








... causes.”” As described above, continuing dominant carrier regulation of some CenturyLink
enterprise broadband services makes it difficult for the company to compete effectively in the
provision of these services. Large enterprise customers frequently seek individualized
nationwide arrangements covering geographically dispersed locations. CenturyLink cannot
satisfy these requests through the tariffing process without significant difficulty," particularly
because the company’s tariff filings provide competitors with notice of our pricing strategies and
new offerings.

Post-merger CenturyLink has the breadth of services and geographic scope to compete
effectively against large nationwide competitors, such as AT&T, Comcast and Verizon. As
noted, one of CenturyLink’s key selling points is its extensive geographic reach -- both in
metropolitan and rural areas -- particularly given the synergies inherent in the CenturyTel-
Embarq and CenturyLink-Qwest mergers.”’ Today, however, CenturyLink is hobbled with
burdensome tariffing regulations that make it exceedingly difficult to offer large enterprise
customers the same types of individually-tailored product suites that its competitors provide in

normal course." Ultimately, customers will benefit from the ability of all competitors to

' See AT&T Title II and Computer Inquiry Forbearance Order, 22 FCC Rcd at 18730-31 § 46;
Embarq Title II and Computer Inquiry Forbearance Order, 22 FCC Red at 19503 § 45; Qwest
Title IT and Computer Inquiry Forbearance Order, 23 FCC Rced at 12286-87 9 49.
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obtaining favorable outage credits, while a specified service level agreement (SLA)” or a
particular type of termination liability may be more important to another customer. For
those terms that are important to a customer, uniformity is often critical. For the
customer that seeks an SLA, an SLA that varies across CenturyLink’s footprint will be of
little interest.

8. Aside from obtaining terms of particular importance to them, enterprise broadband
customers seek uniform rates, terms and conditions because it makes it much easier for
them to manage all aspects of the telecommunications services they are purchasing —
from comparing prices to reviewing bills to troubleshooting repairs. Particularly for a
customer that is purchasing thousands of circuits each month, varying rates, terms and
conditions can make these difficult administrative tasks time consuming and virtually
impossible. It can also place a significant burden on smaller wholesale customers, which
typically do not have as many resources to manage their relationships with their
suppliers. For this reason, some customers, such as relatively small wholesale customers,
often prefer to minimize the number of providers from which they obtain
telecommunications services, by buying across a larger footprint.

B. Evolving, Interchangeable Services

9. The term “enterprise broadband services” encompasses a large number of high-capacity
telecommunications services that are largely interchangeable. In essence, the customer is
purchasing a particular amount of bandwidth for a certain price. In determining which

service to purchase, a customer compares the price, capacities and features of available

? An SLA typically guarantees a particular level of service. For example, it might warrant network availability for a
certain percentage of the time during the month, a specified mean time to repair, or satisfaction of technical
specifications related to jitter, latency or packet loss.
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about the lack of uniformity in CenturyLink’s rates, the complex and confusing rate structure

used to mimic uniform pricing and the general difficulty of doing business with CenturyLink

relative to its peers. Thus, dominant carrier regulation ultimately undermines CenturyLink’s

ability to compete.

20. For the largest customers, we can typically find a solution — though complicated — to

21;

22,

meet the customer’s needs. That is particularly the case if the customer’s request

includes areas served by QC, which generally can offer enterprise broadband services via

commercial agreement. For smaller customers that often is not the case, especially if its

request is limited to areas where CenturyLink has no pricing flexibility.

In theory, CenturyLink can modify or add tariff provisions to adapt to customer specific

requirements. CenturyLink has used this approach on occasion. However, this approach

falls short for two reasons.

First, modifying or adding to a tariff requires significant work and time, including the

following steps:

(1) Preparation of revised and/or new tariff pages. If the new offering differs
significantly from the existing tariffed offering, it may be necessary to create or revise

as many as 200 tariff pages.

(2) Creation of “checksheets” listing the new and revised tariff pages and their revision
number.

(3) Preparation of “description and justification” material detailing the nature of the tariff
filing.

(4) Development of cost support/rate support worksheets that detail the cost associated
with each element of the service offering and demonstrate that the proposed rate
exceeds the applicable cost floor. This exhibit sometimes exceeds 500 pages.

(5) For a new service, preparation of a demand exhibit showing two years of forecasted
demand by rate element.
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