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Executive Summary

• DIRECTV would incur a significant cost to provide local-into-Iocal

service via satellite in all DMAs. A conservative estimate of the net

present value of such an investment is negative $251 million.

• DIRECTV currently offers local-into-Iocal via satellite service in 143

DMAs and plans to launch local-into-Iocal via satellite by the end of

2007 in an additional 7 DMAs. These 150 DMAs comprise 94.6 percent

of U.S. television households. The remaining 60 DMAs in which

DIRECTV does not now offer or plan to offer local-into-Iocal via

satellite service comprise only 5.4 percent of U.S. television

households, with only 2.4 percent of U.S. television households in

DMAs without satellite local-into-Iocal service from either DIRECTV

or EchoStar.

• We estimate the expected market demand effects of introducing

satellite local-into-Iocal service in the remaining 60 DMAs. Estimates

of the expected increase in DIRECTV gross additions and expected

decrease in disconnects when DIRECTV provides local-into-Iocal

satellite services are derived using a regression analysis based on

historical market data from DMAs in which DIRECTV has launched

local-into-Iocal via satellite. Although the introduction of satellite

local-into-Iocal service would have statistically significant positive

demand effects in the 60 remaining DMAs, DIRECTV's incremental

revenues from the increased demand would be substantially less than
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the increased costs, both fixed and variable, required to provide

satellite local-into-Iocal service in these markets. The estimated net

expected present value of such an investment, assuming EchoStar will

not extend its satellite local-into-Iocal service to additional DMAs, is

negative $251 million.

• The negative $251 million estimate understates the likely net cost to

DIRECTV of providing satellite local-into-Iocal in all DMAs because it

overstates the likely positive demand effects. DIRECTV is making

available to all customers equipment that integrates off-air digital

signals. Consequently, local SD and HD broadcast signals which are

not delivered by satellite will nonetheless be available for integration

into DIRECTV's service even in the smallest television markets. This

would likely progressively dampen the positive demand effects that

introducing local-into-Iocal service by satellite in additional DMAs

would have as the transition reaches completion.

• The sensitivity of the negative $251 million profitability estimate is

assessed with regard to various assumptions used in the empirical

model. The assumptions that are varied fall into three main categories:

(1) the statistical estimates of the market impacts from DIRECTV

provision of satellite local-into-Iocal service, (2) the assumption

regarding whether EchoStar will or will not offer local-into-Iocal in all

DMAs, and (3) the discount rate and the terminal value used in the

model. This sensitivity analysis indicates that, under a wide range of

demand estimates and market and financial assumptions, DIRECTV's

offering of satellite local-into-Iocal in the remaining 60 DMAs would

2
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be very unprofitable, with the range of estimated net expected present

values falling between negative $133 million and negative $326

million.

• Providing local-into-Iocal via satellite in the 60 remaining DMAs

would not only be very costly and unprofitable for DIRECTV, but also

unlikely to be socially efficient. Only 2.4 percent of consumers live in

DMAs that by the end of 2007 will not have local-into-Iocal satellite

service from either DIRECTV or EchoStar. Moreover, if the large

investments and DIRECTV efforts necessary to expand satellite local

into-local service in these remaining DMAs delayed DIRECTV's

expansion of high-definition local signals or other advanced services in

larger markets, consumers overall could very well be worse off and the

Commission's goal of promoting the DTV transition could be

hindered. Furthermore, because the costs to DIRECTV of providing

local-into-Iocal satellite services would not be incurred by EchoStar,

DIRECTV could be placed at a competitive disadvantage, hampering

its ability to compete effectively in the MVPD market.

3
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I. Introduction

1. We have been asked by The DIRECTV Group, Inc. ("DIRECTV") to

perform an independent economic analysis of the profitability of offering local-into

local service via satellite in all 210 DMAs. DIRECTV currently offers local-into-Iocal

service via satellite in 143 DMAs, and expects to launch the service in seven additional

DMAs by the end of 2007. This report undertakes a profitability analysis of DIRECTV

providing satellite local-into-Iocal service in the remaining 60 DMAs.

2. The 60 DMAs in which DIRECTV does not offer, or intend to offer by the

end of 2007, local-into-Iocal service via satellite comprise only 5.4 percent of U.S.

television households (Exhibit 1). Moreover, only 2.4 percent of television households

live in the 31 DMAs that will not have local-into-Iocal satellite service from either

DIRECTV or EchoStar by the end of the year. The small percentage of U.S. consumers

who live in DMAs without local-into-Iocal satellite service suggests that the consumer

benefits of offering the service in these markets are likely to be small. These limited

consumer benefits must be balanced against the cost, both to DIRECTV and possibly

consumers in other markets, of providing such local-into-Iocal satellite service in the 60

remaining markets.

3. The report presents a profitability analysis of providing local-into-Iocal via

satellite service into the remaining 60 DMAs. The analysis indicates that extending

local-into-Iocal to these markets would be very unprofitable for DIRECTV, with the

estimated expected net present value of such an investment equal to negative $251

million. This profitability analysis is described in detail in what follows. First, a

regression analysis is used to estimate the effect of DIRECTV providing local-into-Iocal

LeCG
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via satellite service on its increased gross additions and reduced disconnects in the 60

remaining DMAs. The implied incremental DIRECTV revenues are then compared to

estimated DIRECTV costs of providing local-into-Iocal via satellite service in the 60

DMAs, including the cost of satellite capacity as well as subscriber acquisition and other

costs. These revenue and cost streams are then discounted to obtain an estimated

expected net present value of providing local-into-Iocal via satellite service in the 60

DMAs. Finally, a sensitivity analysis of this profitability estimate is undertaken by

adopting alternative market estimates and financial assumptions. This sensitivity

analysis fully supports the conclusion that offering satellite local-into-Iocal would be

very unprofitable for DIRECTV.l

II. Incremental Revenues from Local-into-Iocal via Satellite

4. In order to assess the profitability of offering local-into-Iocal via satellite in

the 60 remaining DMAs, it is necessary to forecast two scenarios for each DMA. First,

one must estimate DIRECTV revenues and costs if it does offer local-into-Iocal via

satellite in each of these DMAs. Second, one must estimate DIRECTV revenues and

costs if it does not offer local-into-Iocal via satellite. The incremental profits from

providing local-into-Iocal via satellite in the 60 DMAs is the difference between profits

in these two scenarios.

A. Effect of providing local-into-Iocal via satellite on gross additions and
disconnects

5. A primary factor which affects the profitability of offering local-into-Iocal

satellite service in the remaining 60 DMAs is the effect of provision of the service on the

1 The curriculum vitae of the authors are attached as Appendix A.
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demand for DIRECTV in those DMAs. To the extent that local-into-Iocal via satellite is

valuable to consumers, we would expect that the demand for DIRECTV services would

increase. This increase in demand should be reflected in a higher number of consumers

who sign up for DIRECTV (referred to as gross additions) and/or a lower number of

consumers who terminate their DIRECTV service (referred to as disconnects or chum).

6. We estimate the effect of provision of local-into-Iocal service via satellite

on gross additions and disconnects in the 60 DMAs using historical market data

obtained from DIRECTV. The DIRECTV data contains monthly information for each of

the 210 DMAs, including the number of subscribers, gross additions and disconnects,

during the period from January 2003 to March 2007. The data set also includes the date

on which DIRECTV and EchoStar launched local-into-Iocal service via satellite for each

DMA.2

7. It is important to note at the outset that basing our analysis on these

historical data will likely overstate the market impact of DIRECTV satellite local-into

local and therefore the potential profitability of offering the service in the additional 60

DMAs. This is because in those areas where DIRECTV will not provide local signals via

satellite, DIRECTV has developed a mix of strategies to offer integrated service that

incorporates local broadcast signals. For example, to date, DIRECTV has included a

digital terrestrial tuner in every model of set-top box used to receive its HD service.

This equipment is capable of incorporating any off-air digital broadcast signal available

to the subscriber into the DIRECTV service in an integrated manner such that an off-air

digital signal would appear in, and be accessible through, the on-screen program guide,

just like other programming available via satellite. Those DIRECTV subscribers with

2 Appendix B shows the 210 DMAs and the launch dates of DIRECTV and EchoStar satellite local-into
local.
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6



REDACTED - FOR PUBLIC INSPECTION

non-HD service will need additional equipment to receive and integrate available off

air digital signals in this way, which is available through DIRECTV. Because broadcast

television stations now must transmit a digital signal, this option will provide access to

an increasing amount of local broadcast programming through the DIRECTV set-top

box. Thus, local SD and HD broadcast signals which are not delivered by satellite will

nonetheless be available for integration into DIRECTV's service even in the smallest

television markets. This could progressively dampen the effect that introducing local

into-local service by satellite in additional DMAs would have as the transition reaches

completion.

8. One factor that affects the profitability of DIRECTV offering satellite local-

into-local is whether EchoStar also offers satellite local-into-local in those markets. In 29

of the 60 DMAs in which DIRECTV does not offer (and has no plans to offer by the end

of the year) local-into-local satellite service, EchoStar currently offers the service.3 We

initially assume that EchoStar will not extend its satellite local-into-local service to any

additional markets. Thus, our model assumes that EchoStar will offer satellite local

into-local in the 29 markets in which it currently offers the service, but will not offer the

service in the other 31 DMAs.4 To test the sensitivity of the profitability estimate to this

assumption we alternatively assume in Section VLB. that EchoStar will expand its

satellite local-into-local service to these 31 DMAs.

9. Before undertaking a regression analysis of the effect of the provision of

local-into-local via satellite on gross additions and disconnects using data from all 210

DMAs, we present a graphical analysis on selected markets in which DIRECTV has

launched local-into-local via satellite during the period of the data. This illustrative

3 A list of these 29 markets is included in Appendix C.

4 A list of these 31 markets is included in Appendix D.
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graphical analysis is then followed by a more precise estimate of the effect of offering

local-into-Iocal via satellite on gross additions and disconnects using regression

analysis. The results of the two analyses are consistent, both showing that the launch of

local-into-Iocal via satellite increases gross additions and decreases disconnects.

1. Graphical analysis

10. We first analyze the effect of launching local-into-Iocal service via satellite

on gross additions and disconnects in those DMAs in which DIRECTV began such

service during the period covered by the available data. Because it is necessary to

observe gross additions and disconnects after DIRECTV's launch, we select DMAs in

which there was at least a 12-month period of data after DIRECTV launched local-into

local. Accordingly, we analyze markets in which DIRECTV launched satellite local

into-local between January 2003 and March 2006. Gross additions and disconnects over

time are calculated for each DMA as a percentage of total DIRECTV subscribers in the

market.s For instance, in a DMA with 1,000 DIRECTV subscribers and 20 gross

additions in a particular month, the gross additions are 2 percent. We illustrate an

approximation of the average effect of DIRECTV satellite local-into-Iocal by aligning the

month of DIRECTV's launch in all of these markets and calculating the average gross

additions and disconnects for each month before and after DIRECTV's launch.

11. Markets in which EchoStar offers satellite local-into-Iocal: The analysis of

the impact of DIRECTV local-into-Iocal via satellite varies depending on whether

EchoStar offers or does not offer the service in the particular DMA. To assess the effect

5 Disconnects as a percentage of total subscribers are typically referred to as "chum." The average
disconnect rate ("AVD") in the data provided by DIRECTV equals disconnects minus reconnects divided
by the average of each month's beginning and ending total residential subscribers. We used this AVD
rate as the measure of disconnects. Gross additions do not include reconnects.
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of satellite local-into-Iocal in markets where EchoStar offers the service, we select DMAs

in which EchoStar launched local-into-Iocal via satellite at least 6 months before

DIRECTV. In these markets, there is a "pre-period" during which EchoStar offers local

into-local via satellite but DIRECTV does not, and a "post-period" during which both

DIRECTV and EchoStar offer the service. There were 52 markets that met this criteria.6

12. Exhibits 2(a) and 2(b) show the results of this illustrative analysis for gross

additions and disconnects, respectively. Month "0" in these exhibits indicates the

month of DIRECTV's local-into-Iocallaunch in each of the 52 DMAs, with months to the

left of this indicating the period before DIRECTV's launch and months to the right of

the zero indicating the period after DIRECTV's launch. As expected, the analysis

indicates that DIRECTV's introduction of local-into-Iocal via satellite has a positive

effect on gross additions and a negative effect on disconnects. Exhibits 2(c) and 2(d)

show the same analysis, but include the average gross additions and disconnects before

and after DIRECTV's launch. In particular, the analysis illustrated in Exhibit 2(c)

indicates that, the average gross additions before providing local-into-Iocal was _

percent of subscribers per month. Gross additions increase subsequent to DIRECTV's

launch of local-into-Iocal via satellite, with a more pronounced effect during the months

immediately following the launch of the service. Accordingly, we calculate average

gross additions for the first 12 months subsequent to the launch, and an average after

the first 12 months. As Exhibit 2(c) shows, after launching local-into-Iocal via satellite,

average gross additions in these DMAs increase to _ percent per month for the first

6 These markets are listed in Appendix E. There are 91 DMAs in which DIRECTV launched local-into
local service via satellite between January 2003 and March 2006. Out of these DMAs, EchoStar launched
local-into-Iocal via satellite less than 6 months before DIRECTV in 23 markets, EchoStar launched after
DIRECTV in 12 DMAs and EchoStar does not offer local-into-Iocal via satellite in 4 DMAs.
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12 months, and to _ percent thereafter. This is a _ basis point increase in gross

additions in the first 12 months, and a _ basis point increase thereafter.

13. Exhibit 2(d) shows the result of the analogous analysis on DIRECTV's

introduction of local-into-Iocal via satellite on disconnects. Before providing local-into

local via satellite, DIRECTV's average disconnects in these 52 markets was _ percent.

After launching local-into-Iocal via satellite, DIRECTV's average disconnects in these

DMAs decreases to _ percent per month. This is a _ basis point reduction in

disconnects.7

14. Markets in which EchoStar does not offer satellite local-into-Iocal: We

perform an analogous graphical analysis on markets in which DIRECTV launched local

into-local via satellite before EchoStar. To do this, we select DMAs in which DIRECTV

launched local-into-Iocal via satellite at least 6 months before EchoStar. These markets

allow us to observe the impact of DIRECTV satellite local-into-Iocal when EchoStar does

not offer the service. There were 12 markets that met this criterion.8 Exhibits 3(a)

through 3(d) show the results of this graphical analysis.

lhis may be due to, for example, competitive advertising campaigns by EchoStar and the
cable companies when DIRECTV launches satellite local-into-local.

8 These markets are listed in Appendix F.
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2. Regression analysis

15. A more precise estimate of the effect of local-into-Iocal on gross additions

and disconnects can be derived from regression analysis. There are a few advantages to

regression analysis compared to the analysis described above, which took the simple

averages across a subset of DMAs before and after the launch of DIRECTV's local-into

local via satellite. Regression analysis allows one to use all the data, to assess the

statistical significance of the effects, and to control for other factors that may

"confound" the effect we are attempting to measure.

16. Other factors that may affect the level of gross additions and disconnects

could include relevant differences between DMAs. For example, the demand for

DIRECTV's services, and hence gross additions and disconnects, may be affected by the

services offered by the incumbent cable company in that DMA, such as high-definition,

Internet broadband, and telephone services. The demand for DIRECTV may also be

related to local marketing campaigns conducted by DIRECTV, EchoStar, and the

incumbent cable companies.

17. In addition, there may be systematic DIRECTV-wide time patterns in

gross additions and disconnects, including seasonality and long-term trends, that may

affect gross additions and disconnects. For instance, graphs of DIRECTV's average

gross additions and disconnects across all markets reveal that both exhibit significant

seasonality, with both gross additions and disconnects significantly higher during the

summer months (Exhibits 4(a) and 4(b)). Exhibit 4(a) also reveals that DIRECTV gross

additions increased in 2004, from an average of about 2 percent in 2003 to an average of

2.5 percent in 2004. Most of this cross-section and time series variation is independent

of whether DIRECTV offers local-into-Iocal via satellite in a given market.

LeCG
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18. Differences across DMAs and systematic DIRECTV-wide time patterns in

gross additions and disconnects are controlled in the regression by using a "fixed

effects" model. A fixed effects model includes "dummy variables" for each DMA and

for each time period (in this case, a month). By controlling for differences across DMAs

and DIRECTV-wide time trends, the fixed effects regression model isolates the effect of

DIRECTV's launch of satellite local-into-Iocal service in those markets in which

DIRECTV launched the service during the period of the data. More precisely stated, the

fixed effect model captures time series variation in particular DMAs in which DIRECTV

launched satellite local-into-Iocal during the period of the data, not cross-sectional

variation in gross additions and disconnects across DMAs.

19. Another advantage of the regression analysis compared to the initial

graphical analysis is that the regression analysis can control for whether EchoStar offers

local-into-Iocal via satellite, and the precise month in which EchoStar began the service

in a particular market. We control for this by including a dummy variable that

indicates the period in which EchoStar began to provide local-into-Iocal via satellite in a

particular DMA. Because the regression analysis can control for DIRECTV's and

EchoStar's launch of local-into-Iocal satellite service, it is not necessary to select, as we

did in the graphical analysis, the subset of markets which depends on the timing of

DIRECTV's and EchoStar's launch of the service. Accordingly, the regression uses

information for all 210 DMAs.9

9 Because we use a "fixed effects" regression model, the impact of DIRECTV satellite local-into-Iocal is
estimated from markets in which DIRECTV began the service at some time during the period of the data.
However, DMAs in which DIRECTV offered satellite local-into-Iocal throughout the data period, or at no
point during the data period, also affect the coefficients of interest because they influence the overall
DIRECTV-wide time trend in gross additions and disconnects (i.e. the time fixed effects).
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20. Two regressions are estimated -- one for DIRECTV's gross additions and

one for disconnects. As in the graphical analysis, these variables are expressed as a

percentage of total DIRECTV subscribers in the DMA. The primary variable of interest

is an indicator for DIRECTV's launch of local-into-Iocal via satellite in a particular

DMA. We include two dummy variables indicating when DIRECTV began to offer

local-into-Iocal via satellite. The first dummy variable, DTVinESin, indicates the

provision by DIRECTV of satellite local-into-Iocal in markets where EchoStar

previously began to offer the service. to The second variable, DTVinESout, indicates

DIRECTV satellite local-into-Iocal in markets where EchoStar did not previously offer

the service. We similarly include indicator variables for whether EchoStar offers local

into-local via satellite in markets where DIRECTV previously offered the service and in

markets where DIRECTV did not offer the service at the time that EchoStar launched

satellite local-into-Iocal (respectively, IESinDTVin" and IESinDTVout").l1

21. Lastly, because the previous graphical analysis indicated that there may

be a more pronounced effect on gross additions during the first year following

DIRECTV's launch of satellite local-into-Iocal, we also allow the effect to be different in

the first year by including dummy variables which indicate the 12 months following

DIRECTV's launch of local-into-Iocal ("DTVinESinBUMP" and "DTVinESoutBUMP").

10 This dummy variable is equal to 0 for all months prior to DIRECTV/s launch of satellite local-into-Iocal,
and is equal to 1 after DIRECTV/s launch in markets where EchoStar also offers satellite local-into-Iocal.
This same methodology is used for all other dummy variables.

11 Because the "dependent" variable is gross additions or disconnects expressed as a percentage of total
subscribers, the coefficients on the dummy variables can be interpreted in the same way.
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22. The regression specification for the gross additions regression is

GROSSADDS = /31 + /32.ESinDTVin + /33 .ESinDTVout + /34 .DTVinESin +

/35 .DTVinESout + /36 .DTVinESinBUMP + /37 .DTVinESoutBUMP +

L /3i .DMA; + L/3j .MONTH)

23. Similarly, the regression specification for the disconnects regression is:

DISCONNECTS = /31 + /32 • ESinDTVin + /33 .ESinDTVout + /34 .DTVinESin +
/35 .DTVinESout + /36 .DTVinESinBUMP + /37 .DTVinESoutBUMP +

L /3, .DMA; +L /3; .MONTH;

24. Markets in which EchoStar offers satellite local-into-Iocal: The regression

results are shown in Appendices G(l) and G(2). The launch of DIRECTV local-into

local via satellite in DMAs where EchoStar already offers the service is associated with a

• percentage point increase in gross additions in the first following

the launch. After these initial. months, the effect of local-into-Iocal is a _

percentage point increase. Both of these estimates are statistically significant at a

99 percent level of confidence. 12 The launch of DIRECTV local-into-Iocal via satellite is

also associated with a _ percentage point reduction in disconnects in DMAs where

EchoStar is also providing local-into-Iocal via satellite.J3 This estimate is also

statistically significant at a 99 percent level of confidence.

12 ...--------_.-
13 This is calculated in the same manner as the gross additions. The effect of DIRECTV satellite local-into
local is calculated by adding"_- Accordingly, we estimate the
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25. Markets in which EchoStar does not offer satellite local-into-Iocal: The

launch of DIRECTV local-into-Iocal via satellite in DMAs where EchoStar does not offer

the service is associated with a _ percentage point increase in gross additions in the

following the launch. After these the effect of

local-into-Iocal is a _ percentage point increase. Both of these estimates are

statistically significant at a 99 percent level of confidence. The launch of DIRECTV

local-into-Iocal via satellite is also associated with a _ percentage point reduction in

disconnects in DMAs where EchoStar is not providing local-into-Iocal via satellite. This

estimate is also statistically significant at a 99 percent level of confidence.

B. Gross additions and disconnects if DIRECTV does not offer local-into-Iocal
via satellite

26. In addition to estimating the effect of launching local-into-Iocal via

satellite on DIRECTV's gross additions and disconnects, in order to determine the

profitability of this investment by DIRECTV it is necessary to calculate what gross

additions and disconnects would be if DIRECTV did not offer the service in these 60

markets. The best predictor of the demand for DIRECTV if it did not offer local-into

local service is the past demand for DIRECTV. This is because we assume that EchoStar

will continue to offer satellite local-into-Iocal in the 29 markets in which it currently

offers the service, and will not extend the service to any of the additional 31 markets.

Accordingly, we assume that in these markets, DIRECTV's gross additions and

disconnects if it does not offer satellite local-into-Iocal will equal the average gross

additions and disconnects over the last 12 months of the data for each DMA.
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27. We assume that this level of gross additions and disconnects would

remain constant if DIRECTV does not offer satellite local-into-Iocal. This is a reasonable

assumption because

Exhibits

5(a) and 5(b) show DIRECTV's average gross additions and disconnects over time,

respectively, in the 29 markets in which EchoStar offers satellite local-into-locaL----- ---- ---
•••• Exhibits 5(c) and 5(d) show that

DIRECTV's average gross additions and disconnects in the 31 markets where EchoStar

does not offer satellite local-into-Iocal have remained fairly constant over time.

28. Exhibits 6(a) and 6(b) present a summary of the market impact and

baseline estimates for DMAs where EchoStar offers satellite local-into-Iocal service and

for DMAs where EchoStar does not offer the service, respectively.14 In the 29 DMAs

where EchoStar offers satellite local-into-Iocal (Exhibit 6(a)), the baseline gross additions

and disconnects imply that the number of DIRECTV subscribers would••••••-_._---_.._--- If

DIRECTV did offer the service in these DMAs, we estimate that the number of

DIRECTV subscribers would••••••••••••••••••••••

In the 31 DMAs where EchoStar does not offer satellite local-into-Iocal (Exhibit 6(b)), the

baseline gross additions and disconnects imply that the number of DIRECTV----_.. --_.._...
_ If DIRECTV did offer the service in these DMAs, the number of DIRECTV

subscribers is expected

14 Appendix H summarizes the market impact estimates and how we apply regression results and
baseline estimates.
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29. The exhibits show that there is a greater expected positive gain from

DIRECTV's launch of satellite local-into-Iocal when EchoStar does not offer the service

in the DMA. This can be seen by comparing the top line in Exhibit 6(b) with the top line

in Exhibit 6(a). The number of DIRECTV subscribers would increase by••••••

if EchoStar did not offer satellite local-into-Iocal and by if EchoStar did

offer the service. However, the impact of DIRECTV satellite local-into-Iocal also

depends on what would occur if DIRECTV did not make the investments to provide

satellite local-into-locaL As Exhibit 6(a) shows, there would be a much larger decrease

in DIRECTV subscribers if DIRECTV did not provide satellite local-into-Iocal in markets

where EchoStar offers the service. The decrease in subscribers in such markets is

estimated to be compared to maintaining the same

level of subscribers in markets where EchoStar does not offer the service (Exhibit 6(b)).

The overall market impact of satellite local-into-Iocal depends on the gap between the

two lines in Exhibits 6(a) and 6(b), which is approximately the same.

30. The differential estimates of gross additions and disconnects under the

alternative assumptions that EchoStar offers or does not offer local-into-Iocal satellite

service make economic sense. In particular, the impact of DIRECTV local-into-Iocal via

satellite is considerably greater for gross additions when EchoStar does not offer the

service ( than when EchoStar offers the service ••••••

_ The impact is lower, however, for disconnects when EchoStar does not offer

the service ( _ than when EchoStar offers the service

(II•••••••••••• When EchoStar does not offer satellite local-into-Iocal

in a particular market, DIRECTV can achieve a significant increase in gross additions by

offering satellite local-into-Iocal and taking customers away from EchoStar. The impact

on DIRECTV gross additions is not as pronounced in markets where EchoStar does
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offer local-into-Iocal because a much lower number of EchoStar subscribers are

expected to switch to DIRECTV in response to DIRECTV offering satellite local-into

local. However, the opposite is true with respect to disconnects. In markets where

EchoStar offers satellite local-into-Iocal, DIRECTV's disconnects are high because of

subscribers switching to EchoStar.15 Offering local-into-Iocal via satellite in these

markets will significantly decrease the number of DIRECTV subscribers switching to

EchoStar, and hence significantly reduce DIRECTV's disconnects. This effect on

DIRECTV disconnects is not as significant in markets where EchoStar does not offer

local-into-Iocal because there is unlikely to be a high level of disconnects by DIRECTV

subscribers switching to EchoStar in those DMAs.

C. Existing DIRECTV subscribers switching to satellite Iocal-into-Iocal

31. If DIRECTV offered local-into-Iocal via satellite in the remaining 60

DMAs, DIRECTV would also earn incremental revenues from existing DIRECTV

subscribers who will have the option to sign up for the service. Accordingly, it is

necessary to determine how many existing subscribers would elect to receive satellite

local-into-local.

32. DIRECTV provided information on the number of existing subscribers

who signed up for local-into-Iocal in the DMAs where it was previously launched. To

estimate the percentage of existing DIRECTV subscribers in the remaining 60 DMAs

who are expected to sign up for local-into-Iocal service via satellite, we examine 41

DMAs where DIRECTV launched the service in 2004. This subset of DMAs is

appropriate for the current analysis because a service visit to change a subscriber's

15 Exhibits 5(b) and 5(d) indicate that DIRECTV's level of disconnects is considerably higher in the 29
markets where EchoStar offers satellite local-into-Iocal service than in the 31 markets where EchoStar
does not offer the service.
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outdoor unit (ODU) was needed in those markets. A service visit would also be

required for subscribers in the 60 DMAs who sign up for satellite local-into-Iocal in

order to change the subscriber's ODU, one or more boxes, and multi-switch.

33. In the 41 DMAs, of existing DIRECTV subscribers elected to

receive satellite local-into-Iocal as of May 31, 2006.16 Accordingly, we assume in our

model that _ of existing DIRECTV subscribers would sign up for satellite

local-into-Iocal during the first two years of serviceP

D. Incremental revenues per subscriber

1. New DIRECTV subscribers

34. The regression analysis described above estimates the incremental

subscribers that DIRECTV can expect to obtain by offering satellite local-into-Iocal in

the 60 remaining markets. In order to assess the profitability of offering the service, it is

necessary to also estimate the incremental revenues per subscriber. We estimate the

revenue per subscriber based on DIRECTV's projected revenue per subscriber.

DIRECTV refers to this measure as the average monthly revenue per user ("ARPU").

DIRECTV's ARPU, which includes both base and premium package revenue, is

projected to be _ in the first year of revenues.18 We also account for anticipated

percentage increases in revenues that are proportionately commensurate with expected

increases in programming costS.19

16 See Appendix I.

17 We assume that 100 percent of new subscribers will take satellite local-into-Iocal.

18 Interviews with DIRECTV officials.

19 Interviews with DIRECTV officials.
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2. Existing DIRECTV subscribers

35. We assume that the subscriber fee for local-into-Iocal via satellite is••

••• DIRECTV will receive this incremental revenue from each existing and new

subscriber who elects to take local-into-Iocal via satellite once it is offered. Historically,

DIRECTV has charged •• for monthly subscription packages without local-into

local via satellite compared to packages including satellite local-into-locaL

III. Costs of Providing Local-into-Iocal Via Satellite

36. The analysis described above shows that DIRECTV's introduction of local-

into-local via satellite has a statistically significant effect on the demand for DIRECTV's

services. This section of the report provides an estimate of the costs to DIRECTV of

supplying local-into-Iocal via satellite in the 60 remaining DMAs.

A. Cost of satellite capacity

37. DIRECTV provision of local-into-Iocal service via satellite in a DMA

requires a significant commitment of satellite capacity. DIRECTV could offer local-into

local to the remaining 60 DMAs either by using its existing satellites or by purchasing a

new satellite. It is important to note that, from an economic perspective, the cost of

these two alternatives will not necessarily differ. While purchasing an additional

satellite implies a large capital expenditure, using existing satellite capacity has an

opportunity cost. Opportunity cost refers to the value of alternative uses of the satellite

capacity. The profitability of such alternative uses is the opportunity cost of using the

satellite capacity to provide satellite local-into-Iocal to the remaining 60 DMAs. There is

no reason to believe that the profitability of alternative uses of the satellite capacity is
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lower than the cost of the satellite itself, unless those alternative uses themselves are

unprofitable.

38. For example, although DIRECTV currently provides local HO service

from two Ka-band SPACEWAY satellites, it is in the process of launching two new Ka

band spacecraft (DIRECTV 10 and 11) to take their place. But there are at least three

uses for the SPACEWAY satellites other than the provision of SO local-into-Iocal

service. First, OIRECTV could sell the satellites to another operator, especially one

interested in providing the advanced data service the spacecraft were optimized to

perform. Second, DIRECTV could use the SPACEWAY satellites to launch HO local

service in additional DMAs (including, perhaps, some of the 60 unserved markets) if

that proves to be more highly valued by consumers than SO service. Third, OIRECTV

could simply hold these satellites in reserve as in-orbit spares to ensure the continuity of

service in case of a satellite anomaly, just as most other prudent satellite fleet operators

do. Extending SO local service into the remaining 60 markets would foreclose these

alternative uses of the SPACEWAY satellites, and thereby impose significant

opportunity costs.

39. Accordingly, we estimate the cost of satellite capacity using estimates for

the purchase of a new satellite. Based on interviews with OIRECTV officials, we

assume that the cost of purchasing and launching a new satellite that has the capacity to

provide local-into-Iocal service to the 60 remaining OMAs is $300 million. This includes

the satellite, the launch vehicle, and launch insurance.20 Payment for the satellite would

be made over the course of 30 months.

20 Interviews with DIREC1V officials.
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B. Subscriber acquisition costs

40. Another significant cost is subscriber acquisition costs ("SAC"). SAC

reflect the expenses incurred by DIRECTV for each gross addition. These costs include

hardware costs, installation costs, commissions, and marketing costs. DIRECTV

estimates that its SAC will be between••••• per gross addition.

41. The appropriate measure of SAC for purposes of our profitability analysis

are subscriber acquisition costs that vary according to the number of subscribers. All

the costs in SAC are variable per subscriber costs except for certain marketing costs,

which are largely fixed. DIRECTV officials estimate that these fixed marketing costs

have accounted for about•••• of SAC costs.21 Accordingly, we have assumed the

same percentage going forward and subtracted these fixed marketing costs from

DIRECTV's estimates of SAC.22

C. Other costs

42. A few other assumptions regarding costs were made in the financial

model. These assumptions, and the basis for the assumptions, are listed below:

• RF Uplink costs: We include the estimated cost to build uplink facilities

to send local television transmissions to satellites for retransmission

back into appropriate DMAs. The RF uplink facilities receive the local

21 Interviews with DIREC1V officials.

22 Additional technology transition costs would be incurred for new gross additions. These incremental
costs reflect the cost difference between the Ku-band and Ka-band equipment. See Appendix J.
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broadcasts via the backhaul network from individual local collection

facilities ("LCFs").23

• Broadcast and LeF capital: DIRECTV provision of satellite local-into

local service requires investments in equipment to collect local

broadcast signals so they can be transmitted to RF Uplinks via a

backhaul network,24

• Recurring backhaul expense: We include recurring backhaul expenses,

which reflect the cost of transporting the local broadcast signal from

the LCF to the RF Uplink where it can be transmitted to the satellite for

local-into-Iocal retransmission into the DMA.25

• Technology conversion costs: The satellite DIRECTV would launch in

order to provide satellite local-into-Iocal would be a Ka-band satellite.

Since existing DIRECTV subscribers in the 60 DMAs are served by Ku

band satellites, additional technology transition costs would be

incurred for upgrading most current subscribers to Ka-band

technology. This includes a special service visit to replace the ODU,

one or more boxes, and the multi-switch.26

23 See Appendix K.

24

Broadcast and LCF capital is determined on a market-by-market basis based on Interviews
with DIRECIV officials. See Appendix K.

25 See Appendix N.

26 Technology conversion costs are estimated for each DMA.
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• Programming costs: We include estimates of license fees paid by

DIRECTV to programmers.27

• Satellite local-into-local license costs: As local broadcast stations have

increasingly elected retransmission consent over must-carry status,

they have negotiated license fees from MVPDs who carry their

channels.28

• Other customer-related costs: Customer-related costs include customer

service, billing, remittance processing, and field operations installation

costs, and are calculated as a percent of revenue.29

IV. Financial Factors

A. Discount rate

43. The net present value (NPV) of a project is derived by discounting the

future cash flows by an appropriate discount rate. The discount rate reflects the time

value of money, because investors prefer to receive a fixed monetary payment today

rather than in the future. The rate at which a firm discounts its cash flows is the

minimum acceptable expected return on its investments. An important factor that

determines the minimum required return before a firm undertakes an investment is the

level of risk associated with the investment. All else equal, the more risky is an

investment, the higher will be the required return.

27 See Appendix N.

28 The model assumes that the average license fee increases over time as set forth in Appendix N.

29 Interviews with D1RECTV officials. See Appendix N.
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44. A starting point for estimating the appropriate discount rate for a project

is a firm's weighted average cost of capital (WACC). Because the WACC reflects the

firm's cost of raising capital, it is the minimum required return on its investment.

DIRECTV's weighted average cost of capital (WACC) is 3()

45. However, a common error in choosing a discount rate for a project is to

use a WACC that applies to the entire firm. The WACC reflects the risks of a firm as a

whole, not the incremental profitability of a given project. Thus, using the WACC as

the discount rate for an individual project is not an appropriate approach where the risk

of a particular project differs markedly from that of the firm as a whole. This is because

individual projects can be significantly more risky than the firm as a whole.

Accordingly, it is often appropriate to use discount rates for individual projects that are

higher than a firm's WACC.

46. I understand from discussions with DIRECTV officials that DIRECTV

sometimes evaluates individual projects using discount rates that are higher than its

WACC. Accordingly, in deriving our primary estimates of profitability, we assume a

discount rate of • In Section VLC., we evaluate the sensitivity of our net

present value estimates to this assumption by also using values of •

(approximately DIRECTV's WACC, which is an absolute lower bound for the discount

rate) and••••

30 See Appendix M.
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B. Timing of cash flows and terminal value

47. The financial model also requires estimating the timing of all of the

incremental cash flows resulting from the project. In particular, the model requires the

timing of investments and the launch of local-into-Iocal service via satellite. We assume

that it takes 30 months from the purchase of the satellite to the commencement of local

into-local satellite service. We understand from discussions with DIRECTV officials

that this is the estimated timeframe to purchase, configure, and launch a satellite and

begin offering satellite local-into-Iocal service in the 60 remaining markets.

Accordingly, we assume that revenues from the service will begin 30 months after

DIRECTV begins to make the investments in the satellite.31

48. We forecast 4.5 years of revenues and costs from offering satellite local-

into-local service in the 60 DMAs. Combined with the 30 months required to launch the

service, the financial model forecasts a total of 7 years of cash flows. Assuming that

DIRECTV would begin making the required investments by the end of 2007, these

forecasted cash flows extend to the end of the year 2014.

49. We also include in the financial model a terminal value. The terminal

value allows for the inclusion of the value of future cash flows occurring beyond the 7

year projection period of our model. In particular, the terminal value is the present

value, at the end of our model, of all future cash flows from the investment. One of the

primary factors in determining the appropriate terminal value is the length of time that

the cash flows from the investment are expected to continue. In valuing projects that

are expected to continue in perpetuity, such as the valuation of a firm, a perpetuity

31 Based on interviews with DIRECTV officials, we assume that the cost of purchasing and launching a
new satellite will be paid over the course of 30 months.
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growth model often is used to determine the terminal value. A perpetuity growth

model assumes that cash flows continue to increase (or decrease) at some constant rate

forever.

50. In valuing individual projects rather than a firm as a whole, a perpetuity

growth model may not be appropriate. This is because individual projects may yield

financial returns for only a finite period of time. If we apply a perpetual growth model

to value DIRECTV's investments in providing satellite local-into-Iocal in the remaining

60 markets, this would imply that if DIRECTV now committed to offer the service, the

demand for DIRECTV would forever be significantly higher in the 60 DMAs. In

particular, the gaps illustrated in Exhibits 6(a) and 6(b), which show DIRECTV's

additional subscribers if it offered satellite local-into-Iocal, compared to if it did not at

the present moment commit to offering the service, would continue forever. This is

unrealistic because it assumes that DIRECTV will never offer satellite local-into-Iocal, or

other potentially superior substitute services in these markets, such as HD local-into

local. Accordingly, it unrealistically assumes that DIRECTV will forever be at a

competitive disadvantage in these markets. Because significant technological and

market changes are expected to evolve over time in this industry, it is likely that at some

point in the future after 2014 (say, e.g., 2020), technological and market conditions will

make it possible for DIRECTV to offer satellite local-into-Iocal, and possibly HD local

into-local, to some or all of the 60 remaining DMAs in a cost effective manner. When

DIRECTV does offer SD or HD local-into-Iocal in the 60 remaining markets, the profits

from its current investments in offering the local-into-Iocal will end. Thus, it is not

sensible to continue the cash flows from offering satellite local-into-Iocal in perpetuity.

51. These considerations lead us to conservatively assume a terminal value

equal to 5 times the cash flows during the last year of our model (2014). When
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discounted at a 12 percent rate, a terminal value of 5 assumes that the cash flows during

the last year of the model will persist for another 8 years. Because our model forecasts

cash flows for 7 years, the additional 8 years captured by this terminal value implies

that cash flows are expected to extend to the end of the year 2022. In Section VI.c., we

evaluate the sensitivity of the net present value estimates by using alternative terminal

values.

V. The Expected Net Present Value of Providing Local-into-Iocal in the
Remaining 60 DMAs Is Negative $251 Million

52. The financial model which incorporates the assumptions described above

is contained in Appendix N. The footnotes to these appendices contain more detailed

notes on each of the assumptions made and the calculations involved.

53. The financial model indicates that the expected net present value of

providing local-into-local in the 60 remaining DMAs is negative $251 million. This

means that extending satellite local-into-Iocal to these markets would result in a

significant cost to DIRECTV. In particular, the incremental revenues from providing

local-into-Iocal via satellite in the remaining 60 DMAs are nowhere near large enough to

justify the large investments necessary to provide the service.

VI. Sensitivity Analysis

54. We assess the sensitivity of the profitability estimate to various estimates

and assumptions used in the financial modeL These assumptions fall into three main

categories: (1) the statistical estimates of the market impact of satellite local-into-Iocal,

(2) the assumption that EchoStar will offer local-into-Iocal in all DMAs, and (3) financial
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factors used in the model (the discount rate and the terminal value). lhis sensitivity

analysis, which is described below, strongly supports the conclusion that under a wide

range of estimates and assumptions, offering satellite local-into-Iocal would be very

unprofitable for DIRECTV.

A. Sensitivity analysis of market impact estimates

55. One significant advantage of conducting regression analysis of the

expected market impact of local-into-Iocal satellite service is the ability to assess the

precision of the estimated effects. The statistical precision of the market effects of

providing satellite local-into-Iocal is reflected in the standard errors of the regression

coefficients.32 Using the standard errors of the estimated market impacts of the

provision of satellite local-into-Iocal, it is possible to estimate a statistical distribution of

the profitability of offering local-into-Iocal satellite service. It should be noted that this

does not represent a statistical confidence interval for all of the assumptions in the

model, but only the statistically derived market impact estimates. That is, the

confidence intervals assume that all other assumptions in the model are accurate, and

that all potential errors come from the statistical estimates of the market impact of

satellite local-into-Iocal. Regardless, these confidence intervals are useful in assessing

the sensitivity of the profitability estimate to the estimates of the market impact.

56. The regression results indicate that the standard error of the market

impact, in terms of the effect on the profitability of providing local-into-Iocal via

satellite, is approximately $11.6 million. lhis implies that there is a 95 percent

32 For instance, the standard error of the effect of DIRECIV launching satellite local-into-Iocal on gross
additions when EchoStar already provides local-into-Iocal is 0.04 percentage points. This standard error
implies that there is a 95 percent probability that the effect of DIRECIV's launch on gross additions is
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probability that the expected net present value of launching satellite local-into-Iocal in

the 60 DMAs is between negative $273.9 and negative $227.1 million. This statistical

distribution of the profitability of providing local-into-Iocal via satellite in the

remaining 60 DMAs is illustrated in Exhibit 7.

B. Sensitivity analysis of EchoStar provision of satellite local-into-Iocal

57. As we discuss above, an assumption in the model is that EchoStar will not

extend satellite local-into-Iocal to any additional markets. Thus, our model assumes

that EchoStar will offer satellite local-into-Iocal in the 29 markets in which it currently

offers the service, but will not extend the service to the other 31 DMAs in which it

currently does not offer the service. In this section, we test the sensitivity of our

profitability estimate to this assumption by alternatively assuming that EchoStar will

expand its satellite local-into-Iocal service to the 31 DMAs in which it currently does not

offer the service, and that it will do so before DIRECTV offers satellite local-into-Iocal.

58. For the 29 DMAs in which EchoStar currently offers satellite local-into-

local service, the estimation of the market impact of DIRECTV local-into-Iocal via

satellite is the same as in our primary model described above. For the 31 DMAs in

which EchoStar currently does not offer satellite local-into-Iocal, we assume that

EchoStar will offer the service before DIRECTV's launch and, therefore, the estimated

DIRECTV impact will be the same as in the 29 markets in which EchoStar already offers

the service. In particular, the regression results indicate that DIRECTV's launch of

satellite local-into-Iocal is associated with a _ II1II increase in gross

additions in the first ••• following the launch. After these initial the

between _ percentage points and _ percentage points. Similar statistical confidence intervals can be
calculated for other factors that were estimated statistically.
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effect of local-into-Iocal is _ percentage point increase. The launch of DIRECfV

local-into-Iocal via satellite in these markets is also estimated to lead to a _

percentage point reduction in disconnects in DMAs.

59. For these 31 markets, it is also necessary to estimate DIRECTV's gross

additions and disconnects if EchoStar did begin to offer satellite local-into-Iocal service

but DIRECTV did not. In order to do this, we use the results of the regression analysis

described above. In particular, the coefficient on the ESinDTVout variable reflects the

impact of EchoStar's provision of satellite local-into-Iocal on the demand for DIRECTV

in markets where DIRECTV did not offer the service at the time of EchoStar's launch.

This coefficient indicates that the launch of EchoStar satellite local-into-Iocal tends to

increase DIRECTV's disconnects by _ basis points (see Appendix G(2)). This is

significant at a 99 percent level of confidence. The effect of EchoStar satellite local-into

local on DIRECTV gross additions is slightly positive, but statistically insignificant (see

Appendix G(l)). Accordingly, we assume that it has no effect on DIRECTV gross

additions. These effects of EchoStar local-into-Iocal service on DIRECTV's gross adds

and disconnects are added to the average gross additions and disconnects over the last

12 months for each of the 31 DMAs to obtain the baseline estimates for these markets.33

60. The financial model under the alternative assumption that EchoStar will

offer satellite local-into-Iocal in the remaining 31 DMAs before DIRECTV is contained in

Appendix P. The results of the financial model under this assumption is that the net

present value of DIRECTV's investment would be negative $187 million (Exhibit 8).

This compares with our DIRECTV profitability estimate of negative $251 million when

EchoStar is assumed not to offer satellite local-into-Iocal in the remaining 31 DMAs.

33 Appendix 0 summarizes the market impact estimates and methodology assuming that Echo5tar will
extend its satellite local-into-Iocal service to additional DMAs.
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There is a higher profitability for DIRECTV of offering satellite local-into-local when

EchoStar also offers the service because it is more profitable to DIRECTV to reduce

disconnects than to add new subscribers. Examining Exhibits 6(a) and 6(b) once again,

we can see that DIRECTV offering satellite local-into-local reduces what would

otherwise be higher disconnects when EchoStar is offering the service (Exhibit 6(a)). In

contrast, offering satellite local-into-local where EchoStar does not offer the service

primarily has the effect of increasing gross additions (Exhibit 6(b)). Reducing

disconnects by one subscriber is much more profitable than increasing gross additions

by one subscriber because there are significant subscriber acquisition costs.

C. Sensitivity analysis of financial factors

61. Other important assumptions in the model pertain to the financial factors

used, namely, the discount rate and terminal value. In order to test the sensitivity of the

profitability estimates to the discount rate and the terminal value, we estimated the

expected profitability using alternative assumptions regarding these financial factors.

In particular, we used discount rates of and in addition to the •

used in the model above. The discount rate is roughly the value of

DIRECTV's weighted average cost of capital. This value is a lower bound estimate of

the discount rate. As described above, individual projects, such as providing local-into

local service to the smallest DMAs in the U.S., can be significantly more risky than the

firm as a whole. Accordingly, it is often appropriate to use discount rates for individual

projects that are higher than a firm's WACC. Exhibit 9 shows that the net present

values of providing satellite-local-into-local service, assuming and••••

rates, are negative $224 million and negative $269 million respectively.
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62. We also used different terminal values in the financial model. In

particular, we estimate the model using terminal values equal to 4 and 6 times the cash

flows in the last forecasted period, 2014. Using a discount rate of 12 percent, a terminal

value of 4 assumes that the cash flows during the last forecasted year of our model will

continue for almost another 6 years (to the end of year 2020). The terminal value of 6

assumes that the cash flows during the last forecasted year of our model will continue

for almost another 12 years, to the end of year 2026.

63. Exhibit 10 shows the net present values of providing satellite-Iocal-into-

local service under different permutations of the financial assumptions. This includes

the 3 different values of the discount rate and the 3 terminal values, which makes up 9

permutations. Exhibit 10 shows that the net present values of these permutations range

between negative $165 million to negative $309 million.

64. Exhibit 11 also combines alternative estimates of the market impact of

DIRECTV local-into-Iocal via satellite. In particular, we use the estimates of the market

impact assumptions described in Section VI.A. above, which yield profitability

estimates that are two standard deviations away from our estimated negative $251 (i.e.

negative $273.9 and negative $227.1 million). These 3 additional estimates, combined

with the 9 permutations above, yield 27 profitability estimates. The net present values

of providing satellite-Iocal-into-Iocal service under these permutations of the financial

and market impact assumptions, shown in Exhibit II, range between negative $133

million to negative $326 million. These values represent the upper and lower bounds of

the profitability estimates using assumptions intended to test the sensitivity of the

model. The expected cost to DIRECTV of offering satellite local-into-Iocal in the

remaining 60 markets is negative $251 million, which is the net present value of the

model described in Sections II to V.
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VII. Conclusions

65. It is unambiguous that providing local-into-Iocal via satellite services in

the 60 remaining DMAs would be very costly and unprofitable to DIRECTV. The

estimated net present value for DIRECTV to do so is negative $251 million.

66. The significant costs to DIRECTV of providing satellite local-into-Iocal

service in the 60 remaining DMAs must be weighed against the potential consumer

benefits. Since the 60 markets in which DIRECTV does not now offer or plan to offer

local-into-Iocal via satellite service comprise a small portion (5.4 percent) of total U.S.

television households, and only 2.5 percent of consumers live in DMAs that do not have

local-into-Iocal satellite service from either DIRECTV or EchoStar, the potential

consumer benefits are likely to be fairly limited. On the other hand, if the large

investments and efforts necessary for DIRECTV to expand satellite local-into-Iocal

service delays DIRECTV investments and efforts in expanding high-definition local

signals in other markets, consumers who live in larger DMAs covering 94.6 percent of

television households would be harmed. Moreover, this reallocation of resources could

prevent DIRECTV from fully supporting the important national objective of completing

the DTV transition and extending its benefits to more viewers throughout the United

States.

67. Furthermore, because the cost burden to DIRECTV of providing satellite

local-into-Iocal in the remaining 60 DMAs would not be incurred by EchoStar,

DIRECTV would be placed at a competitive disadvantage. In particular, if the

DIRECTV investments and efforts necessary to provide local-into-Iocal to the 60 DMAs

would detract from DIRECTV investments or efforts in launching high-definition local

service or other advanced services, DIRECTV would be significantly hampered in its
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ability to compete in the MVPD market. Since the introduction of digital cable has

provided cable operators with an inherent advantage over Direct Broadcast Satellite in

offering high-speed Internet, telephone, and video-on-demand services, any additional

competitive disadvantage placed on DIRECTV has the potential to decrease overall

competition in the MVPD market.
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Exhibit 1

DlRECTV Provides Satellite Local-Into-Local Service in 150 DMAs
Covering 95 % of TV Households

60DMAs:
5.4% of Television

Households

150DMAs:
94.6% of Television

Households

Notes: Numbers include 8 DMAs in which DIRECTV plans to launch satellite Local-Into-Local service by the end of 2007 (Bangor ME, Beaumont-Port Arthur TX,
Butte-Bozeman MT, Dothan AL, Harrisonburg VA, Laredo TX, Odessa-Midland TX, Palm Springs CA). Number of DMAs where DIRECTV provides satellite Local
Into-Local is calculated as of the end of the year. Percent of TV Households is calculated using 2006 data.
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Exhibit 2(a)

Average Gross Adds Before and After DlRECTV Launched
Satellite Local-Into-Local Service
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Notes: Data includes 52 DMAs where DIRECTV launched Local-Into-Local via satellite between January 2003 and March 2006 and EchoStar launched Local-Into
Local via satellite at least 6 months earlier. Dashed line reflects 12-month trailing moving average.



REDACTED - FOR PUBLIC INSPECTION

Exhibit 2(b)

Average Disconnects Before and After DlRECTV Launched
Satellite Local-Into-Local Service
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Exhibit 2(c)

Average Gross Adds Before and After DIRECTV Launched
Satellite Local-Into-Local Service
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Exhibit 2(d)

Average Disconnects Before and After DlRECTV Launched
Satellite Local-Into-Local Service
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Exhibit 3(a)

Average Gross Adds Before and After DlRECTV Launched
Satellite Local-Into-Local Service
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Exhibit 3(b)

Average Disconnects Before and After DlRECTV Launched
Satellite Local-Into-Local Service
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Exhibit 3(c)

Average Gross Adds Before and After DlRECTV Launched
Satellite Local-Into-Local Service
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Exhibit 3(d)

Average Disconnects Before and After DlRECTV Launched
Satellite Local-Into-Local Service
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Exhibit 4(a)

DIRECTV Average Gross Adds for All 210 DMAs
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Exhibit 4(b)
DlRECTV Average Disconnects for All 210 DMAs
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Exhibit 5(a)

DlRECTV Gross Adds for 29 DMAs Where DlRECTV Does Not Provide
Satellite Local-Into-Local Service and EchoStar Provides the Service
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Exhibit 5(b)

DlRECTV Disconnects for 29 DMAs Where DlRECTV Does Not Provide
Satellite Local-Into-Local Service and EchoStar Provides the Service
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Exhibit 5(c)

DIRECTV Gross Adds for 31 DMAs Where EchoStar Does Not Provide
Satellite Local-Into-Local Service
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Exhibit 5(d)

DIRECTV Disconnects for 31 DMAs Where EchoStar Does Not Provide
Satellite Local-Into-Local Service
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Exhibit 6(a)

Effect of Satellite LIL on Growth in DlRECTV Subscribers
29 DMAs where EchoStar Provides Satellite LIL

-DIRECTV Does NOT Provide Satellite LIL .....DIRECTV Provides Satellite LIL
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Exhibit 6(b)

Effect of Satellite LIL on Growth in DIRECTV Subscribers
31 DMAs Where EchoStar Does Not Provide Satellite LIL
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Exhibit 7

Sensitivity Analysis of Market Impact Estimates:
Probability Distribution of Profitability of Satellite LIL in Remaining 60 DMAs
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Exhibit 8

Sensitivity Analysis of the Effect of EchoStar Provision of Satellite LIL
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Exhibit 9

Sensitivity Analysis of the Effect of the Discount Rate on the Profitability
of Offering Satellite LIL in Remaining 60 DMAs
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Exhibit 10

Sensitivity Analysis: Permutations of Alternative Financial Assumptions

$400 I i

$300

$200

'i $100
6
6
.2
.;. $0

1$

~
'S ($100)
Z

($200)

($300)

-$309

1 .--1
1($400) I

1 2 3 4 5

Permutations

6 7 8 9

E21



REDACTED - FOR PUBLIC INSPECTION

Exhibit 11

Sensitivity Analysis: Permutations of Alternative Financial and Market
Assumptions
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Antitrust Economics Institute for Federal Judges, George Mason University School of
Law, Law and Economics Center, Snoqualmie, Washington, June 12-18, 1999.

Antitrust and Trade Regulation Institute, Antitrust and Trade Regulation Law Section
of the State Bar ofCalifomia, "Intellectual Property and Antitrust," 1994.
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Affiliations:

American Economic Association, Member, 1966 to present
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Intellectual Property Sections)
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In re High Pressure Laminates Antitrust Litigation, US District Court, Southern District of New
York, Case No. 00-MD-1368 (CLB), Trial Testimony (May 17-18, 2006); Deposition
Testimony (April 21, 2006); Rebuttal Expert Report (April 7, 2006); Deposition Testimony
(April 21, 2005); Declaration (AprilS, 2005); Damages Expert Report (January 14, 2005);
Deposition Testimony (January 6-7, 2004); Expert Report (September 19, 2003).
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2005).
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California, Western Division, Case No. 99-11641 (RCx), Deposition Testimony (December 21,
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Union Carbide Corporation v. Montell N.V., et al., US District Court, Southern District of New
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Aguilar v. Texaco, et al., Superior Court of the State of California for the County of San Diego,
Case No. 00700810, Deposition Testimony (August 21, 1997).

In re Texaco Inc. Appeal of Order Dated September 5, 1996, United States Department of
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Trans Alaska Pipeline System and Exxon Company, USA v. Amerada Hess Pipeline Company,
et al., United States Federal Energy Regulatory Commission (Docket Nos. OR89-2-007 ~ aI.,
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against Amerada Hess Pipeline Corporation ~ al., Alaska Public Utilities Commission (Docket
Nos. P-89-1 ~ al.) (March 14, 1997, February 12, 1997 and January 28, 1997) [Reply
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In re Prudhoe Bay Unit Litigation, Superior Court ofthe State of Alaska, Third Judicial District
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Company for a Certificate of Public Convenience and Necessity, Direct Testimony and Cross
Examination, Anchorage (June 21, 1996); Deposition Testimony (June 14, 1996); Pre-filed
Testimony (June 4, 1996).

Alaska Oil and Gas Conservation Commission, Petitions by ARCO Alaska, Inc. and BP
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13, 1996); Pre-filed Testimony (April 4, 1996).

Power New Zealand Limited v. Mercury Energy Limited and New Zealand Commerce
Commission, High Court of New Zealand, Direct Trial Testimony and Cross Examination,
Auckland, New Zealand (October 30-31, 1995); Pre-filed Testimony (October 2, 1995 and
June 12, 1995).

Preciado v. Abbott Laboratories, Superior Court of the State of California, County of San
Francisco, Judicial Council Coordination Proceeding Nos. 2969, 2971 and 2972, Deposition
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Testimony (April 5--6, 1995); Deposition Testimony (February 1, 1995 and January 26, 1995).

Municipalities of Seward, Kodiak and Cordova v. Exxon, Superior Court for the State of
Alaska, Third Judicial District, Civil Case No. 3-AN-89-2533, Deposition Testimony (October
21-22, 1993).

Freeman McNeil, et al. v. National Football League, et al., Civil Action No. 4-90-476, and
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Art Buchwald, et al. v. Paramount Pictures Corporation, Superior Court of the State of
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United States of America v. Loew's Incorporated, et al. (United States District Court, Southern
District ofNew York, 89 Civ. 6159 (WCC», Affidavit (November 6, 1991).
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Testimony (October 29, 1990).

City of Long Beach and the State of California v. Chevron et aI., US District Court, Central
District of California, MDL Docket No. 150 WPG, Civil Action No. CV 75-2232-WPG,
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Southern California Edison-San Diego Gas & Electric merger before the California Public
Utilities Commission, Cross Examination (July 25, 1990); Rebuttal to Intervenor Testimony
(May 1990); Rebuttal to DRA Testimony (March 1990).

Fisher & Paykel Ltd. application under Section 62 of the New Zealand Commerce Act 1986,
Trial Testimony before the New Zealand High Court in proceedings brought by Simpson
Appliance Ltd. and Email Ltd., Auckland, New Zealand (March 15-16, 1990); New Zealand
Commerce Commission Hearing, Wellington, N.Z. (August 29-8eptember 2, 1988).

Mobil Oil New Zealand and Her Majesty the Queen in Right of New Zealand, Arbitral
Tribunal, Case ARB/87/2, International Centre for Settlement of Investment Disputes,
Auckland, New Zealand (December 9, 1988); World Bank, Washington DC (November 9,
1988).

United States v. BNS Inc. (United States District Court for the Central District of California,
Civil No. 88 01452R), Affidavit (Apri14, 1988).
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No. 83-2864 SA, Deposition Testimony (July 15, 1987).

Digidyne v. Data General Corporation, US District Court, Northern District of California, MOL
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US Federal Trade Commission, Washington, DC, Trial Testimony (July 16-17, 1986);
Deposition Testimony (June 11, 1986 and May 22, 1986).

International Service Station Dealers Association v. Texaco, Inc., Superior Court of the State of
California, County ofLos Angeles Case No. C391044, Deposition Testimony (June 3, 1986).

Coastal Transfer Co. v. Toyota Motor Sales, U.S.A., Inc., United States District Court, Central
District ofCalifornia Case No. 82-4635, Declaration (November 25, 1985).
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State of California v. Texaco, Inc. et aI., Superior Court of the State of California, County of
Sacramento, No. 321 706, Declaration (August 20, 1984).

Federal Trade Commission v. Warner Communications Inc., et aI., United States District Court,
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Pennzoil Co. v. Texaco, Inc. et aI., US District Court, Northern District of Oklahoma (Tulsa),
Case No. 84-C-29-E, Trial Testimony (February 3-4, 1984); Deposition Testimony
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PUBLICATIONS

"Asset Specificity and Holdups," Peter G. Klein and Michael E. Sykuta (eds.), The Elgar
Companion to Transaction Cost Economics, forthcoming (2007).

"Price Discrimination and Market Power," American Bar Association Antitrust Section, Issues
in Competition Law and Policy, forthcoming (2007).
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Association Antitrust Section, Issues in Competition Law and Policy, forthcoming (2007).

"The Economics of Slotting Contracts" (with Joshua D. Wright), Journal of Law and
Economics, forthcoming (August 2007).

"The Expanded Economics of Free-Riding: How Exclusive Dealing Prevents Free-Riding and
Creates Undivided Loyalty" (with Andres V. Lerner), Antitrust Law Journal, Vol. 74, No.2
(2007).

Reprinted in Economics ofAntitrust Law, Benjamin Klein and Andres V. Lerner (eds.),
Edward Elgar Publishing, Ltd., forthcoming (2008).

"The Economic Lessons of Fisher Body-General Motors," International Journal of the
Economics ofBusiness, Vol. 14, NO.1 (February 2007), pp. 1-36.

"Competition In Two-Sided Markets: The Antitrust Economics of Payment Card Interchange
Fees" (with Andres V. Lerner, Kevin M. Murphy and Lacey Plache), Antitrust Law Journal,
Vol. 73, No.3 (2006), pp. 571-626.

"Trading Stamps" (with Annen A. Alchian), The Collected Works ofArmenA. Alchian, Vol. 1,
Liberty Fund, 2006.

"First Negotiation, First Refusal Rights" (with Annen A. Alcman and Earl A. Thompson), The
Collected Works ofArmen A. Alchian, Vol. 2, Liberty Fund, 2006.

"Brand Names," The Concise Encyclopedia of Economics, David R. Henderson (ed.), the
Library of Economics and Liberty, Liberty Fund, 2005.

"Exclusive Dealing as Competition for Distribution 'On the Merits,'" George Mason Law
Review, Vol. 12, No.1 (Fall 2003), pp. 119-162.

"Competitive Price Discrimination as an Antitrust Justification for Intellectual Property
Refusals to Deal" (with John Wiley Jr.), Antitrust Law Journal, Vol. 70, No.3 (2003), pp. 599
642.

"Market Power in Economics and in Antitrust: Reply to Baker" (with John Wiley Jr.), Antitrust
Law Journal, Vol. 70, No.3 (2003), pp. 655-659.

"The Economics of Copyright 'Fair Use' In a Networked World" (with Andres V. Lerner and
Kevin M. Murphy), American Economic Review PaPers and Proceedings, Vol. 92, No.2 (May
2002), pp. 205-208.

"The Microsoft Case: What Can A Dominant Finn Do To Defend Its Market Position?"
Journal ofEconomic Perspectives, Vol. 15, No.2 (May 2001), pp. 45-62.
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Resale Price Maintenance in State Oil v. Khan," Supreme Court Economic Review, Vol. 7
(1999), pp. 1-58.

"Microsoft's Use of Zero Price Bundling to Fight the 'Browser Wars'," Competition,
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"Tying," The New Palgrave Dictionary of Economics and the Law, Peter Newman (ed.),
London: Macmillan, 1998.

"The Hold-Up Problem," The New Palgrave Dictionary of Economics and the Law, Peter
Newman (ed.), London: Macmillan, 1998.

"Using Tax-Exempt Bonds to Finance Professional Sports Stadiums" (with Kevin Green and
Brian Lebowitz), Tax Notes, Vol. 78, No. 13 (March 1998), pp. 1663-1686.

Reprinted in The Exempt Organization Tax Review, Vol. 20, No.2 (May 1998), pp.
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Satellite Local-Into-Local Launch Dates
DMA# DMAName DIRECTV EchoStar

803 Los Angeles 1l/2911999 7/19/1998
501 New York 1l/2911999 2/l/1998
751 Denver 12/3/1999 8/2l/1998
807 San Francisco 12/3/1999 8/21/1998
511 Washington DC 12/311999 2/l/1998
524 Atlanta 12/911999 2/l/1998
505 Detroit 12/911999 12123/1999
528 Miami 12/911999 812l/1998
504 Philadelphia 12/9/1999 12124/1999
753 Phoenix 12/911999 8/2l/1998
602 Chicago 1211611999 21111998
510 Cleveland 12116/1999 2/l/20oo
623 Dallas 12/16/1999 2/l/1998
618 Houston 12/1611999 1/1912000
506 Boston 1212811999 211/1998
567 Greenville-Spart. 12128/1999 9/5/2000
560 Raleigh-Durham 12128/1999 613012000
613 Minneapolis 1115/2000 12/2l/1999
539 Tampa 111512000 2/2l/2000
534 Orlando 2/512000 l/3l/2000
819 Seattle 2/512000 12/23/1999
862 Sacramento 3/412000 212912000
609 St. Louis 3/4/2000 3/312000
770 Salt Lake City 6/l/2000 8/2111998
512 Baltimore 6/3012000 11/6/2003
508 Pittsburgh 6/3012000 9115/1998
825 San Diego 6/3012000 7/5/2000
517 Charlotte 7128/2000 4/4/2000
527 Indianapolis 7/2812000 4/17/2000
617 Milwaukee 712812000 12/1712003
820 Portland OR 8125/2000 3/6/2000
616 Kansas City 911312000 1l/1912000
659 Nashville 9113/2000 12123/1999
515 Cincinnati 912012000 9/512000
640 Memphis 912712000 10/0212003
630 Birmingham 10/3112000 5/1812001
518 Greensboro 111812000 11/612003
641 San Antonio 1l/8/2000 10/312000
535 Columbus 12/13/2000 1l/1312003
635 Austin 12122/2000 3/29/2001
548 WPalmBeach 12/2212000 6/1912002
533 Hartford 5115/2002 12/1712003
839 Las Vegas 5/15/2002 Un/2002
521 Providence 7/1012002 5/13/2004
514 Buffalo 7/31/2002 1112l/2002
563 Grand Rapids 7/3112002 5124/2002
650 Oklahoma City 7/31/2002 7/2/2002
544 Norfolk 812812002 8/12/2004
557 Knoxville 9118/2002 5/22/2003
622 New Orleans 9/26/2002 8/19/2004

Note: Data as of 4/212007. 27
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Satellite Local-Into-Local Launch Dates
DMA# DMAName DIRECTV EchoStar

561 Jacksonville 1116/2002 11/612002
556 Riclunond 1116/2003 11/6/2003
752 Colorado Springs 4/30/2003 11/2112002
718 Jackson 5/13/2003 5/13/2003
658 Green Bay 5/2112003 212612004
573 Roanoke 6/3/2003 5/2412003
577 Wilkes Barre 6/1112003 11120/2003
679 Des Moines 6/13/2003 1112112002
529 Louisville 6/13/2003 12/1912002
612 Shreveport 6/18/2003 6/26/2003
789 Tucson 6118/2003 7/3112002
673 Columbus-Tupelo 7/2/2003 5/6/2004
546 Columbia 7/15/2003 11/6/2003
691 Huntsville 7/3112003 3/20/2003
532 Albany 6/4/2004 11/612003
790 Albuquerque 6/4/2004 11/16/2000
716 Baton Rouge 6/4/2004 6/14/2006
542 Dayton 6/412004 12/312003
513 Flint MI 6/4/2004 12/17/2003
636 Harlingen 6/4/2004 3/11/2004
642 Lafayette 6/4/2004 6/14/2006
541 Lexington 6/4/2004 2/20/2003
828 Monterey-Salinas 6/4/2004 2120/2003
652 Omaha 6/4/2004 1116/2003
811 Reno 6/4/2004 9/18/2002
588 South Bend 6/4/2004 3/18/2004
881 Spokane 6/4/2004 12/12/2002
800 Bakersfield 6/10/2004 12/5/2003
801 Eugene 6/10/2004 10/02/2003
571 Ft Myers 6/10/2004 3/6/2003
566 Harrisburg 6/10/2004 9/26/2002
693 Little Rock 6/10/2004 7/2/2003
669 Madison 6/10/2004 1116/2003
686 Mobile 6/10/2004 11120/2003
500 Portland ME 6/10/2004 5/6/2004
855 Sta Barbara 6/10/2004 1116/2003
671 Tulsa 6/10/2004 7/3112002
678 Wichita 6/10/2004 11120/2003
868 Chico Redding 6/17/2004 216/2003
676 Duluth 6/17/2004 4122/2004
724 Fargo 6/17/2004 4/28/2004
632 Paducah 6117/2004 4/30/2003
507 Savannah 6/17/2004 12123/2003
530 Tallahassee 6/17/2004 5/29/2003
709 Tyler 6/17/2004 3/6/2003
550 Wilmington 6/17/2004
564 Charleston 6/24/2004 12118/2003
600 Corpus Christi 6/24/2004 6/14/2006
765 El Paso 6/24/2004 4/15/2004
866 Fresno 6/24/2004 9/26/2002

Note: Data as of 4/212007. 28
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551 Lansing 6/24/2004 12/17/2003
813 Medford 6/24/2004 5/20/2004
538 Rochester 6/2412004 4/8/2004
543 Springfield 6/2412004
605 Topeka 6/24/2004 4/13/2004
810 Yakima 6/24/2004 10/9/2003
648 Champaign 10/12/2004 12/17/2003
574 Johnstown Altoona 10/12/2004 1129/2004
547 Toledo 10/12/2004 6/17/2004
531 Tri-Cities 10/12/2004 2/19/2004
705 Wausau 10/12/2004 5/20/2004
757 Boise 10/19/2004 11/13/2003
509 Fort Wayne 10/19/2004 2/12/2004
545 Greenville-New Bern 10/19/2004 7/29/2004
722 Lincoln 10/19/2004 4/112004
555 Syracuse 10/19/2004 4/29/2004
637 Cedar Rapids 10/26/2004 1130/2003
575 Chattanooga 10/26/2004 11125/2003
649 Evansville 10/26/2004 12/1112003
675 Peoria 10/26/2004 5/13/2004
619 Springfield MO 10/26/2004 11/13/2003
523 Burlington 1112/2004 7/24/2002
604 Columbia-Jefferson 1112/2004 4/13/2004
670 Fort Smith 111212004 12/1112003
625 Waco 11/212004 9/19/2002
540 Traverse City 1119/2004 2/5/2004
519 Charleston SC 11111/2004 7/22/2004
682 Davenport 11111/2004 2/2612004
725 Sioux Falls 11/11/2004 4/11/2003
536 Youngstown 11/1112004 6/24/2004
743 Anchorage 118/2005 8/26/2003
745 Fairbanks 118/2005 6/30/2005
744 Honolulu 118/2005 6/28/2002
747 Juneau AK 118/2005 7/27/2005
596 Zanesville 118/2005
520 Augusta 3/16/2005 6/17/2004
503 Macon 4/6/2005 7/15/2004
702 La Crosse 5/25/2005 4/29/2004
570 Florence-Myr Bch 9/29/2005 7/8/2004
611 Rochester 12/28/2005 9/2112006
610 Rockford 12/28/2005 5/20/2004
737 Mankato 3/22/2006
749 Laredo Planned for 2007
537 Bangor Planned for 2007 1113012006
692 Beaumont-Port Arthur Planned for 2007 10/12/2006
754 Butte-Bozeman Planned for 2007 1113012006
606 Dothan AL Planned for 2007 11/23/2006
569 Harrisonburg Planned for 2007
633 Odessa-Midland Planned for 2007 9/2112006
804 Palms Springs Planned for 2007 11/1/2006

Note: Data as of 4/2/2007.
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662
525
634
756
767
584
759
598
516
592
773
755
758
603
651
711
687
762
628
698
656
717
764
661
657
624
581
760
627
710
522
559
746
576
771
502
554
644
643
553
549
565
526
647
734
639
736
638
802
597

DMAName

Abilene
Albany GA
Amarillo
Billings
Casper
Charlottesville
Cheyenne
Clarksburg
EriePA
Gainesville
Grand Junction
Great Falls
Idaho Falls
Joplin
Lubbock
Meridian
Minot-Bismarck
Missoula
Monroe
Montgomery
Panama City
Quincy
Rapid City
San Angelo
Sherman
Sioux City
Terre Haute
Twin Falls
Wichita Falls
Hattiesburg-Laurel
Columbus GA
Bluefield-Beckley
Biloxi-Gulfport
Salisbury
Yuma
Binghamton
Wheeling-Steubenville
Alexandria
Lake Charles
Marquette
Watertown
Elmira
Utica
Greenwood-Greenville
Jonesboro
Jackson TN
Bowling Green
St Joseph
Eureka
Parkersburg

DIRECTV EchoStar

2/23/2005
6/10/2004
612412004

3/312005
7m2oo5

812612004
5120/2004
9/23/2004
5/1912005

21312005
1/22/2004
712712005
912312004
6/2412004

10/1312004
12/16/2004

7nl2005
11/1312003
6/1012004
712212004
912312004
611012004
3/3012005
8/1712005

12111/2003
5/27/2004
9/30/2004
3/3012005
7/1512004

Note: Data as of 4/212007. 30
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AppendixB

Satellite Local-Into-Local Launch Dates
DMA#

631
821
552
766
582
558
626
583
740
798

DMAName

Ottumwa-Kirksville
Bend
Presque Isle
Helena
Lafayette
Lima
Victoria
Alpena
North Platte
Glendive

DIRECTV EchoStar

Note: Data as of 4/2/2007.
31
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List of 29 DMAs Where DIRECTV Does Not Provide
Satellite LIL Service and EchoStar Does Provide

the Service



REDACTED - FOR PUBLIC INSPECTION

Appendix C

List of 29 DMAs Where DlRECTV Does Not Provide Satellite
LIL Service and EchoStar Does Provide the Service

DMAName

MomoeLA-EIDorndoAR
Montgomery AL
Minot-Bismarck-Dickinson ND
Terre Haute IN
Joplin MO-Pittsburg KS
AmarilloTX
Panama City FL
AlbanyGA
Sherman TX-Ada OK
EriePA
Sioux City IA
Gainesville FL
Billings MT
Wichita Falls TX-Lawton OK
MeridianMS
MissoulaMT
Great Falls MT
Clarksburg-Weston WV
Idaho Falls-Pocatello ill
Quincy IL-Hannibal MO-Keokuk IA
Abilene-Sweetwater TX
LubbockTX
Rapid City SD
Charlottesville VA
Twin Falls ill
Grand Junction-Montrose CO
Casper-Riverton WY
San Angelo TX
Cheyenne WY-Scottsbluff NE

DIRECTV March DIRECTV SD EchoStar SD
2007 Residential LIL Launch LIL Launch

Active Subscribers Date Date

- 6/10/2004- 7/22/2004- 7n12005- 9/30/2004- 6/24/2004- 6/24/2004- 9/23/2004- 6/10/2004- 12/1112003- 5/19/2005- 5/27/2004- 2/3/2005- 3/3/2005- 7/1512004- 12/16/2004- 11113/2003- 7/2712005- 9/2312004- 9/23/2004- 6/10/2004- 2/23/2005- 10/13/2004- 3/30/2005- 8126/2004- 3/30/2005- 112212004- 7n12005- 8/17/2005- 5/2012004

Note: Data reflects 29 DMAs in which EchoStar has provided LIL for at least 1 year. 32
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List of 31 DMAs Where Neither DIRECTV Or EchoStar
Provide Satellite LIL Service
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AppendixD

List of 31 DMAs Where Neither DlRECTV Or EchoStar
Provide Satellite LIL Service

DMAName

lIatliesburg-Laurel~S

ColumbusGA
Bluefield-Beckley WV WV
Biloxi-Gulfport ~S
Salisbury~D
YumaAZ
Binghamton NY
Wheeling WV-Steubenville OIl
Alexandria LA
Lake Charles LA
~arquette MI
Watertown NY
Elmira NY
Utica NY
Greenwood-Greenville ~S
Jonesboro AR
Jackson TN
Bowling Green KY
StJoseph~O

EurekaCA
Parkersburg WV
Ottumwa lA-Kirksville ~O
Bend OR
Presque Isle ~E
lIelena ~T
Lafayette IN
Lima OIl
Victoria TX
AlpenaMI
North Platte NE
Glendive~T

DIRECTV March
2007 Residential

Active Subscribers

-------------------------------

DIRECTV SD LIL
Launch Date

EchoStar SD LIL
Launch Date

33
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Appendix E:

List of 52 DMAs Where EchoStar Launched Satellite LIL
Service at least 6 Months Before DIRECTV
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List of 52 DMAs Where EchoStar Launched Satellite LIL
Service at Least 6 Months Before DlRECTV

DIRECTV March DIRECTV SD EchoStar SD
2007 Residential LILLaunch LILLaunch

DMAName Active Subscribers Date Date

Albuquerque-Santa Fe NM 6/4/2004 11116/2000
Mobile AL-Pensacola FL - 6/1012004 11/2012003
Charleston-Huntington WV - 6/24/2004 1211812003
Fresno-Visalia CA - 6/24/2004 9/26/2002
Little Rock-Pine Bluff AR - 6/1012004 71212003
TucsonAZ - 6/18/2003 7/3112002
Des Moines-Ames IA - 6/1312003 1112112002
Paducah KY-Cape Girardeau MO - 6/17/2004 4/3012003
Harrisburg-Lancaster PA - 6/10/2004 9/26/2002
Tulsa OK - 6/10/2004 7/3112002
Lexington KY - 6/4/2004 2/20/2003
Fort Myers-Naples FL - 6/1012004 3/612003
Springfield MO - 10/26/2004 11113/2003
SpokaneWA - 6/4/2004 1211212002
Dayton OH - 6/4/2004 1213/2003
Tyler-Longview TX - 6117/2004 3/612003
Burlington VT-Plattsburgh NY - 1l/212004 7/2412002
Albany-Schenectady-Troy NY - 6/412004 1l/612oo3
Chattanooga TN - 1012612004 1112512003
Tri-Cities TN-VA - 10112/2004 2/1912004
BoiseID - 10/1912004 11113/2003
Madison WI - 6/l012004 1l/6/2oo3
Evansville IN - 1012612004 12/1112003
Waco-Temple-Bryan TX - 1112/2004 9119/2002
Traverse City-Cadillac MI - 111912004 215/2004
Champaign-Springfield-Decatur IL - 1011212004 1211712003
RenoNV - 6/4/2004 9118/2002
AugustaGA - 3/l612oo5 6/1712004
Aorence-Myrtle Beach SC - 9/2912005 7/812004
OmahaNE - 6/4/2004 111612003
Wichita-Hutchinson KS - 6110/2004 1112012003
Tallahassee FL - 6/l7/2004 5/29/2003
Davenport lA-Rock Island IL-Moline IL - ll/ll/2004 212612004
MaconGA - 4/612005 7/15/2004
Fort Wayne IN - 1011912004 211212004
Cedar Rapids-Waterloo IA - 10/2612004 1130/2003
Chico-Redding CA - 6/l712004 216/2003
Monterey-Salinas CA - 614/2004 2/20/2003
Yakirna-Pasco-Richland WA - 6/2412004 101912003
Fort Smith AR - 1l/2/2004 12/1l/2003
Lincoln-Hastings NE - 10119/2004 411/2004
Santa Barbara-San Luis Obispo CA - 6110/2004 1l/6/2oo3
Lansing MI - 6124/2004 12117/2003
Columbia-Jefferson City MO - 1l/2I2oo4 411312004

34
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AppendixE

List of 52 DMAs Where EchoStar Launched Satellite LIL
Service at Least 6 Months Before DlRECTV

DIRECTV March DIRECTV SD EchoStar SD
2007 Residential LIL Launch LILLaunch

DMAName Active Subscribers Date Date

Bakersfield CA - 6110/2004 121512003
Johnstown-Altoona PA - 10112/2004 1/29/2004
Eugene OR - 6/10/2004 10/2/2003
Sioux Falls SD - 11/1112004 4/11/2003
La Crosse-Eau Claire WI - 5125/2005 4/29/2004
Rockford IL - 12/28/2005 5/2012004
Honolulu HI - 11812005 6/28/2002
Anchorage AK - 118/2005 8/2612003

35
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List of 12 DMAs Where DIRECTV Launched Satellite LIL
Service at least 6 Months Before EchoStar
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AppendixF

List of 12 DMAs Where DlRECTV Launched Satellite LIL
Service at least 6 Months Before EchoStar

DIRECTV March 2007 DIRECTVSD EchoStarSD
Residential Active LILLaunch LILLaunch

DMAName Subscribers Date Date

Richmond-Petersburg VA 117911 1116/2003 1116/2003
Columbus-Tupelo-West Point MS 58076 7/2/2003 5/612004
Green Bay-Appleton WI 57033 5/21/2003 2/26/2004
Lafayette LA 50084 6/412004 6/1412006
Baton Rouge LA 45792 6/4/2004 6/14/2006
Wilmington NC 31174 6/1712004
Corpus Christi TX 28184 6/2412004 6114/2006
Springfield-Holyoke MA 26722 6/2412004 110/1900
Rochester MN-Mason City lA-Austin MN 15347 12/2812005 912112006
Zanesville OH 5096 11812005
MankatoMN 4452 3/2212006
JuneauAK 3339 1/8/2005 712712005

Note: Data reflects DMAs where DIRECTV has Provided Lll.. Service for at least 1 Year. 36
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Appendix G-l

DIRECTV Gross Additions Regression Results

Variable Coefficient Standard Error T-Statistic

Dependent Variable

DIRECfV Monthly Gross Additions as a percent of DIRECTV Subscribers

Independent Variables
DTVinESoutBUMP _ _ _

DTVinESout _ _ _

DTV in ES in BUMP

DTVinES in

ES in DTV in

ES inDTVout

Unconditional Mean of Dependent Variable

R-Squared

Observations

Cross-sectional units: DMAs

Time-series units: Months

Note: Gross Additions does not include Reconnects.

---------

----
----
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Appendix G-2

DlRECTV Disconnects Regression Results

Variable Coefficient Standard Error T-Statistic

Dependent Variable

DIRECfV Monthly Disconnects as a percent of DIRECTV Subscribers

Independent Variables
DTV in ES out BUMP _

DTV in ES out _

DTV in ES in BUMP

DTV in ES in

ES inDTVin

ES in DTV out

Unconditional Mean of Dependent Variable

R-Squared

Observations

Cross-sectional units: DMAs

Time-series units: Months

---------

------

------

38
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AppendixH:

Summary of Methodology and Results of
Regression Model



Scenario
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Appendix H

Summary of Methodo!ogy andJ!esu!ts of Regression Model

Assume EchoStar Does Not Offer Satellite LIL in any Additional DMAs
29 DMAs in Which EchoStar Offers Satellite UL 31 DMAs in Which EchoStar Does Not Offer Satellite UL

Market Impact
mRECTV Does Not
Provide LIL in
Remaining 60 DMAs

Gross Adds Extend historica112-month average gross add rate in DMA Extend historical 12-month average gross add rate in DMA

Disconnects

mRECTV Provides Gross Adds
LIL in All Remaining
DMAs

Extend historical 12-month average disconnect rate in DMA

Adjust historical 12-month average gross add rate by coefficients
on D1VinESin and D1VinESinBUMP from Gross Adds regression

•• __ ._•••1•. __ ._•.• 1-

Extend historical 12-month average disconnect rate in DMA

Adjust historical 12-month average gross adds by coefficients on
D1VinESout and D1VinESoutBUMP from Gross Adds regression•. __ ._•.•1•. __ ._•.•1-

Adjust historical 12-month average disconnect rate by coefficients
on D1VinESin and D1VinESinBUMP * from Disconnects
regression

Adjust historical 12-month average disconnect rate by coefficients
on D1VinESout and D1VinESoutBUMP * from Disconnects
regression

Disconnects

- ••• 11- - ••• 11-

Note: Regression variables marked with an asterisk (*) are not statistically significant and are not applied to model.

39



Gross Adds: D1VinESin

Gross Adds: D1VinESinBUMP

Gross Adds: D1VinESout

Gross Adds: D1VinESoutBUMP

Disconnects: D1VinESin

Disconnects: D1VinESout

Disconnects: D1VinESinBUMP*

Disconnects: D1VinESoutBUMP*

REDACTED - FOR PUBLIC INSPECTION

AppendixH

Notes

Coefficient from Gross Adds regression (Appendix D) on the dununy variable that takes a value of one (I) in the first and all subsequent months where
DIREcrv offers local-into-Iocal via satellite by the first day of the first month, and EchoStar does offer local-into-Iocal by the first day of the first
month, and takes a value of zero (0) otherwise.

Coefficient from Gross Adds regression (Appendix D) on the dununy variable that takes a value of one (I) in the first and subsequent II months where
DlREcrv offers local-into-Iocal via satellite by the first day of the first month, and EchoStar does offer local-into-Iocal by the first day of the first
month, and takes a value of zero (0) otherwise.

Coefficient from Gross Adds regression (Appendix D) on the dununy variable that takes a value of one (I) in the first and all subsequent months where
DIRECfV offers local-into-Iocal via satellite by the first day of the first month, and EchoStar does not offer local-into-Iocal by the first day of the first
month, and takes a value of zero (0) otherwise.

Coefficient from Gross Adds regression (Appendix D) on the dununy variable that takes a value of one (I) in the first and subsequent II months where
DIRECfV offers local-into-Iocal via satellite by the first day of the first month, and EchoStar does not offer local-into-Iocal by the first day of the first
month, and takes a value of zero (0) otherwise.

Coefficient from Disconnects regression (Appendix E) on the dummy variable that takes a value of one (I) in the first and all subsequent months where
DIREcrv offers local-into-Iocal via satellite by the first day of the first month, and EchoStar does offer local-into-local by the first day of the first
month, and takes a value of zero (0) otherwise.

Coefficient from Disconnects regression (Appendix E) on the dununy variable that takes a value of one (I) in the first and all subsequent months where
DIRECfV offers local-into-local via satellite by the first day of the first month, and EchoStar does not offer local-into-Iocal by the first day of the first
month, and takes a value of zero (0) otherwise.

Coefficient from Disconnects regression (Appendix E) on the dununy variable that takes a value of one (1) in the first and subsequent II months where
DIREcrv offers local-into-local via satellite by the first day of the first month, and EchoStar does offer local-into-Iocal by the first day of the first
month, and takes a value of zero (0) otherwise.

Coefficient from Disconnects regression (Appendix E) on the dummy variable that takes a value of one (I) in the first and subsequent II months where
DlRECfV offers local-into-local via satellite by the first day of the first month, and EchoStar does not offer local-into-Iocal by the first day of the first
month, and takes a value of zero (0) otherwise.
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Percentage of Existing DIRECTV Customers
Signing up for LIL Service
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Appendix I

Percentage of Existing DlRECTV Customers
Signing up for LIL Service

Percent of Existing Percent of New
Subscribers Signing up Subscribers Signing up

DMA# DMAName for LIL for LIL

716 Baton Rouge LA - -686 Mobile AL-Pensacola FL - -600 Corpus Christi TX - -642 Lafayette LA - -571 Fort Myers-Naples FL - -811 RenoNV - -800 Bakersfield CA - -828 Monterey-Salinas CA - -866 Fresno-Visalia CA - -693 Little Rock-Pine Bluff AR - -709 Tyler-Longview TX - -765 EI Paso TX - -790 Albuquerque-Santa Fe NM - -550 Wilmington NC - -564 Charleston-Huntington WV - -507 SavannahGA - -881 SpokaneWA - -541 Lexington KY - -855 Santa Barbara-San Luis Obispo CA - -632 Paducah KY-Cape Girardeau MO - -543 Springfield-Holyoke MA - -801 Eugene OR - -500 Portland-Auburn ME - -530 Tallahassee FL - -542 DaytonOH - -636 Harlingen-Brownsville TX - -868 Chico-Redding CA - -813 Medford-Klamath Falls OR - -810 Yakima-Pasco-Richland WA - -671 Tulsa OK - -724 Fargo-Valley City ND - -605 Topeka KS - -513 FIint-Saginaw-Bay City MI - -652 OmahaNE - -669 Madison WI - -538 Rochester NY - -532 Albany-Schenectady-Troy NY - -676 Duluth MN-Superior WI - -678 Wichita-Hutchinson KS - -588 South Bend-Elkhart IN - -551 LansingMI - -Overall Percent of Customers
65.15% 95.19%(Weighted Average)

Note: Reflects data as of May 31, 2006 for customers who signed up for LIL within 2 years of the service being offered. "Existing
Subscribers" had DIRECTV service before DIRECTV launched satellite LIL. "New Subscribers" signed up for DIRECTV service
after DIRECTV launched satellite LIL.
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AppendixJ

Subscriber Acquisition Costs
Ka vs Ku

REDACTED - FOR PUBLIC INSPECTION

Difference between Ka and non-Ka installs
Effective rate for multi-switch
Effective rate for ODU
Effective rate for Install

Yr2-3 Yr4-6 KaII1-
KuI.II-

Incr/(Decr)

•II-
Yr2-3
% Cost---

Yr4-6
% Cost---

Yr2-3
IncrSacI.II-

Yr4-6
Incr SacI.
I-I-

Ku Only
Basic box
SDDVR
HD (H21)
HD DVR (HR21)
Total Box Costs (SAC)

KaOnly
Basic box
SDDVR
HD(H2l)
HD DVR (HR21)
Total Box Costs (SAC)

Total SAC Ka
Total SAC Ku

Incremental SAC Ka vs Ku

1,-
I-1-

II-

II,-I-
II-

• •• •• •• •

• •• •• •• •- -

1- I_I- I_I- I_I. I1- I_t- 1_

I.I.

Note: Box Pricing includes Access card, Middleware and DVR royalties. 42
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Subscriber Acquisition Costs
Ka vs Ku

--
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Multiswitch:

••••••••••• •••••• 1

ODU:......_ .
_III

Install:I. 11 •• 1.1111••
I. 111 •• '_1111••

I •

1-
1-

1-
-1-

Note: Box Pricing includes Access card, Middleware and DVR royalties. 43
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AppendixK

Local Collection Facility Costs
($k) Allocated

Type of Cost Total Per Site

Fixed Costs:

Contract Labor I. 'I
Internal Labor I- II
Travel I. I
Total Laborffravel 1- 'I

Integration:
CRBC/CRDF I- II
NEUFINEDF I- II
NWUFINWDF I- II
Total Integration I- I.

Backhaul Network I- I.

ABMS
LCF I. II
PrimaryRUF I. I
Diverse RUF • I

TotalABMS - II

Digital Systems: Fixed Components I- II

LCF's - Fixed Components I- I.
Fixed Costs Sub-Total I- I.
• I !I
Total Fixed Costs I- I.

Note: Fixed costs are defined as costs that are not driven by the number of channels.

REDACTED - FOR PUBLIC INSPECTION

Cost
Per/Channel
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AppendixK

Local Collection Facility Costs
($k) Allocated

Type of Cost Total Per Site

REDACTED - FOR PUBLIC INSPECTION

Cost
Per/Channel

Variable Costs:

Digital Systems
Number of Encoders 1- !. II

LCF's
Number of Demodulators I- II $~
Proc Amps I- II II
Variable Costs - Sub-Total I- I. II• I • II II
Total Variable Costs I- I. II

Total Costs _I- I-

Note: Fixed costs are defined as costs that are not driven by the number of channels. 45
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Appendix K

Local Collection Facility Costs
($k) Number of Channels in Market

Type of Cost 1 2 3 4 5 6 7 8 9 10

Fixed Costs:
Contract Labor II II II 'I 'I I II II I II
Internal Labor II II :1 II II I II II I II
Travel II 'I I II II Ii II I III

Total Laborffravel II II I II 'I :1 II II I I

Integration:
CRBC/CRDF 'I II II II II II II II 'I II
NEUFINEDF II 'I 'I 'I 'I II 'I 'I I II
NWUFINWDF II II II II II II II II :1 II
Total Integration • I. '. I. I. • ,. ,. • I.

Backhaul Network I. ,. • I. I. • I. ,. • I.

ABMS
LCF II II I II 'I 'I II II I II
Primary RUF II II I II II I II t t II
Diverse RUF I I II II I II II II

TotalABMS II II I II II 'I II 'I I 'I
Digital Systems: Fixed Components II II I II II I II II I II

LCF's - Fixed Components I. I. • I. I. • I. ,. • I.

Fixed Costs Sub-Total I. I. • I. I. • I. I. • I.._- II II I II II I II II I II
Total Fixed Costs I. • • I. I • • I. ,. • I.

Note: Fixed costs are defined as costs that are not driven by the number of channels. 46
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AppendixK

Local Collection Facility Costs
($k)

Type of Cost

Variable Costs:

Number of Channels in Market
2 3 456 7 8 9 10

Digital Systems
Number of Encoders II II • i. i. • I. I. • I.

LCF's
Number of Demodulators
Proc Amps

Variable Costs· Sub-Total

•Total Variable Costs

il
ii
II
il
II

il II il II I II II 'I il
Ii I II I I II II II III. • I. I. • I. I. • I.
II [ il_ '1_ ~ ~ II _I_ II,. • • I. • ,. I. • I.

Total Costs 1- 1- - 1- i_ - i_ i_ - 1-

Note: Fixed costs are defined as costs that are not driven by the number of channels. 47
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AppendixK

Local Collection Facility Costs
($k) Number of Channels in Market

Type of Cost 11 12 13 14 15 16 17

Fixed Costs:
Contract Labor 'I II 'I II II II 'I
Internal Labor I II I II I II II
Travel $~ $~ $~ H $~ $~ $~

Total Laborffravel I I 'I II II II II
Integration:
CRBC/CRDF II II II II I II II
NEUFINEDF II II II II I II II
NWUFINWDF II II II II I II II

Total Integration I. I. I. • • ,. •
Backhaul Network I. I. I. I. I. ,. ,.
ABMS
LCF II I II II I II II
PrimaryRUF $V $1 $V $1 $V $1 $V
Diverse RUF $(i $~ $(i $(i $(i $(j $(i

TotalABMS II II II II I II II

Digital Systems: Fixed Components II II II II I II II

LCF's • Fixed Components I. I. I. I. I. I. I.
Fixed Costs Sub-Total I. I. I. I. I. I. I.

• II II II II II II II
Total Fixed Costs I. I. I. I. t. t. t.

Note: Fixed costs are defined as costs that are not driven by the number of channels. 48
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Appendix K

Local Collection Facility Costs
($k)

Type of Cost

Variable Costs:

11
Number of Channels in Market

12 13 14 15 16 17

Digital Systems
Number of Encoders I. I. I. I. I. I. I.
LCF's
Number of Demodulators
Proc Amps

Variable Costs· Sub-Total

•Total Variable Costs

I. I. I. I. I. I. i.
II I il II :1 II II
,. • ,. I. I. I. I.
II II II II I 11_ II
I. I. I. I. I. I. I.

Total Costs 1- - 1- 1- - 1- 1-

Note: Fixed costs are defined as costs that are not driven by the number of channels. 49
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AppendixL

Hardware Pricing

REDACTED - FOR PUBLIC INSPECTION

Apr-07 May-07 Jun-07 Jul-07 Aug-07 Sep-07 Oct-07 Nov-07 Dec-07I- I- - 1- - - - 1- ,-- - - - - - - - -- - - - - - - - -- - - - - - - - -- - - - - - - - -- - - - - - - - -- - - - - - - - -• • • • • • • • •- - - - - - - - -- - - - - - - - -- - - - - - - - -- - - - - - - - -With Middleware & Card

I- I- I- I- .- ,- - I- I-I- I- I- I- I- I- I- I- I-I- I- I- I- I- I- I- I- I-I- I- I- I- I- I- I- I- 1-

Note: Freight In Included, No Card, 30 Day Lag. 50
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AppendixL

Hardware Pricing

Average Average
QI-08 Q2-08 Q3-08 Q4-08 2008 QI-09 Q2-09 Q3-09 Q4-09 2009

Basic - - - - - - - - - -DVR - - - - - - - - - -HD - - - - - - - - - -HDDVR - - - - - - - - - -18" ODU - - - - - - - - - -20" ODU - - - - - - - - - -Ka/Ku - - - - - - - - - -3x4 • • • • • • • • • •4x4 - - - - - - - - - -4x8 - - - - - - - - - -6x8 - - - - - - - - - -6x16 - - - - - - - - - -
With Middleware & Card

Basic - - - - - - - - - -DVR - - - - - - - - - -HD - - - - - - - - - -HDnVR - - - - - - - - - -

Note: Freight In Included, No Card, 30 Day Lag. 51
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AppendixM

Debt Capitalization

[1] Debt Composition Actual Pre-tax Cost- -- -• -- -- -
- -

[2] Tax Rate 38.4%-
Equity Capitalization (Quarter-end)

Shares Outstanding -Market Price -Market Value of Equity -
[3] Cost of Equity =[Risk Free Rate + Levered Beta x Market Premium]
[4] Risk-free rate -[5] Levered Beta -[6] Market Premium -DTV Group Cost of Equity -

Summary Capitalization
Total Consolidated Debt - -Market Value of Equity - -Total Capitalization - -

Weighted
Cost Average Cost

After-tax Cost of Debt - -Cost of Equity - -[7] IWACC -I

- ----------------------
52
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Appendix N:

Financial Model:
EchoStar Will Not Provide LIL in Remaining DMAs



REDACTED - FOR PUBLIC INSPECTION

AppendixN

Summary of Assumptions

Fixed Assumption

[1] Percentage of existing customers adding the Lll.. service within two years

[2] Lll.. sell-in rate to baseline growth customers once Lll.. is offered

[3] Lll.. sell-in rate to additional (growth) customers once Lll.. is offered

[4] Base package ARPU (Yr 2)

[5] Lll.. rate assumed

[6] Lll.. margin

[7] Baseline SAC (Yr 2)

[8] Yr 2-3 Additional SAC for Ka gross adds

[9] Recurring backhaul expense per market per month ($k)

Value100.0%

100.0%

--
-
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Notes for Appendix N: Summary of Model Assumptions and Market Impacts

[1] Number of existing DIRECTV customers before launch of satellite local-into-Iocal who take the service within two years. This
is based on 41 DMAs where LIL was launched in 2004. In these DMAs, the mean number of pre-launch customers who had
signed up for LIL by May 2006 was _ See Appendix I for detailed DMA information.

[2] The percentage of baseline customers who take satellite local-into-Iocal is assumed to be 100%. See Appendix I.
[3] The percentage of incremental gross adds is assumed to be 100%.
[4] DIRECTV's average monthly revenue per user ("ARPU"). DIRECTV's ARPU, which includes both base and premium

package revenue, is projected to be $ year two. We also account for anticipated increases in revenues that are
proportionately commensurate with expected increases in programming costs by assuming a increase the third year,
and increases _ percent yearly thereafter.

[5] Subscriber fee for local-into-Iocal via satellite is assumed to be _ month.
[6] As local broadcast stations have increasingly elected retransmission consent over must-carry status, they have negotiated

license fees from MVPDs who carry their channels. The model assumes that the average license fee is _ per month per
user in year two. Given a _local-into-Iocal fee, this equates to an gross margin on local-into-Iocal service. This
margin is assumed to decrease over time: in year three, in year four, in years five and six.

[7] Subscriber acquisition costs ("SAC") reflect the expenses incurred by DIRECTV for each gross add. This includes hardware,
installation costs, and commissions. In years two and three of the model this SAC amounts to $ add. It increases
to four, and is assumed to be In addition, roughly of SAC involves fixed marketing
costs. Removing this fixed portion of SAC yields a SAC of (Years 2 and 3), (Year 4) (Year 5 and
6).

[8] Additional technology transition costs are incurred for new gross additions. These incremental costs reflect the cost difference
between the Ku-band and Ka-band equipment. In the first two years this differential is estimated to be decreasing to
___ in years four to six to reflect volume discounts on the Ka-band box units. Note that even though we assume DIRECTV
doesn't start offering local-into-Iocal via satellite until the middle of Year 2, we make the conservative assumption that these
incremental SAC expenses are attributed to ALL gross adds from the beginning of Year 2.

[9] Recurring backhaul expense per market per month This reflects the cost of transporting the local
broadcast signal from the LCF to the RF Uplink where it can be transmitted to the satellite for local-into-Iocal retransmission
into the DMA.
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Montgomery AL EchoStar provides local-into-Iocal
Number of LIL Channels 13

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Prome

[I] TVHH 247,211 249,683 252,180 254,702 257,249
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Montgomery AL EchoStar provides local-into-local
Number of LIL Channels 13

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 247,211 249,683 252,180 254,702 257,249
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - --



AppendixN REDACTED - FOR PUBLIC INSPECTION

Montgomery AL EchoStar provides local-into-Iocal
Number of LIL Channels 13

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs

[76] Total Direct Margin -[77] Total Direct Margin % - - - - -
SAC Costs with LIL:

[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs f- - - - -[83] Total Expenses: -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Montgomery AL EchoStar provides local-into-locaI
Number of LIL Channels 13

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

ColumbusGA EchoStar does not and will not provide local-into-local
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 205,645 207,701 209,778 211,876 213,995
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - II.l%
[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[II] Base Package Revenue -[12] L1LRevenue
[13] Total Revenue -

Expenses:
[14] Programming Costs - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - -
[18] Total Direct Margin -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: -
[22] ICash Based OPBDA - - - - =:I[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

ColumbusGA EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 205,645 207,701 209,778 211,876 213,995
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 60-



AppendixN REDACTED - FOR PUBLIC INSPECTION

ColumbusGA EchoStar does not and will not provide local-into-local
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs

[76] Total Direct Margin -[77] Total Direct Margin % - - - - -
SAC Costs with LIL:

[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses ~ - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] ICash Based OPBDA - - - - d[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

ColumbusGA EchoStar does not and wiD not provide local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR

[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

AmariUoTX EchoStar provides local-into-Iocal
Number of LIL Channels 13

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Prorate

[1] TVHH -[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] Ln...Revenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs $-. - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Amarillo TX EchoStar provides local-into-Iocal
Number of LIL Channels 13

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TV llli 192,913 194,842 196,791 198,758 200,746
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - -[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers - - - -[52] LIL Gross Adds - - - - -[53) LIL Disconnects - - - - -[54) Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers - - - -[60] LIL Gross Adds - - - - -[61) LIL Disconnects - - - - -[62) Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 64-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Amarillo TX EchoStar provides local-into-local
Number of LIL Channels 13

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84]1 Cash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

AmarilloTX EchoStar provides local-into-Iocal
Number of LIL Channels 13

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR --
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Monroe LA-EI Dorado AR EchoStar provides locaI-into-locaI
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVIDI 177,492 179,267 181,060 182,870 184,699
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIREcrv Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Monroe LA-El Dorado AR EchoStar provides local-into-Iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH -[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers - - - -[52] LIL Gross Adds - - - - -[53J LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 68-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Monroe LA-El Dorado AR EchoStar provides local-into-Iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs $-. -[73] Bad Debt - - - - -[74] Customer related $- - - - -[75] Total Direct costs ~

[76] Total Direct Margin -[77] Total Direct Margin % - - - - -
SAC Costs with LIL:

[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LlL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses ~ - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Monroe LA-El Dorado AR EchoStar provides local-into-local
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -~
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

EriePA EchoStar provides local-into-local
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 161,009 162,619 164,245 165,888 167,547
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue
[13] Total Revenue r-

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - =t[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

EriePA EchoStar provides local-into-local
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prorde

[24] TVHH 161,009 162,619 164,245 165,888 167,547
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] ilL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers - - - -[52] LIL Gross Adds - - - - -[53] ilL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] ilL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] ilL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 72-



AppendixN REDACTED - FOR PUBLIC INSPECTION

EriePA EchoStar provides local-into-Iocal
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade .. - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin S-- - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] ICash Based OPBDA $-. - - - ==I[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

EriePA EchoStar provides local-into-local
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

-I[86J Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87J Cash Flows-With LIL - - - - -[88J Cash Flows-No LIL - - - - -[89J Incr/(Decr) from No LIL - - - - -[90J NPV without Terminal Value ,
[91J IRR --
[92J Terminal Value
[93J Cash Flows with Terminal Value - -[94J NPV with Terminal Value -I
[95J IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Sioux City IA EchoStar provides local-into-local
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 159,415 161,009 162,619 164,245 165,888
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - -[12] LIL Revenue
[13] Total Revenue ~ - -

Expenses:
[14] Programming Costs ~ - - - -[15] Bad Debt - - - - -[16] Customer related ~ - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin ~ - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL $- - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ;::j[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Sioux City IA EchoStar provides local-into-Iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 159,415 161,009 162,619 164,245 165,888
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers I - - - -[36] LIL Gross Adds - - I • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers I - - - -[44] LlL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers I - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers I - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 76-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Sioux City IA EchoStar provides locaI-into-locaI
Number of LIT.. Channels 8

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIT..

Revenue:
[66] Package Revenue

LIT.. Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIT..:
[78] Standard SAC From No LIL scenario r- - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - -
[84] ICash Based OPBDA - - - - ::::I[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Sioux City IA EchoStar provides local-into-Iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Joplin MO-Pittsburg KS EchoStar provides local-into-local
Number ofLa Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profde

[1] TVHH 157,522 159,097 160,688 162,295 163,918
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIREcrv Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No La

Revenue:
[11] Base Package Revenue ~

[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs ~ - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No La - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Joplin MO-Pittsburg KS EchoStar provides Iocal-into-iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prorde

[24] TVHH 157,522 159,097 160,688 162,295 163,918
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 80-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Joplin MO-Pittsburg KS EchoStar provides local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin $-. - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] ICash Based OPBDA - - - - ==l[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Joplin MO-Pittsburg KS EchoStar provides Iocal-into-iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

AlbanyGA EchoStar provides local-into-Iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 160,673 162,280 163,903 165,542 167,197
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - -[12] LILRevenue
[13] Total Revenue - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin ~ - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL ~ - - - -
[21] Total Expenses: ~ - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -

83



AppendixN REDACTED - FOR PUBLIC INSPECTION

AlbanyGA EchoStar provides locaI-into-locaI
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TV ffiI
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers I - - - -[36] LIL Gross Adds - - I • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers I - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers I - - - -[60] LIL Gross Adds - - - - -[61] LlL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 84-



AppendixN REDACTED - FOR PUBLIC INSPECTION

AlbanyGA EchoStar provides local-into-1ocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] ICash Based OPBDA - - - - ==I[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

AlbanyGA EchoStar provides locaI-into-locaI
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

-I[86J Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87J Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89J Incr/(Decr) from No LIL - - - - -[9OJ NPV without Terminal Value I
[91J IRR -
[92J Terminal Value ~

[93J Cash Flows with Terminal Value - - -[94J NPV with Terminal Value -I
[95J IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Wichita Falls TX-Lawton OK EchoStar provides Iocal-into-iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 148,818 150,306 151,809 153,327 154,861
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - -[12] LILRevenue
[13] Total Revenue - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA S- - - - =I[23] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Wichita Falls TX-Lawton OK EchoStar provides locaI-into-locaI
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TV Iffi 148,818 150,306 151,809 153,327 154,861
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 88-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Wichita Falls TX-Lawton OK EchoStar provides local-into-local
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue ~

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - 110
[83] Total Expenses: -
[84] ICash Based OPBDA - - - - ::::j[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Wichita Falls TX-Lawton OK EchoStar provides local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -~[95] IRR -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Lubbock TX EchoStar provides local-into-Iocal
Number of LD... Channels 11

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVIDI 154,245 155,787 157,345 158,919 160,508
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LD...

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue
[13] Total Revenue r- - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LD... $- - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Lubbock TX EchoStar provides local-into-Iocal
Number of LIL Channels 11

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prome

[24] TVHH 154,245 155,787 157,345 158,919 160,508
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 92-



Appendix N REDACTED - FOR PUBLIC INSPECTION

Lubbock TX EchoStar provides local-into-Iocal
Number of LIL Channels 11

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade .. - - - -[68] Baseline Gross Adds Sell-in .. - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Lubbock TX EchoStar provides local-into-Iocal
Number of LIL Channels 11

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL em;
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Iner/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Salisbury MD EchoStar does not and will not provide local-into-local
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 140,836 142,244 143,667 145,103 146,555
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue ~

[12] LILRevenue
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related ~ - - - -[17] Total Direct costs - - - -
[18] Total Direct Margin - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL $- - - - -
[21] Total Expenses: -
[22] Cash Based OPBDA S- - - -[23] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Salisbury MD EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 140,836 142,244 143,667 145,103 146,555
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers - - - -[36] LIL Gross Adds - -[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 96-



Appendix N REDACTED - FOR PUBLIC INSPECTION

Salisbury MD EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue -- - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - -
[76] Total Direct Margin ~ -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: r- -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Salisbury MD EchoStar does not and will not provide locaI-into-local
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

3[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value I
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Bluefield-Beckley WV EchoStar does not and will not provide locaI-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 147,613 149,089 150,580 152,086 153,607
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs

[18] Total Direct Margin - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Bluefield-Beckley WV EchoStar does not and will not provide local-into-iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TV Iffi
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] Lll... Beginning Customers - - - -[36] Lll... Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] Lll... Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] Lll... Beginning Customers - - - -[44] LIL Gross Adds - - - - -[45] Lll... Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] Lll... Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] Lll... Beginning Customers - - - -[52] Lll... Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] Lll... Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] Lll... Beginning Customers - - - -[60] LIL Gross Adds - - - - -[61] Lll... Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] Lll... Penetration - - - - -[65] Disconnect Rate - - - - 100-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Bluefield-Beckley WV EchoStar does not and will not provide Iocal-into-iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs ~

[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs ~

[76] Total Direct Margin - -[77] Total Direct Margin % - - - - -
SAC Costs with LIL:

[78] Standard SAC From No LIL scenario ~ - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] ICash Based OPBDA - - - - ;;J[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Bluefield-Beckley WV EchoStar does not and will not provide locaI-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Terre Haute IN EchoStar provides local-into-Iocal
Number of LIL Channels 5

Year 2 Year 3 Year 4 Year 5 Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 153,308 154,841 156,389 157,953 159,533
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LlLRevenue
[13] Total Revenue - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - :=J[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Terre Haute IN EchoStar provides local-into-local
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prorde

[24] TVHH 153,308 154,841 156,389 157,953 159,533
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers - - - -[36] LIL Gross Adds - -[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 104-



Appendix N REDACTED - FOR PUBLIC INSPECTION

Terre Haute IN EchoStar provides local-into-Iocal
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt ~ - - - -[74] Customer related - - - -[75] Total Direct costs - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: r- - -
[84] ICash Based OPBDA - - - - ==I[85] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Terre Haute IN EchoStar provides local-into-local
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL C8l!

[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Wheeling WV-Steubenville OR EchoStar does not and will not provide local-into-Iocal
Number ofLIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 142,766 144,194 145,636 147,092 148,563
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue ~

[12] LILRevenue
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Wheeling WV-Steubenville OH EchoStar does not and will not provide local-mOO-local
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 142,766 144,194 145,636 147,092 148,563
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 108-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Wheeling WV-SteubenviUe OR EchoStar does not and will not provide local-into-local
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIT.. Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - -[73] Bad Debt - - - - -[74] Customer related $- - - - -[75] Total Direct costs - -
[76] Total Direct Margin - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIT.. scenario - - - - -[79] Incremental SAC with LIT.. - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: ~ -
[84] ICash Based OPBDA - - - - =:I[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Wheeling WV-Steubenville OH EchoStar does not and will not provide local-into-local
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - .6,009
[89] Incr/(Decr) from No LIL -$- - - - -[90] NPV without Terminal Value I
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Panama City FL EchoStar provides locaI-inOO-locaI
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TV ffiI 137,270 138,643 140,029 141,429 142,844
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue
[13] Total Revenue ~

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIT.. - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ;:j[23] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Panama City FL EchoStar provides local-into-Iocal
Number ofLIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-
Customer Profile

[24] TVHH 137,270 138,643 140,029 141,429 142,844
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 112-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Panama City FL EchoStar provides local-into-local
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total Lll.. Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs $- - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin $- - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No Lll.. scenario - - - - -[79] Incremental SAC with Lll.. - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses -- - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Panama City FL EchoStar provides local-into-Iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -

114



AppendixN REDACTED - FOR PUBLIC INSPECTION

Binghamton NY EchoStar does Dot and will not provide locaI-into-locaI

Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Prome

[I] TVHH 141,370 142,784 144,212 145,654 147,110
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] Lll..Revenue
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses:

[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Binghamton NY EchoStar does not and will not provide locaI-into-locai
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 141,370 142,784 144,212 145,654 147,110
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 116-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Binghamton NY EchoStar does not and will not provide local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue -- - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs -- -[73] Bad Debt - - - - -[74] Customer related $- - - - -[75] Total Direct costs -
[76] Total Direct Margin -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs -- - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] ICash Based OPBDA - - - - ;;J[85] Cash Based OPBDA % - - - -

117



Appendix N REDACTED - FOR PUBLIC INSPECTION

Binghamton NY EchoStar does not and will not provide local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Minot-Bismarck-Dickinson ND EchoStar provides local-into-local
Number of LIL Channels 17

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 134,917 136,266 137,629 139,005 140,395
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt ~ - - - -[16] Customer related ~ - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL $- - - - -
[21] Total Expenses: - -
[22] ICash Based OPBDA - - - - :::::j[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Minot-Bismarck-Dickinson ND EchoStar provides local-into-local
Number of LIL Channels 17

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH -[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] • • • • •

LIL Customers
LIL Lift (upgrades) from No LIL

[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 120-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Minot-Bismarck-Dickinson ND EchoStar provides local-into-Iocal
Number of LIL Channels 17

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade ~ - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs -
[76] Total Direct Margin - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario ~ - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] ICash Based OPBDA - - - - ;;J[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Minot-Bismarck-Dickinson ND EchoStar provides local-into-Iocal
Number of LIL Channels 17

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value -I
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Biloxi-Gulfport MS EchoStar does not and will not provide local-into-local
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 138,813 140,201 141,603 143,019 144,449
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related ~ - - - -[17] Total Direct costs ~ - -
[18] Total Direct Margin ~ - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: $-

[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Biloxi-Gulfport MS EchoStar does not and will not provide 10caI-into-locaI
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profde

[24] TVHH
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] Lll... Beginning Customers - - - -[36] Lll... Gross Adds - - • • •
[37] Lll... Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] Lll... Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] Lll... Beginning Customers - - - -[44] Lll... Gross Adds - - - - -[45] Lll... Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] Lll... Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] Lll... Beginning Customers - - - -[52] Lll... Gross Adds - - - - -[53] Lll... Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] Lll... Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] Lll... Beginning Customers - - - -[60] Lll... Gross Adds - - - - -[61] Lll... Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] Lll... Penetration - - - - -[65] Disconnect Rate - - - - 124-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Biloxi-Gulfport MS EchoStar does not and will not provide local-into-local
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue ~ -

Expenses:
[72] Programming Costs - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs

[76] Total Direct Margin - - -[77] Total Direct Margin % - - - - -
SAC Costs with LIL:

[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % -- - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Biloxi·Gulfport MS EchoStar does not and will not provide local-into-local
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value -[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Sherman TX-Ada OK EchoStar provides local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 128,156 129,438 130,732 132,039 133,360
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - :=J[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Sherman TX-Ada OK EchoStar provides local-into-iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 128,156 129,438 130,732 132,039 133,360
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - 310
[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • •
[37] LIL Disconnects - - - - 784
[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 128-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Shennan TX-Ada OK EchoStar provides locaI-into-locaI
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - -
[76] Total Direct Margin - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] ICash Based OPBDA - - - - =t[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Shennan TX-Ada OK EchoStar provides locaI-into-locaI
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Gainesville FL EchoStar provides local-into-local
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 123,316 124,549 125,795 127,053 128,323
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DlRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ==I[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Gainesville FL EchoStar provides local-iota-local
Number of La Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 123,316 124,549 125,795 127,053 128,323
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -La Customers

La Lift (upgrades) from No La
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

La Sell-in New Customers No La
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

La Sell-in New Customers Lift from No La
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total La Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 132-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Gainesville FL EchoStar provides locaI-into-locaI
Number ofLa Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With La

Revenue:
[66] Package Revenue

La Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with La:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Gainesville FL EcboStar provides local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

-=I[86) Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87) Cash Flows-With LIL - - - - -[88) Cash Flows-No LIL - - - - -[89) Incr/(Decr) from No LIL - - - - -[90) NPV without Terminal Value
[91) IRR -
[92) Terminal Value
[93) Cash Flows with Terminal Value - -[94) NPV with Terminal Value -I
[95) IRR - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Idaho Falls-Pocatello In EchoStar provides local-into-local
Number of LIL Channels 10

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 116,724 117,891 119,070 120,261 121,463
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Idaho Falls-Pocatello ID EchoStar provides loca1-into-local
Number of LIL Channels 10

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prorde

[24] TVHH 116,724 117,891 119,070 120,261 121,463
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 136-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Idaho Falls-Pocatello ID EchoStar provides local-into-Iocal
Number of LIL Channels 10

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) • With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] ICash Based OPBDA - - - - :=I[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Idaho Falls-Pocatello ill EchoStar provides local-into-Iocal
Number of LIL Channels 10

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -~[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Abilene-Sweetwater TX EchoStar provides local-into-iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 114,477 115,622 116,778 117,946 119,125
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Abilene-Sweetwater TX EchoStar provides local-into-Iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 114,477 115,622 116,778 117,946 119,125
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 140-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Abilene-Sweetwater TX EchoStar provides Iocal-into-iocal

Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Abilene-Sweetwater TX EchoStar provides local-into-local
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value I
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -~[95] IRK -

142



AppendixN REDACTED - FOR PUBLIC INSPECTION

Hattiesburg-Laurel MS EchoStar does not and will not provide Iocal-into-iocal
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 107,509 108,584 109,670 110,767 111,874
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - -[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs -
[18] Total Direct Margin
[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses:

[22] ICash Based OPBDA - - - - =:J[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Hattiesburg-Laurel MS EchoStar does not and will not provide local-into-local
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prorde

[24] TV ffiI 107,509 108,584 109,670 110,767 111,874
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 144-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Hattiesburg-Laurel MS EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs
[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs

[76] Total Direct Margin
[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] ICash Based OPBDA - - - d[85] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Hattiesburg-Laurel MS EchoStar does not and will not provide Iocal-into-iocal
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Clarksburg-Weston WV EchoStar provides local-into-Iocal
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TV lffi 111,734 112,851 113,980 115,120 116,271
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - -[12] Lll.. Revenue • • • • •
[13] Total Revenue - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Clarksburg-Weston WV EchoStar provides local-into-Iocal
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TV Iffi 111,734 112,851 113,980 115,120 116,271
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 148-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Clarksburg-Weston WV EchoStar provides local-into-Iocal
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total Lll... Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - -
[84] ICash Based OPBDA - - - - ==I[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Clarksburg-Weston WV EchoStar provides local-into-Iocal
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -~[95] IRK -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

YumaAZ EchoStar does not and will not provide local-into-iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 103,463 104,498 105,543 106,598 107,664
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIREcrv Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] Lll...Revenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - -
[18] Total Direct Margin - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

YumaAZ EchoStar does not and will not provide locaI-into-locaI
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 103,463 104,498 105,543 106,598 107,664
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIT.. Beginning Customers • - - - -[36] LIT.. Gross Adds - - • • •
[37] LIT.. Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIT.. Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIT.. Beginning Customers • - - - -[44] LIT.. Gross Adds - - - - -[45] LIT.. Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIT.. Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIT.. Beginning Customers • - - - -[52] LIT.. Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIT.. Beginning Customers • - - - -[60] LIT.. Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 152-



Appendix N REDACTED - FOR PUBLIC INSPECTION

YumaAZ EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs -
[76] Total Direct Margin - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

YumaAZ EchoStar does not and wiD not provide local-into-Iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK

[92] Terminal Value -[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

MissoulaMT EchoStar provides local-into-local
Number of LIL Channels 9

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TV Illi 109,404 110,498 111,603 112,719 113,846
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

MissoulaMT EchoStar provides locaI-into-locaI
Number of LIL Channels 9

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TV lffi 109,404 110,498 111,603 112,719 113,846
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 156-



AppendixN REDACTED - FOR PUBLIC INSPECTION

MissoulaMT EchoStar provides local-into-Iocal
Number of LIL Channels 9

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LlL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LlL scenario - - - - -[79] Incremental SAC with LlL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - iii)

[83] Total Expenses: -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

MissoulaMT EchoStar provides locaI-into-locaI
Number of LIL Channels 9

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Utica NY EchoStar does not and will not provide local-into-local
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 109,114 110,205 111,307 112,420 113,544
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Utica NY EchoStar does not and wiD not provide local-into-local
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 109,114 110,205 111,307 112,420 113,544
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 160-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Utica NY EchoStar does not and will not provide local-into-local
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - -
[84] ICash Based OPBDA - - - - =:i[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Utica NY EchoStar does not and will not provide local-into-local
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

BillingsMT EchoStar provides local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Proftle

[1] TVHH 105,464 106,519 107,584 108,660 109,746
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - -[12] LIL Revenue • • • • •
[13] Total Revenue - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ::I[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Billings MT EchoStar provides local-into-local
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer ProraIe

[24] TVIDI 105,464 106,519 107,584 108,660 109,746
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[SO] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53) LIL Disconnects - - - - -[54) Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61) LIL Disconnects - - - - -[62) Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 164-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Billings MT EchoStar provides local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Billings MT EchoStar provides locaI-into-locaI
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value I
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -~[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Quincy IL-Hannibal MO-Keokuk IA EchoStar provides Iocal-into-iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 104,441 105,485 106,540 107,606 108,682
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Quincy IL-Hannibal MO-Keokuk IA EchoStar provides local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 104,441 105,485 106,540 107,606 108,682
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 168-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Quincy IL-Hannibal MO-Keokuk IA EchoStar provides local-into-local
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Quincy IL-Hannibal MO-Keokuk IA EchoStar provides local-into-local
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRK - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Elmira NY EchoStar does not and will not provide locaI-into-locaI
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 97,743 98,720 99,708 100,705 101,712
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - -
[22] ICash Based OPBDA - - - - :::::I[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Elmira NY EchoStar does not and will not provide local-into-local
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Prome

[24] TVHH 97,743 98,720 99,708 100,705 101,712
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 172-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Elmira NY EchoStar does not and win not provide local-into-Iocal
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - -
[76] Total Direct Margin - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] ICash Based OPBDA - - - - ==I[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Elmira NY EchoStar does not and will not provide locaI-into-locaI
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Jackson TN EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Prome

[1] TVHH 69,525 70,220 70,922 71,632 72,348
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[II] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[I7] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Jackson TN EchoStar does not and will not provide local-into-local
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 69,525 70,220 70,922 71,632 72,348
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 176-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Jackson TN EchoStar does not and will not provide local-into-local

Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIT.. Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LlL scenario - - - - -[79] Incremental SAC with LlL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - -
[84] ICash Based OPBDA - - - - :::::t[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Jackson TN EchoStar does not and will not provide local-into-local
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR

[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Lake Charles LA EchoStar does not and will not provide local-into-local
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 97,541 98,516 99,502 100,497 101,502
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIREcrv Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - :::::j[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Lake Charles LA EchoStar does not and will not provide local-into-local
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 97,541 98,516 99,502 100,497 101,502
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51 ] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53) LIL Disconnects - - - - -[54) Ending Customers - - - - -
[55) Average Customers (2 pt avg) - - - - -[56) LIL Penetration - - - - -[57) Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61) LIL Disconnects - - - - -[62) Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 180-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Lake Charles LA EchoStar does not and will not provide local-into-local
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - -
[76] Total Direct Margin - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Lake Charles LA EchoStar does not and will not provide local-into-local
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value I
[91] IRK

[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Watertown NY EchoStar does not and will not provide local-into-local

Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 91,111 92,022 92,942 93,872 94,810
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIREcrv Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Watertown NY EchoStar does not and will not provide local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile t

[24] TVHH 91,111 92,022 92,942 93,872 94,810
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 184-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Watertown NY EchoStar does not and wiD not provide local-into-Iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total Lll... Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - -
[76] Total Direct Margin - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No Lll... scenario - - - - -[79] Incremental SAC with Lll... - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Watertown NY EchoStar does not and will not provide local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-l[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Rapid City SD EchoStar provides local-into-local
Number of LIL Channels 14

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 98,416 99,400 100,394 101,398 102,412
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Rapid City SD EchoStar provides local-into-Iocal
Number of LIL Channels 14

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 98,416 99,400 100,394 101,398 102,412
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 188-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Rapid City SD EchoStar provides local-into-local
Number of LIL Channels 14

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - -
[84] ICash Based OPBDA - - - - =i[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Rapid City SD EchoStar provides locaI-into-locaI
Number of LIL Channels 14

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -~[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Marquette MI EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 91,296 92,209 93,131 94,062 95,003
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Marquette MI EchoStar does not and will not provide local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prome

[24] TVIDI 91,296 92,209 93,131 94,062 95,003
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LlL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LlL Gross Adds - - - - -[53] LlL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LlL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 192-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Marquette MI EchoStar does not and will not provide local-into-Iocal

Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67) Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71) Total Revenue

Expenses:
[72] Programming Costs - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75) Total Direct costs - -
[76] Total Direct Margin - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Marquette MI EchoStar does not and will not provide local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Alexandria LA EchoStar does not and will not provide local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 95,068 96,019 96,979 97,949 98,928
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIREcrv Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[I5] Bad Debt - - - - -[I 6] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: -
[22] ICash Based OPBDA - - - - =:I[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Alexandria LA EchoStar does not and will not provide locaI-into-locaI
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 95,068 96,019 96,979 97,949 98,928
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Avemge Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Avemge Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 196-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Alexandria LA EchoStar does not and wiD not provide local-into-Iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - -
[76] Total Direct Margin - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Alexandria LA EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value ~
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Jonesboro AR EchoStar does Dot and will not provide locaI-into-locaI

Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 91,682 92,599 93,525 94,460 95,405
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Jonesboro AR EchoStar does not and will not provide local-into-local
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 91,682 92,599 93,525 94,460 95,405
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LlL Beginning Customers • - - - -[36] LlL Gross Adds - - • • •
[37] LlL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LlL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LlL Beginning Customers • - - - -[44] LlL Gross Adds - - - - -[45] LlL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LlL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LlL Beginning Customers • - - - -[52] LlL Gross Adds - - - - -[53] LlL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LlL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LlL Beginning Customers • - - - -[60] LlL Gross Adds - - - - -[61] LlL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LlL Penetration - - - - -[65] Disconnect Rate - - - - 200-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Jonesboro AR EchoStar does not and will not provide local-into-local
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Jonesboro AR EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK

[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Charlottesville VA EchoStar provides local-into-Iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 62,060 62,681 63,307 63,940 64,580
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - =:J[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Charlottesville VA EchoStar provides locaI-into-locaI
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 62,060 62,681 63,307 63,940 64,580
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 204-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Charlottesville VA EchoStar provides locaI-into-locaI
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Charlottesville VA EchoStar provides 10caI-into-locaI
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Bowling Green KY EchoStar does not and will not provide locaI-into-IocaI
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 85,560 86,416 87,280 88,153 89,034
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - =::J[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Bowling Green KY EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 85,560 86,416 87,280 88,153 89,034
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] Lll... Beginning Customers • - - - -[36] Lll... Gross Adds - - • • •
[37] Lll... Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] Lll... Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] Lll... Beginning Customers • - - - -[44] Lll... Gross Adds - - - - -[45] Lll... Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] Lll... Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] Lll... Beginning Customers • - - - -[52] Lll... Gross Adds - - - - -[53] Lll... Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] Lll... Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] Lll... Beginning Customers • - - - -[60] Lll... Gross Adds - - - - -[61] Lll... Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] Lll... Penetration - - - - -[65] Disconnect Rate - - - - 208-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Bowling Green KY EchoStar does not and win not provide local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Bowling Green KY EchoStar does not and will not provide local-into-local
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6-,[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value ,
[91] IRK -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value
[95] IRK ---
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Greenwood-Greenville MS EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 78,336 79,119 79,911 80,710 81,517
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - :;j[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Greenwood-Greenville MS EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 78,336 79,119 79,911 80,710 81,517
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 212-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Greenwood-Greenville MS EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LlL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] ICash Based OPBDA - - - - :=J[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Greenwood-Greenville MS EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Meridian MS EchoStar provides locaI-into-locaI
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 72,989 73,719 74,456 75,201 75,953
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) • No LIL

Revenue:
[11] Base Package Revenue - - - -[12] Lll..Revenue • • • • •
[13] Total Revenue - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs· No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ==I[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Meridian MS EchoStar provides locaI-into-locaI
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer ProfIle

[24] TVHH 72,989 73,719 74,456 75,201 75,953
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 216-



AppendixN REDACTED - FOR PUBLIC INSPECTION

MeridianMS EchoStar provides local-into-local
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] ICash Based OPBDA - - - - ==I[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

MeridianMS EchoStar provides local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value -[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Grand Junction-Montrose CO EchoStar provides local-into-Iocal
Number of LIL Channels 9

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer ProfIle

[I] TVIDI 66,557 67,223 67,895 68,574 69,259
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue I I I • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Grand Junction-Montrose CO EchoStar provides local-into-Iocal
Number of Lll.. Channels 9

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Prome

[24] TVHH 66,557 67,223 67,895 68,574 69,259
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -Lll.. Customers

Lll.. Lift (upgrades) from No Lll..
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

Lll.. Sell-in New Customers Lift from No Lll..
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 220-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Grand Junction-Montrose CO EchoStar provides local-into-local
Number of LIL Channels 9

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaui Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ==I[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Grand Junction-Montrose CO EchoStar provides local-into-local
Number of LIL Channels 9

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Jncr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] JRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] JRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Lafayette IN EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 60,265 60,868 61,476 62,091 62,712
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) • No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Lafayette IN EchoStar does not and wiD not provide local-into-iocal
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prome

[24] TVHH 60,265 60,868 61,476 62,091 62,712
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 224-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Lafayette IN EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - :::::j[85] Cash Based OPBDA % - - - -
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REDACTED - FOR PUBLIC INSPECTION

Lafayette IN
AppendixN
EchoStar does not and will not provide local-into-local
Number of LIL Channels 1

[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL
[88] Cash Flows-No LIL
[89] Incr/(Decr) from No LIL
[90] NPV without Terminal Value
[91] IRR

[92] Terminal Value
[93] Cash Flows with Terminal Value
[94] NPV with Terminal Value
[95] IRR

Year 2

-I

---

Year 3

---

Year 4

---

-

YearS

---

-

Year 6

---
--
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Parkersburg WV EchoStar does not and will not provide local-into-iocal
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 66,107 66,768 67,436 68,110 68,791
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[II] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Parkersburg WV EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prorde

[24] TVHH 66,107 66,768 67,436 68,110 68,791
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 228-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Parkersburg WV EchoStar does not and will not provide local-into-local
Number ofLa Channels 3

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With La

Revenue:
[66] Package Revenue - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total Lll.. Revenue - - - - -
[71] Total Revenue - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with La:
[78] Standard SAC From No Lll.. scenario - - - - -[79] Incremental SAC with Lll.. - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Parkersburg WV EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Great Falls MT EchoStar provides local-into-Iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer ProfIle

[I] TVHH 65,795 66,453 67,117 67,789 68,467
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Great Falls MT EchoStar provides locaI-iBto-locaI
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 65,795 66,453 67,117 67,789 68,467
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 232-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Great Falls MT EchoStar provides local-into-Iocal
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - =i[85] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Great Falls MT EchoStar provides locaI-inm-locaI
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

J -I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Tenninal Value
[91] IRK -
[92] Tenninal Value -[93] Cash Flows with Tenninal Value - -[94] NPV with Tenninal Value -~[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Twin Falls ID EchoStar provides local-into-Iocal

Number of LIL Channels 11

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profale

[1] TVHH 61,898 62,517 63,142 63,774 64,411
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -

235



AppendixN REDACTED - FOR PUBLIC INSPECTION

Twin Falls ID EchoStar provides local-into-Iocal
Number of LIL Channels 11

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 61,898 62,517 63,142 63,774 64,411
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LlL Beginning Customers • - - - -[36] L1L Gross Adds - - • • •
[37] LlL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LlL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LlL Beginning Customers • - - - -[44] LlL Gross Adds - - - - -[45] LlL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LlL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LlL Beginning Customers • - - - -[52] LlL Gross Adds - - - - -[53] L1L Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LlL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LlL Beginning Customers • - - - -[60] LlL Gross Adds - - - - -[61] LlL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LlL Penetration - - - - -[65] Disconnect Rate - - - - 236-



Appendix N REDACTED - FOR PUBLIC INSPECTION

Twin Falls In EchoStar provides local-into-Iocal
Number of LIL Channels 11

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIT.. Revenue - - - - -
[71] Total Revenue - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Twin Falls ill EchoStar provides locaI-into-local
Number of LIL Channels 11

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Eureka CA EchoStar does not and will not provide Iocal-into-iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 62,922 63,551 64,187 64,829 65,477
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ==1[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

EurekaCA EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prome

[24] TVHH 62,922 63,551 64,187 64,829 65,477
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 240-



Appendix N REDACTED - FOR PUBLIC INSPECTION

Eureka CA EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

EurekaCA EchoStar does not and will not provide local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRK -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Bend OR EchoStar does not and will not provide local-into-local
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 56,016 56,576 57,142 57,713 58,290
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] Lll... Revenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

Bend OR EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 56,016 56,576 57,142 57,713 58,290
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 244-



Appendix N REDACTED - FOR PUBLIC INSPECTION

DeodOR EchoStar does not and will not provide locaI-into-locaI
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Bend OR EchoStar does not and wiD not provide local-into-local
Number of LIL Channels 5

Year 2 Year 3 Year 4 Year 5 Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Cheyenne WY-Scottsbluff NE EchoStar provides local-into-Iocal
Number of LIL Channels 9

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 54,497 55,042 55,592 56,148 56,710
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Cheyenne WY-Scottsbluff NE EchoStar provides Iocal-into-iocal
Number of LIL Channels 9

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVIDI 54,497 55,042 55,592 56,148 56,710
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 248-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Cheyenne WY-Scottsbluff NE EchoStar provides Iocal-into-iocal
Number of LIL Channels 9

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - =t[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Cheyenne WY-Scottsbluff NE EchoStar provides local-into-Iocal
Number of LIL Channels 9

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - - -[94] NPV with Terminal Value
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

LimaOH EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 74,642 75,388 76,142 76,904 77,673
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

LimaOH EchoStar does not and will not provide local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer ProfJIe

[24] TVHH 74,642 75,388 76,142 76,904 77,673
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 252-



AppendixN REDACTED - FOR PUBLIC INSPECTION

LimaOH EchoStar does not and will not provide locaI-into-locaI
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - =t[85] Cash Based OPBDA % - - - -
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REDACTED - FOR PUBLIC INSPECTION

LimaOH
Appendix N
EchoStar does not and will not provide local-into-local
Number of Lll... Channels 7

[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With Lll... case
[87] Cash Flows-With Lll...
[88] Cash Flows-No Lll...
[89] Incr/(Decr) from No Lll...
[90] NPV without Terminal Value
[91] IRR

[92] Terminal Value
[93] Cash Flows with Terminal Value
[94] NPV with Terminal Value
[95] IRK

Year 2

-I

---

Year 3

---

Year 4

---

-

YearS

---

-

Year 6

---
--
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AppendixN REDACTED - FOR PUBLIC INSPECTION

San Angelo TX EchoStar provides Iocal-into-iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 53,912 54,451 54,996 55,546 56,101
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

San Angelo TX EchoStar provides Iocal-into-iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 53,912 54,451 54,996 55,546 56,101
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -[29) Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LlL Beginning Customers • - - - -[36] LlL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LlL Beginning Customers • - - - -[44] LlL Gross Adds - - - - -[45) LlL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49) Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LlL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53) LIL Disconnects - - - - -[54) Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LlL Beginning Customers • - - - -[60] LlL Gross Adds - - - - -[61) LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 256-



AppendixN REDACTED - FOR PUBLIC INSPECTION

San Angelo TX EchoStar provides local-into-iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

San Angelo TX EchoStar provides local-into-Iocal
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value
[95] IRR -
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Casper-Riverton WY EchoStar provides local-inOO-local
Number of LIL Channels 10

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TV Illi 53,251 53,784 54,321 54,865 55,413
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Casper-Riverton WY EchoStar provides Iocal-into-iocal
Number of LIL Channels 10

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 53,251 53,784 54,321 54,865 55,413
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 260-



Appendix N REDACTED - FOR PUBLIC INSPECTION

Casper-Riverton WY EchoStar provides locaI-iBOO-local
Number of LIL Channels 10

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Casper-Riverton WY EchoStar provides locaI-into-locaI
Number of LIL Channels 10

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] fRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -~[95] IRR -

262



Appendix N REDACTED - FOR PUBLIC INSPECTION

Ottumwa lA-Kirksville MO EchoStar does not and will not provide Iocal-into-iocal
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 52,338 52,861 53,390 53,924 54,463
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Ottumwa lA-Kirksville MO EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prorde

[24] TV lUI 52,338 52,861 53,390 53,924 54,463
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 264-



Appendix N REDACTED - FOR PUBLIC INSPECTION

Ottumwa lA-Kirksville MO EchoStar does not and will not provide local-into-local
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ==I[85] Cash Based OPBDA % - - - -

265



AppendixN REDACTED - FOR PUBLIC INSPECTION

Ottumwa lA-Kirksville MO EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Tenninal Value 1
[91] IRR -
[92] Tenninal Value -[93] Cash Flows with Tenninal Value - - -[94] NPV with Tenninal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

StJosephMO EchoStar does not and will not provide local-inm-Iocal

Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 56,480 57,045 57,615 58,191 58,773
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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StJoseph MO EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 56,480 57,045 57,615 58,191 58,773
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 268-
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StJoseph MO EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - :=:I[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

StJoseph MO EchoStar does not and will not provide local-into-iocal
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Presque Isle ME EchoStar does not and will not provide local-into-local
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer ProfIle

[1] TVHH - - - - -[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Presque Isle ME EchoStar does Dot and will Dot provide local-into-Iocal
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 31,396 31,710 32,027 32,347 32,671
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LlL Beginning Customers • - - - -[36] LlL Gross Adds - - • • •
[37] LlL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LlL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LlL Beginning Customers • - - - -[44] LlL Gross Adds - - - - -[45] LlL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LlL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LlL Beginning Customers • - - - -[52] LlL Gross Adds - - - - -[53] LlL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LlL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LlL Beginning Customers • - - - -[60] LlL Gross Adds - - - - -[61] LlL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LlL Penetration - - - - -[65] Disconnect Rate - - - - 272-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Presque Isle ME EchoStar does not and wiD not provide local-into-local
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Presque Isle ME EchoStar does not and will not provide local-into-local
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Victoria TX EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Prome

[1] TVHH 31,204 31,516 31,831 32,150 32,471
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ==1[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Victoria TX EchoStar does not and will not provide local-into-Iocal

Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer ProfIle

[24] TVHH 31,204 31,516 31,831 32,150 32,471
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 276-



AppendixN REDACTED - FOR PUBLIC INSPECTION

Victoria TX EchoStar does not and will not provide local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

Victoria TX EchoStar does not and will not provide local-into-local
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - - -[94] NPV with Terminal Value
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

HelenaMT EchoStar does not and wiD not provide local-into-local

Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TV llli 26,378 26,642 26,908 27,177 27,449
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

HelenaMT EchoStar does not and will not provide local-into-local
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 26,378 26,642 26,908 27,177 27,449
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 280-



AppendixN REDACTED - FOR PUBLIC INSPECTION

HelenaMT EchoStar does not and will not provide local-into-local
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - =t[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

HelenaMT EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value I
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

AlpenaMI EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 18,139 18,320 18,504 18,689 18,876
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

AlpenaMI EchoStar does not and will not provide Iocal-into-iocal
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prome

[24] TVHH 18,139 18,320 18,504 18,689 18,876
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LlL Gross Adds - - - - -[45] LlL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LlL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LlL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LlL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LlL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LlL Gross Adds - - - - -[61] LlL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LlL Penetration - - - - -[65] Disconnect Rate - - - - 284-



AppendixN REDACTED - FOR PUBLIC INSPECTION

AlpenaMI EchoStar does not and will not provide local-into-local
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

AlpenaMI EchoStar does not and will not provide local-into-local
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRK -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - - -[94] NPV with Terminal Value
[95] IRK -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

North Platte NE EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TV ffiI - - - - -[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix N REDACTED - FOR PUBLIC INSPECTION

North Platte NE EchoStar does not and will not provide local-into-local
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 16,012 16,172 16,334 16,497 16,662
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - ... - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 288-



Appendix N REDACTED - FOR PUBLIC INSPECTION

North Platte NE EchoStar does not and will not provide locaI-into-locaI
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

North Platte NE EchoStar does not and will not provide locaI-into-locaI
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - - -[94] NPV with Terminal Value
[95] IRR -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

GlendiveMT EchoStar does not and will not provide local-into-local
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer ProfIle

[I] TVHH 5,157 5,209 5,261 5,313 5,366
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

GlendiveMT EchoStar does not and will not provide local-into-Iocal
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profale

[24] TVHH 5,157 5,209 5,261 5,313 5,366
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (npgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LLL Beginning Customers • - - - -[36] LLL Gross Adds - - • • •
[37] LLL Disconnects • - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LLL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects • • - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LLL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LLL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • • • - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LLL Gross Adds - - - - -[61] LIL Disconnects • - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 292-



AppendixN REDACTED - FOR PUBLIC INSPECTION

GlendiveMT EchoStar does not and will not provide local-into-local
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixN REDACTED - FOR PUBLIC INSPECTION

GlendiveMT EchoStar does not and will not provide local-into-local
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value -I
[91] IRK

[92] Terminal Value -[93] Cash Flows with Terminal Value - - - - -[94] NPV with Terminal Value 1
[95] IRR
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Notes to Appendix N: DMA-Specific Worksheets
[1] The 2006 total number of TV Households is used for Year 2. Subsequent TV Households are assumed to grow by 1% a year.
[2] The most recent value (March 2007) of Residential Active Subscribers is used for Year 2. Beginning customers for subsequent

years equal the previous year's ending customers.
[3] Annual Gross Adds: equal to [9]*12. (Average Gross Adds per Month (No LIL) * 12)
[4] Annual Disconnects calculated using Disconnect percentage (assumes that half of each year's Gross Adds are subject to

disconnecting the same year). [2]*(12*[8]) + ([3]/2)*(12*[8]). «Beginning Customers*(12*Disconnect» + «Gross
Addsl2)*(12*Disconnect»)

[5] [2] + [3] - [4]. (Beginning Customers + Gross Adds - Disconnects)
[6] ([2] + [5]) 12. «Beginning Customers + Ending Customers)/2)
[7] DTV market share of TV households at end of year: [5] 1[I]. (Ending Customers 1TV HH)
[8] Disconnect rate if local-into-Iocal is not offered. See Appendix H. Disconnect rate is calculated as Disconnects minus

Reconnects divided by the average of Total Residential Subscribers at the start and end of each month.
[9] Average monthly gross adds iflocal-into-Iocal is not offered. See Appendix H.
[10] [9] expressed as a percentage of Year 2 Beginning Customers.
[11] Average Customers (No LIL) * Base package ARPU * 12 _

[12] DIRECTV Does Not Provide Satellite Local-Into-Local Service in this scenario, therefore LIL Revenue is zero.
[13] Equal to [11] + [12]. (Base Package Revenue + LIL Revenue)
[14] Programming costs based on Total Revenue: Average Customers (No LIL) * Base package ARPU * Programming Costs.

Programming costs are assumed to be _ per interviews with DIRECTV officials.
[15] Bad Debt expense based on Total Revenue: Average Customers (No LIL) * Base package ARPU * Bad Debt Percentage. Bad

Debt is assumed to per interviews with DIRECTV officials.
[16] Customer-related costs including customer service, billing, remittance processing, and field operations installation costs.

Average Customers (No LIL) * Base package ARPU * Customer Related Percentage. Customer-related expenses are assumed
to be _ of Total Revenue in Year 2 and decrease by _

[17] Equal to [14] + [15] + [16]. (Programming Costs + Bad Debt + Customer Related Expenses.)
[18] Equal to [13] - [17]. (Total Revenue - Total Direct Costs.)
[19] Equal to [18] 1[13]. (Total Direct Margin 1Total Revenue.)

[20] Subscriber Aquisition Costs ("SAC"): Expenses incurred by DIRECTV to acquire new subscribers, including hardware,
installation costs, commissions, and marketing. See Summary of Model Assumptions and Market in Appendix N [7].

[21] Equal to [17] + [20]. (Total Direct Costs + SAC.)
[22] Operating Profit Before Depreciation and Amortization: Equal to [13] - [21]. (Total Revenue - Total Expenses.)
[23] Equal to [22] 1 [13]. (Cash Based OPBDA 1Total Revenue.)
[24] See [I].
[25] See [2].
[26] Equal to [32] * 12. (Average Gross Adds per Month (With LIL) * 12.)
[27] [25]*(12*[31]) + ([26]/2)*(12*[31]). «Beginning Customers*(12*Disconnect» + «Gross Addsl2)*(l2*Disconnect)))
[28] [25] + [26] - [27]. (Beginning Customers + Gross Adds - Disconnects)
[29] ([25] + [28]) 12. «Beginning Customers + Ending Customers)/2)

[30] [28] 1[24]. (Ending Customers 1TV HH)
[31] Disconnect rate ifDIRECTV offers local-into-local via satellite. See Appendix G-2 and H.
[32] Average monthly gross adds if DIRECTV offers local-into-Iocal via satellite. See Appendix G-1 and H. The "Bump" represents

the effect on gross additions during the first 12 months after DIRECTV launches satellite local-into-Iocal. Because the model
assumes DIRECTV launches local-into-Iocal via satellite in the middle of Year 2 we take the average of Average Gross Adds
per Month No LIL and Average Gross Adds With LIL plus Bump to calculate Gross Adds for Year 2. Since we assume the
"bump" continues 6 months into Year 3, we calculate the Year 3 Gross Adds as the average of Average Gross Adds with LIL
plus Bump and Average Gross Adds with LIL. Years 4-6 are calculated by taking the average monthly gross adds as a
percentage of total residential subscribers from April 2006 to March 2007 and adjusting by the coefficient on DTVinESout,
ignoring DTVinESoutBUMP.

[33] [32] expressed as a percentage of Year 2 Beginning Customers.
[34] Ending Customers for each year assuming DIRECTV offers local-into-Iocal via satellite. Equal to [28].
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Notes to Appendix N: DMA-Specific Worksheets
[35] Zero for Year 2 because model assumes that DIRECfV begins to offer LIL in Year 2. Beginning customers for subsequent

years equals the previous year's ending customers (LIL Lift from No LIL scenario).
[36] Represents customers who had DIRECfV before LIL is offered and who will add LIL service after it is offered. Equal to the

Beginning Customers No LIL for Year 2 multiplied by the Percentage of Existing Customers adding LIL within 2 Years, and is
split across Years 2 and 3. This is based on historical information about the number of existing subscribers who took local-into
local within 2 years from DIRECfV. The lift from the original base of customers (DIRECfV subscribers before LIL offered)
only occurs in the first year of providing LIL service. The assumption that all of the existing DIRECfV subscriber LIL Gross
Adds occur in Years 2 and 3 is consistent with how Conversion Costs are assessed in the model (also split across Years 2 and
3). See [82].

[37] See [27]: [35]*(12*[41)) + ([36]/2)*(12*[41]). «Beginning Customers*(l2*Disconnect» + «Gross Adds/2) *
(12*Disconnect»)

[38] [35] + [36] - [37]. (Beginning Customers + Gross Adds - Disconnects)
[39] ([38] + [35)) 12. «Beginning Customers + Ending Customers)/2)
[40] Number of pre-local-into-local-launch DIRECfV customers taking 10cal-into-local service as a percentage of total DIRECTV

subsribers in each year: [38] 1[34]. (Ending Customers 1Total Customers + Lift.)
[41] See [31].
[42] See [34].
[43] Zero for Year 2 because model assumes that DIRECTV begins to offer LIL in Year 2. Beginning customers for subsequent

years equals the previous year's ending customers (LIL Sell-in New Customers No LIL).
[44] Represents customers that DIRECfV would have gained regardless of launching LIL. Equal to Average Gross Adds per

Month With LIL * 12 * LIL sell-in rate new customers once LIL is offered. The value in year 2 is halved because of the
assumption that DIRECfV will begin providing the service in the middle of the year.

[45] [43]*(12*[49]) + ([44]12)*(12*[49]). «Beginning Customers*(l2*Disconnect» + «Gross Addsl2)*(l2*Disconnect)))
[46] [43] + [44] - [45]. (Beginning Customers + Gross Adds - Disconnects)
[47] ([43] + [46]) 12. «Beginning Customers + Ending Customers)/2)

[48] Number of baseline gross adds to DIRECTV taking local-into-local service as a percentage of total DlRECfV subsribers in
each year: [46] 1 [42]. (Ending Customers 1Total Customers + Lift.)

[49] See [31].
[50] See [34].
[51] Zero for Year 2 because model assumes that DlRECfV begins to offer LIL in Year 2. Beginning customers for subsequent

years equals the previous year's ending customers (LIL Sell-in New Customers Lift from No LIL).
[52] Represents the additional customers DIRECTV would gain after offering LIL above and beyond their historical baseline gross

adds for each DMA. Equal to LIL sell-in rate to additional customers once LIL is offered * (Average Gross Adds per Month
With LIL - Average Gross Adds per Month No LIL) * 12. Year 2 is halved because model assumes LIL begins in the middle
of Year 2.

[53] [51]*(12*[57)) + ([52]12)*(12*[57]). «Beginning Customers*(l2*Disconnect» + «Gross Addsl2)*(12*Disconnect)))
[54] [51] + [52] - [53]. (Beginning Customers + Gross Adds - Disconnects)
[55] ([54] + [51]) 12. «Beginning Customers + Ending Customers)l2)
[56] [54] 1 [50]. (Ending Customers 1Total Customers + Lift.)
[57] See [31].
[58] See [34].
[59] Equal to [35] + [43] + [51]. (LIL Beginning Customers (LIL Lift from No LIL) + LIL Beginning Customers (LIL Sell-in New

Customers No LIL) + LIL Beginning Customers (LIL Sell-in New Customers Lift from No LIL).)
[60] Equal to [36] + [44] + [52]. (LIL Gross Adds (LIL Lift from No LIL) + LIL Gross Adds (LIL Sell-in New Customers No LIL)

+ LIL Gross Adds (LIL Sell-in New Customers Lift from No LIL).)
[61] Equal to [37] + [45] + [53]. (LIL Disconnects (LIL Lift from No LIL) + LIL Disconnects (LIL Sell-in New Customers No LIL)

+ LIL Disconnects (LIL Sell-in New Customers Lift from No LIL).)
[62] [59] + [60] - [61]. (Beginning Customers + Gross Adds - Disconnects)
[63] ([59] + [62]) 12. «Beginning Customers + Ending Customers)/2)
[64] Percentage ofDIRECfV subscribers who take local-into-local via satellite: [62] 1 [58]. (Ending Customers 1Total Customers +

Lift.)
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Notes to Appendix N: DMA-Specific Worksheets
[65] See [31].
[66] Subscriber revenue not including local-into-Iocal subscriber fees: Average Customers With LIL * Base package ARPU * 12

months. See [II] for explanation of how ARPU changes over time.

[67] Local-into-Iocal fee revenue from pre-Iocal-into-Iocal-Iaunch DIRECfV customers: LIL rate * Average Customers LIL Lift
from No LIL * 12 months. The LIL rate is assumed to be~ See Appendix N [5].

[68] Local-into-Iocal fee revenue from baseline gross additions who take local-into-Iocal-service (assumed to be 100%): LIL rate *
Average Customers LIL Sell-in New Customers No LIL * 12 months. The LIL rate is assumed to be_

[69] Local-into-Iocal fee revenue from additional to baseline gross additions who take local-into-Iocal-service (assumed to be
100%): LIL rate * Average Customers LIL Sell-in New Customers Lift from No LIL * 12 months. The LIL rate is assumed to
be_

[70] Equal to [67] + [68] + [69]. (No LIL customers Upgrade + No LIL customers Sell-in + Lift from No LIL Sell-in.)
[71] Equal to [66] + [70]. (Package Revenue + LIL Revenue)

[72] Average Customers With LIL * Base package ARPU * 12 months * Programming Costs + Total LIL Revenue * LIL margin.
For a discussion of Base Package ARPU see [11]. For a discussion of Programming Costs see [14]. The gross margin on local
into-local service The decreasing margin reflects the
expectation of somewhat increased license fee pressure from local broadcast stations.

[73] Average Customers With LIL * Base package ARPU * 12 months * Bad Debt + Total LIL Revenue * Bad Debt. For a
discussion of Base Package ARPU see [11]. For a discussion of Bad Debt see [15].

[74] Average Customers With Lll.. * Base package ARPU * 12 months * Customer Related Costs + Total LIL Revenue * Customer
Related Costs. For a discussion of Base Package ARPU see [11]. For a discussion of Customer Related Costs see [16].

[75] Equal to [72] + [73] + [74]. (Programming Costs + Bad Debt + Customer related.)
[76] Equal to [71] - [75]. (Total Revenue - Total Direct Costs.)
[77] Equal to [76] / [71]. (Total Direct Margin / Total Revenue.)

[78] Standard SAC from no LIL scenario: (SAC * Average Gross Adds per Month With LIL * 12 months.) For a discussion of
SAC see [20].

[79] For each Gross Add in the Lll.. scenario DIRECTV incurs incremental costs related to the technology involved in providing
local-into-Iocal-service: Incremental SAC Ka vs Ku * Average Gross Adds per Month With LIL * 12 months. See Appendix J
and N [8] for a detailed description.

[80] Total of all Subscriber Acqisition Costs: [78]+[79].
[81] The Backhaul Network is used by DIRECfV to carry signals from individual local collection facilities ("LCFs") to RF uplink

facilities. Our model assumes $ per market for backhaul expense: Recurring backhaul expense per market per
month * 12 Months.

[82] One time conversion cost to switch existing DIRECTV customers that take Lll.. from Ku-Band boxes to boxes that are able to
receive Ka-Band signals. This includes truck roll, ODU, and multiswiteh costs. This cost is split across Years 2 and 3 to reflect
the existing pre-LIL launch DIRECTV subscribers who take local-into-Iocal via satellite over the span of two years.

[83] Equal to [75] + [80] + [81] + [82]. (Total Direct Costs + Total SAC Costs + Backhaul Expenses + Box Replacement Costs.)
[84] See [22]: Equal to [71] - [83]. (Total Revenue - Total Expenses.)
[85] See [23]: Equal to [84] / [71]. (Cash Based OPBDA / Total Revenue.)
[86] Satellite cost includes the cost of the spacecraft, cost of the launch vehicle, and insurance. Based on interviews with DIRECfV

officials, we assume that the cost of purchasing and launching a new satellite that has the capacity to provide local-into-Iocal
service to the 60 remaining DMAs is $300 million. Payment for the satellite would be made over the course of 30 months. The

payment schedule is as follows: End of year zero -$1$-------------------------
RF Uplinks transmit the local-into-Iocal signal to the satellite so they can be rebroadcast via satellite into the appropriate
DMAs. This cost is incurred in a lump expense amount of for all DMAs and is accounted for separately in the
analysis. Local Collection Facilities (LCFs) collect local broadcast signals so they can be transmitted to RF Uplinks via a
backhaul network. For markets that have four or more local channels, DIRECfV will have to build a new LCF, the cost of
which will depend on the number of local channels in the DMA. See the breakdown of the LCF costs (Appendix K) for a more
detailed explanation.

[87] Cash flows in the scenario where DIRECTV launches local-into-Iocal via satellite, including all additional costs. Equal to [84]
+ [86]. (Cash Based OPBDA + Market level capital expenditures outflow.)
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Notes to Appendix N: DMA-Specific Worksheets
[88] Equal to [22]. (Cash Based OPBDA No LIL)
[89] Equal to [87] - [88]. (Cash Flows with LIL - Cash Flows without LIL.)
[90] Net Present Value of incremental profit (increase or decrease) from launching local-into-local service via satellite into all 60

remaining DMAs.
[91] Internal Rate of Return of incremental profit (increase or decrease) based on launching local-into-local service via satellite.
[92] Terminal value associated with Year 6 incremental profit from launching local-into-local service. (Incr/(Decr) from No LIL in

Year 6 *Terminal Value.)
[93] Incremental profit from launching local-into-local service adding the terminal value calculated in [92] to Year 6 cash flows.

(Equal to [89] + [92].)
[94] Net Present Value of incremental profit (increase or decrease) from launching local-into-local service via satellite into all 60

remaining DMAs, including Terminal Value for Year 6.
[95] Internal Rate of Return of incremental profit (increase or decrease) based on launching local-into-local service via satellite,

including terminal value for Year 6.
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Regression Model
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DIRECTV in All DMAs
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Appendix 0

Summary of Methodology and Results of Regression Model

Assume EchoStar Will Offer Satellite LIL in Advance of DlRECTV in All DMAs
29 DMAs in Which EchoStar Offers Satellite UL 31 DMAs in Which EchoStar Does Not Offer Satellite UL

DIRECTV Provides _ •

.__ •..1.

.__....

•

••

-_.__....
-_._-
iii_ I _ • • _II-_.__....

. ---- •.•1-•••._-
-

Market Impact_. -
-

Provide LIL in
Remaining 60 DMAs

Scenario
DIRECTV Does Not

•• __ ._••• 1 _
••• __ ._ •••1-

. _..LIL in All Remaining
DMAs •

• ._
• -••

•• - I-..-
•• __ ._••• 1 _••. __._•.•1--_._- ... . I. _

••• 11--_. -_.••• 11_1-

Note: Regression variables marked with an asterisk (*) are not statistically significant and are not applied to model.
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Gross Adds: DTVinESin

Gross Adds: DTVinESinBUMP

Gross Adds: ESinDTVout*

Disconnects: DTVinESin

Disconnects: DTVinESinBUMP*

Disconnects: ESinDTVout

REDACTED - FOR PUBLIC INSPECTION

Appendix 0

Notes

Coefficient from Gross Adds regression (Appendix D) on the dummy variable that takes a value of one (I) in the first and all subsequent months where
DIRECIV offers local-into-Iocal via satellite by the first day of the first month, and EchoStar does offer local-into-Iocal by the first day of the first month,
and takes a value of zero (0) otherwise.

Coefficient from Gross Adds regression (Appendix D) on the dummy variable that takes a value of one (1) in the first and subsequent II months where
DIRECIV offers local-into-Iocal via satellite by the first day of the frrst month, and EchoStar does offer local-into-Iocal by the first day of the first month,
and takes a value of zero (0) otherwise.

Coefficient from Gross Adds regression (Appendix D) on the dummy variable that takes a value of one (I) in the first and all subsequent months where
EchoStar offers local-into-local via satellite by the first day of the first month, and DIRECIV does not offer local-into-Iocal by the first day of the first
month, and takes a value of zero (0) otherwise.

Coefficient from Disconnects regression (Appendix E) on the dummy variable that takes a value of one (I) in the first and all subsequent months where
DIRECIV offers local-into-Iocal via satellite by the first day of the first month, and EchoStar does offer local-into-Iocal by the first day of the first month,
and takes a value of zero (0) otherwise.

Coefficient from Disconnects regression (Appendix E) on the dummy variable that takes a value of one (1) in the frrst and subsequent II months where
DIRECIV offers local-into-Iocal via satellite by the first day of the first month, and EchoStar does offer local-into-Iocal by the first day of the first month,
and takes a value of zero (0) otherwise.

Coefficient from Disconnects regression (Appendix E) on the dummy variable that takes a value of one (I) in the first and all subsequent months where
EchoStar offers local-into-Iocal via satellite by the first day of the first month, and DIRECIV does not offer local-into-Iocal by the first day of the first
month, and takes a value of zero (0) otherwise.
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ColumbusGA EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 205,645 207,701 209,778 211,876 213,995
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - -
[18] Total Direct Margin - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses:

[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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ColumbusGA EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 205,645 207,701 209,778 211,876 213,995
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - --



AppendixP REDACTED - FOR PUBLIC INSPECTION

ColumbusGA EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72J Programming Costs - -[73J Bad Debt - - - - -[74J Customer related - - - - -[75J Total Direct costs -
[76] Total Direct Margin - -[77J Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79J Incremental SAC with LIL - - - - -[80J Total SAC Costs - - - - -
[81J Backhaul Expenses - - - - -[82J Box replacement costs - - - - -[83J Total Expenses:

[84J Cash Based OPBDA - - - -[85J Cash Based OPBDA % - - - -
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Columbus GA EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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Salisbury MD EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Prome

[1] TVHH 140,836 142,244 143,667 145,103 146,555
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - -[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Salisbury MD EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 140,836 142,244 143,667 145,103 146,555
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] ilL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] ilL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 306-
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Salisbury MD EchoStar will provide locaI-into-locai in advance of DIRECTV
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - -
[76] Total Direct Margin - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Salisbury MD EchoStar will provide local-into-locaI in advance of DIRECTV
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Bluefield-Beckley WV EchoStar will provide local-into-local in advance of DlRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 147,613 149,089 150,580 152,086 153,607
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Bluefield-Beckley WV WV EchoStar will provide local-into-iocal in advance of DIRECfV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 147,613 149,089 150,580 152,086 153,607
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 310-



Appendix P REDACTED - FOR PUBLIC INSPECTION

Bluefield-Beckley WV WV EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71 ] Total Revenue - -

Expenses:
[72] Programming Costs - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - -
[76] Total Direct Margin -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Bluefield-Beckley WV WV EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value ~
[91] IRR -
[92] Terininal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Wheeling WV-Steubenville OH EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer ProfIle

[I] TVHH 142,766 144,194 145,636 147,092 148,563
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Wheeling WV-Steubenville OR EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TV llli 142,766 144,194 145,636 147,092 148,563
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Cus~omers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 314-
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Wheeling WV-Steubenville OR EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total Lll.. Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No Lll.. scenario - - - - -[79] Incremental SAC with Lll.. - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Wheeling WV-Steubenville OH EchoStar will provide local-into-Iocal in advance of DlRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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Binghamton NY EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 141,370 142,784 144,212 145,654 147,110
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Binghamton NY EchoStar will provide local-inm-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 141,370 142,784 144,212 145,654 147,110
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 318-
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Binghamton NY EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - -
[76] Total Direct Margin - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - -
[84] ICash Based OPBDA - - - - ::J[85] Cash Based OPBDA % - - - -
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REDACTED - FOR PUBLIC INSPECTION

Binghamton NY
Appendix P
EchoStar will provide Iocal-into-iocal in advance of DIRECTV
Number of LIL Channels 7

[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL
[88] Cash Flows-No LIL
[89] Incr/(Decr) from No LIL
[90] NPV without Terminal Value
[91] IRR

[92] Terminal Value
[93] Cash Flows with Terminal Value
[94] NPV with Terminal Value
[95] IRR

Year 2

-I

--
-
-I-

Year 3

---

Year 4

---

-

YearS

---

-

Year 6

---
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Biloxi-Gulfport MS EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Prome

[1] TVHH 138,813 140,201 141,603 143,019 144,449
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[IS] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses:

[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Biloxi-Gulfport MS EcboStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer ProIDe

[24} TVHH 138,813 140,201 141,603 143,019 144,449
[25} Beginning Customers - - - - -[26} Gross Adds - - - - -[27} Disconnects - - - - -[28} Ending Customers - - - - -
[29} Average Customers (2 pt avg) - - - - -[30} Ending Penetration - - - - -[31} Disconnect Rate - - - - -
[32} Average Gross Adds per Month - - - - -[33} Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34} Total Customers + Lift - - - - -[35} LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49} Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50} Total Customers + Lift - - - - -[51} LIL Beginning Customers • - - - -[52} LIL Gross Adds - - - - -[53} LIL Disconnects - - - - -[54} Ending Customers - - - - -
[55} Average Customers (2 pt avg) - - - - -[56} LIL Penetration - - - - -[57} Disconnect Rate - - - - -

Total LIL Customers
[58} Total Customers + Lift - - - - -[59} LIL Beginning Customers • - - - -[60} LIL Gross Adds - - - - -[61} LIL Disconnects - - - - -[62} Ending Customers - - - - -
[63} Average Customers (2 pt avg) - - - - -[64} LIL Penetration - - - - -[65} Disconnect Rate - - - - 322-
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Biloxi-Gulfport MS EchoStar will provide locaI-into-locai in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs -
[76] Total Direct Margin - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Biloxi-Gulfport MS EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Tenninal Value 1
[91] IRR -
[92] Tenninal Value
[93] Cash Flows with Tenninal Value - - -[94] NPV with Tenninal Value -I
[95] IRR -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Hattiesburg-Laurel MS EchoStar will provide local-into-iocal in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TV ID:I 107,509 108,584 109,670 110,767 111,874
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - -
[18] Total Direct Margin - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Hattiesburg-Laurel MS EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 107,509 108,584 109,670 110,767 111,874
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 326-



Appendix P REDACTED - FOR PUBLIC INSPECTION

Hattiesburg-Laurel MS EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs -
[76] Total Direct Margin -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Hattiesburg-Laurel MS EchoStar will provide local-inm-Iocal in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Deer) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

YumaAZ EchoStar will provide locaI-into-locai in advance of DIRECTV

Number ofLiL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TV ffiI 103,463 104,498 105,543 106,598 107,664
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIREcrv Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

YumaAZ EchoStar will provide local-into-iocal in advance of DIRECTV
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profde

[24] TVHH 103,463 104,498 105,543 106,598 107,664
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LlL Beginning Customers • - - - -[36] LlL Gross Adds - - • • •
[37] LlL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LlL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LlL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LlL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LlL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LlL Beginning Customers • - - - -[52] LlL Gross Adds - - - - -[53] LlL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LlL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LlL Gross Adds - - - - -[61] LlL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 330-



Appendix P REDACTED - FOR PUBLIC INSPECTION

YumaAZ EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - -
[76] Total Direct Margin - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

YumaAZ EchoStar will provide local-inOO-local in advance of DIRECTV
Number of LIL Channels 8

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value ~
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -~[95] IRR -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Utica NY EchoStar wiD provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 109,114 110,205 111,307 112,420 113,544
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Utica NY EchoStar will provide local-jnto-Iocal in advance of DIRECTV
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 109,114 110,205 111,307 112,420 113,544
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27) Disconnects - - - - -[28] Ending Customers - - - - -
[29) Average Customers (2 pt avg) - - - - -[30) Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32) Average Gross Adds per Month - - - - -[33) Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36) LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39) Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42) Total Customers + Lift - - - - -[43) LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45) LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47) Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49) Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52) LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55) Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58) Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61) LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 334-



AppendixP REDACTED - FOR PUBLIC INSPECTION

Utica NY EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue $12,917 $14,443 $16,228 $17,871 $19,501

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Utica NY EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value I
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Elmira NY EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 97,743 98,720 99,708 100,705 101,712
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] Lll..Revenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Elmira NY EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer ProfIle

[24] TVHH 97,743 98,720 99,708 100,705 101,712
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] Lll... Beginning Customers • - - - -[36] Lll... Gross Adds - - • • •
[37] Lll... Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] Lll... Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] Lll... Beginning Customers • - - - -[44] Lll... Gross Adds - - - - -[45] LlL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LlL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LlL Beginning Customers • - - - -[52] LlL Gross Adds - - - - -[53] LlL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] Lll... Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] Lll... Beginning Customers • - - - -[60] Lll... Gross Adds - - - - -[61] LlL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LlL Penetration - - - - -[65] Disconnect Rate - - - - 338-



Appendix P REDACTED - FOR PUBLIC INSPECTION

Elmira NY EchoStar will provide local-into-Iocal in advance of DIRECTV

Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - -
[76] Total Direct Margin - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Elmira NY EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -I
[95] IRR -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Jackson TN EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 69,525 70,220 70,922 71,632 72,348
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Jackson TN EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Prome

[24] TV llli 69,525 70,220 70,922 71,632 72,348
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 342-



Appendix P REDACTED - FOR PUBLIC INSPECTION

Jackson TN EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Jackson TN EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Lake Charles LA EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer ProfIle

[1] TVHH 97,541 98,516 99,502 100,497 101,502
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Lake Charles LA EchoStar wiD provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 97,541 98,516 99,502 100,497 101,502
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 346-



Appendix P REDACTED - FOR PUBLIC INSPECTION

Lake Charles LA ~hoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Lake Charles LA EchoStar wiD provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - -[94] NPV with Terminal Value -~[95] IRR -

348



Appendix P REDACTED - FOR PUBLIC INSPECTION

Watertown NY EchoStar will provide local-info-local in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Prome

[1] TVHH 91,111 92,022 92,942 93,872 94,810
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue • • • • •
[13] Total Revenue

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Watertown NY EchoStar will provide Iocal-into-ioad in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Prorde

[24] TVHH 91,111 92,022 92,942 93,872 94,810
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 350-



AppendixP REDACTED - FOR PUBLIC INSPECTION

Watertown NY EchoStar wiD provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - -
[76] Total Direct Margin - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses:

[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Watertown NY EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Deer) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR 33.8%
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Marquette MI EchoStar wiD provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 91,296 92,209 93,131 94,062 95,003
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue -[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Marquette MI EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 91,296 92,209 93,131 94,062 95,003
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 354-



Appendix P REDACTED - FOR PUBLIC INSPECTION

Marquette MI EchoStar will provide Iocal-into-iocal in advance of DIRECTV

Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Marquette MI EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value
[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Alexandria LA EchoStar wiD provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Prome

[1] TVHH 95,068 96,019 96,979 97,949 98,928
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue
[12] LILRevenue • • • • •
[13] Total Revenue -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Alexandria LA EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 95,068 96,019 96,979 97,949 98,928
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] Lll... Beginning Customers • - - - -[36] Lll... Gross Adds - - • • •
[37] Lll... Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] Lll... Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] Lll... Beginning Customers • - - - -[44] Lll... Gross Adds - - - - -[45] Lll... Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] Lll... Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] Lll... Beginning Customers • - - - -[52] Lll... Gross Adds - - - - -[53] Lll... Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] Lll... Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] Lll... Beginning Customers • - - - -[60] Lll... Gross Adds - - - - -[61] Lll... Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] Lll... Penetration - - - - -[65] Disconnect Rate - - - - 358-



AppendixP REDACTED - FOR PUBLIC INSPECTION

Alexandria LA EchoStar will provide local-into-Iocal in advance of DIRECTV

Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - -
[76] Total Direct Margin - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Alexandria LA EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -~[95] IRR -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Jonesboro AR EchoStar will provide local-into-locaI in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 91,682 92,599 93,525 94,460 95,405
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Jonesboro AR EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 91,682 92,599 93,525 94,460 95,405
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 362-



Appendix P REDACTED - FOR PUBLIC INSPECTION

Jonesboro AR EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Jonesboro AR EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Bowling Green KY EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Prome

[I] TVHH 85,560 86,416 87,280 88,153 89,034
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Bowling Green KY EcltoStar will provide locaI-into-locai in advance of DIRECTV
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 85,560 86,416 87,280 88,153 89,034
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36) LIL Gross Adds - - • • •
[37) LIL Disconnects - - - - -[38) Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46) Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58) Total Customers + Lift - - - - -[59) LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 366-



AppendixP REDACTED - FOR PUBLIC INSPECTION

Bowling Green KY EchoStar will provide local-into-local in advance of DlRECTV

Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Bowling Green KY EchoStar will provide local-into-local in advance of DlRECTV
Number of LIL Channels 6

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value
[95] IRR -
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Greenwood-Greenville MS EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 78,336 79,119 79,911 80,710 81,517
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Greenwood-Greenville MS EchoStar will provide local-into-Iocal in advance of DIRECTV

Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 78,336 79,119 79,911 80,710 81,517
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 370-



AppendixP REDACTED - FOR PUBLIC INSPECTION

Greenwood-Greenville MS EchoStar will provide local-into-Iocal in advance of DIRECTV

Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Greenwood-Greenville MS EchoStar wiD provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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Lafayette IN EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer ProfIle

[1] TVHH 60,265 60,868 61,476 62,091 62,712
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Lafayette IN EchoStar will provide local-into-iocal in advance of DIRECTV
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Prorde

[24] TV Iffi 60,265 60,868 61,476 62,091 62,712
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 374-
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Lafayette IN EchoStar will provide local-into-Iocal in advance of DIRECTV

Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Lafayette IN EchoStar will provide local-info-local in advance of DIRECTV
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL fo With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value 1
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value
[95] IRR -
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Parkersburg WV EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 66,107 66,768 67,436 68,110 68,791
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Parkersburg WV EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Prome

[24] TV ffiI 66,107 66,768 67,436 68,110 68,791
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 378-



AppendixP REDACTED - FOR PUBLIC INSPECTION

Parkersburg WV EchoStar will provide local-into-Iocal in advance of DIRECfV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Parkersburg WV EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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EurekaCA EchoStar will provide local-inm-Iocal in advance of DIRECfV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 62,922 63,551 64,187 64,829 65,477
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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EurekaCA EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer ProfIle

[24] TV lll:I 62,922 63,551 64,187 64,829 65,477
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 382-



AppendixP REDACTED - FOR PUBLIC INSPECTION

EurekaCA EchoStar will provide local-inm-Iocal in advance of DIRECTV

Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No ilL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - ~[85] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

EurekaCA EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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Bend OR EchoStar will provide local-inm-Iocal in advance of DIRECTV
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 56,016 56,576 57,142 57,713 58,290
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Bend OR EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 56,016 56,576 57,142 57,713 58,290
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LlL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LlL Beginning Customers • - - - -[60] LlL Gross Adds - - - - -[61] LlL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 386-



AppendixP REDACTED - FOR PUBLIC INSPECTION

Bend OR EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss (Sk) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Bend OR EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels S

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Tenninal Value 1
[91] IRR -
[92] Tenninal Value -[93] Cash Flows with Tenninal Value - - -[94] NPV with Tenninal Value
[95] IRR -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

LimaOH EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 74,642 75,388 76,142 76,904 77,673
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LlLRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

LimaOH EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 74,642 75,388 76,142 76,904 77,673
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 390-



Appendix P REDACTED - FOR PUBLIC INSPECTION

LimaOH EchoStar will provide local-into-local in advance of DIRECTV

Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

LimaOH EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - - -[94] NPV with Terminal Value
[95] IRR -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Ottumwa lA-Kirksville MO EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 52,338 52,861 53,390 53,924 54,463
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Ottumwa lA-Kirksville MO EchoStar will provide local-into-Iocal in advance of DlRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 52,338 52,861 53,390 53,924 54,463
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 394-



AppendixP REDACTED - FOR PUBLIC INSPECTION

Ottumwa lA-Kirksville MO EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of Lll... Channels 2

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With Lll...

Revenue:
[66] Package Revenue - - - - -

Lll... Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with Lll...:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Ottumwa lA-Kirksville MO EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -~[95] IRR -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

StJosephMO EchoStar will provide local-inm-local in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 56,480 57,045 57,615 58,191 58,773
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) • No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20) SAC Costs - No LIL - - - - -
[21) Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -

397



Appendix P REDACTED - FOR PUBLIC INSPECTION

StJosephMO EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 56,480 57,045 57,615 58,191 58,773
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] Lll... Beginning Customers • - - - -[36] Lll... Gross Adds - - • • •
[37] Lll... Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] Lll... Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] Lll... Beginning Customers • - - - -[44] Lll... Gross Adds - - - - -[45] Lll... Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] Lll... Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] Lll... Beginning Customers • - - - -[52] Lll... Gross Adds - - - - -[53] Lll... Disconnects - - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] Lll... Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] Lll... Beginning Customers • - - - -[60] Lll... Gross Adds - - - - -[61] Lll... Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] Lll... Penetration - - - - -[65] Disconnect Rate - - - - 398-



Appendix P REDACTED - FOR PUBLIC INSPECTION

StJosephMO EchoStar will provide local-into-Iocal in advance of DIRECTV

Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

StJoseph MO EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Deer) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -f
[95] IRR -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Presque Isle ME EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 31,396 31,710 32,027 32,347 32,671
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[IS] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Presque Isle ME EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TV Iffi 31,396 31,710 32,027 32,347 32,671
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 402-



Appendix P REDACTED - FOR PUBLIC INSPECTION

Presque Isle ME EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Presque Isle ME EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 3

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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Appendix P REDACTED - FOR PUBLIC INSPECTION

Victoria TX EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TVHH 31,204 31,516 31,831 32,150 32,471
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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AppendixP REDACTED - FOR PUBLIC INSPECTION

Victoria TX EchoStar will provide locaI-into-locai in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Profile

[24] TVHH 31,204 31,516 31,831 32,150 32,471
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 406-
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Victoria TX EchoStar will provide local-inm-Iocal in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total Lll.. Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No Lll.. scenario - - - - -[79] Incremental SAC with Lll.. - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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Victoria TX EchoStar will provide locaI-into-locaI in advance of DIRECTV
Number of LIL Channels 7

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value ~
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - - -[94] NPV with Terminal Value
[95] IRR -
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HelenaMT EchoStar win provide locaI-mto-locai in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 26,378 26,642 26,908 27,177 27,449
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20) SAC Costs· No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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HelenaMT EchoStar will provide local-into-local in advance of DIRECfV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer ProfIle

[24] TVHH 26,378 26,642 26,908 27,177 27,449
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] l1L Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 410-
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HelenaMT EchoStar will provide local-into-Iocal in advance of DIRECTV

Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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HelenaMT EchoStar will provide locaI-into-locaI in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value ~
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - -[94] NPV with Terminal Value -I
[95] IRR -
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AlpenaMI EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[I] TVHH 18,139 18,320 18,504 18,689 18,876
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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Alpena MI EchoStar will provide locaI-into-locaI in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Prome

[24] TVHH 18,139 18,320 18,504 18,689 18,876
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] ilL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] ilL Penetration - - - - -[65] Disconnect Rate - - - - 414-
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AlpenaMI EchoStar will provide local-into-local in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total Lll... Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No Lll... scenario - - - - -[79] Incremental SAC with Lll... - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] ICash Based OPBDA - - - - -=I[85] Cash Based OPBDA % - - - -
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AlpenaMI EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 2

Year 2 Year 3 Year 4 YearS Year 6

-~[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - - -[94] NPVwith Terminal Value -I
[95] IRR -
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North Platte NE EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Profile

[1] TV lll-I 16,012 16,172 16,334 16,497 16,662
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECTV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIL

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIL - - - - -
[21] Total Expenses: - - - - -
[22] Cash Based OPBDA - - - -[23] Cash Based OPBDA % - - - -
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North Platte NE EchoStar will provide locaI-into-locai in advance of DIRECTV

Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

DIRECTV Provides Satellite Local-Into-Local Service
Customer Prome

[24] TVHH 16,012 16,172 16,334 16,497 16,662
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LlL Beginning Customers • - - - -[36] LlL Gross Adds - - • • •
[37] LlL Disconnects - - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LlL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL Sell-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LlL Beginning Customers • - - - -[44] LlL Gross Adds - - - - -[45] LIL Disconnects - - - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LlL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL Sell-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • - - - -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) - - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 418-
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North Platte NE EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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North Platte NE EchoStar win provide local-inOO-Iocal in advance of DIRECTV
Number of LIL Channels 4

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value ~
[91] IRR -
[92] Terminal Value -[93] Cash Flows with Terminal Value - - - -[94] NPV with Terminal Value
[95] IRR -
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GlendiveMT EchoStar will provide local-into-Iocal in advance of DIRECTV
Number of LIT. Channels 1

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Does Not Provide Satellite Local-Into-Local Service
Customer Prome

[1] TVHH 5,157 5,209 5,261 5,313 5,366
[2] Beginning Customers - - - - -[3] Gross Adds - - - - -[4] Disconnects - - - - -[5] Ending Customers - - - - -
[6] Average Customers (2 pt avg) - - - - -[7] Ending DIRECfV Market Share - - - - -[8] Disconnect Rate - - - - -
[9] Average Gross Adds per Month - - - - -[10] Gross Add Rate - - - - -Profit & Loss ($k) - No LIT.

Revenue:
[11] Base Package Revenue - - - - -[12] LILRevenue • • • • •
[13] Total Revenue - - - - -

Expenses:
[14] Programming Costs - - - - -[15] Bad Debt - - - - -[16] Customer related - - - - -[17] Total Direct costs - - - - -
[18] Total Direct Margin - - - - -[19] Total Direct Margin % - - - - -
[20] SAC Costs - No LIT. - - - - -
[21] Total Expenses: - - - - -
[22] ICash Based OPBDA - - - - ~[23] Cash Based OPBDA % - - - -
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GlendiveMT EchoStar will provide local-inm-Iocal in advance of DIRECTV
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6

DlRECTV Provides Satellite Local-Into-Local Service
Customer ProfIle

[24] TVHH 5,157 5,209 5,261 5,313 5,366
[25] Beginning Customers - - - - -[26] Gross Adds - - - - -[27] Disconnects - - - - -[28] Ending Customers - - - - -
[29] Average Customers (2 pt avg) - - - - -[30] Ending Penetration - - - - -[31] Disconnect Rate - - - - -
[32] Average Gross Adds per Month - - - - -[33] Gross Add Rate - - - - -LIL Customers

LIL Lift (upgrades) from No LIL
[34] Total Customers + Lift - - - - -[35] LIL Beginning Customers • - - - -[36] LIL Gross Adds - - • • •
[37] LIL Disconnects • - - - -[38] Ending Customers - - - - -
[39] Average Customers (2 pt avg) - - - - -[40] LIL Penetration - - - - -[41] Disconnect Rate - - - - -

LIL SeD-in New Customers No LIL
[42] Total Customers + Lift - - - - -[43] LIL Beginning Customers • - - - -[44] LIL Gross Adds - - - - -[45] LIL Disconnects • • - - -[46] Ending Customers - - - - -
[47] Average Customers (2 pt avg) - - - - -[48] LIL Penetration - - - - -[49] Disconnect Rate - - - - -

LIL SeD-in New Customers Lift from No LIL
[50] Total Customers + Lift - - - - -[51] LIL Beginning Customers • - - - -[52] LIL Gross Adds - - - - -[53] LIL Disconnects • • • • -[54] Ending Customers - - - - -
[55] Average Customers (2 pt avg) • - - - -[56] LIL Penetration - - - - -[57] Disconnect Rate - - - - -

Total LIL Customers
[58] Total Customers + Lift - - - - -[59] LIL Beginning Customers • - - - -[60] LIL Gross Adds - - - - -[61] LIL Disconnects - - - - -[62] Ending Customers - - - - -
[63] Average Customers (2 pt avg) - - - - -[64] LIL Penetration - - - - -[65] Disconnect Rate - - - - 422-
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GlendiveMT EchoStar will provide Iocal-into-iocal in advance of DIRECTV
Number of LIL Channels 1

Year 2 Year 3 Year 4 YearS Year 6
Profit & Loss ($k) - With LIL

Revenue:
[66] Package Revenue - - - - -

LIL Revenue:
[67] Existing Cutomers Upgrade - - - - -[68] Baseline Gross Adds Sell-in - - - - -[69] Additional to Baseline Gross Adds - - - - -[70] Total LIL Revenue - - - - -
[71] Total Revenue - - - - -

Expenses:
[72] Programming Costs - - - - -[73] Bad Debt - - - - -[74] Customer related - - - - -[75] Total Direct costs - - - - -
[76] Total Direct Margin - - - - -[77] Total Direct Margin % - - - - -

SAC Costs with LIL:
[78] Standard SAC From No LIL scenario - - - - -[79] Incremental SAC with LIL - - - - -[80] Total SAC Costs - - - - -
[81] Backhaul Expenses - - - - -[82] Box replacement costs - - - - -[83] Total Expenses: - - - - -
[84] Cash Based OPBDA - - - -[85] Cash Based OPBDA % - - - -
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GlendiveMT EchoStar will provide local-into-Iocal in advance of DIRECTV
NunmberofLILChanne~ 1

Year 2 Year 3 Year 4 YearS Year 6

-I[86] Market level capital expenditures-outflow

NPV-Based on var from No LIL to With LIL case
[87] Cash Flows-With LIL - - - - -[88] Cash Flows-No LIL - - - - -[89] Incr/(Decr) from No LIL - - - - -[90] NPV without Terminal Value -I
[91] IRR

[92] Terminal Value -[93] Cash Flows with Terminal Value - - - - -[94] NPV with Terminal Value -I
[95] IRR
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Notes to Appendix P: DMA-Specific Worksheets
[1] The 2006 total number of TV Households is used for Year 2. Subsequent TV Households are assumed to grow by 1% a year.
[2] The most recent value (March 2007) of Residential Active Subscribers is used for Year 2. Beginning customers for subsequent

years equal the previous year's ending customers.
[3] Annual Gross Adds: equal to [9]*12. (Average Gross Adds per Month (No LIL) * 12)
[4] Annual Disconnects calculated using Disconnect percentage (assumes that half of each year's Gross Adds are subject to

disconnecting the same year). [2]*(12*[8]) + ([3]/2)*(12*[8]). «Beginning Customers*(12*Disconnect)) + «Gross
Addsl2)*(12*Disconnect)))

[5] [2] + [3] - [4]. (Beginning Customers + Gross Adds - Disconnects)

[6] ([2] + [5]) 12. «Beginning Customers + Ending Customers)l2)

[7] DTV market share of TV households at end of year: [5] 1 [1]. (Ending Customers 1TV HH)
[8] Disconnect rate if local-into-Iocal is not offered. See Appendix O. Disconnect Rate is calculated as Disconnects minus

Reconnects divided by the average of Total Residential Subscribers at the start and end of each month.
[9] Average monthly gross adds if local-into-Iocal is not offered. See Appendix O.
[10] [9] expressed as a percentage of Year 2 Beginning Customers.
[11] Average Customers (No LIL) * Base package ARPU * 12 _

[12] DIRECTV Does Not Provide Satellite Local-Into-Local Service in this scenario, therefore UL Revenue is zero.
[13] Equal to [11] + [12]. (Base Package Revenue + LIL Revenue)

[14] Programming costs based on Total Revenue: Average Customers (No LIL) * Base package ARPU * Programming Costs.
Programming costs are assumed to be _ per interviews with DIRECTV officials.

[15] Bad Debt expense based on Total Revenue: Average Customers (No LIL) * Base package ARPU * Bad Debt Percentage. Bad
Debt is assumed to be _ per interviews with DIRECTV officials.

[16] Customer-related costs including customer service, billing, remittance processing, and field operations installation costs.
Average Customers (No LIL) * Base package ARPU * Customer Related Percentage. Customer-related expenses are assumed
to be _ of Total Revenue in Year 2 and decrease thereafter.

[17] Equal to [14] + [15] + [16]. (Programming Costs + Bad Debt + Customer Related Expenses.)
[18] Equal to [13] - [17]. (Total Revenue - Total Direct Costs.)
[19] Equal to [18] 1 [13]. (Total Direct Margin 1Total Revenue.)
[20] Expenses incurred by DIRECTV to acquire new subscribers, including hardware, installation costs, commissions, and

marketing. Subscriber Acquisition Cost (SAC) multiplied by number of Gross Adds (No LIL). See Summary of Model
Assumptions and Market in Appendix N [7].

[21] Equal to [17] + [20]. (Total Direct Costs + SAC.)
[22] Operating Profit Before Depreciation and Amortization: Equal to [13] - [21]. (Total Revenue - Total Expenses.)
[23] Equal to [22] 1 [13]. (Cash Based OPBDA 1Total Revenue.)
[24] See [1].
[25] See [2].
[26] Equal to [32] * 12. (Average Gross Adds per Month (With LIL) * 12.)
[27] [25]*(12*[31]) + ([26]12)*(12*[31]). «Beginning Customers*(I2*Disconnect)) + «Gross Adds/2)*(I2*Disconnect)))
[28] [25] + [26] - [27]. (Beginning Customers + Gross Adds - Disconnects)
[29] ([25] + [28]) 12. «Beginning Customers + Ending Customers)l2)
[30] [28] 1 [24]. (Ending Customers 1TV HH)
[31] Disconnect rate if DIRECTV offers local-into-Iocal via satellite. See Appendix G-2 and O.
[32] Average monthly gross adds if DIRECTV offers local-into-Iocal via satellite. See Appendix G-l and O. The "Bump"

represents the effect on gross additions during the first 12 months after DIRECTV launches satellite local-into-Iocal. Because
the model assumes DIRECTV launches local-into-Iocal via satellite in the middle of Year 2 we take the average of Average
Gross Adds per Month No LIL and Average Gross Adds With LIL plus Bump to calculate Gross Adds for Year 2. Since we
assume the "bump" continues 6 months into Year 3, we calculate the Year 3 Gross Adds as the average of Average Gross Adds
with LIL plus Bump and Average Gross Adds with LIL. Years 4-6 are calculated by taking the average monthly gross adds as a
percentage of total residential subscribers from April 2006 to March 2007 and adjusting by the coefficient on DTVinESin,
ignoring DTVinESinBUMP.

[33] [32] expressed as a percentage of Year 2 Beginning Customers.
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Notes to Appendix P: DMA-Specific Worksheets
[34] Ending Customers for each year assuming DIRECfV offers local-into-local via satelIite. Equal to [28].
[35] Zero for Year 2 because model assumes that DIRECfV begins to offer LIL in Year 2. Beginning customers for subsequent

years equals the previous year's ending customers (LIL Lift from No LIL scenario).
[36] Represents customers who had DIRECfV before LIL is offered and who will add LIL service after it is offered. Equal to the

Beginning Customers No LIL for Year 2 multiplied by the Percentage of Existing Customers adding LIL within 2 Years, and is
split across Years 2 and 3. This is based on historical information about the number of existing subscribers who took local-into
local within 2 years from DIRECTV. The lift from the original base of customers (DIRECfV subscribers before LIL offered)
only occurs in the first year of providing LIL service. The assumption that all of the existing DIRECfV subscriber LIL Gross
Adds occur in Years 2 and 3 is consistent with how Conversion Costs are assessed in the model (also split across Years 2 and
3). See [82].

[37] See [27]: [35]*(12*[41]) + ([36]12)*(12*[41]). «(Beginning Customers*(12*Disconnect» + ((Gross Addsl2) *
(12*Disconnect»)

[38] [35] + [36] - [37]. (Beginning Customers + Gross Adds - Disconnects)
[39] ([38] + [35]) 12. (Beginning Customers + Ending Customers)l2)
[40] Number of pre-local-into-local-launch DIRECTV customers taking local-into-local service as a percentage of total DIRECTV

subsribers in each year: [38] 1[34]. (Ending Customers 1Total Customers + Lift.)
[41] See [31].
[42] See [34].
[43] Zero for Year 2 because model assumes that DIRECfV begins to offer LIL in Year 2. Beginning customers for subsequent

years equals the previous year's ending customers (LIL Sell-in New Customers No LIL).

[44] Represents customers that DIRECTV would have gained regardless of launching LIL. Equal to Average Gross Adds per
Month With LIL * 12 * LIL sell-in rate new customers once LIL is offered. The value in year 2 is halved because of the
assumption that DIRECTV will begin providing the service in the middle of the year.

[45] [43]*(12*[49]) + ([44]/2)*(12*[49]). ((Beginning Customers*(12*Disconnect» + «Gross Addsl2)*(12*Disconnect)))
[46] [43] + [44] - [45]. (Beginning Customers + Gross Adds - Disconnects)
[47] ([43] + [46]) 12. «Beginning Customers + Ending Customers)/2)
[48] Number of baseline gross adds to DIRECTV taking local-into-local service as a percentage of total DIRECTV subsribers in

each year: [46] 1[42]. (Ending Customers 1Total Customers + Lift.)
[49] See [31].
[50] See [34].
[51] Zero for Year 2 because model assumes that DIRECTV begins to offer LIL in Year 2. Beginning customers for subsequent

years equals the previous year's ending customers (LIL Sell-in New Customers Lift from No LIL).

[52] Represents the additional customers DlRECTV would gain after offering LIL above and beyond their historical baseline gross
adds for each DMA. Equal to LIL sell-in rate to additional customers once LIL is offered * (Average Gross Adds per Month
With LIL - Average Gross Adds per Month No LIL) * 12. Year 2 is halved because model assumes LIL begins in the middle
of Year 2.

[53] [51]*(12*[57]) + ([52]12)*(12*[57]). «Beginning Customers*(12*Disconnect» + «Gross Adds/2)*(12*Disconnect)))
[54] [51] + [52] - [53]. (Beginning Customers + Gross Adds - Disconnects)
[55] ([54] + [51]) 12. «(Beginning Customers + Ending Customers)l2)
[56] [54] 1 [50]. (Ending Customers 1Total Customers + Lift.)
[57] See [31].
[58] See [34].
[59] Equal to [35] + [43] + [51]. (LIL Beginning Customers (LIL Lift from No LIL) + LIL Beginning Customers (LIL Sell-in New

Customers No LIL) + LIL Beginning Customers (LIL Sell-in New Customers Lift from No LIL).)
[60] Equal to [36] + [44] + [52]. (LIL Gross Adds (LIL Lift from No LIL) + LIL Gross Adds (LIL Sell-in New Customers No LIL)

+ LIL Gross Adds (LIL Sell-in New Customers Lift from No LIL).)
[61] Equal to [37] + [45] + [53]. (LIL Disconnects (LIL Lift from No LIL) + LIL Disconnects (LIL Sell-in New Customers No LIL)

+ LIL Disconnects (LIL Sell-in New Customers Lift from No LIL).)
[62] [59] + [60] - [61]. (Beginning Customers + Gross Adds - Disconnects)
[63] ([59] + [62]) 12. ((Beginning Customers + Ending Customers)/2)
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Notes to Appendix P: DMA-Specific Worksheets
[64] Percentage of DIRECTV subscribers who take local-into-local via satellite: [62] / [58]. (Ending Customers / Total Customers +

Lift.)
[65] See [31].
[66] Subscriber revenue not including local-into-local subscriber fees: Average Customers With LIL *Base package ARPU * 12

months. See [11] for explanation of how ARPU changes over time.
[67] Local-into-local fee revenue from pre-local-into-local-launch DIRECTV customers: LIL rate * Average Customers LIL Lift

from No LIL * 12 months. The LIL rate is assumed to be_ See Appendix N [5].
[68] Local-into-local fee revenue from baseline gross additions who take local-into-local-service (assumed to be 100%): LIL rate *

Average Customers ilL Sell-in New Customers No LIL * 12 months. The ilL rate is assumed to be_
[69] Local-into-local fee revenue from additional to baseline gross additions who take local-into-local-service (assumed to be

100%): LIL rate *Average Customers ilL Sell-in New Customers Lift from No LIL * 12 months. The ilL rate is assumed to

[70] Equal to [67] + [68] + [69]. (No LIL customers Upgrade + No LIL customers Sell-in + Lift from No LIL Sell-in.)
[71] Equal to [66] + [70]. (Package Revenue + LIL Revenue)

[72] Average Customers With ilL *Base package ARPU * 12 months *Programming Costs + Total LIL Revenue *LIL margin.
For a discussion of Base Package ARPU see [11]. For a discussion ofProgramrning Costs see [14]. _
--------- The decreasing margin reflects the

expectation of somewhat increased license fee pressure from local broadcast stations.
[73] Average Customers With ilL *Base package ARPU * 12 months *Bad Debt + Total ilL Revenue *Bad Debt. For a

discussion of Base Package ARPU see [11]. For a discussion of Bad Debt see [15].
[74] Average Customers With LIL *Base package ARPU * 12 months *Customer Related Costs + Total LIL Revenue *Customer

Related Costs. For a discussion of Base Package ARPU see [11]. For a discussion of Customer Related Costs see [16].
[75] Equal to [72] + [73] + [74]. (Programming Costs + Bad Debt + Customer related.)
[76] Equal to [71] - [75]. (Total Revenue - Total Direct Costs.)
[77] Equal to [76] / [71]. (Total Direct Margin / Total Revenue.)
[78] Standard SAC from no LIL scenario: (SAC * Average Gross Adds per Month With LIL * 12 months.) For a discussion of

SAC see [20].
[79] For each Gross Add in the LIL scenario DIRECTV incurs incremental costs related to the technology involved in providing

local-into-local-service: Incremental SAC Ka vs Ku * Average Gross Adds per Month With LIL * 12 months. See Appendix J
and N [8] for a detailed description.

[80] Total of all Subscriber Acqisition Costs: [78]+[79].
[81] The Backhaul Network is used by DIRECTV to carry signals from individual local collection facilities ("LCFs") to RF uplink

facilities. Our model assumes $ per market for backhaul expense: Recurring backhaul expense per market per
month * 12 Months.

[82] One time conversion cost to switch existing DIRECTV customers that take ilL from Ku-Band boxes to boxes that are able to
receive Ka-Band signals. This includes truck roll, ODU, and multiswitch costs. This cost is split across Years 2 and 3 to reflect
that the existing pre-ilL launch DIRECTV subscribers who take local-into-local via satellite over the span of two years.

[83] Equal to [75] + [80] + [81] + [82]. (Total Direct Costs + Total SAC Costs + Backhaul Expenses + Box Replacement Costs.)
[84] See [22]: Equal to [71] - [83]. (Total Revenue - Total Expenses.)
[85] See [23]: Equal to [84] / [71]. (Cash Based OPBDA / Total Revenue.)
[86] Satellite cost includes the cost of the spacecraft, cost of the launch vehicle, and insurance. Based on interviews with DIRECTV

officials, we assume that the cost of purchasing and launching a new satellite that has the capacity to provide local-into-local
service to the 60 remaining DMAs Payment for the satellite would be made over the course of 30 months. The
payment schedule is as follows: End of year zero - $ end of year one_million satellite; _

RF Uplinks transmit the local-into-local signal to the satellite so they can be rebroadcast via satellite into the appropriate
DMAs. This cost is incurred in a lump expense amount for all DMAs and is accounted for separately in the
analysis. Local Collection Facilities (LCFs) collect local broadcast signals so they can be transmitted to RF Uplinks via a
backhaul network. For markets that have four or more local channels, DIRECTV will have to build a new LCF, the cost of
which will depend on the number of local channels in the DMA. See the breakdown of the LCF costs (Appendix K) for a more
detailed explanation.
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[87] Cash flows in the scenario where DIRECTV launches local-into-Iocal via satellite, including all additional costs. Equal to [84]

+ [86]. (Cash Based OPBDA + Market level capital expenditures outflow.)
[88] Equal to [22]. (Cash Based OPBDA No LIL)
[89] Equal to [87] - [88]. (Cash Flows with LIL - Cash Flows without LIL.)
[90] Net Present Value of incremental profit (increase or decrease) from launching local-into-Iocal service via satellite into all 60

remaining DMAs.
[91] Internal Rate of Return of incremental profit (increase or decrease) based on launching local-into-Iocal service via satellite.
[92] Terminal value associated with Year 6 incremental profit from launching local-into-Iocal service. (Incr/(Decr) from No LIL in

Year 6 * Terminal Value.)
[93] Incremental profit from launching local-into-Iocal service adding the terminal value calculated in [92] to Year 6 cash flows.

(Equal to [89] + [92].)
[94] Net Present Value of incremental profit (increase or decrease) from launching local-into-Iocal service via satellite into all 60

remaining DMAs, including Terminal Value for Year 6.
[95] Internal Rate of Return of incremental profit (increase or decrease) based on launching local-into-Iocal service via satellite,

including terminal value for Year 6.

428


	Redacted Klein Cover Letter
	Liberty 210 Local Markets - (Public)
	Libert 210 Local Markets (Public) Part 1
	Libert 210 Local Markets (Public) Part 2
	Libert 210 Local Markets (Public) Part 3


