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Docket No. 981052-TP 

BEFORE THE FLORIDA PUBLIC SERVICE COMMISSION 

DIRECT TESTIMONY 

OF 

ELDER N. RIPPER, I11 

Introduction 

Please state your name and business address. 

Elder (Kip) N. Ripper, 111, 3599 West Lake Mary Boulevard, Lake Mary, Florida 

32746. 

By whom are you employed and in what capacity? 

I am the President and CEO of the Telephone Company of Central Florida 

(TCCF). TCCF resells BellSouth, Sprint and GTE local telephone services. 

TCCF also resells long distance and billable calling card services. TCCF sells 

these services to business and residential customers primarily in the state of 

Florida. TCCF currently uses a third party billing company to directly bill our 

customers, but has recently contracted with a new vendor to bring the billing in 

house. TCCF provides its own 24-hour a day 7-day a week customer service. 

TCCF also maintains its own electronic customer and billing data bases. 

Please describe your educational and professional experience. 

I graduated in 1971 from Case Institute of Technology with a B.S. degree in 

mechanical engineering. I have taken professional training classes in the following 
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1 areas of expertise: 

2 Switching System 

3 + Engineering s x s  

4 + Planning #5 Crossbar 

+ Traffic Engineering #I ESS 5 

6 
7 
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10 
11 
12 
13 
14 
15 
16 
17 
18 
19 

+ Network Design #2 ESS, #5 ESS, DMS 10, DMS 
100, DMS 250, DMS 300, DMS 200, 
SL-1 PBX, Dimension PBX, PBX 
CBX. 

I 
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I 
I 

Transmission Systems 

Old Bell System N Carrier, N-1 Carrier, T-1 Carrier, 
TJ/R Radio. 

Microwave, Fiber, ATM, Frame 
Relay, ISP. 

New Technology 

My professional carrier experience includes nearly 30 years working at or 

consulting for telecommunications companies. These companies include old Bell 20 

System companies, like Ohio Bell and Bell of Pennsylvania. Others include 21 

Nortel, GTE and Comsat. My areas of expertise include general management, 22 

I 
I 
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I 
I 

23 engineering, planning, design marketing, sales and program management. 

Q. On whose behalf are you appearing and what is the purpose of your 24 

25 testimony? 

A. I am here as the CEO of TCCF. I am appearing to address the issues of 26 

BellSouth’s lack of support of its ESSX product and whether the Commission 27 

should require BellSouth to continue supporting this product for TCCF in its new 28 

Resale Agreement. My testimony will cover the ESSX complaint issue, including 29 
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BellSouth’s performance under the current resale agreement and the ESSX 

arbitration issue, why BellSouth must provide ESSX for resale under the new 

agreement. 

Describe your involvement in the negotiation of the original resale agreement 

with BellSouth. 

I was primarily responsible for negotiating the resale agreement. It is my 

understanding that TCCF signed the first resale agreement in Florida with 

BellSouth. 

Q. 

A. 

ESSX Complaint 

Q. Did the original Agreement between TCCF and BellSouth provide for 

TCCF’s resale of ESSX? 

Yes it did. I specifically requested and received language in paragraph I11 A. of 

the Agreement that included all Centrex type services in section A. 12 of the 

Florida BellSouth tariff. Wade Johnson of BellSouth confirmed the validity of 

A. 

this in his letter to me on ESSX resale on July 9, 1996. Exhibit No. (ENR- 

1). It was confirmed again on March 14, 1997 via Joe Baker’s settlement proposal 

to TCCF. Lastly, Jerry Hendrix confirmed to TCCF in writing BellSouth’s ability 

to order as many ESSX lines as it wanted. Exhibit No. (ENR-2). The 

prices were also confirmed by BellSouth. Exhibit No. (ENR-3). It just 

never provided the service. 

How important was the resale of ESSX to TCCF’s market strategy? 

It was vital. TCCF’s Business Plain called for it to sell primarily ESSX services 

Q. 

A. 

I 
I 
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in the market place. Exhibit No. (ENR-4). This would have given TCCF 

an edge against all other service providers. It would have allowed TCCF to make 

a profit on resale of local business dial tone and would also give subscribers a 

better deal. TCCF could provide ESSX dial tone to a business customer for 1/6th 

less than the customer paid for a regular business line and TCCF could also make 

a profit. In addition, TCCF could offer long distance services to its consumers at 

an additional savings and do it all on one bill in order to provide one-stop 

shopping for the consumer. 

Under this scenario, everyone wins: the customer wins via better rates 

(real competition!), TCCF wins by building a successful business, and BellSouth 

wins by retaining its revenue and keeping its central offices full and cost effective. 

However, BellSouth defaulted numerous times on its Resale Agreement with 

TCCF. 

Was BellSouth aware of the importance of ESSX to TCCF’s Business Plan? 

Yes. The frequent and numerous correspondence on this matter (attached to Mr. 

Koller’s testimony) leave no doubt that BellSouth was well aware of the 

importance of ESSX to TCCF. 

What is BellSouth required to deliver under the current Resale Agreement? 

BellSouth is required to deliver a working ESSX Centrex network. On May 28, 

1996, TCCF and BellSouth signed the Resale Agreement. On May 29, 1996, 

BellSouth accepted TCCF’s formal service request for 201 line ESSX agreements 

for 73 months. Exhibit No. (ENR-5). This network is described by 

Q. 

A. 

Q. 

A. 
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Charlotte R. Webb in her letter dated May 3 1, 1996. Exhibit No. (ENR-6). 

Nineteen locations (with additional locations to be identified) throughout the state 

of Florida were selected. However, the promised services were never delivered. 

As an example, only a few accounts were converted at various times. Most of 

these were converted by first disconnecting all of the customers’ services (some 

customers lost service for several days, if not a week or more) and then providing 

new service which was nothing like what was previously in place. BellSouth 

delivered TCCF flawed service that created numerous service issues. See Exhibit 

No. (ENR-7) for some examples of the problems TCCF experienced. 

Explain the significance of the 73-month ESSX contract you refer to above. 

The 73-month equipment contract mentioned above is relevant because it is the 

document recognized by the BellSouth tariff as the official agreement between 

TCCF and BellSouth. The 73-month term is significant because by tariff it 

qualifies the leasing party (TCCF) for charges at that tariff rate. Prior to the 

takeover of the account by the Birmingham, Alabama, team TCCF had entered 

into an initial agreement for the first ESSX system for the Orlando Magnolia 

central office. This document was superseded by the letter of agreement between 

BellSouth and TCCF signed on May 29, 1996, prior to the removal of that service 

from the active tariff. 

How did TCCF intend to provision ESSX under the Agreement? 

Q. 

A. 

Q. 

A. TCCF intended to resell BellSouth ESSX service to its customers. As the 

Commission will see via the attached exhibits, not only did TCCF contract for the 
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appropriate ESSX service, TCCF also had specific wording added to its resale 

contract to confirm its intent to resell ESSX. Further, TCCF continually worked 

with the appropriate BellSouth support personnel to confirm its plan, as the 

attached exhibits demonstrate. However, BellSouth has never successfully 

implemented the agreed upon plan. 

Under the current resale agreement, how did the resale of ESSX proceed? 

Mr. Koller provides a detailed chronology of the numerous problems which TCCF 

experienced trying to resell ESSX and I will not repeat those here. Suffice it to 

say that since the signing of our original Resale Agreement with BellSouth up to 

the present, BellSouth has failed to provision ESSX for resale and appears to have 

done everything in its power to prevent TCCF from being successful in the 

market. Such actions include everything from continual delays in provisioning to 

cutting off customers to numerous changes in the BellSouth Account Team. As 

recently as November 25 of this year, BellSouth ignored critical change orders on 

existing ESSX customers that resulted in three of our largest customers losing long 

distance service for over 24 hours. 

Describe the problems caused by the frequent personnel changes on the 

BellSouth ESSX Account Team. 

While TCCF continually attempted to work with BellSouth personnel to provision 

ESSX, the account management team responsible for ESSX changed at least 4 

times over a 2-year period. Each team seemed to have no idea of the work done 

or promises made by the prior team. 

Q. 

A. 

Q. 

A. 

6 
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progress on ESSX implementation. Each new team had to be briefed as to where 

in the process we were and then had to check with prior team members or other 

BellSouth management personnel before making any decisions. There just was no 

continuity and this made for a very frustrating situation as TCCF tried to move 

forward with its Business Plan. 

The Account Team in charge at any given time implemented procedures 

and undertook activities pursuant to the goals of that team as it related to the 

implementation of ESSX. Each team acted within the guidelines as they 

understood them, but ignored or discarded previous guidelines set forth by the 

previous team as if we were starting all over each time a team transitioned to the 

forefront. 

What effect has BellSouth’s inability to provision ESSX for resale had on 

TCCF? 

The answer is obvious. TCCF has not been able to meet its financial Business 

Plan. TCCF has sold its Metro Service to its subscribers for two years. This 

service is the same as ESSX; it just costs more! In doing so, TCCF has sold 

Q. 

A. 

below its costs since it has been forced to provide its customers with standard 

BellSouth services that costs TCCF nearly twice as much per line. See Exhibit 

No. (ENR-8). 

During the past 5 months, TCCF has been forced to adjust its pricing to 

its customers (I thought competition was supposed to reduce customer rates via 
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6 Q. What effect have BellSouth’s actions had on consumers? 
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competition), thus losing a large portion of them back to BellSouth because we 

cannot give them the promised services and pricing. So not only has BellSouth 

hurt our profitability, it has also put us in a position of losing much of our 

customer base because we have had to change our pricing. Further, customers do 

not believe in us and we have lost our reputation as solid providers. 

A. As this Commission is well aware, the purpose of the Telecommunications Act of 
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1996 is to bring local competition to consumers. In order to do so, the Act 

requires, among other things, that LEC services be available for resale and requires 

that resale occur on a fair and nondiscriminatory basis. What has occurred in 

TCCF’s case is the very antithesis of what the Act requires. Competition has been 

thwarted at every turn and the benefits of competition have not been available to 

consumers. 

Why is it important for the Commission to understand the entire series of 

events surrounding TCCF’s attempt to resell ESSX under its current Resale 

Agreement? 

The background of the current dispute is important to put the issues in this case 

in context. Though the Telecommunications Act of 1996 requires BellSouth to 

offer ESSX for resale, BellSouth has thwarted TCCF’s ability to do so at every 

turn for the past 2 years. It has not provisioned the service appropriately, and it 

has been the cause of lengthy delays resulting in customer losses. BellSouth’s 

activities have resulted in just the otmosite of the result anticipated by the Act -- 

Q. 

A. 

8 
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the advent of local competition. BellSouth’s actions have caused customers to 

return to or stay with BellSouth, and TCCF’s ability to do business in Florida has 

been greatly damaged as a result. 

Didn’t TCCF and BellSouth enter into a settlement regarding ESSX issues? 

Yes. On March 14, 1997 TCCF and BellSouth entered into a settlement. 

Doesn’t this settlement take care of TCCF’s concerns described above? 

No, for two reasons. First, when TCCF entered into the settlement, BellSouth 

promised the ESSX problems would be remedied. As the detailed discussion 

above (and Mr. Koller’s testimony) indicate, nothing has changed! BellSouth is 

still not appropriately provisioning ESSX. 

Q. 

A. 

Q. 

A. 

Second, problems with ESSX have continued from March 14, 1997 to the 

present. That period is not covered by the settlement. We have been experiencing 

delays as recently as November 11, 1998. Exhibit No. (ENR-9). 

Q. What action should the Commission take in regard to TCCF’s ESSX 

complaint? 

First and fundamentally, the Commission should use its regulatory powers to 

ensure that the Act’s goals are met. It should be sure that BellSouth complies 

with its obligations under the Act so that local competition can develop in Florida. 

Due to BellSouth’s failure to honor its current Resale Agreement for 

ESSX, the Commission should order BellSouth to allow TCCF to resell ESSX 

services for a period of at least 18 months from the execution of the new Resale 

Agreement so as to correct BellSouth’s lack of performance over the last 3 years. 

A. 
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This would give TCCF the opportunity to build its customer base to a level it 

would be at today if BellSouth had properly provisioned ESSX as the original 

Resale Agreement requires. 

In addition, the Commission should require BellSouth to support and 

provide ESSX services today and in the future. Though BellSouth may argue that 

the more appropriate product to provide to TCCF is MultiServ, ESSX is the same 

product, only unbundled. Alternatively, BellSouth should offer its new product, 

MultiServ to TCCF at the same price points. The Commission should also ensure 

that there is no limitation on order flow. (In the past BellSouth has suggested it 

can only do very small sets of orders). 

Finally, in order to monitor BellSouth’s progress (and perhaps provide an 

incentive for compliance), BellSouth should provide a monthly status report to the 

Commission. 

ESSX Arbitration 

Q. 

A. Yes. 

Q. Please explain. 

A. BellSouth never provisioned ESSX as required under the current Resale 

Agreement. To remedy this, it must be included in the new Agreement. This is 

the only remedy TCCF has. Further, to remedy BellSouth’s failure to perform, 

ESSX should be available to current customers until the 73-month agreements 

expire under the current tariff provisions. It should also be available to new 

Is TCCF entitled to have ESSX in the new Resale Agreement? 

10 
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Q. 

A. 

Q* 

A. 

Q* 

A. 

Q* 

A. 

customers for at least 18 months to replace the time BellSouth denied TCCF 

access to the product via numerous delays and failures described above. 

What requirements should the Commission place on BellSouth to ensure that 

ESSX is provided appropriately under the new Agreement? 

The new Agreement should provide for the support of all services through the 73- 

month contract period for all users currently on the system. For a period of at 

least 18 months, BellSouth should be required to provide new ESSX services to 

TCCF subscribers to allow it to carry out its Business Plan. BellSouth has done 

everything in its power to delay the implementation of ESSX by TCCF. The 

Commission should ensure that this does not occur under the new Agreement. 

Has BellSouth offered to provide TCCF with MultiServ in place of ESSX? 

Yes. 

What is the difference between ESSX and MultiServ? 

MultiServ and ESSX service utilize the same central offices for providing services. 

The primary difference is that ESSX is an unbundled service offering using over 

1800 USOC codes for implementation and administration, and MultiServ uses 

approximately 400 USOC codes to provide the same central office based services. 

The administrative advantage of MultiServ does not offset the cost differential. 

Exhibit No. - (ENR- 10). 

Could MultiServ be used in place of ESSX? 

Yes, MultiServ could be utilized in place of the existing ESSX arrangement. 

This service offering provides all of the feature and operational capability of the 

11 
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ESSX service and also offers additional features and services. The bundled 

arrangement of MultiServ provides a wide variety of features in an easy to use 

format and, administratively, it provides additional benefits with less effort. 

Then what is the problem with TCCF reselling MultiServ? 

The primary drawback to this service is the cost involved. Comparative systems, 

including size and features, result in a 40% increase in cost to TCCF of MultiServ 

when compared to a similar ESSX system. This increase continues to grow as the 

system increases in size. To be fair, BellSouth should offer TCCF a special 

contract based on term and volume commitment that would allow TCCF to receive 

the same price points as ESSX if it must substitute MultiServ for the ESSX 

service it was never able to resell. 

Is TCCF willing to accept MultiServ in place of ESSX for resale? 

Yes, but only at the same price points. TCCF could sign a term and volume 

commitment that would justify the special pricing. 

Does this conclude your direct testimony? 

Q. 

A. 

Q. 

A. 

Q. 

A. Yes. 
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March 
3evenue 
-oca1 Access 39,528 
_oca1 Message Unlts 
-oca1 Business Line Features 15,232 
-ong Distance 45,240 
rotai Revenue 1 00.000 

Centrex Business Plan 
The Telephone Company of Central Florida 1997 

Aprll M.Y June July Auguat Saptornbar October November Docember January February Tdal 

130,971 229.520 334,819 469,886 598,199 626,677 754,157 874,679 965.236 1.1 19,579 1,266.205 7,409,457 

50.471 88.447 129,025 181,074 230,520 277,494 331,119 382.063 430,460 489.937 546.440 3.152.282 
149.898 262.688 383,204 537.788 684.644 824.157 983,424 1,134.728 1,278,466 1,455.113 1,622,927 9.382.277 
331,340 580,556 847,048 1,188,748 1,513,363 1,728,327 2,068,700 2,391,470 2,674,163 3.064.629 3,435,572 19,924,016 

"duct Qg& 
,oca1 Accau 84,950 226,486 311,071 400,277 544,068 631,934 715,407 844,899 935,426 1,021,428 1,178,418 1,278,824 8.173.188 
Local Massage Units 
Long Distance 25,118 81.070 138.705 200,242 280,327 354,496 424,957 506,736 583,152 655,748 746,975 031,729 4,829.256 
zest of Acceu 2,285 7,571 13,267 19,?64 27,161 34,578 41,624 49.868 57,309 64,589 73.491 81,966 472.842 
3ad Debt 3 x  3.000 9.940 17,420 25.411 35,662 45,401 51,850 62,061 71,744 80,225 91,939 103.067 597,720 
Bllllng 3,292 10,907 19.114 27.884 39,132 49.818 59.970 7 1 . m  82,588 93,027 105.881 118.092 01.243 
rota1 Product Costs 118,645 335,974 499,577 673,168 926,350 1,116,227 1,293,807 1334.822 1.730,Mo 1,914,998 2,196,703 2,413,679 14,754.250 

3oss Margin (18,645) (4.634) 81,079 173.880 262.398 397.138 434,520 533.777 661.270 759.167 867,926 1,021.894 5,169,766 

"vlabnlng 10,000 
Xent Services 2.00 g77 - 
Total Production Costs 10.677 

11.600 13.050 14,500 18.850 18,850 18,850 21,750 21,750 21.750 26.100 26,100- 223,150 
2,243 3,931 5.734 8,048 10.245 12,333 14.716 10,981 19.132 21,775 24.286 140.101 

13,843 16,961 20.234 26,898 29,095 31.183 36,466 38,731 40,882 47,875 50,386 363,251 - 

Zontdbution Margln (29.322) (18.478) 64,098 153,645 235,500 368,041 403.337 497,311 622.539 718.285 820,051 971,508 4.806.515 

Sales Costs 
Uarketlng Collateral 8 . m  9.000 10,000 13.000 13,000 13,000 15,000 15,000 15,000 18,000 18.000 18,000 165,000 
4pwI  Commlsslon - LD 12.5% 3,960 9.369 16,418 23.950 33,812 42,790 51,510 61,464 70.920 79,804 90.945 101,433 586.275 

relemarketlng Coat 25.00 86,600 86,600 86,600 129,900 129,900 129,900 129,900 129,900 129,900 129,900 129,900 129,900 1,428,900 
rota1 Sales Costs 118.560 124.969 133,018 196.850 206,512 215,890 226.410 236,364 245,820 257,804 268,845 279,333 2,510,175 

Nrect Margin (147.882) (143.446) (68,920) (43,205) 28.960 152.350 176.927 260.947 376,719 460.481 651.207 692.175 2.296.340 

jupporl Costs 
5.000 5.000 5.000 5.000 5,000 5.000 5.000 5.000 5.000 5.000 60,000 

:had Overhead lS.OO0 15.000 15.ooo 15.000 15,m -' 15.000 30.000 =.000 "0 30.000 270.000 
herhead 10% 1o.m 33.134 ss.066 84.705 118,875 151.336 172.833 206,870 239.147 267.418 m.463 343.557 1.992.402 
rotmi support costs 30.000 53,134 78.066 104,705 138,875 171.336 207.833 241.870 274.147 302.416 341.463 378.557 2.322.402 

3lraw-A Sales 1 par 5 TM 20.000 20,000 20.000 30,000 30.000 30,000 30,000 30,Ooo 30,000 30,000 30,000 30,000 330,000 

.egal6 Regulatory 60K 5.000 5.000 

ncome Before Tax (177.082) (196.560) (146.986) (147.910) (109.886) (18.906) (30,Soe) 19,077 102,572 158.065 209.744 313,617 "1) 

:umulallve Cash Flow 
Sross Morph % 
:BIT % 

(1 77.882) (374.462) (521.448) (669,358) (779.244) (798.230) (829.136) (8IO.OSQ) (707,aT) WQ.423) 03Q.679) (26.m1) 
-1% 14% 21% 22% 26% 2S% 26% 28% 28% 26% 30% 26% 

-59% -25% -1 7% -9% -1% -2% 1% 4% 6% 7% 9% 0% 
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losedDay/Seat 
alls/Day/Seat 
Dtal Calls 

ow Customers Telemarketlng 
ew Customers Agent 
otal New Customers 

rosion Rate per Month 

Customers On-Line 

150 

330 
338 

5% 

amp Period - 1 Month to provision 
usiness LinedCustomer 

pricina AssumotiQnr 
oca1 Access per &I.lneu Llne 
oca1 Mesmge Units 
oca1 Business Llru Features 
ong DIstance Rate per Mlnute 
llnutes per Line 
ong Distance Revenue per Llne 
Total Revenue par Line 

CortArrumdlonr 
ocll Access InshllaUon 
oca1 Access per Bushes. Llne 
ocnl Message Unlts 
oca1 Buslness Llne Features 
IC Fee 
ong Dlstance Rate per Mlnuta 
ccess per Mlnute 

lilllng Cost per Minute 
lllllng Cost per Customer 

'rovisionlng per Cuetomer 
'ro~elonlng per Une 

March April 
30 
1.5 
150 

gOOOO 

900 
900 
1800 

MPY 
30 
1.5 
150 

90000 

900 
900 
1800 

Centrex Business Plan 
The Telephone Company of Central Florida 1998 

June Julv August Soptombar October November December January February 
30 30 30 30 30 30 30 30 30 30 
1.5 1 .s 1.5 1.5 1.5 1.5 1.5 1.5 1.5 1.5 
150 150 150 150 150 150 150 150 150 150 

90000 gOOOO gOOOO BOOOO BOOOO 90000 90000 gOOOO 9 0 0 0 0 g O O O O  

900 900 900 900 900 900 900 900 900 900 
900 900 900 900 900 900 900 900 gM) 8M) 

1800 1800 la00 1- 1800 1800 le00 1800 1800 1800 

13,338 14.- 15,546 16.568 17,540 18,483 19,340 20.173 20.964 21.716 22.430 23,109 
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pevenue 
Local Access 

March 

1,288.724 
Local Message Units 
Local Business Line Features 800,118 
Long Distance 1,782.351 
Total Revenue 3,671.193 

Centrex Business Plan 
The Telephone Company of Central Florida 1998 

Apdl May June July August September October November December .January February Total 

1,409,376 1.523.412 1,572,775 1,686,231 1,794.014 1.873.053 1,970,328 2,062,738 2,115,496 2,198,897 2,278.127 21,773,172 

651,112 699.557 745,579 789.300 830,835 870.293 907,778 943.390 977.220 1,009,359 1,039.891 10,064.432 
1,933,803 2.077.683 2,214,369 2,344,221 2.467.580 2,584.771 2,696,102 2,801.867 2.Wn.344 2,997,798 3,088.477 29,891,384 
3,994,292 4.300.652 4,532,723 4.819.751 5.082.429 5.328.117 5,574.208 5,807,995 5,995,060 6,206,052 6,406,495 61,728.968 

product Costs 
Local Access 1,374,210 1,484,827 1,550,912 1.632,694 1,710,388 1,784,194 1,854.311 1,920,922 1,984,203 2,044,320 2,101,431 2,155,687 21,578.096 
Local Message Units 
Long Distance 912.246 988.737 1.061.404 1,130,437 1,196,019 1,258,321 1,317,509 1,373,737 1,427,153 1,477,899 1,526,108 1,571,908 15.241.477 

Bad Debt 3% 110,136 118,82Q 129,020 135.982 144,593 152.773 158,844 167,226 174,240 179,852 186,182 192.195 1,851,869 
Billing 129.662 140.713 151.182 161.128 170.576 179.563 188,080 196,181 203,877 211.186 218.134 224,732 2,175,036 
Total Product Costs 2,616,302 2,811,772 2,897,4211 3,172,077 3,339,989 3,499,466 3,650,287 3,794,233 3,930.982 4,059,842 4,183.258 4,joO,503 42.35(1,142 

Gross Margin 1,054,891 1,182,520 1,303,201 1,360,845 1,479,783 1.582.963 1.677.830 1,779,975 1,877.013 1,935,218 2,022.795 2.105.QQ2 19,372,826 

Cost of Access 90.018 97,(167 104,934 111.837 i18,ms i24,ms 1 3 0 , s ~  136,167 1 4 1 , ~ ~  im,m 1 5 1 , ~ ~  1 5 5 . ~ ~ 4  1.509.twi 

Production Cw.4~ 
P r 4 s I on i ng 26.100 26,100 26.100 26,100 28.100 26,100 26.100 26,100 26.100 26,100 26.100 26,100 313,200 
Client Services 2.00 26.872 28.638 31,091 33,137 35,080 Jd.026 30,680 40,346 41.928 43,432 44.060 46.217 447,308 
Total Production Costs 52,772 55,038 57,191 59.237 61,180 63,026 64,780 66,446 68,028 69,532 70,960 72,317 7 8 0 9 8  

Contribution Margin 1,002,119 1,127,482 1,246,009 1,301,409 1,418.603 1,529,937 1,613,050 1,713,529 1,8oB,QI% 1,865,686 1,951,834 2.033.675 18,612,318 

Sales Cost5 
Marketing Collateral 18,000 18.000 18.000 18,ooO 18,OOO 18.000 18.000 18.000 18,000 18,000 18,000 18,000 216.000 
Agent Commission - LD 12.5% 111,397 120,883 129.855 138,398 146,514 154,224 161,548 188,506 175.117 181.3Wl 187,362 193,030 1.8M).210 

Telsmarketlng Cost 25.00 129.900 129,900 3 . 9 0 0  129,900 129.900 129,900 129,900 129,900 129.900 129,900 129,wlo 129,900 _l,558,8W 
Total Sales Costs 289,297 298.763 307,755 316,298 324,414 332,124 339,448 346,$08 353,017 359,296 365,262 370.930 4,003.010 

Direct Margin 712.823 828.719 938.254 905.110 l.OQ).lOO 1,197.813 1.273.W2 1.367.123 1.455.- 1.5MI.389 1.586.572 1.662.745 14.00.30(1 

Mrect Sale# 1 per 5 TM 30,000 30,000 30.000 3 0 , m  3 0 . m  3o.m 30,000 30,000 30,000 30.000 3 0 . m  30.Ooo 360,oOo 

suppod COSh 
Legal b Regulalory 6OK 10,000 1o.OO0 1o.Ooo 10,000 1p.m .. 1o.Ooo l o . m  10,000 1o.Ooo lO.OO0 10,000 l o . m  120.000 
Fixed Overhead "0 "0 Wo.O00 W.000 w.000 w.m 120.000 12o.m 120.000 150.m 150.Ooo 15o.m 1.2do.m 
Overhead 10% 387.119 309,429 430.0(15 453.272 481.975 509.243 532.812 567.421 5o.a 699,- 00.- 61o.W 8.172.8D7 
Tolal Support Cosls 437.119 489,429 5W.065 553.272 581.975 00,243 862.812 687.421 710.800 759.m 7M),WS 800.1150 7.552.OO7 

Income Before Tax 275,703 359.290 438,189 431.838 512.214 688.570 610,780 679.702 745,lSO 746,883 05.087 862.m 7.m.411 

Cumulative Cash Flow 
Gross Margin % 
€BIT % 

249.642 600.932 1.047.120 1.478.950 1.W1.172 2.579.743 3,190,533 3.870.135 4,615.404 5,382,287 6.1Ml.254 7.0Jo.349 
29% 30% 30% 30% 31% 31% 31% 32% 32% 32% 33% 33% 31% 
8% 9% 10% 10% 11% 12% 11% 12% 13% 12% 13% 13% 11% 
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Telemarketers 
ClosedDayISeat 
CalldDa ylSeaf 150 
Total Calla 

New Customers Telemarketlng 
New Cudomem Agent 338 
Total Nsw Cuatomera 338 

Eroaion Rate per Month 5% 

Iy Cuatomera On-Line 

Ramp Period - 1 Month to provlalon 
Business LlnedCustomr 

Pricina A- 
Local Acceaa per Bucineas Line 
Local Message Units 
Local Buainesa Llne Featurea 
Long Dlstance Rate per Minute 
Mlnutcs per Una 
Long DIshnce Revenue per Llne 
Total Ravmnue per LIM 

cost 
-oca1 Access Installatlon 
-oca1 Acceaa per Bualneas Llne 
-oca1 M e w g e  Units 
-oca1 Buaineaa Llne Featurea 
'IC Fee 
-ong Distance Rate per Mlnule 
4ccess per Minute 

3illing Cost per Minute 
31111ng Coal per Customer 

'rovisionlng per Cuatomer 
'rovlsloning per Llne 

Centrex Business Plan 
The Telephone Company of Central Florida 1997 

March AprU May June Julv Auguat September October November December January February 
20 20 20 30 30 30 30 30 30 30 30 30 

150 150 150 150 150 150 150 150 150 150 150 150 
60000 60000 80000 gOOOO gOOOO BOOOO gOOOO gOOOO gOOOO 90000 g O O O O 9 0 0 0 0  

400 500 600 900 900 900 900 900 900 900 900 900 
400 400 400 4M) 400 400 600 600 800 900 wo 900 
800 800 lo00 1300 1300 1300 1500 1500 1500 1800 1800 1800 

1 1.25 1.5 1.5 1.5 1.5 1.5 1.5 1.5 1.5 1.5 1.5 

Q,!566 10,887 12,143 338 1,122 1,965 2.867 4,024 5,123 6,167 7,358 8,490 

4.5 

25.95 Monlha 6 and 12 are free for local access. 
0.00 Agent8 gat paM on long dhtance rwmnw only. 
10.00 
0.m 
300 

29.7 
66.65 

38.00 Perlne 
17.77 
0.00 
0.00 

0.05 
0.005 

1.a P W l M  

0.0035 
5.00 

10.00 
1 .oo 
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TdEphoNE COMPANY o 
May 29,1996 

Bell South Telecommunications, Inc. 
Rich Dender 
South ME1 
3535 Colonnade Parkway 
Birmingham, Alabama 35243 

Dear Rich: 

I’m very pleased with the assistance I’ve been receiving fiom your people. Ms. Webb 
and Mr. Johnson have been extremely helpful. I do look forward to a very long and 
profitable relationship with Bell South. 

I need your assistance with an issue that has come up today. I have been asking the local 
Bell South Sales Executive here in Orlando about services in other locations. I found out 
today that all Essx services arc to be replaced by MultiServ tomorrow ( May 309. I’ve 
been trying since the first week in February to get quotes on the following Bell South Co. 
locations in Florida. 

ECATION SWITCH 

1 .Orlando Magnolia D100/1ESS 
2.0rlando Pine Hills SESS 
3.Cocoa Main SESS 
4. West Palm Beach D100/1ESS 
s.vm Bc8ch 5ESs 
6.Melbourne SESS 
7. West Hollywood SESS 
8.Ft. Laudcrdaie Main DlOO 
9.Ft. Lauderdalc Oakland SESS 
10.Jacksonville San Marco DlOO 
1 1 .Jacksonville Clay St. DlOO 
12.NDA.D Golden Glades DlOO 
13.Miami Grande SESS 
14.Miami Airport DlOO 
15.Miami Hialeah SESS 
16.Miami Canal DlOO 
17.Miami Beach SESS 
18.Key West SIBS 
19.Gainsville Main 5ESS 

- 
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INC. 

Since your local commercial representative did not assist me in my requests, I would ask 
that this letter s a v e  as my formal service request or letter of election for 201 line Essx 
agreements for a term of 73 months at each of the above listed locations. I believe I must 
make this request today or lose the opportunity to order at the existing tiriffed Essx rates. 
Call me if you have any questions. 

President 

Page 2 of 3 
3 5 5 1 W. LAkE MAW hukvARd,  SuirE 2 10 LAkE MARY, floRidA 32746 

f'ho~E (407) 32805002 FW (407) 32111454 . .__ 1 . -  - . -  
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Elda"Kip"Rippa 
mTelephoncCampan)rofWFknirh 
3551 W. Lake Mary BIvd 
suite 210 
hke  May, FL 32746 
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May 31,1996 

DS-1 to WilTel 
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- Clhu  to whom you "sell" service will need to keep their existing ~~?lephonc numbers. 
- No i"rn calk will be allowed. 
- All lung distaaacalls will be carried viaa DS-1 to the WdTel POP with Ovemow 

- Thc PIC cade oa cis21 ESSX main aation will bewiil'el. 
Thc faturea an rll E!!X maia station lines will be acrivatedldeanivaredlchanged by 

capability to the hfencd lnmxcbangc Canicr 0 on cach ESSX rnaia 
rution. 

You. 

please review the anached rate itemization and drawing. U'yyou haw my qucsticau or Dcod 
additional information, you cm contact me at 205-977-8955. 

copy: WadeJdrason 

Page 3 of 6 
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Reseller Provides Service Via 
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. . . ----- .-.-. - - .  
. The Telephone Company of Central Florida 

Orlando, Florida 

I--+=- 

I I 1  

I I I  

--- 
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-- . &NR Llmited, WC. 

The Telephone Company of Cemtral Florid8 

1 
OdMdO, FlOdLda -- 

1 
201 

, 

N a  n 

I w a  swau I s 123.00 I s 209.10 I 

3' S 4.10 

I 
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TE LE p k o N E 
. ._  

Sent via Fax 
September 4, 1996 

Mark L. Fiedler 
Resident 

Docket No. 981052-TP 
Exhibit #- (ENR-7) 

BellSourh Carrier Services 
675 W. Peachaee St 
Room 451 1 
Atlanta, GA 03075 

Dear Mark: 

I appreciated the candid discussion we had yesterday and feel that we can work togetha to provide our 
c u m "  with soiid products and services. I would be more than happy to help your stafT unduszand the 
needs of a typical nscllcr and the nteds of this new business. I can also give you and your people insight 
into how the other RBOC's and LEC's are handhg the rcsaie world. 

I also feel it is prudent for me to doarmeat what has been happening to TCCF m the last month and request 
your assistance m mlving the problems we have been having. I might also suggest thar BellSouth assign 
to TCCF a full time sewice manager to support the daily service ne& of my business ( specifically m light 
of my special ESSX service reguircments ). I also want to stop any new ESSX insFallarions from occwring 
undl we can m o d i  b e  m v Q s .  

The following customers have been disu>nnected by BellSouth on various occasions m the Ian month: 

1. Ciaus B e  two locations for over four hours each. 
2. h o l d ,  Mathcry, and wan, for two days. 
3. AIl Cellular, for two hours. 
4. Exotica flea voice mail for ~ K C C  days. 
5 .  Wanda Classe Mktg., for four days ( 407-293-9697, Wanda Classe ) 
6. P a e  B a h i ,  for five days. ( 407-290-3248, Pete Badni ) 
7. Rud~ K e h ,  for five days. ( 407-293-6330, Ruth Kim ) 
8. S h e  Industries, for four days. ( 407-290-8329, Jon S h e  ) 
9. AU Media Group Inc., for four days. ( 407-294-9900, Diane ) 
10. Specialty Roofing and Waterproofing Co. Inc., for five days. ( 407-295-7868 Mark 

Schmidter ) 

The last five customers Iisted am requesting an explanation for their removal h m  service. TCCF will 
loose these CUS~OHIC~S unless BellSouth confirms that it was a BellSouth error that disconnected their 
service. TCCF did not disconnect them and BellSouth netds to confirm this. Honestly, anything less will 
cause TCCF to ioosc the cusfomcrs. Contact names and numbers are provided with the hope that someone 
in your organization can call them to reassure them that I, Kip Ripper, did not tum off their services like 
the BellSouth repair and service center representatives are telling them has o d  

That brings me to the next issue which is why arc your repair and service centers telling our customers that 
TCCF and Kip Ripper by name have disconnected them and that BellSouth no longer will be providing 
service to hem. When the customer then says that they are still with BellSouth through TCCF they arc told 
that it is not true and that BellSouth has no record of them in their accounts anymore. 

3 5 5 1 W. LAkE MARY Boukvmd, SuirE 2 10 L4kE MARY, flonidA 3 2746 
PkoNE ($07) 328-5002 FAX (407) 32 14454 
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I do need your immediate assistance to resolve these issues. I suggest that I come to Atlanta to sit down 
with your technical services support staff to discuss X)[IIC ways 'to betta coordinate our efmra. I also need 
to be assured that your local business office and repair personnel arc bctter informed and do not mislead 
my cusu)mQs into thinking I've papetrated a h d  09 them by holding myself out as a reseller of 
BeUSouth services. You local Florida pmonnel arc doing that They k q  telling my/our customers that 
they have betn disconnemd h m  BellSouth. The reality is that your personnel do not h o w  the difference 
between d e  and facilities based competitors. Please, can you fix this now before you dnve me out of 
business? Honestly, the above lined issues arr just killing my local reputation. I have invested a great d d  
of time sad money in this venture and i fwe can't work through these issues as parmen it will damage my 
business beyond repair 

The next few days arc very important to TCCF's ability to d v e  and maintain a positive reputation. My 
sales agents are also being af€& by these events. They arc starting to doubt my cndibility. How do I sell 
without them. The cuu" Iisted above have been affeaed by BellSouth due to the recent outages that 
BellSouth created, Where do we go from hm? How does BellSouth make restitution to these people and 
to TCCF if1 loose them? Please get back to me af your carfiest convenience. 

! 
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September 9, 1996 

Mr. Elder Ripper 
President 
Telephone Company of Central Florida, Inc. 
3551 W. Lake Mary Blvd. 
Suite 210 
Lake Mary, FL 32746 

Dear Kip: 

I appreciate your September 4 letter following up on our conversation of the other 
evening. As we discussed, resale and unbundling to facilitate local competition is 
essentially an entirely new mode of operation for BellSouth, and one which presents a 
myriad of start-up challenges. I appreciate your willingness as a customer to help us 
understand the problems you and your customers are experiencing, and in working with 
us to resolve these problems as quickly as possible. I also appreciate the professional 
approach that you have evidenced. 

I have tried to address below some of the items raised in your letter. I have asked other 
people in my crganization to address the remaining items, and to communicate back to 
you directly the steps we are taking to address them. I’ve also scheduled a fullday 
meeting on Tuesday, 9/10, with my staff to review precisely where we are in the resale 
and unbundling operations area, and the immediate and longer term steps that we are 
taking to minimize the number of problems as we enter this new form of business. I 
plan on discussing the particulars raised in your letter at that time. Some specific 
responses, however, are set out below: 

1. I understand that Ann Andrews and a number of her direct reports are scheduled 
to meet with you the moming of Friday, 9/13, to hear first hand your suggestions 
as to how we might improve operations. 

Page 3 of 19 
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Mr. Elder Ripper 
September 9, 1996 
Page  2 

2. W e  are  in the process of transferring s o m e  additional personnel in the LCSC and 
into the  account team organization which have extensive ESSX experience in 
order to assist TCCF with daily service needs.  

- _  

- 
3. W e  will stop any new ESSX installations until we are both satisfied that w e  have 1 coordinated the cut-overs. 
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4. Based on a previous conversation between yourself and Ann Andrews, a 
member of the management team of the Local Carrier Sexice Center will 
contact the five customers you mentioned in your letter explaining to them that 
their service interruption was  a result of BellSouth errors and  not d u e  to actions 
of TCCF. 

5. W e  a r e  reviewing our training with the repair and service center  representatives 
to ensure  that they appropriately communicate with customers the relationship of 
your resold customers to BellSouth. 1 a m  su re  that this will be discussed in your 
meeting with Ann this coming Friday. I’m also sure  there will continue to be a 
good bit of confusion on the part of customers as to who their service provider is 
in the resold environment, but I would hope that suggested improvements to this 
process will be one  outcome of your meeting with Ann. , 

I will give you a call following Tuesday’s meeting to give you the benefit of any further 
information that I become aware of a t  that time and  hopefully to find a time when we  
c a n  meet face to face. As 1 mentioned to you in our conversation the  other evening, it 
is BellSouth’s intention to bring to the resale and unbundled business  environment the 
s a m e  level of professionaiism and service that w e  exhibit in the other parts of our 
operation. W e  are  devoting substantial resources and efforts to make  that happen. 
Notwithstanding these  efforts, however, as in any start-up operation, we are 
experiencing some problems as we  struggle up the  leaming c w e .  Unfortunately, given 
the  fact that you are  one  of the earfiest entrants into this business, I’m afraid that you 
a re  seeing more than anyone else first hand our struggles to implement this new 
business. We are  committed to making it better. I appreciate your help in that regard, 
and look forward to a valuable and long-term relationship. 

I also look forward to speaking with you this week. If you need to reach m e  in the 
interim, please don’t hesitate to call. 

I - -  
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TE LE p h o N E 
. - .  

Sent Via Fax 
September 20, 1996 

Mark Feidler 
Rcsident4"n&on Services 
BellSouth Teltcommuuications, Inc. 
Suite 45 1 1 
675 Wesr Peachpg Sb.ta, N.E. 
A t l a n ~ G A 3 0 3 7 5  . 
Dear Mark 

I need your awisgOct ia a matter mat is critical to the suucctss of the Telephone Company of ceawl 
Florida As you know on the weekaid of Augusc 30,1996 several customers wcre cuf out of sgyjce by 
BellSouth Consequently TCCF has lost their business and revenue. Furthermore one of these cu"m 
has stoppad payment on their fim payment to TCCF, see the amrcbed copy of his check This customer 
owes TCCF about S 1 ,OOO.OO far services m d d  to dare. Paragraph 4 H. of our conpact indicves th is  

' 

we will work together to collect these funds. 

Let me rmre mat tfiis customer, Specialty lnsularion and Wampmofmg, would have genvated revenue of 
at kcsm S66ooo.00 annbally. TCCF has lost this revenue. The wtomer has also stated thar due to the out of 
SQyict time tba! ocaared they wiU not be wiIIing to pay TCCF. Please runember that they were out of 
KNice for almost fwr days. What can you do in this situation to help TCCF to rtcbver iU loses? I would 
sugga that BeIISouth off' to give TCCF a credit for an amount to be daermined by you or you staf€ 
Lastly, TCCF is currently working on a list of cu"m tfiat have switched back tu you because of similar 
problems and the amount of lost TCCF billing and annual revenue. 

Please let me know how you would like to deal with this. Barbara Jean W a m n  has indicated that she 
would be able to give us credits 00 our account for kost billed revenue. I look forward to a favorable 
outcome for all of us. 

W 



I . 
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PAY 
TO THE 
ORDER 
0 F: 

I 
BUN BANK, N.A. 

ORLANDO, FL 32897 

SPECIALTY INSULATION AND 081300 
WATERPROOFINQ CO. INC. 

3808 SHAMR RD. ~ Z t Y O 3 l  . 
ORLANDO, FL 32801) 0526138 

(407) 295-7866 FAX (407) 203-5302 

// 

. .  - _  - . P stcuniiv FEATURES INCLUDED. OETAKS ON OACK 8 
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BdISo& T . k c o r r a ,  'crti0cp.k uw5295mo 
Sunn 451 1 
675 Wstt P u d m ~  ,%"L NL 
Mrnta,Georpn 

Fu 404 521 -2311 

September 23, 1996 

Mork L hidlrr 
Pnsidem- InrarConncction Serviccs 

Mr. Elder 'Kip" Ripper 
President 
Telephone Company of Central Florida, Inc. 
3551 W. Lake Mary Blvd. 
Suite 210 
Lake Mary, FL 32746 

Dear Kip: 

I received late Friday aftemoon your fax regarding the situation with Specialty Insulation 
and Waterproofing. As you had previousty requested, I had a representawe in my 
carrier operations group contact Specialty Insulation and Waterproofing to discuss with 
them directly the cause of their recent service intemption. That part of my organization 
is managed by Ann Andrews, who you met with in Florida last Friday. I have forwarded 
your letter to Ann to handle in light of the fact that she has operatjonal responsibility for 
matters of this sort, and a much more detailed understanding of the particuiars of this 
situation. Ann or someone in her  organization will be contacting you promptfy to 
discuss the particulars surrounding this situation, and any suggestions as to how to 
move ahead. 

I will continue to follow the situation to make sure that it receives an appropriate level of 
attention. 

cc: Ann Andrews 
Joe Baker 
Fred Monacelli 
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BELLSOUTH MEETING 

DATE: September 12,1996 

Time: 9:OO AM - 12:OO Noon 

PURPOSE: To discuss major issues and solutions to create OLEC 
environment which benefit all parties of the partnership, 
including BellSouth, TCCF and the End-user customer. 

AGENDA ITEMS 

Maior Issues 

ESSX SeMce (Tuning Up Circuits and Moving Existing Accounts To ESSX) 

3, Repair Service (Interfacing with End-User Customer and Re-routing to TCCF) 
d Directory p d  Additional Listings dropping 
Y Yellow Page ~ssues 
H PIC Changes [Some are not completed) 

Cover Form for Freeze Pic 
8. Billing with ALEC Discounts 
9. BeilSouth Promotions and Discounts (Residential ServiceFcaturc OEering) 
10. Pay Phone Rata  and Discounts (For Existing and New Service) 
11. Non-recurring Service Order Charges to Switch Service to TCCF 

$‘ serviceoutages 

c 

Other Issues 

1. Amentech Services Information 

2. Service Orders 

a. Providing weekly, completed orders, dates orders are processed, sfatus of PIC, any 
rejections, and etc., rather than faxing confirmations on daily basis. 

b. “Switch as is” versus “Switch with changes” 

c. Selvice charges for h e  various “Change” orders, business or residenct. 
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d. 

3. 

a. 

Accounts with Omitted Phone Numbers on TCCF service request should 
be provided TCCF once identified by BellSouth. 

- _  

Repair Service 

Procedure that ensures end-user customer is not confused by repair reps about the 
status of their service, and a better and more helpful method to route custbmers to TCCF 
to resolve their service problems. 

4. OLEC Discounts on service and service features as outlined 
guidelines recently established by the FCC. 

in the 
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Sent via Fax 
October 1,1996 

INC.  

Wade Johnson 
BeLlSouth 
South ME1 
3535 Colonnade Parkway 
Birmingham, Alabama 35243 

Dear Wade: 

I need to confirm in writing several concerns and issues that have been discussed with various 
BellSouth individuals during the last month. I fnst want to Mffirm that you arc my primary BellSouth 
conma It occurs to me that I have taken the opponunity to meet with several of you leaders and peers. 
Bu: to make this arrangement work I do need to my &om through no more than two people. 

’ 

Yourself h m  an overall account management position and a customer Service manager ( TBD ). The larn 
person to handle the day to day issues that TCCF can not handle with the m a l  BellSouth inhstmcturr. 

Listed below arc the cumPt problem areas that TCCF have encountered in the last four months of 
operation. Clearfy we need to confirm this list and then agnt on how we can help each other to improve 
our performance in these aEas. 

1. TCCF needs a monthly billing on Qpe of all our monthly fixed and recurring iharges. Without this we 
can not bill our customers for “lata toll, directory assistance, and other similar charges. We w m  
promised monthly capts born day one. Is BellSouth going to forgive these charges until we can get this 
billing on a medium that TCCF can rebill hm. TCCF is losmg revenue daily. 

2. Our m e a  billing has numerous mors to the point that we arc concerned abou its total integrity. 

3. Our billing does not include discounts. 

4.  We have been frying to establish ESSX s m i c c  for four months. BellSouth dots not have a resource to 
supporr my effom I have lost over 400 CuSuImers m South Florida due to this problem. How do we 
fix this problem and whcn do we fix this problem. BellSouth is severely injuring my busmess. Due to 
delays m auovers I” m n d y  paying Wdtcl for local backhaul circuits to eight sites tbat BellSouth 
acctpfcd the local loop, but never cut the ESSX system into mice .  Additionally the ESSX systems 
do not have assurne dial ”9” service as requested in our agmmenu. I defimtety need assume dial Y”. 
I have now hired a person to coordinate all the ESSX cuts on my side. I’m ready to go now. Fred 
p r o m i d  a support pason by October 1‘. Well its time. I’m losing time and money. 

5. TCCF needs product guides and paining for BellSouth’s retail service offerings and training for our 
CSR’s so thar we can be accurate in reselling your scrvicts. We’ve discussed this many times and had 
several promises of action. I do not have any documentarion nor have I heard of any training. 

6. What do we do when TCCF looses a customer because BellSouth cuts them out of service. TCCF loses 
revenue to date and the potential revenue for the foreseeable future. See our c o n m i  p-ph In. H., 

3 5 5 1 W. b k E  MARY 8oukvARd, SuirE 2 10 LAkE MARY, FlonidA 3 2746 . 
PhoNE (407) 328-5002 FAX (407) 32141454 
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Both parties agreed to provide suppon regarding moving customers with outstanding baiances. 
Actually neither pany should move customers with oumnding balances, but this is not reasonable so 
we must protea ea& others positions. I rqutsted assistance on this matter September 20" and have 
not heard anydung to dare. - 
What is the eScalaton procedure for out of service customen? We are constantly caught betwen the 
repair and service centers. If an order is not closed repair will not help us. 

Who handles pic problems? We have requested that all of our lines be pic'd to Wiltel and from. 
TCCF does not inrend to pay for LEC billed calls because the pic was changed or missed during the 
order process. We have also have had several customers with no long distance after cutover. No one 
has ever told us why. 

Will our out of service problems at cutover be resolved? When will BellSouth be able to assure us that 
this will not occur on a regular basis? 

Wade, I spent endless hours talking to all of the appropriate BellSouth execuuves now its time for action. I 
can't do business with promises. We do have a contnu and I need your heip as my parmer to begin 
holding up your ad of the bargain. TCCF has been patient for four months, I do believe that I deserve a 
written and positive rcsponse to my comments no later than the close of business W o k  4,1996. 

I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I . - -  

Kip Rip& 

Page 11  of 19 



Sent via Fedex 
October 7,1996 

Barbara Jean Warren 
BellSouth 
LCSC 
D 20 
5147 Peachrree I n h a 1  Blvd 
Chamblee GA. 3034% . L. 
Dear Barbara Jean: 

Enclosed you will find a payment of S10,OOO.OO for the attached invoices. I believe it is prudent for TCCF 
to put BellSouth on notice that this billing is unacceptable in its current form. TCCF is paying the 
S10,OOO.OO in good faith to mainrain its good credit rating and payment history, but fankly this billing is 
less than creditable. TCCF has had the following billing h c s  and BellSouth needs to respond to thcm in 
writing to confirm that they recognize that they exist 

’ 

1. 
2. 

3. 

4. 

5.  

6. 

The billing does‘not c o n f m  discounts nor take than into consideration. 
BellSouth CSR’s sent at the time of cutover do not ahvays agree with the billed amounts. What is 
accurate? TCCF ‘uses the original CSR to issue billing mor& to iu customers. We need accurate and 
consistent records. The LCSC n& to follow up with Andrea Welch on this issue. 
TCCF is being billed by BellSouth for ESSX service its not using and can’t use at this time. Account 
407-3 18-8000 was billed and should be credited until we can utilize ESSX. Currently the service is 
installed without assume did 9. This makes it useless to my clients. Please credit the account until this 
problem is faed. 
Cndiu have been issued on accounts that were lost due to BellSouth cutover problems. TCCF has not 
seen wrinen c o n h a t i o n  of these credits and their amount We need to see a credit memo. Estimated 
annual lost revenue to date 512,000.00. 
We can’t bill local usage revenue without tap#. They have been promised €rom day one and we have 
now lost four months of revenue. TCCF will not pay for services we can’t rebill because BellSouth 
will not send us a rape. Estimated lost revenue SS,200.00 to date. 
Who do we escalate billing issues to in this siruation? To you ? 

These issues are serious enough that my staff has spent at least 40 hours a week since late July tqing to 
work with the biliing issues. This is not productive for TCCF or BellSouth so i t  must stop. TCCF has 
probably lost S5,OOO.OO in lost work time aying to deal with these issues. We therefore must request a 
written proposal that will deai with these issues as soon as possible. We can’t continue to lose revenue and 
personnel time to these casily resolvable problems. I expea a call in the next few days to discuss how we 
move forward. 

5 1 W. Lakr MARY B O U ~ E V A R ~ ,  Suirr 2 10 LakE MAR): Flonida 3 2740 , 

PkosE (407) 328-5002 FAX (407) 321,1454 
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2SELLSOUTH 

Nates. I lied. Didn? mean too. 

My schedule of events for the 4th Quarter of 96 shows la1 6, rtart date of new accdunt team memberr 
Tums out that only Bill M m n  IS coming on today. The dher twc, the ones that you and I are 
a"& with, are not wming in until the fint of November. I don't k m v  why they wuldn't get away 
eariier. I just leamed about the Nov. I date yesterday in our Atlanta meeting. 

I think we should ge! with the LCSC and by to turn up a few of those ESSXs. What is your thoughts? 

By-the-way, I noticed on ywr fist issue (your letter to me) that you said you had teen promised tape 
billing from day one. Who p r o "  you? We can Dronde that servlce, but we may charge for it No 
determination has been made yet, and I want to have my gun loaded. 

. -  

Ta. KIP Ripper 
Company. 

C0m-n). BdlSauth 

Time- 8:OlAM 
Pages Including Cwer: 1 
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October 22, 1996 

Elder N. Ripper 
Telephone Company of Central Florida, Inc. 
3551 W. Lake Mary Boulevard 
suite 210 
Lake Mary, Florida 32746 

Dear Kip: 

In response to your letter, via FAX, sent October 1,1996: 

I am sony it has taken so long to respond in writing, but I have med to keep you up on OUT 
progress in om conversations. We stil l  have not worked out all the issues you mention, but are 
continually w o h g  to improve our service to our resell customers. 

On issue number one, Paula Murphy, the LCSC supervisor, informs me that you will be getting 
your monthly bill on paper and mag tape for six months. After that, you must make a choice of 
whch mebia, or pay $77 monthly for both If you choose one or the other, the bill is still fie. 

On issue two, any problems with the bdl can be handled by the LCSC. Call service rep Glenda 
Foster at 1 800 872-3 1 16, and press 2 for the b i l h g  group. 

On issue three, effective October 1,1996, the OLEC discounts will be automarically discounted 
on the bills. The discount will appear as a reduction of the monthly services. Per MI. Craig Steele, 
all previous bills have been verified and the drscounts were applied. 

On issue five, BellSouth is discussing several training methods. We have scheduled a December 
10th and 1 lth training session at the Atlanta Executive Park Learning Center for OLECs, and will 
be sending additional information at a later date. 
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On issue seven, e s c h o n  procedures, your company has available to you the resources of the 
Residential Repair Center (61 1) for 1FR and E B  customers. Repair intervals are dictated by the 
area reported in and by the load being experienced by network in thts area.. On average, you 
should expect an 18-24 hour turnaround on trouble repom, but it couid be shorter or longer 
depenhng on exrenuaring cirCumtances. 

You may report small business troubles to the Business Repair Center (780-2222). Again, the 
repair appointments and intervals are based on the load experienced by Network in the area that 
you are calling about All customers reporting like classes of service are treatedZqually by LMOS 
as they are in the RRC. Intervals can be longer or shorter depending on load and weather 
condrtions. Escalation procedures are handled within each center and the receiving agent is 
familiar with the policies and procedutes for the troubles being reported 

Just as a reminder, the repair of any resold service, whether it is lFR, lFB, ISDN, DID, ESSX, or 
P P ,  is handled out of the refail outlet that would normally serve this customer. No resold service 
is handled out of the ACAC. 

On issue eight the Equal Access Service Center would handle unauthorized PIC changes on your 
customers. The LCSC would handle any other PIC problems. 

On issue nine, I have discussed your problems with everyone from Ann Andrews dowa We will 
be continually addressing this issue, but will need time to make sure that these cutovers go 
smoothly. Please let me know specrfrcs when you inm problems. 

The other issues are being addressed, but so far, I do not have defhtive answers. I wilI forward 
them to you when I get them. Please let me h o w  when you experience prbblems. BellSouth’s 
goal is to provide excellent service to you and all of OUT cusmmefs. 

Sincerely, 
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ScntviaFax 
January 13, 1997 

JosephMBalar 
Vlce Presideat-sales 
Interconaectm service5 
BcUouth Telecommrmications, Lnc. 
Suite 4423 
675 West ptachtree Strut, NE. 
Atlanta, GA30375 

3 5 5 1 W. LakE MARY BoukvARd, SuirE 2 10 LAkE MAR): FioRidA 3 2746 , 

PiioNE (407) 328-5002 FAX (407) 321.1454 
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4. 

5 .  

6 . .  
7. 

8. 

9. 

10. 
11. 

12. 

13. 

Your idea ofa resale/wholesale repair center is excellent. What do we need to do to establish this 

We xiad an interEact into your billing support group so our billing company can get suppon for its 
questions on your billing tapes. 
We need an or& codinnation system ASAP. We arc losing orders. 
We need for your commercial group to stop moving ouf cwomcr~back until they paytbeirbills. We 
havc lost tens of thousands of dollars of revenue due to this problem The ltst of five customers we 
gave you is only the tipofthe iceberg You cannot give these customers scveral d a y s  to mala: other 
arrangements to paythcscbills. We have alrtady giventhem the appmpriate time frames to makc 
arrangements to pay and now you arc giving them mort time to figun out ways to avfAd the 
collection proctss. We want than turned off now. I also want to statt for the record that our contract 
SptCLficaUy calls for you not to move thun if they han outstanding balances, plus we also haw signed 
transfer of authority agreements on aver 90% dour aastomcrs giving us legal ownership of the 
numbus. We Q not intmd to hold hostage these numben but will im“ ’ eiy release t h e 4  upon 
receipt of payment in full, back to BellSouth Lastly, for the most pars no formal notification of the 
loss of TCCF customers is ocauring 
EkIlSouth has not bm~ &cctivc in getting OUT orders p a s s d f o r  over two months. The ordu 
intends have been as long as 60 days to never ( meaning they wen lost ). We know you moved your 
center, but can you assure us that this is over? 
We need a Qngie point ofcontact to ppoass our centrex ordtn. Pleasc confixm this proass with Ken 
Koller o f m y  staff 
We need acccss t o p  Interne! pmdncts and services. please helpus with this rapcsL 
TCCFbclievesthat we canbe more cfik&ve in our roll as a rrsellaifBellSouthwill trainus 
cf€monaMilaMeproQctsandsuvias. Wealsoneedacasstoqualifiedproduct managers. 
TCCF &to betrained onyourordesentq process and p”s. We have a guidebookand 
havebeea doing oprbcst krt your initial support staffseemed to know much lm than wt did This 
situation has obviody affected our CuStcJanaJ’ sexvice. 
Bottom line is that&Ilsouth needs acatification poocm and a start- up kit for d c r s  so it can 
k e e p i t s c l € o u t o f ~ w g r .  

anm. 

Joe, we discussed many solutions to these issucS and I abowledge that we had a positive meeting I have 

resohe these issues and within what time frame so that I can move on with my business. lfyou rcvicwthe 
many leners TCCF sent to Bellsouth in the last eight months, I havebeen bringing up these same issues 
timeandtimeagiunwithwtarealrtsponseorresolutionfromyouror~tion Sobearwithmeif1 
seem rcdun- I e q s t  to see a change and I am pleased to help in any way I can 

reitcrated my c o n a r n s ~  I want Bcumth to confirm in writing exadly what we rreed to do to 

Now, lets discuss in specifier the bilhg issue and the loss of business that TCCF has experienced due to 
BellSouth’s inabiliq to support our ILccds to date. We have to get corrected now before it becomes too 
large to resolve. A portion ofthis problem is easily resolved and I will address this first. The following list 
of items should be to us ASAP 

Au ESSX tilling sbauld be cndited with the exception of the cutovers in Decembu which were 
coordiLIiitcd by Ken Koller. We haw been bilied for all the ESSX common block services put in place 
by Miss Webb since August and have not been able to utilize them 
On the d y  bills, no ’ g occurrtd and no credits have ever been issued We need an accurate 
mcthod to dettrminc ifwt arc getting consistent discounts and an explanation of how it occ~vs. 
We should not be billed for any LEC billed charges until we agree to a LEC billing amngement that 
compensates us for the collection prooess. This would include dial around, intralata toll, 4 11, 
advextising and other similat services that you currently bill for other vendors. Now, if you are going 
to discount them Lih: the rest of your residtntial and business services then we have no problem. 
Except, that we did not kgin  to receive billing tapes until last month and not until two we& ago did 
we receive your billing plan specifications. I suggest that you make sun that any new resellers receive 
an up-front padcage that includes these elements. I can not bill it if I do not get it on tape and receive 
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the plan spc&catioas. BellSouth needs to get its act together. You folks are in the resale business. 1 
suggest that you credit all billing for thesc SQyiCts through Deambu 3 1,19% for TCCF due to 
BellSouth’s Ax& of response to TCCF’s quests. You do have an obhgation to support the rrscller. 

4. We have been billed for multiple scrvjce orders on many conversions. M g t  of these senice order 
wnebecaustyourproceQres m constantly changing Q t t o a  lackofcxpuienct in this 

buskss. Your people were also i n - 4  and soem to have chargbdus for all the change orders 
regardless of who changed the order or why. Frankly, as a show of good will on the part ofBellSouth 
I am “ g t b a t  all ScNice ordcr chargs be forgiven for this entin period. The time it will taa: 
us to rcsolve which is which and who did what to who would cost us both more than the amount 
invoivui Obviously, this is not a small amount of money, but ifyou lodrat the amouxrofbusincs 
that TCCF has lost andthe amomt of time we hime lost because of all theproblemswc have had, it is 
a small price to pay. 

5 .  TCCF andBeLlSuuthboth llced to review the current monthly “ingbillingtogether and 
daumine ifit is accurate. Ibelim the only way we can do this is to have your billing puson come to 
Lake w a n d  review this issue with Andrea Welch and establish a method to cbedr and review the 
situation on a rcguiar basis. 

The last ample ofissues an more difliwlt tow with. Here they arc: 

1. TCCF’s business plan was based on doing business primarity through its ESSX switches. When 
Bellsorrth could not ef€cctivcly turn them up last ytar, TCCF was faced with going out ofbusintss or 
Just reselling aatil we d d  utilize the ESSX smiccs. O u r p f i t  margins and product pricing in 
what we call our metro co’s is obviously di&rau then normal d e  ofBellsaath services. Since 
Bellsorrth awld not wpport ow ESSX service, TCCF loa menue due to the IbUowmg issues. First, 
our cost oflongdistauxin an Essx ewiroMlent is less that S.05 per “tc. In anom& switched 
&as situatioq my ast is over S.10 per minute for customers in the state ofFlorida. Tbaefwe, 
BclEouth bas ast mc $05 per minute on all my toil calls from any “X that is in my ESSX area. 
This is over 70.?ofmyplanncdbusiness. In Daemberthis will cost TCCF nearly S20,000.00. My 
loss year- to- date is over S1OO,OOO.00. Additionally, if you look at the cost d a  liae appearance in 
TCCF’s ESSX world it is 317.10 for a line that includes the following features: 

CallForwardingBusy 
CallForwardingNoAnswu 
CallFarwardingVmable 
COnsaltationHold 

0 CallTransfa 
3waycallconfermcing 
Callpickup 
AssumeDialY9” 

0 Automatic W e  Selection 
DECAS 
Theav~gtcostofaBusinesslinewithjusttwoorthneofthesef~~isatleastS35.00 

retail or S30.80 w h o l d e  to me at 12 percent offthe retail rate. Ths means in m u d  numbers, TCCF 
also loses almost S14.00 per line, per month on a business line in my ESSX 0 ’ s .  If1 was billed for 
only lo00 lint qxamxes ova the course of 1996 in these areas, it has cost me an additional 
S14,OOO.OO for tbc SeTvicc. This does not rake into accopIlt the amount of business I did not pursue 
due to these drastic Mcrcnces in cost. Honestly, 1 am now selling below my cost due to your inability 
to sewice my business in ESSX areas to date. Ifthis shocks you, imagine how I feel. Especially since 
your lack of response as a corporation is the reason that this has occurred BellSouth’s lack of support 
for my contract is the reason TCCF has lost t4p money. 

2. This brings q e  to a new topic that wil l  cost TCCF even more money. Since I had to proviaon these 
ESSX accounts as regular business lines, I now have to pay again to install them as ESSX lines. This 
is not my fault and gyves even more credence to my request to credit all service order fees to date. 
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3. TCCFhas had to spend cauntless man months this year dealing withthis mess. This time should 
have been speat doing new busraess and adding new sales agents. This loss of time was prcvtntable 
by BellSouth and is a dins rcSult of your actions and lad- thereof. IfBeUSouth bad been ready with 
good quality staff and p", TCCF would not have spent at lmst $50,OOO.00 in lost wages 

- .  @ h g  with yourproblans. We continue to do so and hope that our jartn&p will pay off. Now is 
the time to show some good wil l  by disarssing credits for our many unresolved problems. 

This list of isucs docs not include lost TCCF revenue due to lost TCCF customers because of BellSouth 
ws. Nor do it includt the Lost business due to yrrur e to turn up nry ESSX lincs. No, I have only 
Listed actual costs that are d i r d y  attnkrtable to BellSouth's inability to support this b u s i ~ ~  ventun. We 
may &bate on someofthem, bat I am sun that you owe me a response on each element. Las discuss this 
cariyncxtw#kanda>meupwitha goodwill credit that will not harm eitherparksbusintss positioq 
but Wiu compensate TCCF -for its problans in 19%. I must pxudently point out that TCCF is only 
at 10 ptrcmt of its planned 19% re" due to these problems and issues. Ifyou were in my position 
what would you be cbing about now. 

Sinafl, 

prtsident 
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Non-ESSX Comparative Information 

Non ESSX Customer (Orlando - Basic) 

Featwe. 
Business tine 
Can Fwd Variable 
Call Fwd Busy 
Three Way Calling 
cdl Fwd DonY Answer 
MultiFeature Credit 
FCC m e  
Telecom Relay Svc 
Total 

TCCF cust 
E23.80 $28.60 
S 5.49 S 6.60 
$ 270 $ 3.25 
b 3.33 $ 4.00 
$ 2.70 $ 3.25 
s (2.50) $ (3.00) 
$ 8.17 $ 8.17 
$ 0.12 s 0.12 

Docket No. 981 052-TP 
Exhibit # - (ENR-8) 

Non ESSX Customer (ortando -Plus) 

Fea" 
Business Line 
Cali Fwd Variable 
~ ~ s u s y  
Three Way Calling 
CanFwdDonYArlSwer 
Cali Retum 
Hunting 
MdtiFeature Credit 
FCC Charge 
Telemm biay Svc 
Total 

TCCF hwt 
$23.80 s 28.60 
$ 5.49 $ 6.60 
S 270 $ 3.25 
$ 3.33 s 4.00 
$ 2.70 S 325 
$ 4.16 S 5.00 ' 
S 7.70 $ 925 
$ (4.99) $ (6.00) 
$ 8 . v  15 8.17 
$ 0.12 $ 0.12 
$ 53.18 $ 6224 

I -  
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TERRY MATED 222-8244 
11/10/98 

AND TERMINATE AT END OF CuST PROVIDED 

'AND PULLSTRINGS 
CINE-UP. CUNDtJITS VV 2-Y IIJNERWTS 

t CUSTClClER SITE CONTACT'! WARREN &"I€ 
305-379-7617 

3. CIR KEN KOLLER CDIR Of Effi) 
1-407-324-1396 TO PRINIDE 

. _  

-7 - -  P A  --_1 r-- 
I 
I 

P A  
1 

I 
1 
I 

I 
I 

I I------ PA- - -  --I 

N, BISCAYNE BOULEVARD 
f 

SITE PLAN 
N , T S  JOB NO. 350-98-1102 

DVG 1 OF B 
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F L O O R  PLAN D E T A I L  

ELEC SEE NOTE 83 
svc r 

XFORMUZ I 

e tl 
BUILDING 0 COL" 

#4 

PROPOSED BAYS 

SEE NOTES 01 AND #2 
-FOR BELLSOUTH USE 

9 NOTES: 
CUSTOMER TO PROVIDE A #6 A V G  INSULATED GRUUND 
GROUND VINDUV TO BELLSOUTH RAY LOCATION 

TO BELLSOUTH BAYS. LEAVE IO' OF SLACK AT NEV BA 
CUST TO PROVIDE 1-4' CONDUIT FROM lOTH FLOOR TO 
MAIN TEL R M H  E/V PULLSTRINGS. 
CUST TO PROVIDE CABLE RACK OVER PROPOSED BAYS 

CUSTOMER TO PROVIDE c a - 4 8 ~  DC e ~ O A  LEADS AND 

VIRE FROM 

(2) RETURNS 
7s 
1ST FLDOR 

OVER i n  END CIF 4' CONDUIT. 

1 
WORK 
t w n  OFTICES 

JOB NO. 350-98-1102 
DVC. 2 OF 8 

Page 3 of 9 - 



TELEPHONE RISER DIAGRAM 
CUSTnMF R PRO V I D U  ROOF 

1 :  LOTH FL 

9TH FL 

I BTH FL 

1-4' COWWITS E/W 2-1' INNERDUCTS - b  

7TH fL  

6TH FL 

2ND FL 

I 5TH FL 

3 R D  FL 

PULLBOX I N  
3RD FLOOR 

SPACE 
BUILDING ENGINEERING . 

NOTE: MAIN TEL . 
ROOM 

ALL CONDUITS TO BE EQUIPPED WITH PULLSTRINGS. 
JOB NC,350-98-1102 
nwr; 3 OF ~3 
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E O U W T  DEBCRIPIMN 

MOlTAL ES8X SYSTEM (H) 

NETWORK ACCESS (NARG) 

HUNTING ON NAR8 

NETWORK ACCBS W T E R  

SURCHARGE - SPEECHMEAR 

FCC mcess c"z 

DBl-TU(h4lN4llDN 8 

24 Dw) ACTVATKIN 8 
201 MOITAL STATIONS Q.W 

201 ESSX WlERCOM 

DECAS PER Sn3lEM s 
DECAS PER S T N "  

CFOMlSY LINE (PER 6 8TA.) 

CFO NO ANS. (PER 6 STA) 

S 
8 

S 
CALL HOU) (PER 6 STA) 8 

'IWAY/CON.HOLMRN&YO ST $ 

SYSTEM A M  - LUBIC s 
AR8 PATIERN 8 

TRUNK OROVP TERM IN AR8 1 

I DIGIT SCREENIN0 PER LIST $ 

SYSl€MASSUMEDOHLP S 
ASSWED DLU W PER BTA. S 

CFD VAR. (PER 6 BTA.) 

INSTALL 191 CINE s 
IN€iTALLEACHADWUN€ $ 

Sl.WO.00 

7a.m 

s(I.m 

i.io0.m 

3.00 

3.m 

3.00 

0.10 

3.00 

216.00 

MOO 

26.00 

120.00 

7b.00 

12.28 

w.00 

12.00 

- TOTAL 

TOTAL LESB 016. 

QTV TOTAL 

1 Sl.LOM0 

NOCCHAROC 

1 178.00 

24 SlB4.00 

1 s1.100.00 

41 1125.00 

41 $123.00 

41 8125.00 

41 1109.10 

41 S l B M  

1 1216M) 

2 srm00 

2 soz.00 

2 u40.00 

1 $70.00 

101 s2.4w.25 

1 moo 
200 s2.40000 

MONTHLY 

K4 

S 18.05 

S 10.24 

t 0.10 

8 a00 

s 6lO.oD 

8 4.80 

s iaio 
s 7.211 

s 0.20 

s 0.36 

8 0.40 

s 0.30 

S 0.26 

s 5.10 

s mDo 

0.7 

s zw 

s 10.24 

N O ~ R Q E  

8 0.fO 

S 6.00 

1 8 610.00 OSl-lERMINA" $ D0.W 1 m.00 S 476.W 

24 w)o ACIVATa S 16.00 24 $444.00 

201 s eB4.OO 101STAl"8 LINK8 WULL It) s 16.00 

201 S2.OSO.10 20lFUTURE O A P l  hlC.hECM INC 

1 s 7.20 ECMPERSYUTEM S 726.00 1 s72600 INC 

201 8 40.20 ECABPERBTATKYS L 7.00 

41 8 14.36 CFMWSY LWE (PER b BTA.) INC. 0 

41 S 18.W CFDNOAWA(PER6STA) INC 0 

41 S 1230 CFD VAR. (peR 6 STA) INC 0 

41 S 1038 CALL HOCD (PER 5 BTA) INC 0 

41 t ZW.10 SWAYICON.HOLMRA"BT WC 0 

INC 

m: 
INC 

wc 
INC 

1 s 18.00 -, SYSEYARB-BA(UC s m.m I se30.00 1 1.40 

2 s 1.40 ARB PAlTERN mc 0 INC 

2 8 4.10 1RU)KOROWTEMMAM Hc 0 INC 

s O.SD 201 t 100.50 

S0.010.36 

w.241.91 
COST PER STATION 

cosr PER STATION 

t4.122.W s 25.00 
s3.a4€..m 
$ 19.13 

TOTAL W.7S5.00 
COST PER STATION 

TOTAL LESS DIS. n.m.os - .  
CMIT PER BTATDN 

W TOTAL 

2 0 s  200 

201 Sl,zCe.00 

1 C 47b.00 

201 $3,016.00 

0 

201 S1.407.00 

1 S 1.40 



EPUlPMENT OWCRIPTION 

DlQITAL EB8X 8YSTEM (M) 

NElWUlW ACCESS ("36) 

HUNTlNQ ON N4M 

NETWORK ACCESS LIMITER 

SURCHARQE - SPEICWHEAR 
FCC A C E 6 8  CHAROE 

DS1-TERMINATIoH s 
24 060 ACWATION 8 

201 DlOlTAL STATIONS Q.6M 

201 ESM INTERCOM 

DECAS PER SYSTEM 8 

DECAS PER simoN 
CFl3'WSY LINE (PER 5 6TA) 

CFD " 4 8 .  (PEA 6 STA) 

8 

$ 

8 

CALL HOLD (PER 5 STA.) 8 

3WAVKON.HOLWIRA"ST 8 

SYSTEM ARS - BwlC s 
ARB PATTERN $ 

TRUNK QROUP TERM IN ARB $ 

8 DIGIT WXEENING PER LIST 8 

8Y(mMASBUMEDDlALP 0 

ASSUMED DIM W PER STA. 8 

CFD VAR (PER 6 SlA) 

INSTAU IST LlNF 8 

INBTALL EACH ADMINE $ 

TOTAL 
3 
In 
(D 

81.600.00 

71.00 

36.00 

l.lw.00 

3.00 

3.00 

3.00 

6.W 

S.00 

215.00 

lJ8.00 

28.m 
120.00 

76.00 

12.24 

55.00 

12.00 

TOTAL LESS MS. 

1 I 1.100.00 

w s u0.m 

50 S 240.00 

0 8 u0.w 
D o 8  4" 

80 8 240.00 

1 8 211.66 

2 $ 178.00 

2 s  s2.W 

2 8 240.00 

1 8 76.00 

.(oo 8 4.900.00 

1 s 50.00 

399 $4." 

MNfft iLY 

NA 
8 18.06 

s taw 

t 0.10 

s 1.00 

s maw 

I 4.90 

8 iaio 
t 7.25 

8 0.20 

$ 0.30 

s 0.40 

$ 0.30 

L 0.25 

s 5.10 

s 11.00 

s o.m 
8 2.08 

a 0.50 

a n  TOTAL 

40 8 4.00 

40 S 240.00 

2 $t.olono 

100 $l.Wo.W 

400 t4,wo.w 
1 8  7a6 

400s mw 
0 0 s  2a00 

w I 24.00 

w s s1.00 

w $ 20.00 

P 8 408.00 

1 $ 1e.w 

2 $ 1.40 

2 8 4.10 

.. 

400 $ Io0.w 

SB.172.31 

1 s am00 

NOCHAROE 

z 8 1m.m 
40 $ 8M.W 

1 s 726.00 

0 

0 

0 

0 

0 

1 L m.00 

0 

0 

0 

I S 40.00 

a 
1 8 50.00 

399 84788.00 

m i n u  
m 
$ 16.05 

$ 10.24 

8 0.10 

8 6.00 

8 475.00 

t 15.00 

INC 

INC 

8 7.00 

INC 

INC 

INC 

IK: 

INC 

s 1.10 

Y C  

INC 

8 1.00 

l?G 

TOTAL $7.851.00 

TOTAL LEBB D18. IO.389.M 
COST PER STATION 

QTY TmAL 

40 8 4.00 

4UJ 8 2.4W.W 

2 t wo.00 

400 8 e.m.00 

0 

400 t 2.Mo.w 

1 s  

1 s  

1.40 

1.00 

$13.24400 
$ 33.11 
Sll.Ol7.W 
$ 27.54 COBT PER STATION 
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