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regulatory fees and taxes, County regulatory fees and taxes; state gross receipts tax, regulatory

admin oosts, emergency funds and Federal Universal Service fecs.

B. PAYMENT FOR SERVICES. FIRST YEAR COMPENSATION. Owner will
begnpaymgeompmsanonwnngmlfoteachrmdmnalmwhmhmmmaC«uﬁmof
Occupancy (CO) from the local government body. Each month payment will be
gqgal.mthenmnﬂﬂyratcof times the number of residential units which have received a

4. START OF SERVICE. Digital will provide the Bulk Rate Services to the individual units
upon issvance of a Centificate of Occupancy (CO) for the units by the appropriate local
govemment body. Ownerwillalel‘tDlgltalofsuchacuonmﬂxmthmyGO)daysofeach
resndenualumtmmrmg:tsco

5. BULK RATE FEE INCREASE. Programming fees, especially for sports programming,
are rising at rates that make it impossible for a service provider to project costs beyond 6 months.
Therefore, Digital will pass-on programming increases that it receives that affect Owner’s bulk

_ rate. However, if programming change is contractually possible, Owner may chiose not to accept

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

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

6. TERM. The term of the Bulk Rate Service is for six (6) years. The first year begins on the
date that the first units are Certified for Occupancy (CO’d) and the first year ends 2 months after
the last residential unit is CO'd. The remaining 5 years of this Bulk Service Contract
"begins in the first month following the last month of the first year as defined in this paragraph. If
neither party gives notice of termination to the other 180 days prior to the termination date of this
Bulk Rate Agreement, the contract automaticalty renews for a like period.

7. WARRANTY. Digital shall provide its services and meet its obligations under this
Conhaamaumclyandwoﬂunmﬂxkemam,umtgknovdedgcmdreoommendanonsfm
perfomung the services which meet generally mcptable standards in the Private Cable industry
and tegton, and will provide a standard of service equal to, or supetior 1o, service standards used
by service providers sitmnilar 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 defuults by failing to substantially perform any provision, term or condition of

this Contract (including without limitation the failure to make a monetary payment when due),

the other party may terminate the Contract by providing written nofice 1o the defaulting party.

This notice shall describe with sufficient defail the pature of the default. The pasty receiving

such notice shall have sixty (60) days from the effective date of such notice to cure the default(s).
Bulk Rate Pricing Initials: -
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Verizon Launches Aggressive Plan to Bring FiOS
Services to Apartments, Condos and Other Multi-
Dwelling-Unit Sites

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

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

Verizon Enhanced Communities is launching a major marketing campaign, sending business development
executives and enginears fo meet with multi-dwelfing-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 FiOS Internet and FiOS TV services to a huge potential market that amounts to about a fifth of
Verizon's customer base,” said Eric Cevis, vice president of Verizan's Enhanced Communities group. “MDU
owners and managers know that first-rate telecommunications services like our FiOS internet and FiOS TV
products differentiate their properties.

“We are Intensifying our effort, begun fast year, to get FIOS services info the MDUs, and we expect this year fo
dwarf tast year's MDU sales penetration.”

The Enhanced Communities group also has worked with developers fo connect new homes to Verizon’s fiber
network. The group has agreements with builders and developers covering roughty 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 MOUs is securing a right-of-way inside buiklings. Either new fiber
. or existing cabling and wiring can be used to deliver the services. Building owners and Verizon agree on the
i technology to be used.

With pathways engineered, building owners can have an exclusive marketing arangement 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 ta
differentiate their properties from non-fiber installations when marketing their praperties.

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

lttp://investor.verizon.com./print.aSpx?pg=http%3a%2f%2'ﬁnves';tor.verizon.com%2fnews%2fview.aspx%... 6/25/2007
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Verizon's aggressive matketing campaign began on a successiul note with the announcement today ofan
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

fimited markefing agreement signed with the owner to offer FiOS services to residents.

Contact Us [ Careers | Qur Stores | Site Map | Privacy Policy | © 2007 Verizon Espanal

* http://investor.verizon.com/print.aspx?pg=http%3a%2{%2finvestor.verizon.com%2 fnews%2fview.aspx%... 6/25/2007
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Give your customers
what they want

The best in data, video and voice services
via Verizon fiber-optic broadband

FUTURE COMPLIANT

Bandwidth and bundling are
key to tech-savvy consumers

EASY MONEY

Fiber-optic broadband
and your bottom line
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Broadband means business

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

or rmany 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 ysars
ago, most consumers wete ‘
satisfied with a 56K dial-up Internet
connection, But with streaming

audio and video now comrnonplace, .

today many cable connections
seem slow. )

The broadband advantage
Fiber-optic broadband satisfies the
hunger for bandwidth. Verizon FOS,

- a fiber-based service, supercharges
_ the most bandwidth-intensive- data,

videa and voice applications and .
has already earned rave reviews.
*| uploaded five digital photos,

" totaling 10.2 megabyles in size,

1o an online photo service,” writes

“Walter Mossberg, The Wall Street

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

minutes, while Comcast took one
hour and 22 minutes.” .
Large corporations have refied
on this technology for years; how
Verizon is delivering fiber-opfic

broadband directly to single-family )

homes, caondominiums 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. if's even
'faster than the connections in many

.

“The fiber being instéiled,

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
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Fiber-optic broadband
download capacity
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businesses — very appealing to
the 40 million peopte 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 calls'them
Enhanced Cormmunities. In fact,
Verizon is in the process of converting
its nationwide network to fiber optics.
The effort will take years and cost
bitlions, but when i's complete, most
customers wili have access to fiber-
oplic broadband with virtually no
limits to the traffic it can handle.

“The fiber being installed today
should have the capacity to handle

anything that becomes available in .
the next 20 to 30 years,” predicts CIliff
Yezefski of Verizon's FTTP (Fiber to
the Premises) Nationat Planning Team.
Future-compliant housing

appeals to your customers, who

want to kndw 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. i '
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Fibercptic broadband makes
fncorporating these options easy.
Ang 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. Thirk of fiber-optic broadband
as an enabler: It helps péople do
things they never thought possible.

Revolutionary FiOS TV

A fiber-optic broadband infrastructure
énables all of a home's communi-
cation and entettainment services —
data, video and voice — o be
defivered via a single technology.
Verizon ook a leap in this direction in

* September 2005 with the introduction

of FOS TV: nearly180 channels of
100 percent digital programming,
plus a video-on-demand fibrary
1,800 titles strong. Verizonis
constantly expanding its offerings
to deliver more comprehensive
entertainment options.

FIOS TV service is currently
offered in several regions and will
sveniually be available to most
Verizon customers. Mors than a
souped-up version of cable, FIOS
TV uses both broadcast technology
to deliver scheduled pregramming
and interet Protocol (IP) technology
for on-demand viewing. Delivexing
tatevision via fiber-optic broadband
provides flexibitity and exceptional
sound and picture quality. imagine
your custormers having the band-
width 1o watch more of their favorite
channels in amazing high definition.
Not only will they have access to
premiurn channels 24 hours & day,
but they stay connected to the world

" by tuning iri to more than two dozen
popular international channels.

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

* defivered to them. Instead, they

will consuma televislon 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 1o get it. Research shows
that buyers see fiber as adding
several thousand dollars of equity
to a home. It also earns its keep
in apantment and condominium
complexes — in 2004, the National
Multi-Housing Councl found that
47 percent of U.S. apartmant
residents said the avallabifity 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,
Verizonris an ideal business pariner.
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 haut.
“We're cormmitted to puiting
resources and capital into this effort,”
says Dan Q'Connell, director of sales
for Verizon Enhanced Communities.
"This is our core business.”

If you hesitate when it comes 1o talking about tech-
nology with your customers, you're not alone, Here's
a quick quide to a few of the most common terms.

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

a :ransmtssron type in which a srngle
“line" can accommodate several signals; also a
generic term widely used to describe any Internet
connectfon faster than diak-up

_ Internet service delivered
to the home via the same _coaxial cable that delivers
¢able television

also known as coax, copper
¢able 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 demce orf program

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

‘ slate-of-the-art high-
speed transmission of data, video and voice fagititated
by the nearly unlimited bandwidth of fiber-optic cable

also known as fiber, an
insufated buntdie 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

Venzons groundbreaking new ent'ertaih-
ment service, delivering high-definition television ang
movies to homes via Verizon fiber-optic breadband

- short for wiretess fidelity, a Wi-Fi or wireless
network generally refers fo facalized data transmissio
through the air between a wireless router and one or
more wireless devices

_ a device that converts incoming
signals traveling via copper lines or fiber-optic cablg
into Wi-Fi 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. ‘

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

Not all home electronics are
Web-enabled, but enough are fo
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 rusic, radic
programs and video news,” says

Steve Koenig, CEA's senior manhager
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)
acocounted for 49 percent of
new-home purchases. And
Genaration Y, or Echo Boomers

(born after 1979) are becoming

naw home buyers as well, Both
use technology in their dafly lives.,
“A new generalion Is viewing
the housing market from an
entirely different perspective,” says
NAHB Executive Vice Prasident
and CEQ Jerry Howard. “They're
lechino-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,
acho boomers are more likely than
any other group io want a home

' theater, automated lighting controls,

THE NEW HOME SEEKER

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

But while dermand for technology
is particufarly 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
Petarson, inc., an NAHB-certified
aging-in-place specialist. “They are
taking online classes and using
the Intemet to keep in touch with
grandkids. A lot of them are also
working at home.”

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

imagined. They are engaging in
life-fong learning at focal colieges

and universities and increasingly

want homes prewired for the

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

| thirk of themn as having ayoung
mindset,” Berlage says. “They use
technology to help them stay ontop 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 pilct program in Boston that
looked at the ‘effect of putting
broadband-connected computers
and appliances in consumers”
kitchens. Tim Woods, IHAs vice

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

can't remember a time without the Interngt and onling connecticns in the home.

The first

widely available  The first

personal

computer
is unveiled.

echo Microsoft Web TV
boomers introduces ~ Thelntemel  yahoo is becomes
are born. Windows. is launched. launched. avallable.

Verizon offets
its first-over
fiber-optic

TV sarvice.
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The first Atari becomes The first Intel Pentium MP3 format Apple unvells
cellular the first home personal data  processor Is created. - the iPod.
telephone video game assistant, debuts.

begins system. or PDA, Is

operation. ' released.
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FAST FACTS

Thé Entertainment

Software Association

figures that haif of

Americans play video

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

Americans buy twice as many video games
as they did five years ago and are also
spending midlions on gaming consoles such
as PlayStation and Xbox.

* More than 100 milion Americans have
sireamed zudio or video over the Internet,
according to Arbitron/Edison Media
Research. This is twice as common with
broadband than without i,

® Nearly 37 percent of new houses fealure
home offices (up from 18 percent in 1999).

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

uptake rates are very high.”

— INSIGHT Research, Brogdband Access: DSL vs. Cable Modems, 2002-2007

president of ecosystem develop-
mant, says that while participating
tamilies were accustomned 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
famillies 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-moniforing devices.
Heart-rate monitors, diabetes testing
equipment and other equipment will be
connected to doctors’ offices through
the Intermet so patients can obtain
a basic level of health care without
feaving the tiome,” he says.

The technology bottom line
Many builders are learning to profit
from consurner interest in advanced
technology. At IHA's Digital Home
Leadership Conference last fali, 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 compariies, 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 hormes. When we held our
grand apening, 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
tuitders and developers would
be wise to heed, according to Jim
Hayes, president of The Fiber Optic
Association. “New subtirban devel-
opments should be a no-brainer for
fiber to the homs,” he says. *It costs
less than a premium kitchen courter-
top, yet it prepares the home to be
of higher value than a home with
standard Internet connections taday,
and will be able to handle projected
increased bandwidth requirements
for many years to come.”
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 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.

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.
Cut 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 morg
than 6,000 singlefamily homes,
townhomes 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
schoois, 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
develbpers are creating a self-
contained small town,

The brainchild of Detroit
businessman Anthony L. Soave,
Brambleton is ideally situated near
& high-tech commercial corridor with
a highly educated workiorce. From

the time Sovave bought the property
in 1999, he had visions of 4 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
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“Partnering with Verizon has differentiated our community. We have been
able to offer our customers unparalleled h'igh—tech services that most -
communities are simply not able to provide.”

Anthony L. Scave, President and CEQ, Soave Enterprises LLC

the most technologically advanced
developmients in the country, and
without hesitation, he ranks
Brambleton on the cutting edge.
The community’s master plan,
according to Reiman, focuses on
what technology can make possible.
*It's not about the fiber itself, but
about how the fiber can enhance
livability,” he says.
The plan anficipates a future
in which fiber-optic broadband
provides more than entertainment
and Intemet access. The community
already has an intranet that links
every resident to schoots, busi-
nesses and community governance.
This same fiber infrastructure
is able to deliver talevision, video-
on-dernand, videoconferencing
and phone sanvices without them
bogging down — provided fiber

comes ali 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 hames,” Reiman says.
“*Once you establish advanced
requirermnents like these, fiber to the
home is the cnly practical solution.”

Breaking new ground

Next, Fox and company had to

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

in the United States. "l cafled AOL,
Adelphia, Microsoft. No one calied

us back,” Fox recalis.

Reiman suggested he call
Verizon, which had a fiber-optic
research iab in Philadelphia and
was loaking at new ways 10 roll out
fiber to the home. Fax and Reiman

met with Verizon executives,
who saw Brambleton as a golden
cpportunity to showcase next-
generation connectivity for the-
home. Verizon agreed to invest
substantially in the infrastructure;
as a result, all current and future
Brambieton 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 high-tech
services that rmost communities

are simply not able to provide,”
says Soave. ‘




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

Ot course, state-of-the-art
tachnology requires outstanding
service and support. Verizon and
Brambleton have worked together
1o make fiber fo 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 broadhand is.

“It's one of the most valuable
selling tools we have,” Adarns 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 easler to

- sell homes, says David Boisvert,

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

‘both single-family homes and

townhomes in Brambleton, and
Boisvert has worked in the
community sincs 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 fiberoptic broadhand 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
pecple 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 infranet makes it easy
for residents to communicate. The
schools are even tied in to it. You can
chack the lunch menu or cormmun-
icate with the teacher,” he says. “This
is a great place 1o ralse a family.”
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Verizon makes it easy

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

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

Selling fiber benefits

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

oﬁber is a'no-brainer fora

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-spead Internet,”

" says Skip Klinefeiter, chief operating
officer of Réd 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.

“It's a win-win situation — besides providing our
residents with high-speed Internet, it will give
them the ability to access HDTV and other
services that become available in the future.”

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

e Verizon offers the service
packages they're fooking for.
Verizon defivers a complete suite
of telecommunications services:
data, video and voice. For many
consumers, this “triple-play” service
is a must-have on their list. “You
really can't market a home to an
upscale buyer today, or even sall

lots to an upseale builder, without the

ability to provide them with a single
source for all these services,” says
Klinefelter. “Nobody wants to deal
with four or five utilities anymore.”
In fact, these discounted bundied
services mean consumers pay
significantly less than they would
if buying services separately. -

€ s technology wil 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 presidaent of ecosystermn’
development for the Internet Home
Alliance. “They seli good schools,
community parks, walking trails )
and green space, all of which have
an emotional aspect. The trick to
selling technaology is transiating
the marketing approach from

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

a customer’s lifestyle.”

e They will enjoy the bensfits for

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

One way Verizon makes lechnology simple
is by warking with developers to ¢reate a
soiution that supports their goals for a
community. ‘Part of my job is to talk with
developers 0 find aut how FiOS will tie in
to their vision,” says Verizon business devel-
opment manager Dan Padderud.

Not surprisingly, many of the developers
he mee!s with already see a fast broadband
connection as key 1o atlracting the type of
customers they want. A few have looked even
deeper to find new pessibilities fiber can
offer. One Texas develoger, for example,
is creating a 5,000-home commurnity with
technology as the centerpiece. In addition to
a fiher conrection for every home, his plans
inciude an éxpansive, high-tech community
center with Wwo sgparate rooms dedicated to
cnline gaming. The plan also calls for a large
media tibrary with flal-screen, wall-mounted
monitors connected to the Internet.

“People want to get out of the house, so
fnstead of going fo the mal! or these online
gaming places, they will be able to gather
al the community center says Padderud. The
developer tnderstands what FIOS really is:
an amenity with the power to make
everyone's life betler.

will be here for years to coma,

and that during that time, ROS

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

oTheymn count on support when
they need k. Verizon has created a
priority service center staffed with
FIOS specialists to handte 1H0S

_ support calls. The sarme knowledge-

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

Thesa five points speak directly
fo the needs of most customers.
Whether you're a builder or a
developer, Verizon will help you
use this massaging {0 make
your sales force and marketing
materials more compelling.

You and us

Financially, Verizon will be a valuable
partner with you over the life of the
build. Working closely with your
construction team fo meet your
schedule, Verizon will bear afl 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
1o make sure fiber gets in on time,”

. Verizon business development

manager Sam Reynolds says.

That attention includes a project
manager to sérve as fiaison 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 businass. “Everyane
at Verizon has been excellent,”
says Klinefglter. “They use upscale
contraciors for the cofistruction,
and they're an 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 weell as for upgrade packages
they can offer to their customers.

Verizon also helps o create
a marketing program, supplying
salespeople with marketing
collateral and even coaching
thermn 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
commiunitywide subscription to
a homeowners association (HOA),
or co-marketed sanvices to
individual residents.

All of this enables builders and
developers to create unique sales
solutions and up-sell opportunities.
That was the case with ong of ‘
Reynolds’ clients, who wanted a
hands-on way to sell the benefits
of fiber to buyers. “They decided
fo build a technology wall into their
model home to highlight FiOS
services,” he recalls. “By helping
them create the display, we will help
them differentiate the community
from the competition.”
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What does FTTP mean?
FTTP is an acronym for Fiber to the Premises, which
describes the build-out method for the new Verizon
network currently being deployed in Verizon service
areas nationwide. This network will deliver voice,
video, ardl broadband Internet services all overa
hair-thin strand of dedicated fiber-opic cable installed
all the way to the home or business of each of our
customers. Fiber-optic systems use glass fiber and
laser-generated pulses of light to transmit voice, data
and video signals at speeds and capacities far
exceeding most of today’s copper and coaxial cable
systems. This dedicated fiber link to each customer’s
home has enormous bandwidth, allowing Verizon to
provide your residents with all the above services at
unparalleled speeds and reliability. This powerful

" new netwdrk will make it possible for your residents
to access all the high-bandwidth entertainment
content and services available today as well as those
we believe will become availabie over the next
20+ years!

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

What is Verizon FiOS

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

" access to the newest, most advanced

_commencement of any work, written approval by the

many new products and services only avallable
through Verizon.

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

The purposs of the FTTP upgrade is 10 provsde a
dedicated fiber-optic connection directly to each unit
in your community, allowing your residents to have

communications, information and entertainment
servicas available over a “future-proof” network that
will continue 1o support new applications and
capabilities as they are developed. The purpose of
our initial survey is to determine the architeciure,
equipment and depicyment options that are best
suited to deliver these Fios services to the residents
of each of your communities, and provides no
cbligation on the owner's behalf. Verizon will then
utilize this survey to create detailed drawings specific
to your community for the owner's written approval
prior to the initiation of any on-site work.

When will construction begin and .
when will it be completed?

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

owner will be obtained.

Issues and Col nslderaﬁons'andaresuqemmdmgeulanyum

Thess mnemsmpreparedbyVemnmSRSIOSmresponeemmeNMHCWMe Paper article entitled ‘Telephane Fiber fo the Pramises: Apartment Owner

Q2007 Verizon. Afl Rights Reserved.
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What services will the

company provide?

Verizon FOS is the name of our new suite of fiber-
optic services delivered over Verizon's fiber network.
These setvices include traditional local and long
distance voice as well as broadband Internet service
and video services (availability TBD per market).
FTTP Technology is capable of supporting a wide
range.of applicafions 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
thess services, and has the right to do so. If the
owner enters into a Marketing agreement with
Verizon, we will require exclusivity in the marketing
and promotion of the contracted services at the
property level.

Will any exclusive contract conflict
with any existing agreements?
Verizon depends on you to know what contracts exist
at your properties, and whether or not the Marketing
agreements we propose are in conflict with any such
agreements. To the extent that we are able 1o do so,
we will work cooperatively with you 1o ensure that
there are no conflicts.

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

Who wiil be responsible for
replacing batteries in the

back-up power units?

Fios customers will be responsible for replacing.
batteries in the back-up power units. The FOS 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
batteéries periodically. Al 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 operales on electricity, VolP service, or
the resident who elects ta 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 nol 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 curently available
from Verizon will be delivered via the fiber network
only. No copper network will be deployed (subject
to fiber deplayment schedule on a central office
specific basis). m

Those statemants were preparad by Verizon on 9/23/05 in response to the NMHG White Paper article entitied Telephone Fiber to the Pramises: Apartment Owner

Issues and Conslderations’ and are subject to change at any time.
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Services at a Glance

1. Who We Are

The AT&T Smart Moves program is designed

specifically to secure and retain ATAT California

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

- 2. What We Do-

“Today, AT&T Califomra operates on the

. competitive edge offering telephony, video

services and high speed Interet where
available. AT&T Smart Moves services securgis
marketing contractual partnership agreements
with building owners, property managément,
companies, and developers.

3. What it Means To You
1n.retyrn:for: exclus{vel,y marketingiour products
‘and. services, AT&T Californja: .compensates. the
‘owner a share-of the billed revenue earned .at
their community.

4. We're Here To Heip

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

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

" » Recommend and promote AT&T California

products and services exclusively, and hand out
to each new.resident marketing materials
grovided (by ATE&T Smart Maves representative
or under the ATST Smart.Moves grogram).

"« Qur partnership for this property inctudes:

D Voice Services
Long Distance
- High Speed Internet

Video
« Please do not allow competitors’ marketing
material on your property, that may offer
services that you are contracted with AT&T
Caufornia to market.

«Call your AM to order more marketing

" materials or arrange for addjtional education.

6. Where Do My Residents Call
For Service?

For your residents’ conveniernice encourage them
to make only one call to AT&T California
through the AT&T Smart Moves program. They
witl get all their telephone, as well as high
speed Internet services, through one source!
Residents should call 1-877-225-0000 or order
on-line at att.com/easymove. Residents
needing repair may dial 611.
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