. Local, long distance, cellular, internet Local, long distance, intermet, videa

D. Local, long distance, cellular, intemet, video Local, long distance, video

moO=Mm
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APPENDIX B

L. SCOPE QF ACTIVITY

PROPERTY OWNER and BST agree that the following terms, conditions and obligations will apply to their i‘espective marketing, sales and supporf activities
subject to this Agreement. The obligations set forth below apply to the respective parties hereto and PROPERTY OWNER shall ensure that all of its duties nnd
obligations are adliered to even if such activities are to be performed by a third party on behalf of the PROPERTY OWNER.

. PROPERTY OWNER'S TERMS, CONDITIONS AND OBLIGATIONS ‘ Sy

A. - Exclusive Marketing Agreement : o _ g
During the term of this Agreement, or any extension thereof, PROPERTY OWNER agrees to-market and sell BST*s or its affiliates’ local landline services | ‘I
+(including vertical services), extended lacal calling area services, landline toll services (including BST interLATA toll services, when such service becomes ' i
available), mobile services, intemet access services, and where available, video/cable services (“Service™), on an exclusive basis. This requirement means :
that PROPERTY OWNER will not market or sell any services that compete with the BST services, or market or sell any non-BST long distance service

(even prior to the time that BST"s interLATA toll services become available) for as long s this Agn:ement remains in force. BST may terminate this
Agrecment with Cause should this Tequirement not be met. In addition, PROPERTY OWNER agrees to comply with the Post-Termination Obligations
contained-in Section II. H. below.

BST"s agreement to pay the commissions and other campensation set out in Section IV.B. below and to provide sales aids and support to PROPERTY
OWNER and to provide training to PROPERTY OWNER's employees as set out in Section II1.B. of this Appendix are expressty conditioned on
PROPERTY OWNER's agreement to the provisions contained in the pxecedmg paragraph. BST believes that anly through selling the BST Service on an ,
i exclusive basis can PROPERTY OWNER devote its best efforts to.and maximize its effectiveness in-selling the BST Sepvice. In adda ! :
: . ensure that the u-ammg and otlier selling dssigtanceit prmndes with respéct to-the BST Service are tsed by PROPERTY OWNER to s6i1'tiie BST Serwcc
- andnot. any ‘competing prodacts or services.
t
/

B Trammg : .

PROPERTY OWNER agrees to have all of its on-site leasing and sales personne] that will be eugaged in selling BST Service attend-and complete the
appropriate introductory training within forty-five (45) days of i) BST"s execution of this Agreement or ii) all newly hired personnel’s start date
(PROPERTY OWNER will inform BST of all newly hired on-site leasing and sales personnel). If this provision is not met due to factors within the control
of PROPERTY OWNER, BST may terminate this Agreement with Cause. PROPERTY OWNER also agrees its personnel will attend any subsequent
training relating to specific products and/or services or specified promotional offerings.

C. Sales and Marketing )

PROPERTY OWNER will undertake all diligent and reasonable efforts to market and sell Service, in accardance with this Agreement, to every new

resident of the properties identified in Appendix A or to new residents of any properties subsequently added to Appendix A. PROPERTY OWNER will also
distribute BST provided “move-in" packages to residents who purchase BST Services from PROPERTY OWNER. In addition, PROPERTY OWNER wil
verbally promote the relationship between PROPERTY OWNER and BST and present BST sales and promotional material to patential residents in
conjunction with the distribution of PROPERTY OWNER'S promotional and other materials. PROPERTY OWNER will, to the extent practicable, also
proactively market BST Services to customers terminating theit lease and to undertake all diligent and reasonable efforts to market and sell the dcpamng
resident Service for the resident’s new address,

D. Ordexs

PROPERTY OWNER will solicit and submit orders for Service in the manner directed, and using the procedures outlined by BST in written operating
. - standards and guidelines developed by BST and furnished to PROPERTY OWNER. At least ninety percent (90%) of the orders received by BST from
PROPERTY OWNER in any month of the Term shall be complete and accurate. BST may terminate this Agreement with Cause should PROPERTY
OWNER not meet this condition. PROPERTY OWNER warrants and represents to BST that-any and all orders submitted by it to BST for Service, ar other
information received by it on behalf of a customer, shall be at the direction of and at the request of the present or prospective customer. Any service orders
placed or customer information delivered by PROPERTY OWNER without authorization of the customer shall be a violation of this Agreement, and BST
. may terminate this Agreement with Cause in the event of such a breach. BST may immediately disconnect any service not authorized by the customer, and
| BST shall be entitled to recapture any commissions paid to PROPERTY OWNER for any improperly ordered Service, and to the recovery of any and all
costs, charges and administrative expenses incurred by BST in adjusting the customer’s account.

d E.  Performance Objectives >

PROPERTY OWNER agrees to a performance abjective of selling and obtaining “New Service” orders for at least sixty percent (60%) of the orders.
received by BST at the properties subject to this Agreement. For purposes of this section, “New Service™ shall mean the initiation of Basic Local Service or
Complete Choice as referenced in section 1V.B of this Appendix. Additional lines to existing BST customers living on the property will not count toward
satisfying this performance objective. Continued failure to attain this performance objective, after notice and a reasonable opportunity to cure such
perfarmance deficiencies, shall be considered a material breach and shall be grounds for BST to terminate this Agreemeat with Cause.

PROPRIETARY AND CONFIDENTIAL




BST nay from time to time develop special bonus offers for PROPERTY OWNER and will provide PROPERTY OWNER with the specific terms and
conditions relating to such bonus offers. BST may have one or more bonus offers active at any time during this Agreement, and may introduce and
discontinue such bonus offers at its sole discretion.

G.  Special Promational Offers
BST may from time to time develap special promotional offers and make such offers available to PROPERTY OWNER to market'and sell to residents. if
PROPERTY OWNER agrees to participate in such special promational offers, BST will provide PROPERTY OWNER with a complete marketing plan of
action, including conipensation applicable thereto, relating to such promational offers. BST will notify PROPERTY OWNER as soon as practicable about
the details of the promotional program including, but not limited to the duration of the promotion, details of the products and services to be offered, prices
and other related details pertaining to the promotion. BST may have one or more promotional offers active at the same tivae during this Agreement.

H. . Program Enhancements

BST will make sui:sequent program enhancements available to PROPERTY OWNER so long as all applicable tevms, conditions and other requirements for
receipt of such enhancements are met and expressly agreed upon by PROPERTY OWNER.

1IV. COMPENSATION
BST will compensate PROPERTY OWNER for its successful marketing and sales efforts at the rates, and pursuant to the terms and conditions set forth below,

and if applicable pursuant to any special promotional sales program guidelines and materials. BST reserves the right to recapture any or all of the commissions
paid for sales of Service to a customer who disconnects such Service ninety (90) days or less from initiation of Service, unless designated otherwise below.

- |
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QWEST BROADBAND SERVICES & MARKETING AGREEMENT

This Qwest Broadband Services & Marketing Agreements (“Agreement”) between QWEST Broadband Services, Inc., a Delaware

corporation (“BSI”) and RGNS (‘P roperty Owner”)

is effective on the latest date signed by both parties (“Effective Date”). This
Agreement includes all attached and referenced exhibits. See Exhibit A for additional definitions.

1. BSI OBLIGATIONS

1.1  [Installation of Broadband Equipment. BSI will install or augment all Broadband Equipment at the Property necessary for
Residents to receive the Broadband Services. :

1.2 Billing. BSI or its designated third party vendor(s) will directly invoice those individual Residents who receive Broadband
Services. -

@

1.3  Repairs Incident to Removal. BSI will repair any damage to the Property caused by BSI's installatio %re\%%al or replacement of
any Broadband Equipment. . ) g '*a

-1.4  Control of Operation's BSI will have sole control over the Broadband Equipment, the groadban erw s and all related
operations. BSI may add to, delete, or change the Broadband Services in its sole dlscret“en Unless ngnse stated in this
Agreement, BSI wilf pay all costs to maintain the Broadband Equipment. "

1.5 System Outages/Repairs. BSI W|Il make commerCIaIly reasonable efforts to repalr»”ﬁ’(r) a
subscriber problems by appomtment during normal business hours.

16  Compensation. As long as Property Owner complies with its.obligation'hv
compensation in accordance with Exhibit C. .

2. PROPERTY OWNER OBLIGATIONS

2.1 Utilities, Space and Wiring. Property Owner will make avallable
Equipment installation, maintenarice and operation.
Property in a mutually agreeable location(s). Property Owner al ,
use of, and access to, the Property Owner Wiring. Property»@wner"
at its sole expense :

/rants to BSI, at no charge a non- exclusrve license for unrestricted
Vill maintain the Property Owner Wiring in good working condition

2.2 Easements. Property Owner will contemporanevously.;e_xecute in favor of BS| an easement, a copy of which is attached to this
Agreement as Exhibit F. This Agreement will be of.no force andieffest unless and untit BS| and Property Owner execute the easement.

2.3 Interference. Property Owner will not install .the installation of any equipment including but not limited to, antennas,

transducers amplifiers, transmrtters micr wave‘equlpmentt ofF‘any other equipment that could impede or interfere with BSI's ability to

broadband or other services that compete with theWBroadband Services, to all current and potential Residents. This includes, but is not
limited to: (a) supplying BSI- provrdedaorder forms and promotional materials (“BS| Supplied Materials™) in the Property leasing/sales
office and information packets#{b)ip BSI signage in a prominent location on the Property; (c) allowing information kiosks and live
demonstrations at mutually. agr ions; (d) verbally endorsing the Broadband Services to all Residents; and (e) allowing BSI
reasonable access to, «the"P rty for marketmg purposes. Property Owner will hot endorse or enter mto another endorsement

comphmentary services.at an itne in any Unit prior to a Resident ordenng initial services. BSI will deliver al! BSI Supphed Materials to
Property Owner at thesfollowing address:

2.4.1 Use of Qwest Supplied Materials. Property Owner will only use BS! Supplied Materials to promote the Broadband Services and
will not develop or use any other product literature or modify the BS| Supplied Materials. Property Owner will not knowingly engage in
any activity that may be detrimental to Qwest's interest, reputation, or goodwill. This Agreement does not create an assignment or grant of
a license or other right, title or interest, regarding any copyrighted material, logo, trademark, trade name, or any other intellectual property
owned by Qwest. Property Owner will not issue any press release or make any other public announcement regarding this Agreement or
any relation between Property Owner and BSI without BS! written consent.

2.5 Training. At BSI's request, Property Owner and its managers and sales staff will attend a process orientation session conducted
by BSI or its agents at a mutually agreeable time and location. BSI may train Property Owner's sales staff on matters related to the
Broadband Services and the relevant terms of this Agreement (including orientation updates as necessary).

2.6  Referral of New Residents. With respect to condominiums, town homes or other “for sale” Units, Property Owner will provide
BS! with specific street addresses for each Unit. Property Owner will provide a quarterly list of Unit closings and projected closing and
other relevant dates to BSI prior to each calendar quarter. For all Units, whether or not offered for sale or rental, Property Owner will
refer all residents to a BS! representative prior to occupancy of any Units and on an on-going basis as appropriate. If Property Owner

© 2006 Qwest Broadband Services Inc.  Confidential. Disclosure and distribution is subject to the terms and conditions of this Qwest Broadband
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elects to convert the Units from rental to “for sale”, Property Owner will provide Qwest with written notice 90 days prior to such
conversion. ,

3. TERM AND TERMINATION. This Agreement begins on the Effective Date and expires ten (10) years from the date BSI first

begins providing Broadband Services on the Property (the “Term”). Either party may terminate this Agreement (and seek any available

legal or equitable remedies) for breach of this Agreement by the other party that is not cured wnthm 30 days from written_notice from the
non-breaching party.

REDACTED

If BSI decides that (a) continuing the Broadband Services on the Property is economically impracticable; ;éb) changes in applicable faw
make it impracticable or impossible for BSI to continue to maintain or operate the Broadband Eqmpment;;ggr (c)_j;te_chnologrcal advances
render the current Broadband Equipment obsolete, BSI may terminate this Agreement without liability on 30idays wntten notice.

4. OWNERSHIP OF BROADBAND EQUIPMENT. All Broadband Equipment is the personal property ¢ "Sl and will not be
considered fixtures of the Property. Property Owner has no rights to or in the Broadband Equtpment Property Owner and Property
Owner's employees, agents and contractors will not use, tamper or otherwise interfere wj £ the\Broadband | Equipment and will be fully
responsible for any damage they cause to the Broadband Equipment. The termination™6t tigp o ﬁﬁs Agreement will not affect
BSI's rights to continue providing the Broadband Services to the Residents nor will it impact nce ny easements, licenses or rights
of entry previously granted to BSI by Property Owner. At the cancellation, termindtion or exp(r%hnﬁof this Agreement BSI may, at its
option, éither remiove or leave in place any or alf Broadband Equtpment on the r )%% at nogypenalty or cost to BSI. Under no
circumstances Wl|| BSI be considered to have abandoned or waived any rig é’te%the i fedba“quwpment

5. DIRECT BROADCAST SATELLITE. If BSI partners with a Dlrect“‘Br cast Sa% §;:te provider (“DBS Provider”) to deliver video
programming to the Property, BSI's obligation to deliver video progremr%mg %5@ e Property will be contingent on BS!I and the DBS
Provider maintaining a contractual relationship. If video programmmg i %\ehveredgto the Property by a DBS Provider: (a) the DBS
Provider will be solely responsible for all programming content r:;,d the equlpment necessary to provide video programming; and (b)
individual Residents will be responsible for entering into subgeribe ;] reements directly with the DBS Provider. If the contract between
BS! and a DBS Provider for video programmmg to the Pfoperty eve Aates or expires, BS! will not be obligated to secure an
alternate provider of video programming under this Agreem" nt.

6.  REPRESENTATIONS AND WARRANTIES,

6.1  Each party represents and warrants that; (a) thi 2nt has been duly authorized; (b) constitutes the legal, valid and binding
obligation of the parties; and (c) the execuhon of this Agre nt and performance of the obligations will not conflict with, or cause a
breach or default under any document to whi h elther party is bound.

6.2 Property Owner represents and warran' that? (a) the Property and any past, current or future activities conducted on the
Property materially comply with allEn vxronmental Laws (b) there is no past, current or threatened litigation or claims of any kind based
on Envnronmental Laws rega d the*R operty, (¢) it has a valid fee title to the Property and authority and legal right to perform this
i ' and contains no public easements, (e) it paid for and privately owns the Video Cable, (f) no
d affect Qwest's ability to fully utilize the Video Cable as contemplated herein, (g) Qwest will
esS {éithe Video Cable, and (h) no other provider of Video Services will be allowed use or have access to
; th)s”Agreement except as mandated by law. It is expressly understood and agreed that Tenants of
subscribing to direct-to-home satellite multi-channel video programming services.

receive exclusive use a ‘
the Video Cable dunng the Tert
the Property are not pregluded fro

6.3 Signatb‘rie “The:person signing this Agreement on behalf of Property Owner represents that he or she is authorized to bind
Property Owner to.this Agreement. The person signing this Agreement on behalf of BSI represents that he or she is authorized to bind
BSI to this Agreement

7. DISPUTE RESOLUTION, CHOICE OF LAW, AND VENUE The parties will attempt in good faith to resolve through negotiation
any dispute related to this Agreement. Either party may initiate negotiations by providing written notice to the other party setting forth
the dispute or the relief requested. If the parties are unable to resolve the dispute within a reasonable period of time, either party may
commence a civil action in'a United States District Court, or absent federal court jurisdiction, in a state court of competent jurisdiction, in
the location of the party to this Agreement not initiating the action. BSI may, however, initiate proceedings in Denver, Colorado to
collect undisputed amounts billed. Colorado state law, without regard to choice-of-law principles, governs all matters relating to this
Agreement. Each party, to the extent permitted by law, waives its right to a jury trial and any right to pursue any claim or action relating
to this Agreement on a class or consolidated basis or in a representative capacity.

8. INSURANCE
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1.1

12

1.3

14

15

1.6

1.7

EXHIBIT A
DEFINITIONS

Broadband Equ tipment. Those broadband components that deliver the Broadband Services, but does not include Property Owner
Wiring,

Broadband Services. "All current and future broadband services provided by BS! or its third party vendor.

Environmental Law. All present and future requirements of any governmental authority refating to tand use, public health, safety,
welfare or'the environment.

Hazardous Materials. Any material, chemical, compound, mixture, hazardous substance, waster or material, pollutant or
contaminant designated, defined, listed, classified, or regulated under any Environmental Law or even if not regulated, could
pose a hazard to the health and safety of the occupants of the Property or property-adjacent to the Propeigy.

" Property Owner Wiring. The inside wiring will be constructed and configured by Property Owner, iﬁ':eCCordﬂénce with Exhibit D.

Property Owner is solely responsible for the installation, maintenance, repair, upgrade, replacement», and expenses of the
Property Owner Witing’

roge! ty.

construction

Residents. The owners or occupants of any Unit.

Video Cable.

© 2006 Qwest Broadband Services Inc. Confidential. Disclosure and distribution is subject to the terms and conditions of this Qwest Broadband
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EXHIBIT C
COMPENSATION

BSI will pay the Compensation set forth below to the Property Owner for the exclusive marketing performed under

b this Agreement. - The Compensation will be based on:
(a) the up front payment of—per Unit at the Proper&; and
2. : f :
nd B,
| 3.
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%, HIGHSPEED 7
M. IRTERNEY

My e

With Qwest® Price for Life, you get high-speed internet
at one low price for the entire life of your service.
* 100% Satisfaction Guarantee - Qwest wants your 100% satisfaction. And to prove
e Ce dwe guarantee it for'30 days That's how conﬂdent we are that you ‘fThe tnoroughly
o ‘ happy with our service, ' _ ' : -
* Choose from two affordable super-fast broadband options. o :
¢ lncludes 199508 presmium with firewall and virus protecnon pop up guard and more. :

Qwest Cho:ce DSL Deluxe w:th f Qwest Cho:ce ESL Premter w:th :
MSN® Premium § MSN® Premium’
Speeds up to 1.5Mbps download and 896Kbps upload - Speeds up to 7Mbps download and 896Kbps upload ;
"+ Send and receive large files : ©. = Quickly download music and movies :
¢+ Download music and multi-task. ' : * Play online games with-high-end graphics :
: ¢ Watch streammg news: clips : : . Watch streaming video wﬁh less lag fime :

: Free activation Fres anthation”
Free self-installation Fres self-nstatiation
%68.99 professional instalfation $69,99 professional instalation
{Save $30 over reguiar cost) (Save $30 over regular costy
“Whien bundled vith a quamymg home phane pacKaQe $31.99 without a * hen bundied with a qualifying home phone Pdckage $41.99 without 3
bundte. Price for Life guarantee available to residential Qwest Choice OSL bundie. Price for Life guarantee available {6 residentiat Qwest Chaice DSL
Detuxe subscribers agresing to a two-year term commitment. Restrictions Premier subscribers agreeing to a fwo-year ferm commitment. Restrictions

apply. See below. Offer ends 5/19/07. apply. See below. Offer ends 5/19/07.

| 1 888-285-6808 ' B

? qwest.com west
Visit any Qwest store ' Spirit of Service”
HIGH-ZPEEE  INTERMET - DIGITAL 1Y - WIRELESZS - BIGITAL VOICE @ LOLAL & L D18y

Quwest Choiee™ DSL: With approved credit. Service not avallable in all areas. Speed tiers vary by location and actuat speeds will fiuctuate due to many factors. Prices exclude taxes, surcharges,
and other fees, Limit of one bundle discount for DSL services per account. Dissounts may apply after first full month of billing. Price for Life offer available ta Qwest® residential customers. Altering,
suspending or disconnecting service will cancel price guarantce and may result in an early {ermination charge. Requires compatible modem. Subject to additicnal restrictions and subscnber
agresment. MSH Premium also requires acceptance of MSN'S terms and conditions. Comact Qwes! for complete details.

Copyright £ 2007 Qwest. All Righis Reserved,
CO, 1A, 1D, M, MT, HD, #M, OR, SD, UT, WA, WY




BIGITAL TV .

@

« Over 185 channels, including locals*
+ DVR servics included

‘a monih (plus tax)

« For a limited time gel three free months
of HBO and Cinernax FOR 12 MONTHS
AND mﬂe@ Prica reflected includes a $10 bitl credit per month for

7 Channels 4 Channets i 12 consecative months after mall-in redemplion™

— Get America’s 1 Salelite TV Service. —
+ No equipment to buy. No start-up costs.

« FREE standard installation of four-room system.

« FREE DVR or HD recsiver upgrade after $100

mail-in rebate. Programming, DVR and-HD Access
fee commitments required.

Offers end 5/1/07 and are based on approved credit. New customers onty {iease
required). Lease fee $4.99 a month for second and each additional racetver.

*Efigibitity based on service address.

- ; Qwest
DIRECTYV, Spiri of Service'

SATELLITE TELEVLSIDN




HIGH-SPEED INTERNET - DIGITAL TV - WIRELESS - DIGITAL VOICE : LOCAL &  LONG DISTANCE

Over 185 channels, including locals* « DVR service included « For a fimited time get three free monthis of HBO" and Cinemax®
i, @ oo FoX % QO | ew @ amme

Stamity’ ‘&,— - % naGasscy  BETK d EED pemims Some:  PORE.
CMT comtv copa csmv corrent. Gpgin O B FOME @

D iEs 3 @ iFC i IO e s,
@wm@@m%ﬁawww@%@ @%’“@
' e .8 Fan B Fmo SOP gy seke B iy @ 5%‘% @ s&

% Rt ’t& % m @nﬁ i, %ﬁ ?m® ﬁ%& classac .@f« %ﬁf@ @ ““sl%'— i g:é:;;~'*

thers end 5/1/07 and are based an approved oredit, New customers only {lease required). Leasé fee $4,99 3 month for second and earh additional receiver.
Alt programming and pricing subiject to change at atty time.

Avallable in AL, GA, Ms TH, SC and sections of NE as determined by ZIP cods, Blackout restrictions appiy.
Call your Qwest representative for details today!

(N

Let’s Talk Savings. |

1 888-285-6808 ; K

gwest.com ; QW’@ st ‘
Visit any Qwest store ETL&QE,E&VX}: 1 Spirit of Service’

FJ;g:bmly based on service address. DIRECT\I DIRECTY service prowded by DIRECTY and subject to credit dpproval A $4.99/mo, lease fee applies to second and each addfilional recewer

and s sxgn redempuon farm @ncluded in cusmmers fnrst DIRECTV b;ll a separate maiting or, in the state of New York from feldllef) and cornply with the terms of the form. Form must be postiarked
on o before 7/1/07, Account must be in “guod standing,” as determined by DIRECTY in its sole discretion, 1o remain efigibte. DIRECTV not responsible for Tate, ost, illegible, mutilated, incomplete,
misdirected or postage-due mail. Licit one bil credit offer per account. I AFTER 12 CONSECUTIVE MONTHS {3 MONTHS FOR HBO/CINEMAX OFFER}, CUSTOMER DOES NOT CONTAGT DIRECTVTO
CHANGE SERVICE, THEN ALL SERVIGES TO WHICH CUSTOMER IS SUBSCRIBING WILL AUTOMATICALLY COMTINUE ON THE 13TH MONTH (4TH MONTH FOR HBO/CINEMAX]) AT THE THEN-PREVAILING.
RATES, INCLUDING THE S4.89/MO. MIRROR FEE FOR THE 2HD AND EACH ADDITIONAL RECEIVER. In certain markets, programming/pricing may vary. Package pricing ai dicectv comfpackages
DIRECTV System has feature that restricts access to channels. PAY PER VIEW: Upon activation, customer will be mailed 12 PPV coupans, ona of which can be used each month for 2 $4,99 bill credit.
Additional restrictions apply. See terms printed on the coupon: INSTALLATION: Custom instaliation extra. SYSTEM LEASE: Purchase of 12 consecttive months {24 months for advanced receivers)
of any DIREGTV base programming ($29.99/mo. or above) or qualifying international services bundie required. DVR service commitment ($5.99/mo.) required for DVR. and HD DVR lease; HD Access
fee {$9.99/mo} required for HD and HD DVR lease. FAILURE TO ACTIVATE ALL DIRECTV SYSTEM EQUIPMENT IN ACCORDANCE WITH THE EQUIPMENT LEASE ADDENDUM MAY RESULT IN A
CHARGE OF $150 PER RECEIVER NOT ACTIVATED. IF YOU FAIL TO MAINTAIN YOUR PROGRAMMING COMMITMENT, DIRECTV MAY CHARGE A PRORATED FEE OF UP TO $300. RECEIVERS
ARE AT ALL TIMES PROPERTY OF DIRECTV AND MUST 8E RETURNED UPON CANCELLATION OF SERVIGE OR ADDITIONAL FEES MAY APPLY. VISIT directv.com DR CALL 1-800-DIRECTV
FOR DETAILS, Progrmmmq pricing. terms and conditions subject fo change at any time, Pricing residential. Taxes not included. Receipt of DIRECTV programming subject to DIRECTV Customer
Agreement; copy provided at directv.com/legel and mailed to customers in the first month. HBQ®, Cinemax® and Entourage™ are service marks of Home Box Office, inc. £2007 DIRECTY, Inc. DIRECTY
and the Cyclone Design logo are registered trademarks of BIRECTY, Inc. Al other trademarks and service marks are the property of their respactive owners.
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. . High-Speed Infernet
i { Surf the Web and downioad at blazing-fast
. T : speeds with a broadband connection

% wies-speeo ¢ Comes with the Price for Life guarantee
S INTERKET 7 QOur price starts low and stays low - for the
T entire life of your service

Digital Yoiee: Locat and Long Distance
A reliable home phone package with
5¢-a-minute long-distance cafling to

o ——

Y DIGITAL

.. WOIGE anywhere In the U.S.
w/\;’v”,,ww . _M\A:\

i AN
5 E Wireless
! } Qwest Wireless® National 500 plan
kS F

\\ WIRELESS

RN

Price for Life guaranies only available

1o new residential Qwest Choice™ DSL

Delisxe or Plgrhier subsetibers agreging

10 @ two-year term commitment. .
Restrictions apply. Sae below. Offer

snds 5/18/07.

1 888-285-6808 ‘
gwest.com Q west

Visit any Qwest” store Spirit of Service”

HiGH-SPEED INTERMNET - Eiiii?;é’&i, T¥ « WIRELESS - DIGITAL VOICE: LOCAL & LONG DISTANCE

With approved. credit. Services not avaifable in alf areas. Discounts may apply after first full month of biling. May require equipment purchase or rentaf at additional chargs. Subject to applicable
restrictions, talifs and service agreements. Call Qwest® or visit www.quwest.conyfor detafls. Qwest Choice™ Bundle: One per accout; requites subscription to Qwest Chioice™ Home and one of more
qualifying services. Qwast Cholce Home: Some {eatures incompatible with others. Qwest® 5-Cent Plan: $4.99 monihly recurring eharge plus $0.05 per minute for all direct-dialed, domestic cafis
from customer’s home phone. Inlernational rates are excluded. High-Speed laternet: Price for Life offer available fo Qwest residential customers. Altering, suspending or disconnecting service wilt
cance! price guarantee and may result In an early termination charge. Actual connection speed varies depending on & variety of factors. MSN Premium also requires acceptance of MSH's terms and
conditions. Digital TV: Product availabifity and features vary by focation. Wireless: Selected plans qualify for bundle discount. Other charges apply, including $35 per-phone activation fee, $1.75
mantidy cost recovery fse psr phone, charges for additional minutes and roaming, per-message charges for Two Way Text Messaging, and $200 per-phone early termination fee wilh lixed-term
contracts. Calfs rounded tp to next full minute; unuged minutes forfeited. MSN is the registered trademark of Microsoft Corporation. All other trademarks are owned by Cwest

Copyright © 2007 Qwest, Alf Rights Rescrved.
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