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SBC AMERITECH OHIO TO FILE REVISED WHOLESALE PRICES
Study shows curment Ohio wholssale prices ara below cost

Columbus, May 30, 2002 — SBC Ameritech Ohio will file revised prices that

more accurately reflect the costs of serving its wholesale customers. The new prices will

e filed tomorrow with the Public Utilities Commission of Ohio and are subject to
Commission approval. In accordance with the 1996 Telecommunications Act, wholesale
prices must be based on the cost to provide the unbundled network elements — pieces
of the network compatitors can elect to lease from SBG in order to provide telephone
service to their customers.

These revised prices would enable SBC Ameritech, which invested more than
$500 million in its telecommunications infrastructure in Ohlo fast year, to continue
investing and would encourage competitors to do the same. The proposed prices would
promote healthy, sustainable and economically rational compatition.

At today’s wholesale prices in Ohio, SBC loses more than $14 per line leased to
competitors each month becauss the current prices are established at less than it costs
the company to provide the service. A detailed cost study to support the new prices will
be provided to the PUCO. In the filing, the company demonstrates sach line provided to
competitors costs the company approximately $28 per line per month using the cost
methodology approved by the Federal Communications Commission. However, under
the current rates set by the PUCO in 1997, SBC is allowed to charge approximately $14
per leased-lina each menth, creating a loss of more than $14 per line each month. This
equates ta a loss of $6.7 million annually for every 1 percent of lines served by a
competitor.
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SBC Files Revised UNE-P Costs/Add One

SBC President Bill Daley said Ohio’s current wholesala prices diminish SBC's
ability to invest'in its network.

“We welcome competition, but i we cannot recoup our costs when serving
competitors, wé simply won't have the funds to invest in the network,” Daley said.
“These wholesale prices are also detrimental to the long-term growth of Ohio, because
they encourage competitors to jease SBC Ameritech lines ratherthan investing in
networks of their own. if we cannot invest in our network, and competitors avoid
greating their own networks, ultimately jobs, economic development and the introduction
of new tql-communimiions products and services are threatened,” said Daley.

Joff Rechenbach, vice president of the Communications Workers of America's
district four, said jebs throughout Ohio will be impacted if the disparity in wholesale rates
is not correctad. :

«Thers are thousands of hard-working people whose jobs are affected by how
these issues are resolved,” Rechenbach said, *Compatitors leasing SBC's natwork don't
create the kind of jobs that we have at SBC today and they don't invest in Ohio. This
doesn't just hurt the CWA, It hurts construction trades, manufacturers and ali the other
companies with which SBC does business in Ohio.”

James C. Smith, president, SBC Ameritech Ohio, said that as competition
continues 1o increase in Ohio, below-cost wholesale prices will limit the company’s
ability to invest in Ohio.

“Without wholesale prices that reflect our costs, our ability to invest beyond basic
maintenance will be impacted, which means new technolagy and innovation cannot be
deployed,” said. :

Smith said that setting wholesale prices at realistic levels will benefit Ohlo today
and in the future.

“By setting wholosale prices that accurately reflect costs, the PUCO would
continue to allow affordable entry into the market, while encouraging long-term network
investment,” said Smith. |
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Open Markets Create Competition
' *Experiance shows that lower wholesale prices do not spark competition; open
markets create true competition,” said Smith.

In Pennsyivania, whera the basic monthly average wholesale price for a line was
more than $4 higher than SBC's price in Ohio at the end of 2001, competitors had more

_ than three times the market penetration. Competition increased dramatically in the state
when the state’s largest local phone company, Varizon, received FCC approval to
provide long distance service in September 2001.

“wWe've seen similar results in the other states whare the local phone company
has been authorized to sell long distance service,” Smith said. “The key ta advancing
compatition is allowing gll companies within the stats to sell and package local and long
distance service to businesses and rasidents.”

The local telecommunications market is open to competition in Ohio. Currently,
the company estimates that between 11 and 12 percent of lines in SBC Ameritech
Ohic's service area is now being servéd by compatitors. The company Is currently
going through the application and testing process, and hopes to racaive long-distance
approval by the end of 2002.

SBC Communications inc. (www.sbe.com) i one of the world’s Ieading data, voice and Intsmet
services providers. Through its worid-class n and Its subsidiarias’ trusted brands - SBC
Southwestern Beli, SBC Ameritech, SBC Pacific Bell, SEC Nsvada Bell, SBC SNET and Steriing
Commerce — SBC companies provide a full range of voice, datd, networking and e-business services, as
wall as directory advertising and publishing.



