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KNOLOGY OF PANAMA CITY INC.

EXCLUSIVE CABLE TELEVISION SERVICES AGREEMENT

day 0 by and between
"Owner"), WIth its principal office located at

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

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

WHEREAS, Owner owns certain real property and improvements located at

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
temlS and conditions set forth herein.

NOW, THEREFORE, in consideration of the mutual covenants contained 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. Operator 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 thatit 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: Obligations ofOpera'tof.
'-1: ·"/1 .

.,'.
2.1

2.2

2.3
REDACTED

2.4

2.5

2.6 Compensation. During the term or'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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Knologyrevenue-sharing plan for multi-dwelling

•

Knology helps you attract and retain re$id.en.u by offering the quality $erv;ic.es th:lt people seek.

I<nology Phone Service-local andlong dhtaXlce~ competitive rates. more than 20 calling features
like voice mail, call 'Waiting, caller ID and. more.

Knology Digibil Cable1V-mo:re than. 200 channels,
. superior pictul"eand sound, 47: Pl"enUUnl. ch.annds
with m:altiple screens ofHBO, Showtim.e. The Movie
Cbannel,E:D.core and STARZ!; Video on De~d

aIul-45 digi~ :music channels.

Knology Internet SeI:'Vice-Knology High~Speed

Internet; c1ownload. photos. mU&i.c. -ndco clips and
software at lightning-fast speeds; nO' dialing up, no

busr signals, won"t tie up your phone lW.e. Knology
IntroNet-IOO% :faster than. traditional diil-up serrice;
priced to fit any budget.

Knology Rerenue-ShmingPlan for Multi;..Dwelling Unit Owners

• Knology 'Willlinl: the fibeJ:'-optic network to property
:free ofeharge

• lCnology erewB are prof~sionallyttained. to minimize

installation'g bnpaet On your properly

Property owners reeeivea check. every.month and a ,;ecap oftheir suhscriben

Offering Knology seniees attract and retain more residents

Offering Knology serviCe4 increases owners' competitive edge OYer competing properties

KNOJpGT
lmology.com.



Knology uses a superior fiber-optic network that provides v:irtually

unlinritedbandwidth.
• Marconi-Communications nISe*S* Deep FiberBFC Networkta6 :6her-optie teclm.ology.further­

to an Optical Network Unit located within just a. few hundred feet ofeach. apartment urrlt.

• Each:6hernodeBern:sa m aximumofjW:24residenees

(as opposedto 300 to 1000). This allows for1~shared

bandwidth and..-therefore, :6:tster download andupload
.... - -.-

speeds forvoice. data and other Inrernet applicatiom.

Marconi Deep F:d>er givefi you virtually lmlimited,

bandwidthto handle any anticipated increase in tIaf6c,

accomplishedbyupgradingcards and. electro:riics.

'.'

','

~ ,

KNOl0GT
·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 liability corporation ("Company"), and

("Owner").

WHEREAS, Owner is the Association for the multiple dwelling-unit,
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 install 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.

(c) "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, 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 byCompariy,
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. Obligations 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.

(i) 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).

(ii) 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 Rights. 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 controll~d by Owner for th~
provision of the Services; and (iii) sufficient access and space for installation of any cables,
wiring, or other equipment reasonably required to be installed 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 ini.tial
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, all 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) Maintenance. 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.

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

5. Service.
(a) Company shall provide Services m~eting 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 maJntenance 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.

3



Exhibit "A"
Attached to and made a part ofthat certain Agreement, dated

_ between Sat Star Communications, LLC and

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:
Notice Address:

Sat Star Communications, LLC
5155 Rio Vista Avenue
Tampa, FL 33634
Attention: General Counsel

5. Owner:

Notice Address:

6. Term: Five (5) years from the date of this Agreement.

7. Extension Options: Automatic I 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 Fe.es: Commencihg on t.he initial delivery of services,an.~.the first da of
~onththereafter, Owner shall pay Company thoe amount of____
.....-. multiplied by in exchange for the cable television
programming portion of the Services. ommencing on the initial delivery of services, and on
the first day of every calendar. month thereafter, Owner shall .a Company the amount. of

. multiplied by in exchange 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.

9



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 forth on Exhibit "A-in attached hereto.

10
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, • ExclusiYcRigbt to·Provide Cable SerVice

Page I of7 .

....... Exclusive Right to Provide Cable Service .

THIS AGREEMENT, entered into thiS_daY of
engages (hereinaf\:er Ieferred to as "Customer" ,WI offices located
at . and Digital Commwtity Networks,Inc.,
(hereinafter referred to as UDCNets') with offices located at 4050 20lh Street West, Bradenton,
Florida 34205.

This Agreement is applicable to the property(ies) owned, managed, leased or operated by
Customer, . ereinafter referred to as
"Pro~rty'·).

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 provided to muhiple subscribers.
Cable Service - All video programming that can legally be retransmitted via a cable system and



Exclusive Right 10 Provide Cable Service
Page2or1

includes without exception any signal that can be captured from any television broadcast station,
satellite broadcast station, wireless broadcast station, data modem transmission and/or any signal
that can be oflocal origination. . .
Demarcation Point. - That point at or about twelve inches outside ofwheJ;C the cable wire enters
the subscriber's actual dwelling unit. For example, the "twelve inches outside the subscnOer~s

dwelling unit" could well·be a point on the sth floor outside of the building in which the dwelling
unit is located, if the new cable system is installed as an exterior post wire design. The location
ofthe subscriber's unit in the building(s) at the property does not change the demarcation point.

WHEREAS, Customer desires to have DCNets provide telecommunications services to
the Iesidents of the Property. These services include sertices 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 shall install at the Property. DCNets will install and operate the new cable
system for the sole purpose of making a profit on the operation of the retail sale of
telecommunication services to the residents of the Property. 0

Further, DCNets would not invest 1be swns required to build and operate the cable
system without the ability to remain in place and sell its selVices, even if there should. be a
change in o~'l1.ersbip of the Property. Therefore, Customer and DCNets agree to the following
tenus and conditions.

A.) Customer grants DCNets the followin,g rigbts:

1. A permanent :elllftlfet easement to the property to be used for the installation and!.
operation of its system in order to pro"ide teleco~uni~ti0D:services to the \
resiP,ent$ ofthe property~

2. "Phc o

'exclUs1ve -right" to· provide cabl~:;·sef0~es to residents of tllePropertY.,
C,!~ome~ is not responsible for any financial obligations to DCNets that residents

~.N :~;.li:iay...occurfor iIidividualsubscription for.c,able service from DCNets.

3.

4.

5.

6.

7.

REDACTED
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......

and efforts over the term 'Of this Agreement shall include:

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

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

d. Provide sui,table space for the display of promotional and educational
consumer-marketing materials in the Clubhouse and/or leMing office and any
other areas that are recommended by DCNets and deemed suitable by
Customer. .

B.) ~1IEREAStin further consideration for this Agreement, DCNets hereby agrees
to grant Customer the following: .

1. DCNets win provide residents with cable programming choices that are~ generally
available to residents in the county.

2. DCNets afilrms that cable1elevision services will be maintained and opemtedin a
professional manner in keeping wi1h generally recognized industIy standards.
Further DCNets affirms that programming choices and pricing \\-'ill be competitive
with franchised cable systernsin the region.

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

4. 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 ofthe system does
not comply v..i.th the plans and specifications. as previously a.greed upon, or any
dmtUJge is caused as a result ofDCNets' work it will be promptly corrected by the
company.

a. Subject to delays beyond the reasonable control of DCNets or caused by the
Customer or his employees or agents, work performed by DCNets shall
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 Jaw to perform
the task assigned to him.



• < E.xclushle Right to ProVide Cable SeTVic:e
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c. 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 l1lbbish
that results from the installation ofthe t~ecommunieations system.

e. DCNets shall be responsible for initiating, maintaining and supervising all
safety precautions and programs reasonably acceptable to DCNets and the
Customer in connection with the installation of the telecommw1ications
equipment.

f. AU construction and installation of the telecommunications system shall be
accomplished in a good and worlananlike manner in accordance v.1th plans,
specifications and the ~ted 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 ofpenetrations offsrewall.

5. Indelnnification 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, ifs
employees or agents.

a. Company; agrees that it shall maintain, at its sole expense, insurance
·coverage, including worker's compensation coverage in an amount sufficient
to comply with applicable law and employerfs 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 instaUation.

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, instaIlation and operation of the Property, except claims that
arise due to the gross negligence ofthe 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 (lS) 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 (12()) days prior to the commencement of any renewal period.
Said termination notification must be in writing and forwarded by certified US
mail.·
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CONTRACT FOR BULK CABLE SERVICE

This Contract for Cable TV Service is made effective as of this day of by and
between . . (herein
referred to as "Customer") and Digital Community Networks, Inc. of 4050 20th Street West,
Bradenton, Florida 34205 (herein referred to as "DCNets").

licable to the property(ies). owned, m~ed, leased or operated by
. ereinafter referred to as

1. DESCRIPTION OF SERVICES. Beginning on DCNets will provide 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 cont:raetua.l obligations. The specific
channels are described in l'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 ofCustomer.

2. A•. PAYMENT FOR SERVICES. Customer will pay compensation 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 ·'A.greementj between Digital Community NetWorks. Inc.

("Digital"). whose address is 2073 Porter Lake Drive, Suite D. Sarasota, Florida 34240. ~

(the "Owner"), whose address is

The Owner owns andIor manages a residential building commonly.

The property legal description is attaChed as Exhibit "A".

TERMS AND CONDITIONS

1.2. Instanation. Digital shall make a good and workmanlike installation of the

System 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



DIGITAL COMMUNITY NETWORKS
SERVICE AGREEMENT
PAGE 3

retail price for Service. and associated costs are set forth in ExlnlJit"C"". Digital sbal1 have sole

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

~uipment.

2.2. Broad~and and Telephony Serviees. Digital may, at its. sole discretion

provide high-speed Internet access and other services, to include telephone ~ce and home

security. Digital shall have sole discretion with 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 ifin force on this Property is shown in Exhibit "D"~

3. MARKETING.

3.1. Access. Digital's personnel will have access to the Property to Iilake serVice

and repair calls and conduct marlceting in common areas, on weekdays from 9 a.m. to 7 p.m., and on

weekends ftom 9 a.m. 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 win provide reasonable space in visible common aieas and

the rental office, ifapplicable, for the display and distribution ofDigital's marketing materials.

4. DIGITAL'S OTHER OBLIGATION§.

4.1. Digital's Representations. Digital warrants and represents that:

4.1.1. It 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 coIpOrate power, legal right and governmental and third party

approvals and consents as are required to fulfill all of its obligations under this Agreement; and

4.1.3. The execution. delivery and perfonnance of this Agreement by Digital

have been duly authorized by all necessary corporate action on the part ofDigital; and

Inkialsi
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ExhibitD
Bulk Rate Pricing

1. DESCRIPTION OF SERVICES FOR. .
Beginning on, ( . __ Digital will.provide the Bulk Rate Services to Owner for the term
oftheA~ent. The specific services are described below. .

Services offered in Bulk Rate Pricing~

Cable

High-SpeedIn.~ .. j

REDACTED

Bulk Rate Pricing
Page I of 4
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regulatory fees and taxes, COtDlty regulatory fees and taxes; state gross receipts tax, regulatory
admin costs; emergency funds and Federal Universal Service fees.

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~. local government body. Each month payment will be
eqUal t()the monthly rate of times the number of residential units which have rec:eived·a
CO..

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 far 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, ifprogramming 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 tenn ofthe 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 ofthe 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 tennination date ofthis
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 ina timely and workmanlike manner, 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 ofservice 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 fiUling to substantially perfonnany provision, tenn or condition of
this Contract (mcluding 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).

Bulk Rate Pricing
Page 2 of 4
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Verizon I Investor Relations

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
ofVerizon's fiber-optic, all-the-way-to-the-customer technology. Verizon will aggressively pursue agreements
to bring FiGS Intemet and FiGS 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 installed. 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 FiGS Internet and FiGS 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 FiGS Internet and FiGS TV
products differentiate their properties.

"We are intensifying our effort, begun last year, to get FiGS 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."

Page 1 of2
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Verizon IInvestor Relations

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 optic facilities and a
limited marketing agreement signed with the owner to offer FiOS services to residents.

Page 2 of2
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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.

F
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 fiber-based service, supercharges
the most bandwidth-intensive data,
video and voice applications and
has already earned rave reviews.

"I 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. "FiOS
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 FiOS
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



File Sharing

Multi...fJ1ayer Gaming, Interactive Distance Learning

••• HDTV Video On Demand

anything that becomes available in
the next 20 to 30 years," predicts Cliff
Yezefski of Verizon's mp (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, simple lighting
controls, computer networking and
distributed audio-video.

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 call~nhem

Enhanced Communities. In fact,
Verizon is in the process cif converting
its nationwide network to fiber optics.
The effortwill 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 capacity to handle

622

II Applications

II Technology

•• •• : •• t •••

100

Megabytes per second
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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: nearly180 channels of
100 percent digital programming,
plus a video-an-demand library
1,800 titles strong. Verizon is
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, ROS

TV uses both broadcast technology

to deliver scheduled programming

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 their favorite
channels in amazing high definition.
Not only will they have access to
premium channels 24 hours aday,
but they stay connected to the world
by tuning in to more than two dozen
popular international channels.

niP will change the way
consumers watch television,"
writes Deepa Iyer, 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 ';ls adding
several thousand dollars of equity
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 VerizonEnhanced 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 capacity of a data, video or
voice connection; higher bandwidth translates to
greater capacity and higher download and data­
transfer speeds·

a transmission type in which a single
"line" can accommodate several signals; also a
generic term widely used to describe any Internet
connection faster than dial-up

Internet service delivered
to the home via the same coaxial 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
talking 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 facilitate
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

Verizon's groundbreaking new.entertain­
ment service, delivering high-definition television an
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 incomin
signals traveling via copper lines or fiber-optic cabl
into Wi-Fi transmissions 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 builders who can
make it happen.

:onnected

A
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 lV
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
computers 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.

'i!\ new generation is viewing

the housing market from an

entirely different perspective," says

NAHB Executive Vice President

and CEO Jerry Howard. "They're

techno-savvy 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,

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

But while demand for technology
is particularly robust among the
young, that demand is still 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 horne."

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 a young
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

Verizon offers
its first-ever
fiber-optic
TV service.

MIII'••••la:I!l.
Apple unveils
the iPod.

MP3 format
is created.

The first
Widely available The first
personal echo Microsoft
computer boomers introduces The Internet 'fclhoo is becomes
is unveiled. are born. Windows. is launched. launched. available.
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Atari becomes TIME The first Intel Pentium
the first home Magazine personal data processor
video game names the assistant, debuts.
system. PC ""Man of or PDA, is

the Year:' released.

"Electronic
mail" invented.

-qurI
Corning
Glass invents
optical fiber:

The first
cellular
telephone
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-INSIGHT Research, Broqdband Access: DSL vs. cable Modems, 2002-2007

"People are choosing where to live based upon the

availability of high-speed access. If all other factors

are equivalent, areas with commercial deployments of

broadband are sought after more frequently. ... When

broadband services are introduced in any given area,

uptake rates are very high:'

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.,
one of the nation's largest real estate

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 technology 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."





The future today
High-tech Verizon communities are raising the bar on bandwidth and consumer

expectations. Located in northern Virginia,Brambleton is a case study for why

developers need to look ahead or be left behind.

O
n a recent flight to
Washington, D.C., Bill Fox

. struck up a conversation
with his seatmate, who

said he was moving to the D.C. area.
Out 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 community 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,
tciwnhomes and condominiums in
various architectural styles. Resort­
style amenities include pools, tennis
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. Its 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 CEO, Soave Enterprises LLC

the most technologically advanced
developments 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. "I called AOL,
Adelphia, Microsoft. No one called
us back," Fox recalls.

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 Brambteton 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 to offer our
customers unparalleled highctech
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. "I 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.

:'I1'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 Brambleton so much that he
moved there.

"Everything is wired. The
community intranet 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."
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Verizon 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.

V
erizon helps you sell

.

the benefits of fiber-optic
broadband to your
customers and

provides great seNice after the
sale. Not to mention dedicated
construction support to ensure
that you get fiber in the ground
on your timetable.

"It's a win-win situation - besides providing our

residents with high-speed Internet, it will give

them the ability to access HOTV and other

services that become available "in the future."

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

connected

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 seNice they want. Here
are five key points to consider:

oFiber 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
northeast of Dallas, is his company's
first Verizon fiber community. The
technology has struck such a chord
with consumers that he's now starting
a second one.

e Verizon offers the service
packages they're looking for.
Verizon delivers a complete suite
of telecommunications seNices:
data, video and voice. For many
consumers, this "triple-play" seNice
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 upscale builder, without the
ability to provide them with a single
source for all these seNices," says
Klinefelter. "Nobody wants to deal
with four or five utilities anymore."
In fact, these discounted bundled
seNices mean consumers pay
significantly less than they would
if buying seNices separately.

eThis technology will make their
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 ct,lstomer's lifestyle."

• 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



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 dbn'twant 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 compelling.

You and us
Financially, Verizon will be avaluable
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 attention includes a project
manager to serve 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 homeowners association (HOA),
or co-marketed services to
individual residents.

All of this enables builders and
developers to create unique sales
solutions and up-sell 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 gecided
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."



What does FlTP 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 plJJses of light to transmit voice, data
and video signal~ 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 powerful

. new network will make itpossible 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 FiGS 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 available
through Verizon.

What is the purpose and scope of
the "survey" or "upgrade" that
Verizon would like to perform on
my property?
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 anyon-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. •



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 traditiQnal 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 doso. 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 ONTis eqUivalent to the
amount needed to power a night light.

Who will be responsible for
replacin'g batteries in the
back-up power'units?
Fioscustomers 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" installation, 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, VolP service, or
the resident who elects to utilize cellular 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).•

These statements were prepared by Verizon on 9/23105 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 WeAre
The AT&T Smart Moves program is designed

specifically to secure and retain AT&T cati(ornia ­

as the preferred provider'ofservice~to the

building owner; developer and property

management market segmehts.

.2. What We Do·. .' .-'

Today, AT&T California 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
--lnreturrlforexdusively marketing.'our propucts

and s~rvi~es,AT&rCal1foroiacompensates the

owner .a share of the billedrevEinue earned,at

their corrimunity.

4. We're Here To Help
After a contract is signed, your Customer

Relations Manager (CRM) will contact you and

in troduce you to the AT&T Smart Moves

program. 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, anq (lq.nd out

to- each new.resident marketIng materials

provii;fecj (b.y AT~rSmartMow:s representative

or under the AT&T Smart Moves program).

• Our partnership for this property includes:

o Voice Services

CJ long Distance

o High Speed Internet

o Video

• Please do not allow competitor~' marketing

material on your property, that may offer

services that you are contracted with AT&T

California to market.

·Call your ANI to order more marketing

materials or arrange- for additional education.

6. Where Do My Residents Call
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

will get all their telephone, as well as high

speed Internet services, through one source!

Residents shOUld call 1-877-225-0000 or order

on-line at att.comieasymove. Residents

needing repair may dial 611.
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Smatuv}oi>.'es$'REGIONALCONTRi\CIFORMARKl;TING OFSERY!CFE.

For: PacificB'eUTelep:honeCOnipany'NEW CONSTRUCTION MDU P~DPERTIEB

Pacific Ben Telephone Company ("Pacific")
:.aCalifori:tiit corporation
140 Nevi Montgomery
Sa.n Francisco. California 94i05

and

The proposedterms of tills Omtract shall expire if uotsigned by Owner: on or ~eforeApril 15, 2002.
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SmartMd\1~@·REGIONALCONTRACT :FOR MA.Ri<E1'ING OF SERVICES
ForPacf1:k BeB. Telephone Company NEW CONSmti(:tlON MDU PROPERTIES

This Contract' tthe "Contract") is made and entered into as of the date signed by PaCific Ben
Telephone Company (the "Effective Date"), byand between _ ("Owner"), .

• j Ewith its principal place ofbusiuess at • .
and Pacific Bell Telepho.ne Company, a callfornia corporation with its principal place·ofbusmess at 140

N"ew Montgomery, San Francisco. California 94105. acting hereunder.as authorized sales agent for Pacific Bell
[ntemet Services ("PBr~);Pacifi.cBell Information Services ("PBIS"). and Advanced Solutions,. Inc. ('ASI").
collective~y"referred to· her.em as "PacHic".

WHEREAS; Pacific.desires tom!l.d<et;sell and provide certain lQcalexchange.residential telephone services,
including high speed btternetacc~ss,(the "Services")· that itoffers 'to its residential loca:l exchange telephone
cUSto~er.sW1thinthesetvICeareaof'ilie Property (detiJH~d.below);and .

WHEREAS. OwnerWishes:tomarkettheScrvices·to residcntsandpr(}spectivetesi<;l.ents, (the «Residen~~')of
Owner's property(the"PtoIl¢rl,Y'1)•..aescribedin E..-iliibit A--",Property Descnptiori'1., attached hereto and made tlpart
her"eQf· . . .

NQW T~;El."9;RE;p,aci.;fiSlWd Q~,er. singulartl1e "Paro/'orcoJlecthie!y,the"Parties" a~ the context may
reqtii;J;~'. t;g:ree~fQllows:;· ... .

LMarKetblg Repr~seIltllJi.veAp.pOintm~n;t;

Pacific app'oi!its Owner as its ITlarketingrepresentativ.q, and Owner agrees·to ~ct,~xclusiv:ely on. qehalfof
pacific for the marketing andpromotiolt of itsServi;ces.at·Owner's Property.

2. Term of Contract:

This Contract shall be for a term of ten (! 0) years (the ''Term''), commencing on the Effective Date. The.
Expiration Date shall be tcn(lO) years after the Effective Date. Upon·the Expiration Date, this C.;ontract shaH
automatically renew ou a month Co month basis un.til citherParty gi.vesthe other Party a thirty (30) day written notice
of termination h~reo(

3. Compensation:

3.1. PerformanceCofluriission Payments:

Pacific wiII pay Owner CDfiUlllssions for dte m".rI<eting and promotion of its Services based on a
Performance Commission Rate ("peR") of< . The amount ofllte commission paid to
Owner each month shall be determined by multiplying the PCRby Pacific's Total Billed. RevelJue.("TBR")
for the Property. TBR isddinetl as' tile totalcharges.fovecurringmonthly $e,rvi~madebyP:acificfQT all
Services to atl Residents of the Property IIv.'!.t are Pacific customers. The TBRshall e;<dudc ta:xe,~, special
f-ecs. franchis¢ andlotgovemmenta[ fees,)llst<tUatidnclw.rges, tate payment charges, ullcolle.ctab1es, charges
for. c'lulpment,aruthu~jhe!>s s~r,<,ice:charges.~ ~acif1p ~bail hav~noobli,g~o~fupay commissioos fOr TBR
;generat.ed by any ofthe-$¢J.",iicesthat Ownef1na:Y;haveunder separate contract with .i\.;~omp-ctitive. provider.
Thecortiniission payment aue'toO\'?J:icr hereundetwilLbeniade bY'the tasfdaYiOfthcsecond month
fdnowin~ the month in whichcPadific bills an.y.Restdent,{i)UoWingth~ Effective Date. Subsequent paymcniS
to. Q'Wiler will be rt.ta;de monthly during thc;Terrtt, ltl1d fat-two month,'l "following the Expiration Date or enrJy
:ten:tli:nat'iolida~, coV~dil.g commissions ellrn.ed to such. date.

3.2. Address forms and Records:

All commission payments will be based on Pacific's summary billing recor-ds as establishcd.bythe
address information providedby the Owner on the "Property Address Form", attached as Exhibit: 13 herew.
Such commission pa)'n1ents will be sent via the U.S. Mail to the address specified for the Property. No
commissions wiU be paid for the revenue generated from units whose addresses are norineluded on the
Property Address Fonn. Owner may update the Property Address Form from time to time to include
additional addresses for the Property; Proviqed however, no comrnissions.tor su.ch additional addresses

RESTRICTED I'.ROl'R:IETARY rNFOR.lyIATION
The In[ootltltlon cQm~in¢dhcrcin is jor use IW authQrized employec~ of the p<lrties ilen~IO only

and is not tor gcneud distdh::~ion t-viuiin or'oUtside thdt1Cs.pcctive~\}iUO'an~cs.R -
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6. T raini~g and Prolllotions:

Pacific shiill p.tovid~ OWner~s's'fuffwithap';propriate.Sro.aJ:tM·oye.i'" promotional materlftl(s) an~ willtreitl
OWner's sra£f.in the prQmoti~n,oftMServic¢sathocost to Qwner:1'rafuing requirements and pI;ocedures,if:.any, for
Owner'H~ff; and <J;1L.\;'tlarketingandipromotional materials, planS;aI1rl scp.edulessh:aU bed~!ned by Pacific with
Input from O"'lI}er;·,pr!.wiged(hat;Q\:Vner shaILaisogav:e ti1erighttoroaSonabiy<;pprG\!eonProperij inarketing
~ventS, p:aci,fic,wi!l providepromotioflal materials andlraill,Owtlei"s. staff~:after both.Parties have signed this
Contract. .. .

7. Owner's ObligatIons:

In acting I,IS mad:eting representative for Pacific, OViller shall only offer to Owner's Residents or
prospective Residents, infbnnational or promotional material in any way related to theServices, that has been
provided by Pacific or has been approved in advance by Pacific in writing. Owner will direct Residents desiring the

.Service:!, to. request. orders for Services directly from Pacific in accordance with the SmartM'oves0 promo~onal.
m:ar.erialpr.QYide~l by qNtppro,ved by l'acffic fQrth(}otdering of the Services. p<\cjp.c:reservestpe ri@.1t tq. altcI; tlW
'orderingprqcess,'as'it deCJms necessary. OwnerwiUnat distribute faf.seor mlsleadinginformation"asSQciated with
:the Serv.ices; ..... .

Owner wiUri.eirher market anyserviceatthe.Property chaOs or may be reasonably considered pr Pacific to
becompelitive with theServrce(s) covered by this Contract; nor will Owneracceprcompensationfrom competitive
provider,s forthe proVisibnofcompetitive services' to Residents, OVv'ner agrees to use Pacific's telecommunication
services for its business pw;poses at the Property, and Pacific shall have the right to use all on premise
telecontmulli~ations wiring without charge during dle Term. Owner shall direct residents, jfaSked, to·· coordinate
.directly with Pacific regarding any complaints or technical. problems concerningail.yof"the Services.-Owner wi\[ also
perm:itI>p;dfic>tospoosor s.pecia1·prol1lotiops.forth6Services' at the Property atmtitually agreed upon times and
.dates. .

'Q\~nei willnotify.;theleasirtgoffice: staffa~the;Pi·o.Perty{ie,s). in'Wti~ng'Within; sixty (GO)'daysafthe
effective Dateahd e.vety;six('6).rrto.i1ths.tJie(eafter~liringtlie Term:oftiieirbbligations \1Pderthe.Cpntract to
cxd\lsively mll.rkct andpromotePacificisServiccs'as .define-d herein. S!1ch llOcification "vin be·in·thefonn of ExJJibit
.D("Owner NotifioadonLefter") attached he~etoandma.de aparr thereoL

8. Other Terms and Conditions:

8.1. Assignment:

Owner shall assign all of its righls and obligations hereunder to any subsequent oVvner(s) ofrhe
Property, and shall.cause any such Sllccossor(s) in interest to execute a written confllmation whereby they
assume and agree to be bound by and perfonn all ofOwner's ohligations under the Contract for the
temaindcrb:fits Ttt;r!il; When a saleor:Qtliettmnsfet<.>fthe Propeto/ is implincnt,~)wner~gl:eestonotify

Pacific in writing" 'lilac:tordance "s,iithSe¢tibn entitled;' i'No~i~s·andPaymeIits·' at least thirty (30) days prior
.to. the closi,llg of l~e saleo~ transfersQ tharllPpropiiate documentation to iWplefilc.nt the intent or this .
Section can be prepared and executedby the Parties. . ..

If Owner fdils to assign or transfer its rights or obligations under the Contract to any subsequent
owner(s) of the Propelty, or to notifY Pacific in writing of the assignment oftbis Contract or conveyance of
the Property, then Owner shall be in default hereunder, and the provisions oftIle Terminati.Qn/Default
Section sha.ll apply. Upon such default, Pacific, will have the right to cease paying cQmmissions bereunder,
unu!;massigm:neI1t'oft!le Contract and written n0tic~to P-acific occurs, without relicvingOv.-ncr of i1s
contractUaL0bligat{ons.h~reWlger.Ir.ill.dd.ltion;Pacificmayterminate the Con.tract wfui causcaud colieer
'the' Refund from 'OWner; and it miy pUii;uc dtherlegatremedies:irdeemsappmpriate. Anycommissions
pairl'(oQWrie.r f6ran.YIinodf6HotViugtheqonveytfrtce; vliU1ouftiorkeand, assr,gnmem; shall be .refunded 10

Pacific by Owner. Pacific shaH have nQ obligation. to pay conul1issions followlng a conveyance ,,·;thOUl

noticeandassignmeut.

RESTRICTED Pl:\.OI'iUETAIZY £NFORMA'nON
Th,c lJ.l(OrUtlilfon cOnl:ainGd herein. is for .us~ hy autlloriz:c:rl cmpJoyc:-s of ~hc pnrtk--s hCI'Cl{) oOl)"

·ant! iSTlQ( iOt gcMraJ distribution with.in oroutsidc: lhdr c<;spcGt!ve <;Qmpank-s,
a
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8.7. Indemnification:

Each party agrees to indemnify, defen.q, and hold harmless the other Party (including its officers,
directOrs, ·principals. assigns, successors, affiliates, agents, and employees) from and against any and aU
:ii:~b}lliYi lo~s;$Ib,&g~~ q~mor-expense. (including ;rea:sqnable. attorneys" fees :and"'courtc~stS),in'c';IITed by
tii.Q,oih~r m.,c9.n.n~Q'O .~fuanycJ~im;l.'l.e(p:~d~ ors~tJ¢rdat'i\ag~~inji,U'J.cnon Or. otller relief to ihe extent
if~.caus~(l by:Cf r~~l~: frQ~.th~·D~gng~nc~1 ..gro.s$negi~D~'.or 'iriren,tio,(l.;u wis~onduct:Cmeiudingi 'withQ~t
limitatiOn, oreacl{or:tnmperfotmance'otthis ContraCt) of4.einderiuiifyillg Party. ... ..

in.(he. :¢veli:tithat·;i·'clilim::itris¢$ under thiS"J.h4etrinifi6ationSectioo. th¢'ind.emnifying·PartY agrees.to
prov.{clethe mdemnm~di?artY:with sufficientnotice. ofanydaim; to· iilfoi:nfthe'indemnifled Partyofany
subsequent \'lritten communicationre~ding tho claim, andte f.illy cooperate with the indemn.i£ed Party in
defense of the claim. The indemnifYing Part)'; at its option, may assume control of the defense of the claim
and ofall negotiations for settlement or compromise.

8.8. Independent Contractor:
IndiViduals (}t.eontraetors employed by each Partyare not employees oftheoth.er, and the

employing Party aSSUtnes fun responsibility for compliance with aU lega,l requirements related to the
:empl0Y,lllentr-elationship: .

'8~9~ InterLAT~'" Service:·
Owner and Resident(s), at therr. discretion, inaychoose an interLATA scrticeprovider oftheir

choice an4 Pacific\vUIprovide Owner aridResidents with equl.1l access to their carrier ofchoice for
purposes ofintcrLATA services.

8.10. Limitation of Liability llnd Limited Warranty:

.r'ttcific shll11 not be liable to Ownerorany third parry for interruption of service from any cause.
Paeific'5 liability. ifAnY, to its customers will be governed exclusively in the case Of rcgt).lated services by
the appliCable taf:i.ffs61edwi.ththe approptjate fcdcralor state regulatory agency;,0(1n· the case ofnon­
reguUited services liytlie:appHdible'coilti-act \vith fuecusi:&iller.Tnno eV'entWilla Party be linOleto the
mhe( fOr; iticid¢n~l;~l?eqial~Jndi't~ct" punitive; or;PPD.Scquentialda.maltCs, 'whethersOtiridingin tOrt;
cotitract,or oth:etWi:s~ lne:ludingJbst revetitles, lost pro"fits9(ptll.ercomltlercialQT economic loss arising out
of the perfonnance of this Contract.

Padfibm~kes no warranties, ei.ther express or irnplied~other than those: expressly contained in this
Contract and any ofits exhibits, to Owner or any third party with respect to the Services or equipmem
provided hereunde.r, including, without limitation, warranties of merchantability and fitness for particular
putpose,or warranties Willen. arise from trade, custom, or usage, and wananties ofnon-infringement. The
warianticsset f(jrthherein are in lieu ofaHdthetwarranties, wh¢thet \vntten Of oral; Stitnit()iy,exptes~ 6r
IlllPHed.

8~1l. Non-Exclusive Access:

Owner is.oot restricted bythis Contract from ailowing any competitive local e~challgc carner
("CLEe") to hayeaceess to Ovm.er's Residents. ResIdents may select a CLEe of their chQice for their
telecommunications services and Owner shull not, in any manner, infonn its Residents that they are
restricted to using only Pilcificas their telecommunications provider.

8.12. Non-Waiver:

No course of dealing or failure by a Party to strictly enforce any knn, right or condition hereunder
wm be construed as a waivcr of such tenn, right or condition.

iLl3. Notices and l!.~ymenJs:

Delivery orall llotigcs, demands and invoices for paymentsrequire.d; otJ.1er £hautor Performance
Commission Pl1ymen,ts, shalfbesentby: (i) first.c!assmail, postage prepaid,retumreceipt requested.; or {iiI
via facsimile machine, with electronic verifiable confirmation of receipt; or (iii) hand delivery by a certified
couri¢r; or (iv) handdeiivery by adt.lly authorized representative {)f tIle Part)', lOlhe foUo'wing addresses:

H.ES-fKlCTED PROPRl£TARY INFORlvfAflON
The iufarnuufon ·c()(ltain"t.d JScre-rn :is for ·use b)~ zutnorized ·t::o;l1p(UYC~ of the- p-~t~es·n~te\o only_

and is not for gcncr~l distribution within or outSideihei.r·resp~ctlrccnmpanics.
. ?
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Leasing agents
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f.t.~>~H
. ", - .'.'

...~

The:purpose: ofthiS'l~~ris to inform YQu.thatCCoipQt'ati~:.Narile) hasenteredinfd· an "Exclusive"
;Marketing contract with.PaCificBelland their Smatjjv.fowS®orga,nization. Tl1~ agreement
covers fLocalTeleph6ne'seMCcs. 'HilrhSpeedlnternetsetv1ce.<jQJst.)..an.d V1Cledsentices (via
Pacific BeUHome Entertainment and. DircctTV) ) (choose those that apply), for all residents of
our apartment communities.

Because there are financial considerations that affect our corporation, we have agreed in the
contract, that our propertyleasing staff and managers will take certain actions "\vith. respect to
·iesid¢nts. rherefor~, please be adviSed tbaLyouare herein directed as..follows- with resp9ct to
tesidents: . . .

1. Please state to new perspective residents that "WE' recommend SHe Paci:ficBell
Telephone Company exclusively or the services mentioned above.

2. Do not recommend or mention 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
tesidentsthat they ar~ restricted to using. SBC Pacific Bell TelephoneCompany as their
tele.coib:munications.pro\fi,d.er~

), Pacific.:B:eli$ma:iil1oveS®pefSdifuelwlll.contactyou·atthe property/to arrang~t()
haveabriefinformation sessionfqryou bytheitSmartMoves® Property Relations Manager,. and
to provide you with appropriate literature for you leasing ofiice. This {iterahlre will generally
consist of "'Welcome Kits", and you should give one ofthese kit'} to each new resident who rents
·an apartment. There may also bea small display sign to be displayed iathe office,

rn~ddition,it wiHbeyour responsibility to monitor the supply of these welcome kits, and
to can the Smartlv.foveS® Property Relations M.aIklger when additional quantities arc needed.

.They will be providedfrecofcha:rge.

4. As you experience staffturnover during any given year, please ensure that thc.ncv'l staff
is (l1.:varc ofrhis program, arc properly trained on their responsibilities under the prograll'l, and tl!t,r
they are providing the promotion and welcome kits to the residents.

ReSTRICTED PROl'RJET.:\RY L"F{)lU...1A·110N
Th.e fuio-OTlati.on c(}.nw.incd ht:rcin is fOf USC by authorized cllployecsof !hc parties h~:"c:ro only

and is nOt for gen::ra]l,ils:ribu.tiol! within or ou!Side their respe;;!.i\'c companies.
I
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We, at co:r:porate, are excited about tbismarketingagreementwith Smarti\1oves®. and view this
relationship as a partnership for Pacific BelLand (Corporate N arne). Your support will ensure
·that theqIaximum beIi.efit ror hothcompames will be obtalned.

Tfuu.ik':Y6Ui,tuid.,ifY.ottshouta/have:irilr.q'Uestiolis~:~Ieasecontacr'~atne):8t.(tdeBhonenumber).

RESTRlCrED P:{OI'RIETARY INFOR.;v1.t,T!ON
.The iniofmatio!t cont2.t.ncJ habia t~ (v[ usc h¥ ;w~hudz.cd t."'lnp1(~Y\::l::i ~.\f !,i~c ?<1ni-:s hcn:.!D \Jllh:

a,.'1d is nqt for &q1ct;U dlstribuiioll within Of outside their ~rt:<:ti"e oompaaks. .
I
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. " PACiFIC BELl'SMARTMOV£sR'CONTRACr:FOR MARKETING OF VI.oEOSERVrC·Eg

This contract (.the/Contf;;lcf) is mad~ and ~nte(ed into as of. the date ~igned'betvveen FaIrfieLd .sric~rd.
. Place, l.l.C, ("o.wqer"); registf?re<!lincorporated in the state of Califqrnia with its, principal place, of busine.ss at

551 bMor.ehouse Qrjve, Suite 200. San Oiego, CA 921~i d.b.a. Brickyard Place and Southwestern BellVideo
. $ervice$-, Inc. d:b~a.. Pactf'ic 8ell Hqme, Entertainment ("PBHE"), a.~elaware .cofp'or?tion with its pfindpal .
p!ace;pf~usiness as:.2~qo-~torth Central Expre$sway, Richar.dson, Texas 75080.. landlord !3nd PBHE are

. :collecthteLy referr.ad ~to ?~<...the Parties.n ' • ' , -, .'

PBHJ;. Pf~idas,v4d,eo, setv.~es (:'Services") Cq~sisting ;f'niUlti-yha'nn~I,videoteleVi~icin~ervice~,with audio
:.' entert<;i~nment.seNices-, ~:an irl-teractive program guide; ~r'id"G~~nnel p(ices and promotion~ offered for

spetiat..pfGl11otiol1s:<>f Uri1iteifquraUpn ("S~rvice5"), to. the pU~lIc. Owner desires' ~o m<;lrket an~'s~lt~ervices
to te5iq;ern~ ~Re5idetlt,$·~of:jts P·rope.rty. identifieq ill Exhib,it A ("the Property"), an~' take part'in Pa9ific 8~lI's .
SmartM0~-e~' P.rogr~m. Th'e'refore, the. Partie~ agree'as fciIlQw~: .' . ". '. .

'1. .AGENCY APPOINTMENT" .

. 1.1 PBHE apPoints 9wo;er'as its agent t9 market and ~elI Servic~5 to Residents. Qwner agrees to act
e~c(usivelyon P~HE" benalf. PBHE will. train P~!'J!3r's selec~!'ld ~t~ff to prOVide sale~ and _mark~tif:1g
services_prior to the'S~rvi~eDate(s}-o!l'Exhib!t A 9f this Contract and as Iieed,!:!d to keep staff clirrel"!t.
PBHE ni-ay'unde~-akereasonable re~n'1arketing'efforts with respect to Residents who d9 not order .
Services or:R~si~ent$who order'less thap·all o'nhe aV~ilab'le$ervices. Prior to any 01') Property
solicitations,. PBf.'lE will coordinate with the PropertY manager or the 'Owner, and all sqlicitation wilt be '

'conducted·ina fir-st. class and professionaj-manner. . . . . '.

1,2 During the't¢rm 6f thi~ Contract, Owner.agrees not to mC!rket. 8'ell; act as an agent for, provide,
. facilitate; orgr~nlt the provision of anis~rYice.competitive ""{ith S'ervices PBHE offers at the'Property.·

Except a$ required by.Law, Owner will not fa~i1itate the 'provision of any service. or grant ,any 9ther.
video servjqe: prdViEfer'thErright"to. provide su¢h competitive services to Residents, so long .as this
Contract relmiin*.in :effect an'd ·PBHE- is not in deJault hereund.er. '.... .' ..

.:-

. .', ~

2·. '. TERM' OF CONTRACT

\
'"

O ·
.: }" ..

,.

2. i .This Contract 9lJ. it-applies ,,~o:eacli·.Prop~rty.; is 'effecti~e fiom th~ pro~erty's a~tual se;.vice date,
wl=lich is based o~ the cofryp.!e~i~n of the Wst resldellt ~lJildin~ ("Service Date'~)" at the J:l(operty, to a

. date ten (1{)) yedrs' f~om tne' actual Seryice.Oate (the "ExpiraJion Date"). The C9n.tract .shall be , .
.. . I, . . . ' .. _

,atltpmatiq~lIy,re~ew~d'fo:',~n additi?\1~1 fiye (S~'ye'ars< un.le~s 'orie ~arty noti?e~ the·;~ther in writing six .
(&) montl1s.pnorJo th~ ongmal ExP\r~,tlon·Date.of the notifying Party's.mtentlon to not renew. .

.2.2' ·6wn~r·~.$.ires ~~ to in~all a Video· S~~tem(s), .'a~ ~.efined belo~, at ·~o"charg.~ ~o .Owner ~n(J.
tran~fer: .ownerst}fp of portiQI:l$ of the system:to qwrier When' this· Contract expires ·Qr t~in·ates.

. P~HE agr.ees tQl~s~ume- thiS:. exp:ens~ 9ased ~ th.:e.Contr~cfs t~riTl apd 'its ~ght to cOJllp,ensati(;m for
its System, undlfl" the Contri1ct. PBHE believes, ,and Owper agrees,' ~hat'the Contr<;lcfs ,term ~s

r~~sona~e ~nd'f:~ects tbe .t!me .PBHE ne~ds..~q'recover its i,nv?stm~nt•. If thl.~ Contract is t~rrninated .. '
. pl'lor to It.S expl Ion, Owner, .w.III· ~e r:esponslble for the capital Invest~nt refund an~i. any- other .

... applicable-fees-" provided:h¢~eunq~r:' ':: .' ". :'. .....'. . ' .' .
·1"

. '. '. ... . ,,2:3 Shoul~ ~Wf.lerchle0s,? to terminate tl:1js Cont.ract 'prior to the' co~pletiqn of the constru'ction: ~fthe: . ::'
" '.' ,System; :Owner wpl, f~lll;lb~rse PBHE for .C!.II mater,ial" labor•. and installa~on costs a~ociat~..With the'
. . con'sttuCtion 6f- t~:e, System. wJttli'n tblr:ty (30) days tafter termination; .Thereaft·er. Owner Will receive- .'.', ." , .. , I ..' .. ". . , ' .

ownership. Qf thepabl~. ,". : .. ' , _ " .' :. ,... . .... _ . . . '.

?--~'. tn-~d~itiq·~. ~o S~~tiQn 2: ~., Z·.z: a~d 2:,3.·abov~: ow~~r' ~hall not:''di~s~;na~e fal~e. ot.mis!ea~j~
informatio(l\to R~~iQents'abo!:it PBHcSetvices; accept fees, commissions; or 'Clny valuable :

, consideration in ~onnectioh. with this.Contt~c~,exc.ept.from ~BHE as p~.6Vided h~feih; :nor d!~6se
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PBHE customer informatioil;:or a~ceptpaymentior th~ 'disclosure or use'ofPBHE cust6m~r ' '

'informatian. ' " " ,

"0 3. : pBHE SERVICEs,

3;1 Video System Facilities and Eaui'pment, '.. ..~.,

" a. klitia,i ffl$il~~iOno'f the, Vigeo Sysfem{sJ:and SySt~m Equ,ipm~nt ("SY$temlf
) shall'b~,complE~ted' ,

wlt,hill nJl1etyf{90J-days frpm tM Jatest',of; a.) the ~ecuted date of the Memorc:tndulJ1' of lrit~nt. b.),
the 'ex.:~~ution <;late of this"yqntract" Of,c,:} the date agreeq upon by the Parties. The t~rm System
sh;;llt m~an~li-:faciiittes, parts, ~nd eq~~pment required for tile operations of the multi-channel,
cable P9r.h,rTljB~i~~tiqns tel!3,,:isi9n, system (i.~., a~U~ui!c;ling ,«iring; a,lI:cpn8u!t.: all c8oles'. coaxi?1

, ,arid fj~t <X>~l"JeetOl:s~ jacks" ~te!Ute_,d.ish, off-air af:1tenna~ afld head-end): "PBHE,will engineer, , '
, " fu.rnlshi~iQst~lI. own;:a~ shall, be,responsible.forth'e, System for the tE!rm pf the Con~ract.

In$tall?~!do E'y baC9lT!ptete~based pll,th,e,rn;utually' agr~ed upon-planning of,the Owner anc!
PBrIS:Wripr. o~tlle, ex~c~tipn',Qf th,is: Cf;1i:ltract. Planning :;hall inclUde -t~ identity of all ,contractor,s
and/or,supc:ntract9r~ to;b~ u~ed',bY P6HE., " '.. ' ": ,,', ,

b. P8HE,Wifl p~d.~~ all W9rk,,'inclu9ing,~~y futUrf}'installatipns:~r.upgra,des, in'a 'good afld .
,work~:[l«k~ manner, C!nd in ~on.for-mance with ap'plicabfe: governmental reguli,rtions, $tandard~.

, 'and' req~!l"~~~nts., ,Services' fo~ the: ~Ys.«.:m witt'be provf,!ed,,:th.r.oUg~ the System,',via .s~tellite, dish
and 'Off-:81F. afltf:mn~. Pl~ri,s' and speClficatlPns of the System -WIll be In accordance With ,all '"
app'licaple'Laws.' " , , '

. I· . -;"

, ", ·c. " P~Orl1Pf!Y ,a~e~,~omPleti~n of install~tio,n·~f the:System,' ~BHE ~h~II'deli~er to o~n~r an' as-built
, ,drawi~~':sh0f:'i{lg the ,1~patiQA ,I:!f all unqerground por:tioris o( th,e Systerp., ,PBHg shall ~pdat~ .the .

as-bullt,'draWlng for the System as needed to, reflect changes to th~:.system macf'e by PBHE.,
..: 4 : • '.

3,.2, In~taliatioli:arid~Maintenance or.,the System

REDACTED

.~ .
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3.3'~PBHEServicesi:For Landlord and"ResidEmts·.

a. -PBHE' initiallchanne~·Iir.1e~up.and rates"for the Property shail be a$ setJortl1. in Exhibit C: Overall,
the Service~, prices1 a':1d' service qualitY'",i11 be·com·parable to Of better than those off~red.by "

.other video ~ervice proviqers in the area.using similar systems ~nd technology. PBHE may
establishan.~·change ilie Services, prices; terms, and conditions. When possible; PBHE will
pr6vjde;Ow~:er and"Residents:tn.irtY (30).days Wf.~en notice of-such change~.· . .
. ~. ~ : '. . ". " . ' :

b.. PBHE witrp~<ivJ?e fUllc~mpli~entaryDIRECTY. Total Choic.e Service on one (1) conv.erter ~ox in
two (2) reslerntlal dwelhngJJntts on the P(-operty.. Th.e:locallon of th~secomp.hmentClry services

.wili be at th~?:#n~sqiS~retion.. lnitla! inst~lI~t~oi;l..w~". bepro¥id~~ at no.ch~rge: p.BH.E.may

.change.or ~lr'con~lnt:1aJhl~ offenng at It~ .$0Ie dlsGretlonupon thirty{30) 9ays wntten notice tl?
those rec.6l\(jng the. compll(TIsntary se~~ce." .... .'

c~ 'DtREC~ C~~-li~entary Total: ~~oic~ Premi'er'-~f be ~Ovided o~ -~ne (1) 90nv~rter QO~ ~or the .....
Jea~lng Off.ict~feachProperty-in ExhiQi.t-Afor the term of this Contract. Complimentary. .
Basic Tie~ S~fvice (Iacal. programrriing)"wiltbe. pr.ov.ided to'Owner at o~h.er common areas o~ th~ .
Property. . ; ,.... . .'. ." . . . .

i

':. '\

' .. ,' ."

.0'·

" .

REDACTED
" .
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MULTIPLE DWELLING UNIT
MARKETING AGREEMENT

111is MULTIPLE DWELLING UNIT (MDU) MARKETING AGREEMENT ("Agreemenf') is entered into by and between BELLSOUTH
TELECOMMUNICATIONS, INC., a Georgia cOl]Joration with its principal place ofbusiness at 675 West Peachtree Street, Atlanta; Georgia 30375, on behalf of
itselfand certain affiliated BelISouth Companies whose services BST is authorized to sell ("BST") and {INSERT COMPANYl, a [INSERT STATEl corporation with
its principal place ofbusiness at {INSERT ADDRESS] ("PROPERTY OWNER").

WHEREAS, BST is engaged in the business ofmarketing and providing services; and.

WH~S, PROPERTY OWNER is engaged in the business ofmarlceting and salesl1easing of residentilil dwellings; and,

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

WHEREAS, BST desires to retain the services ofPROPERTY OWNER to marlcet and sell services for BST; and

WHEREAS. PROPERTY OWNER desires to become amarlcetingand sales representative ofBST to sell services as indicated hereafter; and

NOW THEREFORE. in consideration ofthe premises and the mutual covenants herein contained, the parties hereby mutually agree as fol!ows:

I. APPOINTMENT OF PROPERTY OWNER AS SALES
REPRESENTATIVE

A. BST hen;by appoints PROPERTY OWNER as an· authorized sales
representative at tile locations designated in Appendix A of this
Agreemerl't to promote the.sale orand to solicit orders for the
servicesenumerated in Appendix B and such other services as may
be subsequently added to this Agreement ("Service").

B. PROPERTY OWNER hereby accepts such appointmentand agrees
to exert reasonable efforts to market and sell the Services described
orreferenced in this Agreement. This Agrecmentcontemplates
PROPERTY OWNER's conduct ofsales activity, directly and/or
indirectly, in the form ofsales, or other activities as reasonably
requested or proposed from time to time by BST.

C. It is agreed between the parties that BST.also may market, promote,
and obtain orders for Service at the loeations designated in
Appendix A tllrough.BST's own sales force, its affiliates and/or
subsidiaries or througli other contracted sales representatives.

subcontracting 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 same or all of the duties and
obligations placed on PROPERTY OWNER. subject to
PROPERTY OWNER's continued responsibility for all of i1:$
obligations set forth herein. Written documentation ofsuch
delegation ofauthority shall be provided by PROPERTY OWNER
to BST in the event ofsuch delegation.

IL TERM

The term ofthis Agreement shall commence when fully executed by both
parties ("Execution Date") and shall continue thereafter for a teml of
___U years, or until tenninated as provided for under this
Agreement. 111ls Agreement may be renewed.at the end of the original
term for a term which shall be mutually agreed upon in writing by bott.!
.~~ '. .

Ill. PROPERTY OWNER'S RESPONSIBILITIES

A. PROPERTY OWNER agrees to the tenUs, conditions and .
obligations set forth herein and in AppendiCi:~ A and B;.!.lS the~'
relate to PROPERTY OWNERS' activities under tllis AgreemenL

B. Nothing.intbisAgreement shall be construed to precludeuny
resident at the locations subject to this Agreement flum unilaterally
electing to talce similar products and service~as are offered and sold
by PROPERTY OWNER on behalfofBST from anQtber provider
ofsimilar products and services. TIlis Agreement shall not
constitute an eJOtlusive facilities agreement.

C. PROPERTY OWNER shall comply with any applicable provisions
of BST tariffs and such reasonable sales, sep/ice, engineering,
performance and OpeflltionS standards as BST may, from time to
time promulgate and communicate to PROPERTY OWNER. In the
event ofany continued failure, after notice and a reasonable
opportunity to cure, ofPROPERTY OWNER to comply with any of
the above-related provisions, BST may Terminate this Agreement'
willl Cause.

D: SST and PROPERTY OWNER agree that the relationship between
them arising from this Agreement is that of independent contractors.
Except for the rights retained by or granted to, and the obligations
undertaken by, each party pursuant to this Agreement, neither 11as
any right or any authority to enter into any contract or undertaking
in the n= ofor for the account ofthe other or to assume or create
any obligation ofany kind, expressed or implied, on behalfof the
other, nor shall the acts or omissions ofeither create any liability for
the other. Each party shall conduct its business at its own initiative,
responsibfiity, and expense. Unless otherwise provided expressly
herein, all persons assigned by PROPERTY OWNER to perform
under this Agreement sha11 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 ~his Agreement directly to PROPERTY
OWNER. Both parties shall at all times relain responsibility for
compliance with all terms, conditions and their respective
obligations under this Agreement. Subcontracting by either party,
in any form, ofany of their respective obligations hereunder, in
whaleor in part, Witll0ut the other party's authorization, is expressly
prOhibited and constitutes breach of this Agreement and shall be
grounds for terminationofthis Agreement with Cause by the non­
terminating party. For purposes of this section, the term

PROPRIETARY AND CONFIDENTIAL
1
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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 \hese perfonnance 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.

IV. SST'S RESPONSIBIUTIES

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

B. BST will make subsequent program enhancements available to
PROPERTY OWNER sO long as aU applicable terms, conditions
and other requirements for receipt ofsuch enll80cements are. met
and expressly agreed upon by PROPERTY OWNER.

V. PRICES, TERMS OF SALE, COMMISSIONS

A. Prices

BSTshalloffer services to customers at the prices Set forth in the
applicable BST tariffs, BST or affiliate price lists and/or in special
promotiilnal packages proVideo t9 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 Jhe mann~ and terms specified by BST in
training lUld written opQrating stlUldards and guidelines. All
orders shall be placed in the manner directed and through
BST's designated order channel and shall be subject to
availability, approval, and acceptance by BST. Only orders
coordinated through SST's designated order channel and
activated by BST win be eligible for payment of
compensation. For purposes ofthis section, tIle term
"activated" means that the service is installed and working for
the customer.

recapture any or all of the commissions paid fpr sales of
Service to a customer who disconnects SUdl service ninety
(90) days or less ftom initiation ofService, unless designated

.otherwise in Appendix B. BST reserves the right to subtract
any money owed to BST ftom the Quarterly Commissions
owed to PROPERTY OWNER. .

2. Sales commissions may not be earned by PROPERTY
OWNER for sales ofService to PROPERTY OWNER for ilS
or its employees' own use or for sales ofService to
PROPERTY OWNER's affiliates for tIleir employees' own
use, unless the employee resides on a properly listed ·in
Appendix A:

VI. QUALITY OF SERVICE

PROPERTY OWNER agrees that at all times it will maintnin n. level Qf
quality ofservice in marketing and selling Service to BST's customers
that is satisfactory to BST, in accordance with reasonable standards
promulgated by BST and then in effect, and will take and permit to be
taken by BST all action.s reasonably requested in order to ensure adequate
opportunitY. for reView ofPROPBRTY 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. SST
may terminate this Agreement with Cause ifPROPERTY OWNER
continuously failures to maintain a level ofquality satisfactory to SST.

VII. ADVERTISING AND PROMOTION

At its sole cost and expense, SST shaH supply PROPERTY OWNER
from time to time with appropriate suppIiesofbrochures, price lists, and
other promotional material·that SSTmay deem necessary to promote tile
sale ofService. PROPERTY OWNER shall use such information only
for purposes consistent with thisAgreement. Any unused portion ofsuch
material that becomes obsolete, outdated, or otherwise inapplicable, and
any portion that may remain unused upon the tem1lnation ofthis
Agreement, shall be promptly returned to SST or certified as destroyed.
BST may, in its sole discretion, enter into advertising and promotional
campaigns with PROPERTY OWNER under tem1S and conditions agreed
to by the parties. Under no circumstances is SST obligated or required to
advertise, market or promote for or on behalfofPROPERTY OWNER.

VIII. BST'S MARKS
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 appropriate,
or in accordance with the roles and regulatiOns approvejl by
the Public Service Commission of the state in whicll this
Agreement is to be performed. No compensation win be paid
for rejected or non-activated orders.

3. Unless otherwise provided llcrein, once an ordeifor Service
has been submitted to BST by PROPERTY OWNER, all post
sales activities such as installation, billing, repair and ongoing
account maintenance sllall be the responsibility of BST.

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 win be paid to PROPERTY
OWNER for sales not made directly by the PROPERTY
OWNER or its approved agents. BST reserves the right to

C. Commissions "

A. Use of MarIes

BST will, upon request, provide a list ofNames, Logos and Marks
(colIectively, the "Marks") whiclrPROPERTY OWNER is
authorized to use under this Agreement in conjunction with the sale
ofBST's Services. BST may periodically update the list ofMarks
PROPERTY OWNER is authorized to use under tllis Agreement. •
The most CUlTCtlt such list will always supersede any previously
issued list. Such list will also be supplemented with rules and
regulations pertaining to. the Maries which PROPERTY OWNER
agrees to follow. SST authorizes PROPERTY OWNER to use lhe
Marks solely in conjunction with the advertising and sale ofSST's
Services bearing tne Marks pursuant to the terms hereof.

. PROPERTY OWNER shall strictly comply with all graphic
stnndards for the Marks wllich may be furnished from time to time
and shaII place appropriate trademark and service mark notices
relating to the Marks as instructed. All media advertising and
printed material in which the Maries 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 aUlholized herein or by an authorized

PROPRIETARY AND CONFIDENTIAL
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APPENDIX A
Authorized Marketing Areas

l. TERMS AND CONDITIONS

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

B. Areas in Alabama, Florida, Georgia, Kentucky, Louisiana, Mississippi, North Carolina. 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 lluthorized to s~lI, or to attempt
to sell, any Serlices 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 wilI return to BST any Initial Advance Commission that may have been paid for said property.

C. PROPERTY OWNER wm supply BST with the mailing address ofeach apartment unit referenced below on the Execution Date for the purpose oflracking
performance as referenced in Appendix B,DE. .

D. BST reserves the right to accept or reject 3!1Y proposed additions or amendments to Section II below.

11. AUTHORIZED MARKETING AREAS

.PROP.ERTY OWNER shall CQnduct its permitted marlceting and sales activities under this Agreement to residents or prosPective residents at the following
residential multiple dwelling unit locations and such locations shall be within BST's authorized servicing area in the nine (9) state, region referenced in 1.B.
above:

Name ofProperty'
}

1. IINSERT]

2.

tddress ofProperty Number ofUnits Exclusive Products Option"

The Authorized Marlceting Area(s) may be revised to add or delete properties upon the mutual written agreement of tile parties. Suc!) written agreement will be in the
form ofan amendment to this Appendix A.IL PROPERTY OWNER will give BST written notice thirty (30) days prior to the sale ofany property listed in the
Authorized Marketing Areas. .

'. PROPERTY OWNER will provide BST written notice, 'within thirty'(30) days, ofall property name changes.

*" The options below I.'Cpresent the products that will be sold in accordance with Appendix B.II(A}, Exclusive Marketing Agreement.
A. Local, long distance . E. Local, long diStance, cellular, video
B. Local, long distance, cellular F. Local, long distance, internet
C. Local, long distance, cellular, internet G. Local, long distance. internet, video
D. Local, long distance, cellular, internet, video H. Local, long distance, video

PROPRIETARY AND CONFIDENTlAL



APPENDIXB
1. SCOPE OF ACTIVITY

PROPERTY OWNER and BST agree that the following tenus, conditions and obligations will apply to their i-espective marketing, sales and support activities
subject to this Agreement. The obligations set forth below apply to the respective parties hereto and PROPERTV OWNER shall ensure that all of its duties and
obligations are adhered to even ifsuch activities are to be perfo1lIled by a third party on behalfof the PROPERTY OWNER.

U. PROPERTY OWNER'S TERMS, CONDITIONS AND OBLIGATIONS

A.. ·I;x.~)usive MaItetingA~t

During the term of this Agreement. or any extension thereof, PROPERTY OWNER agrees tomarlcet and sell esT's or its affiliates' locallandline services
(inclUding vertical servi~s), extended local calling area services,landline ton services (including BST interLATA toll services, when such service becomes
available), mobile services' internet access services, and wh~ available; video/cable services ("Servicej, on an exclusive basis. TIlis requirement means
that PROPERTY OWNERwiU notmarket or sell any services that compete with the eST services. or marlcet or sell any non-e~T long distanceservi.ce
(even prior to the time that eST's interLATA toll services become available) for as long as this Agreement remains in force. eST may terminate this
Agreement with Cause should this"reqUirement notbe met In addition, PROPERTY OWNER agrees to comply with the Post-Terminntion Obligations
contained·in Section 11. H. below.

,.,
j'

JTraining'

eST's agreement to pay the commissions and other Compensation set.out in Section IV.B. below and to provide sales aids and suppor,t to PROPERTY
OWNER and to provide training to PROPERTY OWNER's employees as set.out in Section m.e. 9fthis Appendix are expressly conditioned on .
PROPERTY OWNER's agreement to the provisions contained ill the preceding paragraph; eST believes that only through selling theB~T ~erviceon ap
excliJsive basiscanPRQl';ERTY QWNER devote its best·efforts to lUldttiaXi.inizeits e.trectiven~ in selling the eST Service. In atl,ditton, a:STwantsiO
ensure that-J:}1eirahlinS and o.t1ierseliingaSsi~tarici:i!provides wilhresPect to the BS'i'Setvice are iIsedby PROPERTYO'W'NERtO seihif{BST S6rv:j~e

. andl1otany'competing products or services. . .
I

B.

PROPERTY OWNER agrees to have all ofits on-site leasing and sales personnel that will be engaged in selling eST Service attend ·nnd complete the
appropriate introductory training within forty-five (45) days of i) BST's execution of tilis Agreement or ii) all newly hired personnel's start date
(pROPERTY OWNER will infonn eST ofall newly hired on-site leasing and sales personnel). If this provision is not met due to factors within the control
of PRQPERTY OWNER, BST may terminate this Agreement with Cause. PROPERTY OWNER also agrees its personnel will attend any subsequent
u1lining 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 accordance with this Agreement, to every new
resident ofthe properties identified in Appendix A or to new residents ofany properties subsequently added to Appendix A. PROPERTY OWNER will also
dislnoute BST provided "move-in" packages to residents who purchase BST Services from PROPERTY OWNER. In addition, PROPERTY OWNER will
verbally promote the relationship between PROPERTY OWNER and BST and present BST sales and promotional matedal to potential residents in
conjunction with the distnoution ofPROPERTY OWNER'S promotional and other materials. PROPERTY OWNER will, to the extent practicable, also
proactively market BST Services to customers tenninating their lease and to undertake all diligent and reasonable efforts to market and sell tlle departing
resident Service for tile resident's new address.

D. Orders

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 SST and furnished to PROPERTY OWNER. At least ninety percent (90"10) of the orders received by EST from
PROPERTY OWNER in any month of the Term shall be romplete and accurate. BST may terminate this Agreement with Cause should PROPERTY
OWNERnot meet this condition. PROPERTY OWNER warrants and represents to BST that ·any and all orders submitted by it to BST for Service, or other
information received by it on behalfofa customer, shall be at the direction ofand at the request of the present or prospective customer. }.J1Y service orders
placed or customer information delivered by PROPERTY OWNER without autllorization of the customer shall be a violation ofthis Agreement, and BST
may terminate this Agtument 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 eST in adjusting the customer's account

E. Performance Objectives

PROPERTY OWNER agrees to a performance objective ofselling and obtaining "New Service" orders for at least sixty percent (60"10) of the orders
received by EST 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 IV.B of this Appendix. Additional lines to existing eST customers living on the property will not count toward
satisfying t11is performance objective. Contin~ed failure to attain this performance objective, after notice and a reasonable opportunity to cure such
performance deficiencies, shall be considered a material breach and shall be grounds for SST to terminate this Agreement with Cause.
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BST may from time. to time develop special bonus offet'S 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 tiuring this Agreement, and may introduce and
discontinue such bonus offers at its sole discretion.

G. Special PromotionalOffers

BST may from time to time develop special promotional offers and make such offers available to PROPERTY OWNER to markerand sell to residents. If
PROPERTY OWNER agrees to participate msuch special promotional offers, BST will provide PROPERTY OWNER with a complete marketing plan of
action, including cornpensation applicable thereto, relating to such promotional offers. BST will notifY PROPERTY OWNERas soon lIS prncticnble about
the details ofthe promotional program inclUding, but not limited to the dunrtion ofthe promotion, details oftile 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 time during this Agreement

H. Program Enhancements

BST will make subsequent program enhancements available to PROPERTY OWNERso long as all applicable tellllS, conditions and other requirements for
receipt ofsuch enhancements are met an4 expressly afleed upon by PROPERTY OWNER.

IV. COMPENSATION

BST will compensate PROPERTY OWNER for its successful marketing and sales efforts at the rates, and pursuant to the tellllS and conditions set forth below,
and ifapplicable pursuant to any special promotional sates program guidelines and materials. BST reserves the right to recapture any or all oftile commissiolls
paid for sales ofService to a customer who disconnects such Service ninety (90) days or less from initiation ofService, 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
~ation ("BSI") and 3 ("Property Owner")
_ L I 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.

")V~ .
rage; and (ii) any individual

BSI will pay Property Owner

BSI will repair any damage to the Property caused by BSl's installatio ~'fljlmO ~or replacement of
, \ ,. ~

. ~ ~

. is, and all related
ise stated in this

1.3 Repairs Incident to Removal.
any Broadband Equipment.

1.5 System Outages/Repairs. BSI will make commercially reasonable efforts to repa'
subscriber problems by appointment during normal business hours.

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

1.4 Control of Operations. BSI will have sole control over the Broadband Equipment, the Broadba
operations. BSI may add to, delete, or change the Broadband Services in its sole discre' ,1'. Unles
Agreement, BSI will pay all costs to maintain the Broadband Equipment.

2. PROPERTY OWNER OBLIGATIONS
.c-t \,,~.,.,\

2.1 Utilities, Space and Wiring.. Property Owner will make available~"'a.t: no ch . ~-l §Idequate electricity and space for the Broadband
Equipment installation, maintenance and operation, If required,dpy BSI,"'qwner wjll"provide, at no charge, a control room(s) on the
Property in a mutually agreeable location(s). Property Owner ~also~grants tol~SI, at no charge, a non-exclusive license for unrestricted
use of, and access to, the Property Owner Wiring. Property·O'tvnej0~j11 maint$in the Property Owner Wiring in good working condition
at its sole expense. ' '

2.2 Easements. Property Owner will contemporaneously,t:l~ecute ifl favor of BSI an easement, a copy of which is attached to this
Agreement as Exhibit F. This Agreement will be g,f,no f9rce anq&,f;l!~~~tunless and until BSI and Property Owner execute the easement.

;:.oJi"

2.3 Interference. Property Owner will notaLostall installation of any equipment including but not limited to, antennas,
transducers, amplifiers, transmitters, microw~ve' equip . , , any other equipment that could impede or interfere with BSI's ability to
provide Broadband Services to the Prope;, "rwise1fglfill its obligations in this Agreement.

2.4 Exclusive Endorsement. Property Ownef, ~ill)~X:;usiVeIY endorse, market and promote BSI as the preferred provider for
broadband or other services that cOll;)pete "'{]!p th~0B~foadband Services, to all current and potential Residents. This includes, but is not
limited to: (a) supplying BSI-provided',\prderforms and promotional materials (UBSI Supplied Materials") in the Property leasing/sales
office and information packets';;;ltb)l1Pl9BtiQ~BSI signage in a prominent location on the Property; (c) allowing information kiosks and live
demonstrations at mutu~I!, rEieab((/icr2~tions; (d) verbally endorsing the Broadband Services to all Residents; and (e) allowing BSI
reasonable access tOdfh'~ Y"~,for marketing purposes. Property Owner will not endorse or enter into another endorsement,
marketing, financial or;promoti "ag,reement or otherwise engage in or allow any preferential marketing activity for the Property with
another provider,Qf c8,pJe televis;ion,' satellite or other broadband services that are the same, similar to, or competitive with, the
Broadband Service's, "Pr§f~rentii3'1 marketing activity" will include, but is not limited to, permitting third-party providers to provide
complimentq!1Y"s~ryic~s'<3fl~ih'}"'tifuein any Unit prior to a Resident ordering initial services. BSI will deliver all BSI Supplied Materials to
Property Owner afthe'foHowing address:

2.4.1 Use of QwesLSupplied Materials. Property Owner will only use BSI Supplied Materials to promote the Broadband Services and
will not develop or use any other product literature or modify the BSI 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 BSI 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
BSI 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 BSI representative prior to occupancy of any Units and on an on-going basis as appropriate. If Property Owner

© 2006 Owest Broadband Services Inc, Confidential, Disclosure and distribution is SUbject to the terms and conditions of this Owest 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 within 30 days from written.noti~e from the
non-breaching party.

l[ ,
A "'~~

If BSI decides that (a) continuing the Broadband Services on the Property is economically impracticable' 5) cl1angt-s"in applicable law
make it impracticable or impossible for BSt to continue to maintain or operate the Broadband Equipmen (c)}j~chnolqgical advances
render the current Broadband Equipment obsolete, BSI may terminate this Agreement without liability on Jiys writl!'ln notice.

4. OWNERSHIP OF BROADBAND EQUIPMENT. All Broadband Equipment is the persb~~l property:6t~$I, and will not be
considered fixtures of the Property. Property Owner has no rights to or in the Broadband . .'Z", t. Prop~~rty Owner and Property
Owner's employees, agents and contractors will not use, tamper or otherwise interfere w' ';;~uipment and will be fully
responsible for any damage they cause to the Broadband Equipment. The terminatio· s Agreement will not affect
BSl's rights to continue providing the Broadband Services to the Residents nor will it impa ny easements, licenses or rights
of entry previously granted to BSI by Property Owner. At the cancellation, termin ~. or f this Agreement BSI may, at its
option, either remove or leave in place any or all Broadband Equipment on the t· penalty or cost to BSI. Under no
circumstances will BSI be considered to have abandoned or waived any righ the "Equipment.

REPRESENTATIONS AND WARRANTIES.
;'''-

5. DIRECT BROADCAST SATELLITE. If BSI partners with a OirE1c ast Sa ite provider ("OBS Provider") to deliver video
programming to the Property, BSI's obligation to deliver video progfd. mg t e Pr perty will be contingent on BSI and the OBS
Provider maintaining a contractual relationship. If video programming deliver 0 the Property by a OBS Provider: (a) the DBS
Provider will be solely responsible for all programming content0a~d the e ipment necessary to provide video programming; and (b)
individual Residents will be responsible for entering into sUb,\>,!3fijge?%~g[ee""ts directly with the DBS Provider. If the contract between
BSI and a DBS Provider for video programming to the I?Joperty ev'et~ates or expires, BSI will not be obligated to secure an
alternate provider of video programming under this Agreem~~nt.

>' ~h'

"\~; :~~~;~~,\
\. ~;( ?";!,,,,:.,':'!6~:~'

6.

6.1 Each party represents and warrants thBt; (a) tnis"Xi;gr~gg.;J,gnt has been duly authorized; (b) constitutes the legal, valid and binding
obligation of the parties; and (c) the execllti6n qf this Agreement and performance of the obligations will not conflict with, or cause a
breach or default under any document to vJhich eIther party is bound.

. ";.. , ~: .'-

6.2 Property Owner represents,and warraii't§Jhat: (a) the Property and any past, current or future activities conducted on the
Property materially comply with all'I:!QvironllJ~ntaV~aws; (b) there is no past, current or threatened litigation or claims of any kind based
on Environmental Laws regar<;Jing the" rop'erty; (c) it has a valid fee title to the Property and authority and legal right to perform this
Agreement; (d) the Property)j's"'tg,!iv",.g,and contains no public easements, (e) it paid for and privately owns the Video Cable, (f) no
liens or other encumbra . at wODld affect Owest's ability to fully utilize the Video Cable as contemplated herein, (g) Owest will
receive exclusive use e oi;the Video Cable, and (h) no other provider of Video Services will be allowed use or have access to
the Video Cable during~the Te f i~is" Agreement except as mandated by law. It is expressly understood and agreed that Tenants of
the Property are not pr~~luded fro. subscribing to direct-to-home satellite multi-channel video programming services. .

6.3 Signatories. The: R13rson signing this Agreement on behalf of Property Owner represents that he or she is authorized to bind
Property Owner fothis 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-Iaw 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

© 2006 Owest Broadband SeNices Inc. Confidential. Disclosure and distribution is subject to the terms and conditions of this Owest Broadband

SeNices & Marketing Agreement I Satetlite

Page 2



EXHIBIT A
DEFINITIONS

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

1.2 Broadband Services..All current and future broadband services provided by BSI or its third party vendor.

1.3 Environmental law. All present and future requirements of any governmental authority relating to land use, public health, safety,
welfare odhe environment.

1.4 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 Prope:~;

"0".

1.7 Residents. The owners or occupants of any Unit.

mes but excludes all commercial

quipment over which the Video Services

Property. The property legally described in the attached Exhibit B, including all Units '
construction

,/!j~~.'i'. 'f~::., ~,
Video Cable. All wire, cable, splices, connectors, amplifiers and simHar hardwari!i and
are transmitted to subscribers on the Property. ..' C C\i;;~h'''F

Units. All multi-tenant residential dwellings, including apartments, condoml
buildings or structures.

Property Owner Wiring. The inside wiring will be constructed and configured by Property Owner'" accordange with Exhibit D.
Property Owner is solely responsible for the installation, maintenance, repair, upgrade, repl en;h"an~... etflenses of the
Property Owner Wiring" ,

Jv
£.?

t!~ubsequei1t to initial

1.5

1.6

1.9

1.8

1.10 Video SerVice. The transmission to subscribers on the
Video Cable.

ramming or other programming services over the

© 2006 Owest Broadband Services Inc. Confidential. Disclosure and distribution is subject to the terms and conditions of this Owest Broadband
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EXHIBITC
COMPENSATION

1. SSI will pay the Compensation set forth below to the Property Owner for the exclusive marketing performed under
this Agreement. The Compensation will be based on:

2.

3.

(a) the up front payment 0 per Unit at the Property; and

nrl
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With Qwesf' 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

It, we guarantee'it for'30 days.That's how confident we are thatyou'll be thoroughly·
happy with our service. . .

• Choose from two affordable super~fasl broadband options.
• Includes msn~ Premium with firewall and virus protection, pop"up guard and more.

Qwest Ghojce~ DSL Deluxewfth
MSN'" Premium
Speeds up to 1.5Mbps download and 896Kbps lJpload
'. Send and receive large files
'Oownload music and 'multi-task
• Watch streaming news cUps

Owest Ghoice~ DSL Premier with
MSN'ii Premium
Speeds up to 7Mbps download and 896Kbps upload
• Quickly download music and movies
• Play online games WiU1hlgh"end graphics
• Watch streaming video With less lag time

l'r.ee actiVation'
Fief} self-lnsiallatlon
$69.99 professiOnal installation
(Save $30 over regUlar cos~ .

99t

mo..
$
"Vvhen bundled with aqualltying home phone pacKage; $31.99 without a
bundle. Price tor Life guarantee available to residential Owest Choice OSl
Deluxe subscribers agreeing to a two'year tem commitment Restrictiom
apply. See below. Offer ends 5/19/07.

'When bundled with aqualifying home phone package; $4L99 without a
bundle. PriCe tor Ufe guarantee available to residential Owest Choice DSL
Premier subscribers agreeing to atwo-year tenn commitment. Restrictions
apply. See below. Offer ends 5119/07.

D~¥~ Pn:~rt1hNTi ~8 iN:'dlabie
Pi ~non!~11fj.r iHe' Vtf1'tfl ti {\;\u}---l!{:J.ar t~0nur~ftrn:t:nt

F~~~EL: ;j.c~·hfa~{0E<

\:;,~;",' :'<l.\!~': ;<~'>(:';;;,,:(>:'

;},;};'2St {>'j;j~!::j nSL TviSt,; '·'re,n;;t.,,",·; i~; avaHu~):L'
tnt :t;4f:l'if; ;:~ rn0nH~ '({,W nte ~}:;ittl /;1 'i1:V(j-·V !7!;1i' '.imnn.i.(!EY r,'\'

1 888-285-6808
qwest.c;om
Visit any Qwest store

Qwest.
Spirit of Service"

DiGiTAL LONG DISTANCE

OWes! Choice" OSl: With approved credit. Service nol available in aU areas. Speed tiers vary by location and actual speeds will fluctuate due to many factors. Prices exclUde taxes. surcharges,
and olher fees. Limit of one bundle discount for i}Sl services per account. Discounts may apply after tirstlull month of billing. Price fer Life offer available to Owest' residential customers. Altering,
suspending or disconnecting service will cancel price guarantee and may result in an early terminalion charge. Requires compatible modem. Subject to additional restrictions and subscriber
agreement MSN Premium also requires acceptance of MSN's terms and conditions. Con1act Owes! fer complete details.

Copyr,ght © 2007 Owes!. Ail Rights Reserved.
CO, IA.. 10. MN, MT, UD, HM, OR, SD. 01,VIA, \'IV



GET HBO: GET CINEMAX:

nd Get Three nths RE ,
III

• Over 185 channels; including locals"
• OVR service included
• For a limited time get three free months

of HBO and Cinemax
HBf)' AND cineV'

7Channels 3 Channels

$4'9'·'99. . amonth (plus tax)
'. FOR 12 MONTHS

Plice reflected lncludl1S a$10bill credit per morrth for
12 consecutive morithsafter matl·in redempfiOll:'"

.........•. __ " c __ __••_._..". • .

Get Americals "1 8ateUite TVServic6."--
• No equipment to buy. No start-up costs.

• FREE standard installation of four-room system.

• FREE OVR or HD receiver upgrade after $10D
mall-in rebate. Programming, DVR andHO Access
fee commitments required.

Offers end 5/1/07 and are based on approved credit New customers only (lease
reqUired}. Lease fee $4.99 a rmJllUl for second and each addlUonal receiVer.

'Engibility based on service address.

OIRECTV,
~ATe:\.urtnU.Vt5m~

Qwest:
Spirii of Sorvice'



HIGH-SPEED HHERNET DIGITAL TV WIRELESS DIGITAL VOICE LocAL &. LONG D·\STANCE

Ovari8S channels. including locals" • OVR service included • For a limited time get three free months of HBO'" and Cinemax+

II.~~~·~

~ "~Ir tS.~~ MllfmBY ~~ Rv- ~~- ....._

___._. ._ ... ~~" __~__~!~§!_._F~: __~_.._~m_.~ ~ .:~~...:F:'_.__. .
I efamUy' ,,t&;;;o laMeI I _AM{~ aer* ct ~ ~.<;J ~~ _~a. e·~ =a
.A ctH .......... eMf~ '·SPAN CSMN~ C,'ITwt ~ ~ ~:i-§! ~OME .•' ~i!)1:'!H!!~ ~)

$:Ijy it 8M' ElMO! .~ -..- ~~ f;D .fl~v ~ ~ Ii - !~! .*, g" ~~x

• - --,,-.~ A-..IV ~m.. ""~.. A'I:FC ., mn tJ!!,,,_ .!it;.",!'" . .'
"'~1V..v~M,~· ~ "l'::'~, K.~.. !&I6iOIoial. ,_ 'UI. . __ !!Yf:Y! -p~ Rt:;r,0l::s:i'ffi--
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Offers ena 511/07 and are based 011 3(1lJIi)ved £:redit. Neillcustomers onlY. (lease required).. Lease fee $4..99 a fl100lh f(Jtsecond and ear.h additional receiver.
An programming and priclngsubjectto change atany lime.
'AvaUable in AL. GA, MS. Ttl, SC and seclionsof NC!IS dete.n\1ined bY ZIP code. Blackout reslrlclions apply.

Call your Qwesf representative for details tOday!
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Lefs Talk Savings.
1 888-285-6808

qwest.com

Visit any Qwest store
----._.-...._._._.__..__._-_.
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Qwest4.
Spirit of So'ftfice'

'Eligibility based on selVlca address, DIRECTV: DIRECTV service provided by DIRECW and subject to credit approval. A $4.99/rno. lease fee applies to second and each additional receiver.
"m!J.;_Cfif::lJ1TlE.I3.Q..@.AMM.1NG 9f.r.EB: Featured pac,kage oames and pricing are as 10110".8: PLUS S59,99/rno,; PLUS HO S69.99/mo. Upon OIREClV System activation. customer must complete

and sign redemption form Qncluded in customer's first OfREClV biil, a separate mailing or, in lhe state of New York, from retailet) and comply with the terms of the form. Form must be postmarked
on or belore 7/1/07. Account must be'ln "good Slandlng,"as determined by DlRECTV iii its so.le disereHoo, 10 remain eligible. OII'lEC1V not responsible lor late,lo~'t, illegible, motilated; incomplete,
misdirected or postage-due maiUimit one bill crellftoffer pet account IF, AFTER 12 CONSECUTIVE MONTHS (3 MONTHS FOR HBOICtN.EMAX OfFER}. CUSTOMER DOES NOT CONTACT OIRECTVTO
CHANGE SERVICE, THEN All. SERvrCES TO WHICH CUSTOMER IS SUBSCRt81NG WlLLAUTOMATICALLY CONTlNUEON THE 13TH MONTH (4TIHJlONTtI FOR H80/CINEMAX) AT TtIETHEN,PREVAlUNG
RATES. lrJCLUOING THE S4.99/MO, MIRROR FEE FOR THE 2ND AND EACH AOOlT10NAL RECEIVER. In certain marken;, programmlngljiriCing may vary. PaCkage prlCirlgal directv.com/packages.
OIRECTV System has feature that restricts access to channels. PAY PER VIEW: Upon activalion, customer will be mailed 12 PPV coupons, ono of which can be used each monUl for a54.99 bUt credit.
Additional restrictions apply. see tenns printed on the coupon;If:l,STAIJ.ATI9.N: CUslom lnstaflalioo extra. SYSTEM LEASE; Purchase of 12consecutive months (24 months for advanced receivers)
of any O\RECTV base progmmming ($29.99/010. or allove) or qualifying international ser;ices llundle required. OVR service commitment ($5.99/010.) required for OVR and HO DVR lease; HD Access
fee (S9.99!mo.) required for HD and HO DVR lease. FAILURE TO ACTIVATE AlL DIRECTV SYSTEM EQUIPMENT IN ACCORDANCE WlTH THE EQUIPMENT LEASE ADDENDUM MAY RESULT IN A
CHARGE OF $150 PER RECEIVER NOT ACTIVATED. If YOU fAIL TO MAINTAIN YOUR PROGRAMMING COMMITMENT, OIRECTV MAY CHARGE A PRORATED FEE OF UP TO $300. RECEIVERS
ARE AT ALL TIMES PROPERTY OF DIREe1V AND MUST BE RETURNED UPON CANCELLATION OF SERVICE OR AOOITIONAL FEES MAY APPLY. VISIT directv.com OR CAlL1·800-0IRECTV
fOR DETAILS. Programming. pricing. terms and conditions subiect 10 change at any time. Pricing r%idenlial. Taxes not incloded. Receipt of DIRECTV programming subject to DIREelV Customer
Agreement; copy provided ai directv.comflegal ami maiied to customers in the tirst month. 11130", Cincma~' and Entourage" are service nwr1'-s of Horne Box Office, Inc. ©2007 DIREeTV, Inc. OIREClV
and the Cyclone Design logo are registered trademarks of OiREelV, Inc. All other trademarks and service marks are th", prorJerty of their respoctivc owners.
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WirelesS
owest Wireless" National 500 plan

Digital Voioo: Local and long Distance
Areliable home phone package with
5~-a-minute long-distance calling to
anyWhere In the U.8.

Hlgh":Speed Internet
\ Surf the Web and download at blazing~fast

speeds with a broadband connection
;

\ III GII ~ S PEE lJ j Comes with the Price for Ufe guarantee
\, HlTE ftfi£T / Our price starts low and stays low - for the> """< / entire life of your service
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1 888-285-6808

Qwest.com
Visit any OW8St" store

$ 96
mo.
Plus taxes

Price for L1ff:l{juarantee only available
to new residential Owes! Ci1oice~ DSL
DelUxe or Premier slJtlsciibers agreeing
to a two-year term commitment.
Restrictions apply. See below, Offer
ends 5/19/07.

Qwest.
Spirit of Service"

H1GH-SPEED iNTERNET' DIGITAL TIt • WlHELESS • iHGlTAL VIlleE.: LOCAL e~ LONG DISTANCE

Willi approvedcredil Services not available in all areas, Discounts may apply after first filII O1ooU1 of billing. May require equipment purchase or rental at addilional charge, SUbject to applicable
restrictions, tariffs aM service agreoments. Call Qwesr or visit www.qwestcomfordetails, Owest Choice~ Bundle: One per account; requires subscription WOwest Choice" Home and one or more
qualifying services. Owes! Cholct! flome: Some features incom\X1tible 1',1lh others. Qwcsr 5-Cent Plan: 54.99 monthlyreClJrring clKlfge plus $0.05 per minute for all direct-dialed, domestic calls
from customer's home phone, International rates are exclUded. High-Speed Intemet:Wice for Ufe ofleravailalJla to Owesl residential cuslOmets.Allering, SllSPllOdlng ot disconnecting service will
C<1ncel price guarantee and may result In an carty termination cnarge, Actual connection speed 'faries depending on avariet\[ of factOlS. MSN Premium also requires acceptance ofMSWs terms and
conditions. OigitallV: Product availability and 1')311Jres vary by localion, Wireless: $elected plans quaHly for bundle discount Other cl1arges apply, inclUding $35 per,phone act~tation fee, $ t.75
Olonthly cost recovery fee per phone, charges far additional minutes and roaming, per-messago charges lot Two Way Text Messaging, and $200 per-phone early termination fee .with Iixed-term
contracts, Calls rounded up to next full minute: uoused minutes forfeited, MSN is tile registered trademark of Microsoft CorporatiOIl_ All other tradelT1lll1<s are owned by Owes!.
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