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WlnStar

Ambition
.-\Irhough Rouhana would like

"to help solve problems world
wide," his tirst rask IS to stir up
local_ :npetition. Thar has not
been easy. With anything new
comes skepticism, and broad
band wireless has had irs share .

Investors have taken a wait-and
see approach, and the telec:om in
dustry is watching with an eJgle
eye. :-';ot even'one is c:onvinc:ed
there is a true business else tor
mi..:rowave, poinr-to-multipoinr
services. Atter tinan..:ial woes ot
C-block providers and rhe tlood
of relecom competition, investors

are wary of backing more players.
A.fter all, investors want to know
that broadband providers can do
more than jusr otter services; they
must be able to bring in revenue.
And WinStar has nor done mu..:h
of the latter. But Rouhana is opti
mistic. Although the ..:ompany srill
is losing money, he expects ..:ash
How to break even in 2000.

trusrrated \\'ith rhe Bells' !nelbd
iry to implement elJ\.lf1-:c:J cele..:om
solutions. So, he -:reeHd \X'tnSrar
Communic:atlons. Wlrh K.lOror ~H

his side, Rouhana elSsembled a
team (now more rhe1n 2,600 em
ployees) to make his goals "el reJI
ity, not a possibdity."

WinStar holds broadband licenses in all of the tOP 50 U.S. markets.

T \\entv-three ;'ears bter, K,lntor
held ,JO..:e elgalO ;ertled lOto a c:om
toruble lite - this time with a
-:lln~ulting prac:tic:e - when he
got el -:edl tram another tledgling
-:OmpelOY. ,-\t the time, WinStar
held eHound 200 emplo\'ees, and
Rouhewel was positioning the
c:ompaO\' to uke on rhe loc:al mo
nopolies. [n the 19-0s, he helped
breclk up the long-distance mar
ket; now Kantor was prepanng
to break up the local market.

It history repeats irselt, Rouhana
h.ls ;e\e..:ted a second man who
-:ould help make WinStar rhe next
.\lCI, something Rouhana has
been thinking about since the
1980s. With a career spanning
im'estments, law, tilm and cable,
Rouluna wondered, "What (will
bel the next rechnology to impact
the \\'av we get lOtormation?"
Before [ntormation Superhigh
Wel\' We1S even a term, Rouhana's
mind W.1S relcing.

"In the bte 1980s, I starred try
ll1g to understand hawaII of rhis
would ..:ome togerher. I thought
it ! \\'ould be) something impor
tant and started investing in
telec:om c:ompanies to under
stand its impact."

That's when the evolution to
broadbe1nd became clear. By
1993 Rouhana was growing

,:,',1:-" :1":. -,:~L.>,..:J~:lln rllr :nn~r -'':It\
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':' c'l ~i ,111 J rJ 1111 h' -:.1 n !eJ \' e
'11C:".l'2;e'; ,lnJ 'c:r.lrhl~; III mh,re
to \'Ctrl.lm \c:rerJns. \\'ith rc-:
(H,:n:r!lll1 tr(lm \'ice' rrc,iJenr .\1
C"re'. \\'tnSUr h Jetll11reh ~er

(ln~ ilt)(l(t'J.

RIIUhellU .lnJ K.ll1tor .lre rek
in~ "n r.br c"'J'crien-:e to con
trnue' rhelr t'enJ. K.llHOr h iW

~rnnger to ch.lllen~es. [n 19 -2,
he lc:tr .1 -:ol11tortJhle ltte \\'Irh el
HUl'-d11r -:Ol11pelm to 10\11 el ... mel11
rleJ~III1~ 20U-emplovee mi-:ro
\\'Fe-te..:hnologv ":OmPe1nV ":ellled
\ leI. He !oll1eJ Bill \kGo\\'an Il1

the bJrtle to ..:ompete .lg.1lnsr
.\T&:T .wJ brIng -:ompemion to

rhe :1)[l~-Ji,t.1n..:e rl1llnopolv.
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Global Reach

The Team
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Pioneer consulting predicts gIobaILMDS busi
ness will grow from $157 million in 1998 to

more than $11.5 billion by 2007. WinSor plans
to own a piece of that business. The company's
recent agreemenc widt luc.em has created the
resources to build doIJaIIy.

M(lucem ancl'MnScar) are a perfect fit for in-

temabonaJrs»&: I<ant.cw said
Wme. ha icIentified 50 cities (2.5 in Europe)

around ..... WIDI'Id as targets for broadband ex
, pcansioR. Pan. elf WlllStar's strategy in 1999 wiD

be to~ c:ouncries leapfrog Ian61e and go <i

. recti, to brodIIand wireless.
Pioneer's recera report agreed tha~ in Asia

LMDS wiN be a viabIla- soIucion where buildinK
fiber netWOrlcs in uncfIrdeo;efope countries is
too costly. Pioneer also said that by 2000. Asia
Pacific and latin.America markets wiD be adopt
ing fixed-wireless applications. and in Europe the
demand for alternate IocahKcess services will
drive LMDS.1f tha~ prediction holds tnJe.WmSar
may be on easy street to global success..
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Figure I. WinStar's stock took an upward turn in October,

prO\lJcr., dun't ha\'e the -.:un
stru..:t1on Issue~ ot digging fur In
st,libtlOn, rhe\ du need .1..:..:e" to

rou!1:0ps for technu!ugv pLtc:emem,
Because P01l1t-to-multq:H)lnt ,\",
terns rei\' I)n une huh "re rur
micwwa\"e Jntenna .1nJ .I rd'l'r
-.:onnedlun ru reach ,urrlJUI1Jlrlc;
butld1l1gs, r()(\ftup J..:-.:e" h ,t'u
":1,11, Bur K.lntor ,.lId \\I)rk:nc;
\nth :'lndlurds h,l,n'r h:rn .1:1

Issue, In \:ew YorK alone, \\'111 Sur

has ti\'e \\'OrKlng huh 'Ires, r\\'o
under c:onstrucrion, .lnd I, Innk
ing for more !Ilc'nions to merr
1I1.:reased lJem,lI1d.

WinStar's hub site at the "switch hotel" in lower Manhattan

Confidence
The re~ll ch'lilenge IS g,lIn1l1g

recognition with c:u,romers, The
technolog\' is ,1 "no-br,uner,"
Kantor s,lid, Tesrtng h.b prm'ed It
\"1,lble, But the rhlJu',lllJ, III ["u
tentlal .:u.,romers '..:honls .lnd
busll1esses I ha \"e rk'\'er he,trd N

Win5t,lr or Its rec:hno!ogv. Su
\VinStar IS pOSlCioning Its senl..:e
as Wireless Fiber, ,1 winmngcom
bination, according co K,lI1wr,
because wireless IS ,1 hor rerm
and fiber ,:ol1\'evs rek10dity ,lnd
qualitv,

But more th,ln underst,lI1ding
technologv, .,m.111- ,lnd medium
sIze busll1esses I rhe malomv of
\VinStar's customers) want ..:us
tomer sernce,

"They have been ignored clod
abused," Kantor said.

can be ,15 little ,tS 5-+,500 ,1
building,

.-\nother attradive .:oncept IS

pa\' as 'lOU grow, Instead of p,lV
ing a tht rate for access, \X'inStar
.:ustomers pav depending on how
much broadband .:apacitv they
use. If the~' need more capacity
one month, thev can purchase
what they need and then re\'err
back. Or as a customer adds em
ployees and tenants, it can in
crease capacity immediately, For
additional fiber, it would take
months,

The real difference between fi
ber and broadband wireless is
c:onstruction vs. technology,
K,lI1tor said. Fiber is 2()U o tech
nology and 80% construction.
Wireless broadband is 80°,'0 tech
nology and 20% construction.

Although broadband wireless

,. \X'ha t we lose IS In vestment
,pending," he said.

Stdl, it h,ls taken several years of
hMd work to edu.:,lte people on
the opportunities of broadband
.,er\l.:e., su.:h ,1S L:-'IDS, ,-'\c.:ord
Ing to Rouhana, \'V'inStar had the
-:ur~e of being first.

"Thev used to laugh ~lt us,
Rouh,ln~l said, "~ow they get it."

[n O.:tober, WinStar got the
credlbilit~, it needed \vhen Lu
..:ent Technologies announced a
'-\'e,lr ,lgreement to provide up
to S2 bdllon in equipment fi
n,m":lng, \\'in5tar's shares rose
Sb' - to S25), immediately fol
lOWing the ,mnouncement, I See
Figure 1.J

Rouhana believes that for the
most part, the industry finally is
readv to accept the opportunities.
.-\s proof, other providers have
started to follow WinStar's lead.
Rouhana is not modest about
\X'inStJr's role in that evolution.

"(The\' are) all trying to be like
us," he said.

50 \\'hat IS the business case?
What are "thev" all trying to get
,u? It .111 comes down to capacity

~lnd lots of it, quickly and
che.1ply,

,-\.:cording to WinStar, it costs
more than 5300,000 to connect
fiber to a building, The cost for
connecting a microwave point
to-point system averages about
520,000 per building. With the
Lnest ,1d'l,lncement of point-to
multipoint te.:hnology, the cost

".:J ,.-- -.... -,.... .... .........-.,

-- '-''-'' 5
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That won't be easy. \~'inStar

may be "The ="iew Phone Com
pany," but, it's not the only new
phone company. There are many
other CLECs, including L\1DS
and PCS companies, also want
ing a piece of the local market.
Teligent is the one competitor
that frequents media and analvst
comparisons. One futurist even
expects Teligenr to leapfrog
WinStar.

"Teligent really impresses me
... They seem to have their act
together better than WinStar ...
WinStar is doing too man~' things,
so it can't focus on the huge op
portunity m wireless data to busi
ness residences ... Teligent is go
ing to burst ahead of them," said
George Gilder, Gilder Technol
ogy Group presidem.

Rouhana and Kantor aren't
concerned.

"He is absolutely wrong ... I
don't worry about Teligem,"
Kamor said.

According to Kamor, Teligem

Total

241.49
793.98

4,494.43

Large

58.19
133.33

459.17

32.23
137.39

809.27

Medium

Surve\'s indicate that office man
agers ([,lim the worst thing to do
in a day IS to call a LEC for
anything, he said. WinStar is us
ing that JS ,lmmunition. Building
customer relJtionships is its com
petitive weapon. It wants to
change the existing paradigm that
telephone compames don't need
to worry about customer service.

"[t's simple; just talk to the cus
tomer," Kantor said.

WinStar has created a company
philosophy around this concept.

Small

$151.07

523.26

3.225.99

WInStar --"'~~·:'~~"T~~~~}t~;.~~fI!\

Total Revenues It opened a :-':ational Customer
from LMDS Markets Satisfaction Center in Dublin, OH,

(In Millions) and has trained salespeople to
help customers analyze bills and
even help them set up web sites.

Establishing relationships with
businesses, building owners and
companies such as Devnet, which
controls physical access rights to
more than 400 office buildings,
are critical to its business.

The company's strategy is
J building-centric approach.
WinStar has access rights to

3,500 buildings across the coun
try. Only two other companies
ha \'e more, and WinStar plans to

change that. It expects to have
access rights to 8,000 buildings
by year-end 1999. WinStar's strat
egy is to first target buildings with
more than 100,000 square feet,
build out equipment and then sell
to the businesses in those build
ings. With the Lucent deal under
its belt, the company now expects
to exceed its original plan of a
40-city launch by year-end 1999.

Pioneer Consulting projects revenues at $4.5
billion by 2005.

1999

2000

2005
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WlnStar

nium. WinStar IS pIcking up IOCJI
phone service (up to S I,UOO per
month) until 2000 tor tir~t-tlme

customers that sign cl 3-\ear con
tract between Oct . ., I, \ ':in and
Jan.31.l999.

The otter extends to more than
l,OOO newly connected commer
cial buildings in l3 markets in

cluding .\tlanta, D,lllas. Denver,
Los Angeles and ~e\\ York.

To generate re\'enue, \X'lnSur
will use this promorion as a hook
and then go back ,lnd sell more
services. But WinSrar is nor stop
ping there.

Despite analvst predictions th,I(
broadband services such as L~ IDS
will be limited mostly to the bUSI
ness market, Rouhana plans to go
further. After WinStar builds out
the top 50 markets for commer
cial services, it will progress to

the residential segment.
"Toward the end of 2000, we

will have the ability to serve Ll
significant (portion ot the) resI
dential market from a network
perspective," Rouhana said. "We
will try to do that. The broadband
network will go to the home."

He believes that video conter
encing and Internet usage will
drive the demand for broad
band capacity to homes. It it suc
ceeds, WinStar will be one step
closer to reaching Rouhana's
high expectations - changing
the way people across the world
communicate.•

baseball promotion box with a
Louisvdle slugger and an invita
tion to meet \vith WinStar. If the
recipient agrees to the meeting,
he receives tickets to the baseball
game.

Other personal deliveries include
WinStar breakfast bags with
coffee and bagels.

Lobby programs also are a stra
tegic marketing tool. The com
pany often holds events in build
ing lobbies and serves treats such
as ice cream in the afternoon.

The company is testing another
value-added teature in its own
buildings. The multimedia Kiosk
0Jetwork features live .\P news
headline tickers, forecasts, an in
teractive building directory for
tenant listings, area restaurants
and city maps. These programs
are key in getting the company's
name circulated. They leave the
perception that WinStar owns
the building.

"We want people to ask 'Why
don't we have WinStar in our
building?'" Kantor said.

These rools also increase value
for the tenants. They will make
businesses look at broadband like
they do air conditioners, Kantor
said.

"They will realize they can't do
business without broadband ca
pacity," he said.

Late last year, the company also
launched its nationwide market
ing campaign, Project Millen-

~.

Project Millennium offers free local phone service until 2000.

I
• wp-_.!~a;::.:~:.~~:.::~:~.::~ .:.~
I ,.' , " ...... A... ..... ~ '_ ''',

Visions of Success
Pclrt ot rhat mousetrap lies in

\'CinStLH's marketing campaigns,
which Include direct matlings
to target buildings, and personal
delivery gimmicks such as a

hJ ~ no tundmg, no Jccess and is
t \\ 0 \' ear ~ be h i n d Win Star.
\VIl1Srar has more ~pectrum and
licenses than am'body else and is
In more pbces rhan anyone else
J\ercl~ing more than "700~IHz

per mcHketl. Teligem's heavv
\\elc:hr, former .\T&T President
.\k\: .\Llfldl. doesn't intimidate
elrhc'r.

"[)l:1 l,\enred the industry, not
.\lex," l\:,lntOr said.

.\\rhough Rouhana won't credit
Tehgent J.S a direct competitor,
he Joes consider Its presence J.
cllmpllment.

"Teligenr existing IS the ulti
m,ne ibrrerv," Rouhana said ... It
odds credibilirv to the market be
cause It IS copving what WinSrar
IS doing."

[n tJ.ct, WinStar seems to rhink
it's in a class ot its own.

"The LEC is my competitor,"
l\:anror ~Llid. "~ot rhe CLECs."

If rhat is the case, how can
WinStar expect to become rhe
leader in a tield ot local incum
bents? It's simple, Rouhana said:
"\Ve've got a better mousetrap."

~~ .-. ..
.... '.,

.... - .---- .... -

;J r-Jgr~ess

to ~he

The Kiosk Network
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CONTACTS:
Financial Community
Daniel Briggs
Director. Capital Markets
(2 12) 584-4032

Press
Eric Andrus
(212) 584-4021

WINSTAR COMPLETES ACQUISITION OF NATIONWIDE SPECTRUM RIGHTS IN
ARGENTINA

Broadband Wireless Leader Continues Expansion Into Top 50 International Markets

Service Planned for Buenos Aires in 1999, One of The Fastest-Growing Data Markets in Latin
America

NEW YORK - FEBRUARY 16, 1999 - WINSTAR COMMUNICATIONS, INC. (NASDAQ:
WCIl) announced today it has completed the purchase of95% of Macrocom SA. a company
holding a nationwide license for 400 MHz of spectrum in the 38 GHz band in Argentina. The
acquisition marks the next step in WinStar's plan to expand its broadband network into the top 50
international markets within the next five years by strategically accumulating spectrum assets in
a cost-effective manner. The licenses obtained through this purchase cover all of Argentina,
including Buenos Aires. which is one of Latin America's premier business markets and the
eighth largest international market outside the United States. WinStar plans to launch service in
Buenos Aires by September 1, 1999.

By acquiring spectrum rights in Argentina, WinStar gains access to more than 88 million channel
pops in that country's large cities and 48 million in Buenos Aires alone. Argentina's rapidly
growing data services market, which is estimated to exceed $500 million annually. provides
WinStar with an opportunity to build a broadband network capable of delivering high-speed data
and information services to large multinational business customers and medium-sized
companie~: In addition. the opening of the country's local and long distance markets in
November 2000 will provide further opportunities for WinStar.

WinStar's Argentine network will feature the company's state-of-the-art point-to-multipoint
technology. The company will also draw upon the expertise and resources of Lucent
Technologies as part of the strategic alliance formed by the two companies last October.

William 1. Rouhana, Jr., WinStar's Chairman and Chief Executive Officer, said, "We are pleased
and excited to be bringing wireless broadband connectivity to Buenos Aires, one of the most
important business markets in Latin America, as well as to other major cities in Argentina.

WIMtw Communications. Inc.

114819ltt StrHI. N.W.' Suitt 200' Wuhington, D.C. 20038. TEL 202 8335878 • FAX 202 6591931





WINSTAR0 "
The following was released this morning

CONTACTS:

WINSTAR
Financial Community
Daniel Briggs
Director, Capital Market Relations
(212) 584-4032

PRESS
Eric Andrus
(212) 584-4021

KDD
Haruhiko Maede
81-3-3347-6940

SUMITOMO
Nobutaka Kanaji
81-3-3217-7026

WINSTAR, KDD AND SUMITOMO ESTABLISH JOINT VENTURE TO SERVE
MAJOR JAPANESE MARKETS WITH BROADBAND NETWORK
Partnership Will Acquire Fixed Wireless Spectrum in Key Japanese Cities, Beginning with
Tokyo

NEW YORK - JANUARY 5,1999, WINSTAR COMMUNICATIONS, INC. (NASDAQ:
WCII), KDD CORPORATION AND SUMITOMO CORPORATION announced today they
have formed a joint venture to pursue deployment of fixed wireless service in Japan beginning in
Tokyo later this year. The three companies have established a new Japanese corporation, KDD
WinStar Corporation, to secure spectrum rights and build a broadband network capable of
delivering high-speed data and information services in major Japanese markets. WinStar will
own a 35% interest in the new corporation.

Under this joint venture, KDD WinStar Corporation will draw upon WinStar's experience and
expertise in providing high-speed local access to businesses over its own fixed wireless network,
KDD's experience in the marketing and provision of telecommunications services throughout
Japan, and Swnitomo's expertise as one ofJapan's leading integrated trading companies. As
spectrum rights are secured, KDD WinStar Corporation will market its broadband service to
businesses with high-speed data transmission needs, including Internet service providers and
others.

William 1. Rouhana, Jr., WinStar's Chairman and Chief Executive Officer, said, "We are pleased
and excited to join with KDD and Sumitomo to secure spectrom and build a high-speed,
end-to-end network capable ofdelivering a wide range ofbroadband data and information
services to businesses throughout Japan. Together we have the global expertise, the vision and
the financial resources to replicate WinStar's U.S. build-out arid bring wireless broadband
connectivity to Japanese business. WinStar will continue to seek additional partners in the global
markets we have targeted in order to penetrate them with locally-delivered bandwidth for a
variety of data and information needs."

WIn.... Communication.. Inc.

1146191h Street. N.W.· Suite 200' Washington, D.C. 20036' TEL 202 833 5678' FAX 202 6591931



A.cquiring these spectrum rights is a key part of our plan to serve our multinational
customers and to extend our industry leadership by expanding the availability of WinStar's
broadband network to the international marketplace."

WinStar has already obtained spectrum licenses in the Netherlands, and has filed for spectrum
rights in major business markets throughout Western Europe. Last month, WinStar. KDD and
Sumitomo formed ajoint venture company. of which WinStar owns 35%, to obtain spectrum
rights and build a wireless broadband communications network beginning in Tokyo later this
year.

WinS tar Communications, Inc. is a pioneer in providing business customers with broadband
communications services, including local and long distance phone service, as well as high-speed
data, Internet access and information services. WinStar provides these Wireless FiberSM
services over its own end-to-end broadband network in over 30 U.S. markets, using its licenses in
the 28 and 38 GHz spectrum.

Except for any historical infonnation contained herein. the matters discussed in this press release contain
forward-looking statements that involve risks and uncertainties. which are described in the company's SEC
reports. including the 10-K for the period ended December 3 I. 1997 and the 10-Q for the period ended September
30. 1998.

WinStar is a registered trademark. and Wireless Fiber is a sc:rvice mark ofWinStar Communic:ations. Inc.

####
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WI:'JSTAR A~D Ht:GHES NET\VORK SYSTE}IS E~TERSTRATEGIC
RELATIONSHIP FOR NATIONWIDE DEPLOY'IENT OF

POINT-TO-Ml"LTIPOINT BROADBAND FIXED WIRELESS ~ETWORKS

Second Generation Technology Lowers NetworkCosts and
Expands Market Opportunity

NEW YORK - August 10, 1998, WINSTAR COMMUNICATIONS, INC. (NASDAQ
Well) and Hughes Network Systems (HNS, a unit of Hughes Electronics) have announced an
agreement for Hughes to provide second generation point-to-multipoint equipment for
nationwide deployment in WinStar's broadband fixed wireless network.

"The Hughes equipment. when deployed later this year, will provide WinStar's voice and data
network with the most advanced point-to-multipoint technology available;' said Nathan Kantor.
\\'inStar's President and Chief Operating Officer. ;'Based on our specifications and HNS'
significant TDMA system experience. the new equipment will significantly increase the
transmission capacity of our spectrum while reducing network deployment and operating costs."

This agreement follows two years of collaboration between Hughes and WinStar, the nation's
leading provider of broadband fixed wireless telecommunications services. WinStar. in
cooperation with other equipment suppliers, successfully tested point-to-multipoint technology in
Florida during 1997, and is currently operating a demonstration network in Washington. D.C.
and Tysons Comer. Virginia. prior to commercial deployment in late 1998,

The Hughes second generation TDMA point-to-multipoint system improves the utilization of the
company's spectrum. allowing WinStar to provide up to four full duplex DS-3 clear channel
circuits of capacity per 100 MHz channel. while permitting the centralization of service
provisioning. configuration management and network monitoring functions. A fully networked
point-to-multipoint infrastructure offers unprecedented versatility in services provided as well as
improved operational efficiency. Customers will benefit from the provision of such ,·aried
sen'ices as enhanced voice. video conferencing. native LAN-LAN interconnections. MPEG-2
video and high-speed Internet access on a single fully integrated local metropolitan area ,-\TM
transport network. Point-to-multipoint fixed wireless technology combines the benefits of end
to-end ATM transport with bandwidth on demand for high capacity bi-directional voice, data and
video services.

WinSta, Communications. Inc.
230 Park A/~"ue. SUite 2700 New York. NY 10169 • Tel 212 5844000 Fax 212 8671565



Tadashi Nishimoto, President of KDD Corporation, said, "Local access networks will play an
increasingly important role in the competitive telecommunications environment in Japan. KDD
considers fixed wireless systems a promising means for providing such access networks. The
partnership with WinStar, which has a successful experience in the USA, will accelerate the
business expansion in Japan in combination with KDD's advanced technology in wireless
telecommunications systems."

Atsushi Nishijo, Managing Director of Sumitomo Corporation, said, "Last mile access for data
and information services will be realized by a combination of various methods, out of which
fixed wireless is the most cost-effective. We are very encouraged by this partnership with
WinStar, which has a wealth of fixed wireless experience, and we believe that our
new company will become a great success. "

WinStar, which currently provides Wireless FiberSM services to businesses in 30 major U.S.
markets over its own end-to-end network, last month announced it would begin to provide data
and information services to six international markets in 1999 and a total of 50 global markets
outside the U.S. within five years. WinStar also announced its accelerated plan to provide fixed
wireless services to the top 60 U.S. markets within five years.

WinStar Communications, Inc. is a pioneer in providing business customers with broadband
communications services, induding local and long distance phone service, as well as high-speed
data, Internet access and information services. WinStar provides these Wireless FiberSM services
over its own end-to-end broadband network in 30 U.S. markets, using its licenses in the
28 and 38 GHz spectrum.

KDD Corporation is a comprehensive global communications company providing information
and communications services at the highest level in the world.

Sumitomo Corporation is a globally integrated trading company, which works with its partners to
provide trade, value-added services and business investments.

Except for any historicaJ infonnation contained herein, the matters discussed in this press release contain
forward-looking statements that involve risks and uncertainties, which are described in WinStar's SEC reports,
including the IO-K for the period ended December 31, 1997 and the 10-Q for the period ended September 30, 1998.

WinStar is a registered trademark, and Wireless Fiber is a service mark of WinStar Communications. Inc.
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WINSTAR REPORTS LINE ORDERS AND INSTALLATIONS FOR
1998 SECOND QUARTER

Line Orders Exceeded 75,000

Line Installations Reached 50,000

NEW YORK - July 15, 1998, WINSTAR COMMUNICATIONS, INC. (NASDAQ-WCII)
reported today that continued demand for its competitive local exchange carrier (CLEC) services
led to further gains in line orders and installati<>ns during the second quarter ended June 30, 1998.
Line orders for the period exceeded 75,000, an increase of over 30% from the first quarter of
1998. Line installations rose to 50,000 during the second quarter, representing approximately
20% sequential growth over the first quarter of 1998.

Nathan Kantor, WinStar's President and Chief Operating Officer, said today, "WinStar's
cumulative lines installed have risen to over 195,000 from just 30,000 a year ago, thus
providing further evidence of the demand for our services. In addition, we are pleased that, for
the first time in a quarterly period, we acquired in excess of 500 roof rights. This achievement
reflects the initial success of our focus on REITs, national and other large portfolios of
commercial buildings as we extend WinStar's reach to more customer buildings."

WinStar Communications, Inc. is a national local communications company, serving business
customers, long distance carriers, fiber-based competitive access providers, mobile
communications companies, local telephone companies, and other customers with broadband
local communications needs. The company provides its Wireless FiberSM services using its
licenses in the 28 and 38 GHz spectrum. The company also provides long distance, Internet, data
and informatjon services.

Except for any historical information contained herein. the matters discussed in this press release contain forward
looking statements that involve risb and uncertainties which are described in the company's SEC reports. including
the IO-Kfor the period ended December 31. /997. and the 10-Qfor the pen'od ended March 31. 1998.

WinStar is a registered trademark and Wireless Fiber is a service mark of WinStar Communications, Inc.
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"Point_-to-multipoint technology and economics significantly expand WinStar"s addressable
market by enabling WinStar to cost-effectively serve customers in a much greater number of
buildings'" Kantor added. "For the first time. the resources and features of the much-heralded
information superhighway will be affordable to nearly everyone. at speeds in excess of 200
megabits per second. Such speeds have previoLlsly been associated only with high-capacity.
high-cost private corporate data networks."'

"\\"inStar' s real world experience providing "... ireless broadband communications services to
customers. coupled with Hughes' wireless networking systems expertise. provide a unique
combination to create a world-class broadband system solution:' said Pradeep Kaul. Executive
Vice President at HNS. "HNS is excited about the opportunity and the potential it creates for
leading the industry into a new paradigm for delivery of broadband services'"

The Hughes equipment is compatible with all of WinStar's existing point-to-point and point-to
multipoint equipment and continues WinStar"s strategy of using multiple vendors. It will be
incorporated into WinStar's existing demonstration network in Washington. D.C. by November
of this year.

WinStar Communications. Inc. is a national local communications company serving business
customers. long-distance carriers. fiber-based competitive access providers, mobile
communications companies, local telephone companies and other customers with broadband
local communications needs. The company provides its Wireless FiberSM services using its
licenses in the 28 and 38 GHz spectrum. The company also provides long distance and
information services.

Headquartered near Washington, DC, with international sales and support offices worldwide.
Hughes Network Systems (www.hns.com) is a leading provider of wireless, satellite and
enterprise network solutions. HNS is a unit of Hughes Electronics Corporation. The earnings of
Hughes Electronics are used to calculate the earnings per share to GMH (NYSE symbol)
common stock.

Except for any historical information contained herein. the malters discl/ssed in this press release contain forward
looking statements thaI involve risks and uncertainties which are described in the company's SEC reports. incll/ding
thl! IO-Kfa,. the period ended December 3/. /997. and the /O-Qfor the period ended March 3/. /998.

WinStar is a registered trademark. and Wireless Fibc:r is a service mark of WinStar Communications. Inc.
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WINSTAR ADDS 7 NEW CLEC MARKETS

Deployment of Network to 30 Major Metropolitan Areas Remains
One Year Ahead of Original Schedule

NEW YORK - MAY 7,1998 - WINSTAR COMMUNICATIONS, INC. (NASDAQ-WCII)
today announced it has reached its initial 1998 goal for expanding its telecommunications
network, with the company now providing Competitive Local Exchange Carrier (CLEC) services
in 24 of the largest U.S. markets. The company is also on schedule to meet its accelerated goal
of having its network deployed to 30 major markets by end of this year. WinStar's original
schedule called for CLEC services to be available in 30 markets by the end of 1999.

WinStar's services were launched during the first four months of 1998 in seven markets:
Baltimore, Denver, Detroit, Houston, Tampa, Phoenix and Seattle. The company had previously
introduced its CLEC services in Atlanta, Boston, Chicago, Dallas, Fort Worth, Los Angeles,
Milwaukee, New York, Newark, Oakbrook, IL, Orange County, CA, Oakland, Philadelphia, San
Diego, San Francisco, Stamford and Washington, DC.

"Our ability to be one year ahead of schedule is the result of a variety of factors, including the
acquisitions of U.S. One and Midcom, and our excellent operating managers and systems. The
company's growth continues to be fueled by the demand for broadband connectivity and
WinStar's unique combination of speedy installation, attractive pricing and our emphasis on
personalized customer satisfaction," said William J. Rouhana, Jr., WinStar Chairman and Chief
Executive Officer. "The speed to market we've been able to accomplish in the past year should
provide for substantial revenue growth throughout 1998," Rouhana noted.

WinStar has targeted six additional markets for the introduction of CLEC services during the
remainder of the year: Columbus, Miami, St. Louis, Cleveland, Kansas City, and Minneapolis.

To support its expanded deployment, WinStar now has a direct sales force and service
organization of more than 800, ofwhich over 400 are commissioned sales people. The company
has paved the way for its growth by obtaining CLEC authorizations which now cover 48 of the
top 50 markets, and interconnect agreements applicable to 44 of the 50 largest markets.

WlnStlir Communications, Inc.
230 Park Avenue. Suite 2700 New Yori<o NY 10169 • Tel 212 584 4000 Fax 212 8671565
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WINSTAR AWARDED $40 MILLION DATA CONTRACT

WinStar Broadband Services to Provide High Speed
Backbone for AboveNet Cross Country ISP Network

Service Agreement Includes End-To-End Network Management Solutions

NEW YORK- APRIL 23, 1998, WINSTAR COMMUNICATIONS, INC. (NASDAQ
WCIij today announced its WinStar GoodNet unit has been awarded a $40 million
broadband backbone service contract from AboveNet, a San Jose, CA, based internet
service provider (lSP). The 40 month contract calls for WinStar GoodNet to provide cross
country circuits and local loop management to connect AboveNet's high capacity data
centers throughout the U.S.

"By continuing to expand its network of high quality, low cost broadband network links
between major U.S. cities, WinStar GoodNet is fast becoming the Tier 1 carrier of choice
for ISP's and major corporations," said Howard E. Taylor, President, WinStar Broadband
Services. "We are providing an end-to-end solution for this customer, packaging the local
loops, managing the installation process and providing quality control from our own
facilities in each city. When coupled with the synergistic data communications, telephony
and Internet services provided by WinStar, we expect our backbone capabilities will have
an increasingly positive impact on our revenue and EBITDA performance."

The AboveNet contract includes multiple clear channel circuits ranging in capacity from
OS3 to OC12. The contract calls for installation of circuits between San Francisco, CA,
Chicago, IL, and Washington DC, with additional circuits between San Francisco, CA,
and Portland, OR; and San Francisco and Los Angeles.

WinStai-GoodNet is a leading national Internet service company in the U.S. with points of
presence in 27 cities and one of the highest traffic levels of any independent U.S. backbone
provider. Through its national network of multi-protocol asynchronous transfer mode
(ATM) . switches, WinStar GoodNet offers dedicated high-speed Internet access,
metropolitan and wide area network data transport services, including virtual private
networks, to hundreds of commercial clients. WinStar GoodNet also provides dial-up
Internet access to subscribers in Arizona, and estimates that nearly one million additional
Internet users are served indirectly through other access providers utilizing the company's
ATM backbone. The company has established more than 130 peering arrangements with
other U.S. and foreign Internet service providers.

WlnStar Communications, Inc.
230 Park Avenue. Suite 2700 New York. NY 10169 • Tel 212 584 4000 Fax 212 867 1565
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WinStar Communications, Inc. is a national local communications company, serving business
customers, long distance carriers, fiber-based competitive access providers, mobile
communications companies, local telephone companies, and other customers with broadband
local communications needs. The company provides its Wireless FibersM services using its
licenses in the 28 and 38 GHz spectrum. The company also provides long distance, Internet data
and informational services.

Except for any historical information contained herein, the matters discussed in this press release contain jorward
looking statements that involve risks and uncertainties which are described in the company's SEC reports, including
rhe IO-Kfor the period ended December 31, 1997.

WinStar is a registered trademark, and Wireless Fiber is a service mark of WinStar Communications, Inc.
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WINSTAR INITIATES FIRST FULLY INTEGRATED
FIXED WIRELESS MULTIPOINT METROPOLITAN AREA NETWORK

Multi-Hub/ATM-Based Configuration Demonstrates
Increased Functionality and Efficiency of

Point-to-Multipoint Architecture

NEW YORK- APRIL 13, 1998, WINSTARCOMMUNICATIONS, INC. (NASDAQ
WCII) announced today that it has activated a full-duplex, ATM-based, point-to-multipoint
(PMP) broadband, fixed wireless trial network carrying voice, data and video services in
Washington, D.C.

The network incorporates two hub sites, expanding to three shortly, and is providing high speed
telecommunications services over multiple sectors to four end-user buildings. Traffic is being
routed through an ATM over-the-air interface and integrated with WinStar's ATM metropolitan
area backbone network and its Class 5 local switched network. The PMP network is functioning
at an extremely high level of efficiency and reliability.

William 1. Rouhana, Jr., Chairman and Chief Executive Officer of WinStar, said that "the
network confirms the breadth and depth of the role WinStar's Wireless FiberSM broadband local
networks will play in bringing voice, data and video services to the market. We believe this is
the first time these capabilities have been integrated into an actual commercial enterprise
environment. The results of our deployment firmly establish WinStar's technical leadership in
this arena."

WinStar's Washington D.C. network is demonstrating all the features of a fully networked PMP
infrastructure, including bi-directional communications on a bandwidth-on-demand basis. The
network o(fers unprecedented versatility, including enhanced voice, data, video conferencing,
LAN-LAN interconnections, file transfer, MPEG-2 video, distance learning, email and high
speed internet access. The network will provide multiple channels to each end user building, and
each channel will provide data rates of up to 155 megabits per second. This network design
greatly increases the efficiency with which WinStar utilizes its spectrum.

"Our PMP network carries with it very significant reductions in capital costs enabling WinStar to
extend our .network to many more customers, expanding our addressable market to include those
customers located in buildings as small as 20,000 square feet, and some portion of the residential
market. The combination of the reduced cost and the relative ease of installation will allow the
integration of voice, data and video communications services onto one network allowing an

WlnStar Communications, Inc.
230 Park Avenue. Suite 2700 New York. NY 10169 • Tel 212 5844000 Fax 2128671565
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AboveNet Communications, Inc., a privately held corporation, provides non-stop. non
congested Internet bandwidth for Internet Service Providers. Content Providers and
companies with mission-critical business to business operations. AboveNet provides
complete co-location services, and has in excess of 2 Gbps of capacity on it's national
network. AboveNet peers with over 130 networks, and has private peering with more than
25 of these networks.

WinStar Communications, Inc. is a national local communications company, serving
business customers, long distance carriers, fiber-based competitive access providers.
mobile communications companies, local telephone companies, and other customers with
broadband local communications needs. The company provides its Wireless Fibe~~

services using its licenses in the 38 GHz spectrum. The company also provides long
distance, data, Internet and information services.

Except for any historIcal information contained herein. the matters discussed in this press release contain
forward-looking statements that involve risks and uncertainties which are described in the company' SEC
reports. including the 10-K for the period ended December 31, 1997 and the 10-Q for the period ended
September 30, 1997.

WinStar is a registered trademark and Witeless Fiber is a service mark of WinStar Communications. Inc.
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WINSTAR OBTAINS DARK FIBER CAPACITY FROM
METROMEDIA FIBER NETWORK

High Capacity Fiber Backbone to Lower Connection Costs Between Central Offices and
Hub Sites in Seven Major Markets

Fiber Backbone To Lower WinStar's Long Distance Network Costs
in Eastern U.S.

NEW YORK - JULY 29, 1998 - WINSTAR COMMUNICATIONS, INC. (NASDAQ 
WCII) today announced that it has obtained dark fiber capacity in and between a number of
major markets from Metromedia Fiber Network (NASDAQ - MFNX), as part of WinStar's plan
to build broadband networks in and between the top 40 U.S. markets. The cost to WinStar under
the 25-year agreement, which begins immediately, is approximately $40 million.

The agreement will provide intracity fiber rings, consisting of multiple fiber optic strands, to
efficiently connect WinStar's present and future hub sites and central offices (which house
WinStar's voice and data switches) in the metropolitan areas of Chicago, New York, Oakland,
Philadelphia, San Francisco, San Jose and Washington, D.C. The agreement also will include
intercity fiber optic capacity to connect WinStar's present and planned central offices, including
its Class 4/5 switches, serving Baltimore, New York City, Newark, Philadelphia, Stamford and
Washington, D.C., thereby establishing an East Coast facilities-based long distance network for
WinStar.

"WinStar becomes one of the few carriers which can provide end-to-end services for its
customers as we integrate these fiber facilities into our network and replace high cost leased
facilities. This capacity will connect our point-to-point and point-to-multipoint Wireless Fib~
circuits, local loop hubs and our city networks to each other. In addition, we are creating a low
cost, state-of-the-an long distance network in the eastern corridor of the United States, which
accounts for approximately 35% of the United States' telecommunications traffic," said William
1. Rouhana, Jr., Chairman and ChiefExecutive Officer of WinStar. ''This agreement reduces our

WInS.. CommunicMlona. Inc.
230 Park Avenue. Suite 2700 New YOrk. NY 10169 • Tel 212 584 4000 Fax 212 867 1565

•



\VinStar Initiates First Fully Integrated Fixed Wireless Y1ultipoint Network / Page 2

affordable, high speed alternative to the higher cost, legacy systems of the existing monopoly
carriers'" said Rouhana. "This confinns our ability to initially deploy our multipoint network in
the second half of 1998, and moves us toward full national implementation of this network over

the course of 1999 and beyond."

WinStar Communications, Inc. is a national local communications company, serving business
customers, long distance carriers, fiber-based competitive access providers, mobile
communications companies, local telephone companies, and other customers with broadband
local communications needs. The company provides its Wireless Fibei'M services using its
licenses in the 38 GHz spectrum. The company also provides long distance, Internet and

infonnation services.

WinStar is a registered trademark and Wireless Fiber is a service mark of WinStar Communications. Inc.
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WINSTAR TO ACQUIRE LANSYSTEMS FROM BOWNE & CO.

Strategic Acquisition Expands WinStar's Presence in Data Services Business

NEW YORK, AUGUST 7, 1998 - In a move that furthers its mission of creating
broadband networks and helping customers use them productively, WINSTAR
COMMUNICATIONS, INC. (NASDAQ - WCII) today announced its agreement to
acquire LANSystems, a leading integrator of data services, from Bowne & Co. (AMEX 
BNE).

LANSystems is a leading provider of systems integration and other similar services,
primarily to the legal and financial services communities, with offices in major cities in the
United States. LANSystems solves complex business challenges with leading-edge
integration services that give clients flexible solutions that fit their technology
requirements and business objectives.

William 1. Rouhana Jr., Chairman and Chief Executive Officer of WinStar, said: ·1'his
acquisition begins to fill the professional services element of our broadband strategy,
which also includes network and networked applications, and helps us complete our goal
ofbuilding a full-service data transmission business. By entering the professional services
data business we can offer a fully integrated approach to our customers' increasingly
complex data needs and continue to build our business in this area."

WinStar. will purchase LANSystems for approximately 523 million, payable in cash at
closing, which is subject to certain conditions including Hart-Scott-Rodino approval.
WinStar said it expects LANSystems to have a revenue run rate of $20 - $25 million over
the next 12 months and to contribute positively to the company's EBITDA

··We welcome the LANSystems' employees and customers into the WinStar family and
look forward to continuing to do business with Bowne," said Howard Taylor, President and
Chief Operating Officer of WinStar Broadband Services. "We are confident that WinStar

WlnSW CommunicatiolW. Inc.
230 Park Avenue. Suite 2700 New York. NY 10169 • Tel 212 5&' 4000 Fax 212 8871565
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opera~ing costs, enhances our EBITDA and provides sufficient backbone capacity for us in and
between these important markets well into the next decade," Rouhana added.

Commenting on today's announcement, Howard Finkelstein, President of Metromedia Fiber
~etwork, said, "We are pleased to be able to provide virtually unlimited bandwidth to WinStar to
assist its efforts to bring broadband telecommunications services to many thousands of customers
and to interconnect them with a modern network backbone."

WinStar Communications, Inc. is a national local communications company, serving business
customers, long distance carriers, fiber-based competitive access providers, mobile
communications companies, local telephone companies, and other customers with broadband
local communications needs. The company provides its Wireless Fibe~M services using its
licenses in the 28 and 38 GHz spectrum. The company also provides long distance, Internet,
data., and infonnation services. Home page: www.winstar.com

Except for any historical information contained herein, the matters discussed in this press release contain forward
looking statements that involve risks and uncertainties which are described in the company 's SEC reports. including
the 1O-Kfor the period ended December 31. 1997, and the 1O-Q for the period ended March 31, 1998.

WinStar is a registered trademark, and Wireless Fiber is a service mark of WinStar Communications, Inc.
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WINSTAR TO ACQUIRE 850 MHZ OF BANDWIDTH IN NEW YORK CITY
FROM CELLULARVISION USA

Purchase Will Increase WinStar's Spectrum Holdings in
Largest U.S. Telecommunications Market to 1,750 MHz

NEW YORK - JULY 13, 1998 - WINSTAR COMMUNICATIONS, INC. (NASDAQ 
WCII) today announced it has agreed to purchase 850 MHz of bandwidth in New York City
from CellularVision USA, Inc. (NASDAQ - CYUS). The bandwidth is being disaggregated
from CellularVision's LMDS license for the New York area, and will be combined with
WinStar's existing 38 GHz licenses to establish a total spectrum position of 1,750 MHz.

"Through this transaction, WinStar will have an unprecedented capability to bring 21 sl century
communications services to the most important business and financial market in the world," said
William J. Rouhana, Jr., WinStar's Chairman and Chief Executive Officer. "This is the largest
amount of spectrum ever held in a single city, and we expect it will enable us to provide a
comprehensive range of high-speed voice, video and data services. Additionally, when the
company's point-to-multipoint network architecture is deployed in New York, it will leverage
these spectrum assets and enable WinStar to bring fiber-equivalent broadband services to
thousands ofoffice buildings and multiple dwelling units which have not been directly connected
to the emerging information superhighway," added Rouhana. The purchase further solidifies
WinStar's industry leadership at a national level, raising the company's average bandwidth in the
top 50 U.S. markets above 750 MHz.

WinStar's enhanced bandwidth holdings in New York will cover a population of more than 8
million and_ total approximately 145 million channel pops (covered population times the number
of 100 MHz equivalent channels). WinStar has agreed to pay CellularVision $32.5 million in
cash for the additional spectrum. The transaction is expected to close in the fourth quarter of
1998, after FCC approval has been obtained. Additionally, WinStar has agreed to lend $3.5
million to CellularVision as soon as lenders' consents are obtained, and an additional $2.0
million upon the receipt of the approval of the transaction by CellularVision's stockholders and
the completion of required FCC filings. The acquired spectrum will not be used to support any
of the ongoing services or operations of CellularVision.

WlnSts, Communications, Inc.
230 Park Avenue, Suite 2700 New York, NY 10169 • Tel 212 584 4000 Fax 212 8671565
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will be a good home for LANSystems because it enhances our data services offerings and
because we both have the same strong commitment to customer satisfaction. We believe
both WinStar and LANSystems' customers will welcome this acquisition because many of
them are already seeking a combination of services which we will now be able to deliver as
one entity. We are further encouraged that LANSystems' core business is located in six
cities - Chicago, Dallas, Los Angeles, New York City, San Francisco, and Washington,
D.C. - where we already have a strong presence, creating opportunities to offer our
customers a wider range of services."

LANSystems' solution specialties include network infrastructure design, implementation,
network and desktop operating systems, document management systems, groupware
applications, Internet and intranet solutions, and flexible support of local-area, wide-area,
and public networks. LANSystems consistently ranks among the top 25 integrators in
LAN Magazine's annual survey of the top 100 integration firms in the country.
Additionally, LANSystems has developed numerous strategic relationships with cutting
edge technology providers such as Microsoft, Novell, PC DOCS, Lotus, Bay Networks,
Cisco, and Compaq.

WinStar Communications is a national local communications company, serving business
customers, long distance carriers, fiber-based competitive access providers, mobile
communications companies, local telephone companies, and other customers with
broadband local communications needs. The company provides its Wireless Fibe~

services using its licenses in the 28 and 38 GHz spectrum. The company also provides
long distance, Internet, data and infonnation services.

Except for any historical information contained herein, the matters discussed in this press release contain
forward-looking statements that involve risks and uncertainties which are described in the company's SEC
reports. including the IO-K for the period ended December 31, 1997, and the 10Q for the period ended
March 31. 1998.

WinStar is a registered trademark, and Wireless Fiber is a service mark ofWinStar Communications, Inc.
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WINSTAR ANNOUNCES PLAN TO EXTEND INDUSTRY LEADERSHIP

Will Expand Into 110 Markets Worldwide Over Next Five Years

Reports Substantial Progress on Several Fronts, Including Multipoint Commercial Launch,
International Expansion, Building Access Rights and Project Millennium Marketing Campaign

New Agreements with Williams Communications Demonstrate Value ofNetwork Expansion

NEW YORK, DECEMBER 17, 1998 - WINSTAR COMMUNICAnONS (NASDAQ: WCII)
today announced its plan to extend its industry leadership by making its broadband network
widely available to business customers in 110 markets worldwide.

In a day-long meeting with financial analysts and investors, WinStar reported substantial
progress across all aspects of its business, demonstrating why it is uniquely positioned to
achieve broadband ubiquity and popularize a full suite ofbroadband applicatio~ including
high-speed Internet access, tu11 motion video conferencing and bandwidth on demand.

Significant WinStar announcements included:

. WinStar plans to double the U.S. reach of its broadband network to 60 major markets over the
next two years and to serve an additional SO major international markets within five years.
During 1999, WinStar will expand to 4S U.S. and six international markets. In pursuing this
accelerated build-out, WinStar will take advantage ofthe resources and expertise of
Lucent Technologies under their S2 billion strategic alliance announced in October.

. WinStar demonstrated the value of-itS network expansion by selling two percent of its
long-tenn broadband capacity for S400 million to Williams Communications, Inc. It also
purchased from Williams national fiber capacity, previously obtained by WinStar at a higher
cost. for $640 million.

WtMW COInInunIcatIon IK
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WinStar Communications, Inc. is a national local communications company, serving business
customers, long distance carriers, fiber-based competitive access providers, mobile
communications companies, local telephone companies, and other customers with broadband
local communications needs. The company provides its Wireless Fibei'),1 services using its
licenses in the 28 and 38 GHz spectrum. The company also provides long distance, Internet, data
and information services.

WinStar is a registered trademark, and Wireless Fiber is a service mark of WinStar Communications. Inc.



WinStar Communications, Inc. is a pioneer in providing business customers with broadband
communications services, including local and long distance phone service, as well as high-speed
data, Internet access and information services. WinStar provides these Wireless FiberSM
services over its own end-to-end broadband network in 30 U.S. markets, using its licenses in the

28 and 38 GHz spectrum.

Except for any historical infonnation contained herein, the matters discussed in this press release contain
forward-looking statements that involve risks and uncertainties. which are described in the company's SEC
reports, including the 10-K for the period ended December J I, 1997 and the 10-Q for the period ended September

30, 1998.

\VinStar is a registered trademark, and Wireless Fiber is a service mark otwinStar Communications, Inc.
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. WinStar commercially deployed its state-of-the-art multipoint technology in Washington, D.C.
and will expand its multipoint capability nationwide in 1999. This will significantly lower the
cost of its network build-out and enable WinStar to serve far more customers in each of its
markets.

. The company is off to a quick start in its international expansion and will commercially launch
its Wireless FiberSM service in Amsterdam beginning in February 1999. It also revealed a plan
to add the following additional cities to its network in 1999: Paris, London, Tokyo, Sydney and
Buenos Aires.

· The company's Project Millenniwn marketing campaign accelerated "on-net" line orders in
targeted markets. In New York City, WinStar's largest market, more than 93% of new line
orders in November were in newly connected "on-net" WinStar buildings.

· In the fourth quarter of 1998, WinStar obtained access rights to an additional 700 buildings, for
a total of more than 4,200 to date, exceeding its target of 4,000.

William J. Rouhana, Jr., Chainnan and Chief Executive Officer, said, "Through our stepped-up
network build-out, WinStar is extending its leadership in broadband services, while accelerating
the delivery of low-eost, next generation communications and information applications to
business customers around the world. Together with our partners, we've achieved the necessary
critical mass in terms ofspectrum, infrastructure, financing, technology and management to
advance our timetable in response to the fast-growing global demand for increased bandwidth.
Over the next few years, millions ofbusiness users will benefit from services such·as
high-speed Internet access, full motion video conferencing and bandwidth on demand.

"The global market opportunity for broadband services is enormous. By being first to market,
WinStar will dramatically increase the value of our network at limited real cost," Rouhana
added. "We expect this competitive advantage to enable us to build substantial additional
shareholder value."

The company also summarized the financial impacts of its market expansion and other
initiatives. The company expects the following impacts:

· The expansion to 70 additional markets worldwide will create a value of53-$4 billion, based
upon a ten~year projection ofdiscounted cash flows.

·The expansion will require an estimated EBITDA investment ofS3SO-S400 million over a
three-year period. The fourth quarter of 1998 will include $25-535 million ofthis investment.

· Williams Communications' purchaseof two percent ofWinStar's wireless capacity along with
additional WinStar services will generate an expected $400-$450 million in additional revenue
for WinStar over the life ofthe agreemenL It will generate an expected 535O-S400 million in
additional EBIIDA to WinStar over the life of the agreement. The expected incremental
cash flow to WinStar will be approximately $400 million over the next five years.
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WINSTAR AND WILLIAMS COMMUNICATIONS ANNOUNCE MAJOR
AGREEMENTS

Williams Communications Signs $400 Million Deal to Obtain Wireless FiberSM Capacity
Representing Two Percent of WinStar's Broadband Network

WinStar Signs $640 Million Deal to Obtain National Network Capacity From Williams

NEW YORK - DECEMBER 17, 1998, WINSTAR COMMUNICATIONS, INC. (NASDAQ:
WCn) and WILLIAMS COMMUNICATIONS, INC., a subsidiary of WILLIAMS (NYSE:
WMB) announced two major agreements today to optimize the value of their respective
telecommunications networks. Williams Communications President and Chief Executive Officer,
Howard E. Janzen, and WinStar Chairman and Chief Executive Officer, William J. Rouhana, Jr.,
announced the agreements at a WinStar meeting for analysts and investors in New York City.

Under the agreements, Williams Communications will obtain two percent of the long-term
capacity of WinStar's expanding fixed wireless broadband network for $400 million. WinStar
will obtain nationwide dark fiber backbone assets from Williams Communications for $640
million. Williams will make pro rata payments to WinStar over four years as WinStar completes
its hub construction obligations under the agreement, which are based on WinStar's already

planned network expansion. WinStar will make payments to Williams over seven years.

These agreements call for WinStar to eonstruct a total of270 hubs by the end of2ool.
Approximately 60 of these hubs, which are already constructed, will be made available to

Wln.tar Communication.. Inc.

1146 19th Street, N.W.· Suite 200. Washington. D.C. 20036· TEL 202 833 5678· FAX 202 6591931
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Except for any historical information contained herein. the matters discussed in this press release contain
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Williams immediately. Williams, which will complete a 32,000 route mile network in 2000, will
provide approximately 60,000 fiber miles, consisting of four strands of fiber over approximately
15,000 route miles, to WinStar, together with other network-related items, which WinStar had
previously obtained at a higher cost. Prior to the lighting of the fiber, Williams will also provide
all of WinStar's long-haul transport requirements. Williams will remain WinStar's preferred
network provider on an ongoing basis.

The agreements will enable the companies, which have complementary strategies, to operate
optimal end-to-end broadband networks combining the inherent cost advantages of broadband
fixed wireless to provide local services, with Williams Communications' award winning
multiservice network being used for long haul transport. WinStar, which has pioneered the use
of Wireless FiberSM technology to provide broadband communications services, currently
operates in 30 major markets across the U.S., and plans to expand to 60 by 2000, focusing on
selling to business customers. Williams Communications has deployed market leading
broadband products and services targeted exclusively to wholesale customers. This unique
specialization is a critical component in the evolution of the domestic carrier marketplace.

The agreements give each company the opportunity to serve a radically larger addressable market
with a full suite ofbroadband telecommunications, information and Internet services and
applications.

Howard E. Janzen, President and CEO of Williams, said, "We believe the agreement allows
Willams Communications to expand the significant set of broadband products it offers as part of
its unique wholesale focus. WinStar's proven ability to provide wireless T-l's, together with
Williams' technologically advanced fiber-optic network, offers Williams' carrier customers an
unmatched end-to-end solution."

William J. Rouhana, Jr., Chairman and CEO of WinStar, said, "These transactions are a major
step forward for WinStar. We are unlocking the value of our network and demonstrating its
extraordinary capacity by driving increased usage of the network we are otherwise building to
serve our retail customers. We will become one of few carriers to provide end-to-end broadband
services for business customers nationally. The transactions will increase revenue, extend our
cost advantage, improve our EBIIDA and increase our cash flow."

Williams, through its subsidiaries, provides a full range of traditional and leading-edge
communications and energy services, and is the nation's largest volume transporter ofnatural
gas. Williams Communications offers wholesale fiber-optic network services, North American
single-source business communications systems integration, international video satellite and
fiber-optic transmission, multipoint video and audio conferencing and satellite business
applications. Williams information is available at "www.twc.com and www.wilcom.com.

WinStar Communications, Inc. is a pioneer in providing business customers with broadband
communications services, including local and long distance phone service, as well as high-speed
data, Internet access and information services. WinStar provides these Wireless FiberW services
over its own end-to-end broadband network in 30 U.S. markets, using its licenses in the
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WINSTAR REPORTS FIRST QUARTER REVENUES
MORE THAN TRIPLED OVER 1997

CLEC Revenues Reached 589 Million Run Rate

EBITDA Losses Declined From 1997 Fourth Quarter

NEW YORK - MAY 12, 1998, WINSTAR COMMUNICATIONS, INC. (NASDAQ
WCII) reported today revenues for the first quarter ended March 31, 1998 rose to more
than 547 million, 58% above the preceding quarter's 530 million and more than triple the
year earlier amount of 513.1 million. The reveriue gains continued to be driven by
increased demand for the company's competitive local exchange carrier (CLEC) services,
as well as by contributions from recently acquired businesses.

"The company continued to deliver significant growth while simultaneously integrating the
GoodNet, PacNet and MIDCOM businesses into the WinStar organization dUring the first
quarter," said Nathan Kantor, President and Chief Operating Officer. ''That integration has
gone well, and the positive trend in revenues should continue throughout the year as we
realize the benefits of WinStar's expanding sales channels and entry into additional
markets around the country," added Kantor.

Revenues from CLEC operations increased to 518.6 million, a jump of 83% over fourth
quarter revenues of 510.2 million. CLEC revenues at the end of March reached an annual
run rate ofS89 million versus $46.2 million at the end of December and just 510.4 million
a year ago. This progress wu aided by significant growth in the company's new
broadb~d databusin~ u well as substantial increases in the number of lines in service.

Revenues from other telecommunications services, including wholesale operations,
residential long distance and MIDCOM long distance voice services, amounted to $16.9
million compared to $4.2 million in the preceding quarter and SS.1 million in the year ago
first quarter. The increase for the most recent period resulted primarily from revenues
attributable to MIDCOM's long distance operations, which were acquired in January,
1998, and are not included in the company's CLEC operating results.

WlnSt8t Communication•• Inc.
230 Part Avenue. Suite 2700 N8W YC)ri(. NY 10169 • rei 212 584 4000 Fax 212 8671565
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Otber Major DevelopmeDts

The ongoing deployment of WinStar's network gave rise to these additional developments
since the beginning of the year:

• WinStar added substantially to its spectrum assets during the first quarter. The
company was the high bidder for 15 LMDS licenses in the recent auction conducted by
the FCC. These licenses included 1, I50 MHz channels in 8 of the top 50 markets,
bringing the company's average bandwidth in the 50 largest markets to approximately
740 MHz. Combined with additional purchases of 38 GHz licenses during the quarter,
WinStar's total license coverage now extends to more than 200 million people and
represents more than one billion channel pops (covered population times the number of
100 MHz equivalent channels).

• During the first quarter, WinStar activated a full-duplex, ATM-bas~ point-to
multipoint (PMP) broadband, fixed wireless trial network carrying voice, data, and
video services in Washington, D.C. This network incorporates three hub locations
networked to nine different buildings located in five sectors. The PMP network has
been connected to the national telecommunications system, and is functioning at a high
level of efficiency while demonstrating the company's ability to operate a fully
featured system.

• WinStar's New Media subsidiary progressed with the development of an independent
base of capital to fund the expansion of its business. In addition to obtaining a $15
million line of credit during the quarter, WinStar New Media raised $10 million in
April 1998 through the sale ofa 10% equity stake to a group ofprivate investors.

• In March, the company completed a private placement of $200 million in preferred
stock, convertible into common stock at 549.61 per share, and 5450 million in notes.
WinStar currently has cash resources of approximately $800 million.

• Earlier this month, WinStar provisioned its first customers in Chicago with local
number portability, enabling the company to begin signing on customers while
retaining their origiDal phone numbers.

--
• The company obtained CLEC authority in Alabama. MontaDa, Nevada, and South

Carolina, bringing the total number of such authorizations to 33, representing 48 of the
largest U.S. markets.

• In April, WinStar was awarded a $40 million broadband backbone service contract
from AboveNet, a San Jose, CAt based Internet service provider.

•
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Consolidated tel~c~~unicationsrevenues reached $35.5 million in the most recent period
versus $14.4 mllhon In the 1997 fourth quarter and $7.1 million in the year ago first
quarter.

Information services revenues increased more than 95% from the 1997 first quarter in
response to higher demand for WinStar's specialized information content. As expected,
revenues were lower than in the 1997 fourth quarter due to normal seasonal demand factors
impacting other parts of the infonnation services business.

The company's EBITDA loss was reduced as planned from the $49.5 million peak
experienced in the 1997 fourth quarter to $48.9 million. WinStar expects subsequent
quarters to continue a trend of modest improvement in EBITDA performance. WinStar
recorded a net loss applicable to common stockholders of $93.2 million or $2.60 per share
for the 1998 first quarter.

"WinStar has begun to move toward a posItIve EBITDA level just 17 months after
initiating switched services in its first city," said William 1. Rouhana, Jr., Chairman and
Chief Executive Officer. "This accomplishment is but one example of the benefits
provided by the company's wireless approach to broadband connectivity. We believe we
have a superior financial model which will enable the company to grow rapidly while also
improving its bottom line performance."

M.!ior Gains in Line Orden aDd InstallatioDs

WinStar's CLEC operations continued to acquire new customers and line orders at a very
rapid rate during the first three months of 1998. Line orders for the period exceeded
55,000, an increase of 42% from the fourth quarter of 1997. Installations of CLEC lines
rose to more than 41,000 during the first quarter, representing greater than 40% sequential
growth from the final quarter of 1997.

In additiol1y WinStar added approximately 24,500 lines through the acquisitions of the
GoodNet and PacNet data businesses in January 1998. Including these lines with the 1998
first· quarter results, cumulative line orders approximated 200,000 at March 31, while
cumulative installations increased to more than 145,000.

WinStar also expanded its CLEC services and network infrastructure during the first
quarter:- -Services were being provided in 21 markets at the end of the period versus 17 at
December 31. On May 7, 1998,WinStar announced that the number of markets being
served had risen to 24. Additionally, the nwnber of CLEC customers with installed lines
moved above 7,000 compared to slightly less than 5,000 three months earlier. Building
access rights which enable WinStar to install its transceivers on customer buildings
reached about 2,440, an increase of approximately 330 from December 31.
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WinStar Communications, Inc. and Subsidiaries
Condensed ConsoUdated Statements of Operations

(in thousands, except per share data)
(unaudited)

For the Three Months Ended
March 31,

1997 1998

Operating revenues
Telecommunications services

CLEC
Other

Total telecommunications services
Information services

Total operating revenues

Operating expenses
Cost of services and products
Selling, general and administrative expenses
Depreciation and amortization

Total operating expenses

Operating loss

Other (expense) income
Interest expense
Interest income

Loss from continuing operations
before income tax benefit

Income tax benefit

Loss from continuing operations

Loss from discontinued operations

Net loss

Preferred stock divideada

Net loss applicable to COIIIIDOJl stoekbolden
.

Basic and dilu1eclloa per sbme:
From contimliDa operations

From discontinuecl operationI

Net loss per sbare

Weighted aVer&le shares outstaDdiq

$ 1,979
5,084
7,063
6,014

13,077

12,959
29,553

3,501
46,013

(32,936)

(10,798)
2,235

(41,499)

(41,499)

(477)

(41,976)

$ (41,976)

S (1.27)

(0.02)

S (1.29)

32,610

$ 18,635
16,852
35,487
11,949
47,436

42,775
53,611
11,399

107,785

(60,349)

(28,656)
4,928

(84,077)'

1,100

(82,977)

0,982)

(84,959)

(8,198)

S (93,157)

S (2.54)

(0.06)

S (2.60)

35,899

4
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• The company signed interconnect agreements with Arneritech for the states of Ohio
and Wisconsin, and with U.S. West for the state of New Mexico. WinStar now has

c interconnect agreements applicable to 44 of the top 50 markets.

• The total number of employees increased to almost 2,100 from 1,479 at December 31.
This increase included the impact of recent acquisitions.

• WinStar's direct sales and field support organization grew to in excess of 800 during
the quarter as the company" positioned itself to sell an enhanced portfolio of voice and
data services to small, medium, and large businesses. Over half of this organization is
commissioned sales people.

• In April, WinStar executed a $42 million leasing facility with BNY Capital Resources
Corporation for seven switches acquired in a transaction with U.S. One
Communications Corp. The company elected to exercise its option to make a final $20
million payment in cash as opposed to stock in light of the stock's price of $42 per
share.

• WinStar signed an agreement to purchase from certain stockholders 14.9% of the
outstanding common stock of Advanced Radio Telecom (ART), a company holding
spectrum licenses in the 38 GHz band.

Rouhana concluded his comments by saying, "We are very pleased by our
accomplishments during the first quarter, and are especially gratified by the fact that
WinStar was able to achieve this outstanding growth while also dealing successfully with
the complex task of integrating GoodNet, PacNet and MIDCOM into our operations.
Based on its flI'St quarter performance, WinStar is positioned to attain its major objectives
for the year. These include expansion of our network to 30 cities, the establishment of a
broadband data communications business and further reductions in quarterly EBITDA
losses.'!

WinStar Communications, Inc. is a national local communications company, serving
business customers, long distance carriers, fiber-based competitive access providers,
mobile communications companies, local telephone companies, and other customers with
broadband local communications needs. The company provides its Wireless Fib~
servic~·usinI its licenses in the 28 and 38 GHz spectrum. The company also provides
long distaDce, Internet, data and information services.

Except for allJl historical in!omultiort cOlltat1led her. the matten dlscu.u. in this preu release contain
forward-loolcillB statemenU that involve risb and uncertaintta which are described in tit. company's SEC
reports. including the / D-Kfor the period ended December J J. /997.

WinStar is a registered trademark, and Wireless Fiber is • service mark ofWinStar ColDDlUDicatioDS, Inc.
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WINSTAR LAUNCHES BREAKTHROUGH MARKETING PROGRAM
Free Local Phone Service Until the Year 2000

Company Unveils Extensive Built-Out Network in Over 1,000 Newly Connected Buildings
in Key Markets

NEW YORK - OCTOBER 27,1998, WINSTAR COMMUNICATIONS, INC. (NASDAQ:
WCII) today launched an unprecedented breakthrough marketing campaign - "Project
Millennium" - that will include free local phone service to business customers until the year
2000. This exciting offer will be made tocustomers in more than 1,000 newly connected
commercial buildings in 13 ofthe 27 markets in which WinStar currently provides fixed wireless
broadband telecommunications and information services, allowing WinStar to share the
overwhelming cost advantages of its network with its customers.

Even beyond the year 2000, participating customers will continue to enjoy double-digit savings
every day over the local exchange carriers' base rates. Project Millenium WinStar customers will
also receive a flat long distance rate of9 cents per minute, 24-hours a day, with no conditions.

As part of its ambitious national network rollout, WinStar is extending this offer to more than
1,000 specially targeted buildings that are newly connected to its network. WinStar will pick up
the tab on local phone service - up to $1,000 per month - until the year 2000 for first-time
customers in designated "WinStar buildings" who sign a three year contract between October 31,
1998 and January 31, 1999.

-
"Project Millennium is a leapfrog strategy that will make WmStar the undeniable marketing
leader in the local phone business," said Nathan Kantor, WinStar's President and ChiefOperating
Officer. "Project Millennium will be as powerful to the local business customer as 'Friends
and Family' was to the long distance customer and it will forever change the way that
telecommunications services are sold in the local market. People already know us for our
innovative building-centric marketing strategies, such as our lobby events and our very targeted
attention-grabbing direct mail, and Project Millennium will take us to a whole new level.

Wlnst.,. Communication.. Inc.

114619th Street, N.W.· Suite 200' Washington, D.C. 20036' TEL 202 833 5678' FAX 202 6591931
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WinStar Communications, Inc. and Subsidiaries
Condensed Consolidated Balance Sheets

(in thousands)

December 31.
1997

ASSETS

\1arch 31,
1998

(unaudited)

Current assets
Cash and cash equivalents
Short-term investments

Cash. cash equivalents and
short-term investments

Accounts receivable, net
Inventories
Prepaid expenses and other current assets
Net assets of discontinued operations

Total current assets

Property and equipment, net
Licenses, net
Intangible assets. net
Deferred fmancing costs, net
Other assets

Total assets

LlABaITIES AND STOCKHOLDERS' DEFICIT
Current liabilities

Current portion of long-term debt
Accounts payable and accrued expenses
Current portion of capitalized lease obligations

Total current liabilities

Capitalized lease obligations, less current portion
Long-term debt, less current portion
Deferred income taxes

Total liabilities

Series C exchangeable redeemable preferred stock
Series 0 senior cumulative convertible redeemable

preferred stock
Commitments and contingencies
Stockholders'o°equity (deficit)

Series A preferred stock
Common stock, par value S.OI; authorized

200,000 shares, issued and outstaDdiq
34,610 and 37,111, respectively

Additional paid-in-capital
Accumulated deficit

Total stockholders' deficit

Total liabilities, redeemable
preferred stock, and stockholders' deficit

$ 402,359
16,903

419,262
30,328
10,296
8,985
2,105

470,976

284.835
174,763

14,293
27,463

4,071
S 976,401

S 386
97,714

6,848
104,948

21,823
768,469

24,000
919,240

175,553

39

346
255,141

(374,518)
(118,392)

S 976,401

$ 825,466
27,899

853,365
62,509
10,506
32,476

2,105
960,961

304,074
218,101
123,558
39,442

2,277
51.648,413

S 1,733
94,238
12,554

108,525

47,089
1,236,972

22,900
1,415,486

181,779

200,000

40

371
310,214

(459,477)
(148,852)

51,648,413



"Because these specially targeted buildings are now on the WinStar network, we will be able to
add new customers quickly and efficiently," Mr. Kantor continued. "Consequently, Project
Millennium will allow us to share the overwhelming cost advantages of our network with our
customers and give them a true alternative to the local exchange companies."

WinStar currently has over 3,500 building access rights in its 27 markets. Over 1,000 of these
buildings were chosen to be part of the campaign in 13 of those cities. As a result of this
program, WinStar expects to significantly increase its penetration in these buildings and
dramatically raise the overall percentage ofcustomer lines on its network.

"Until today, no one outside WinStar knew how extensively we had built out our network or that
we had set aside these buildings for this special promotion," said William J. Rouhana, Jr.,
WinStar's Chairman and Chief Executive Officer. "By increasing the number of on-net customer
lines through this promotion, we will dramatically increase gross margins, which
will contribute immediately to WinStar's bottom line. Project Millennium, combined with our
new $2 billion partnership with Lucent, gives us a powerful one-two punch. By providing us the
financial muscle to expand our network buildout to even more buildings in even more cities, the
Lucent partnership makes every year a new Millennium for us."

WinStar recently entered into a $2 billion strategic relationship with Lucent Technologies to
expand the buildout of its broadband network to 100 cities worldwide. The Lucent relationship
propels WinStar to the leadership position among independent telecommunications companies
that are challenging the local exchange carriers at the local level because it gives WinStar the
flexibility and resources to build the world's first end-to-end broadband network.

Cities involved in the promotion include:

Atlanta, GA
Baltimore, MD
Boston, MA
Washington, DC

Chicago,IL
Dallas, TX
Denver, CO

Houston, TX
Los Angeles, CA
New York, NY

Philadelphia, PA
San Diego, CA
San Francisco, CA

WinStar Communications, Inc. is a facilities-based national local communications company,
serving business customers in major markets throughout the U.S. The company provides local
and long distance phone service and high speed data, Internet access and information services.
WinStar provides these Wireless FiberSM services over its own network, using its licenses in the
28 and 38 GHz spectrum.

Except for any historical information contained here~ the matters discussed in this press release
contain forward-looking statements that involve risks and uncertainties, which are described in
WinStar's SEC reports, including the 10-K for the period ended December 31, 1997 and the
10-Q for the period ended June 30, 1998.

WinStar is a registered trademark, and Wireless Fiber is a service marlt of WinStar Communications, Inc.
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$2 BILLION WINSTARI LUCENT STRATEGIC AGREEMENT
TO EXPAND WINSTAR'S BROADBAND NETWORK

NEW YORK - OCTOBER 22,1998, WINSTAR COMMUNICATIONS, INC. (NASDAQ:
WCII) and LUCENT TECHNOLOGIES (NYSE: LV) today announced that they have
entered into a long tenn strategic relationship to build out WinStar's fixed wireless broadband
telecommunications network in major domestic and international markets. Lucent will provide
world class technology, network design, integration and buildout services and the vast majority
of the communications hardware and software for WinStar's global network.

Over the life of the five-year agreement, Lucent will also provide up to $2 billion in equipment
financing to fund the buildout of the world's first global end-to-end broadband network. WinStar
may draw this financing in tranches not to exceed $500 million at anyone time in accordance
with mutually agreed upon terms.

Through its Wireless FiberSM services, WinStar's network provides customers with a single,
reliable source of local and long distance phone service, as well as a full array of high speed data,
Internet and- infonnation services. The agreement gives WinStar, which was already fully funded
to complete its 40 market buildout by the end of 1999, additional resources which will allow it to

complete the national deployment of its wireless broadband network ahead of schedule. These
resources will also enable WinStar to increase the number of U.S. cities to which it will bring its
network, and to build networks internationally.

1146 19th Street, N.W.· Suite 200· Washington, D.C. 20036· TEL 202 833 5678· FAX 202 6591931





William 1. Rouhana. Jr., Chairman and Chief Executive Officer of WinStar, said, "This is a
defining moment for WinStar. Lucent's major commitment of expertise and fmancing, combined
with the overwhelming speed-to-market and cost advantages of WinStar's business model,
clearly propels us to the top of the competitive local exchange carrier industry. With Lucent's
network knowledge behind us, we are positioned to be the first competitive carrier to create a
nearly ubiquitous end-to-end broadband network in the top 100 world markets.

"WinStar was already fully financed to build out its 40 city plan and achieve positive EBITDA
by the year 2000," Rouhana continued. "We are now at a new level, with enough capital to
achieve positive net income and control over when we build out our network in up to 100 cities
around the world. We now have the opportunity to aggressively plan for our expansion into the
top 50 domestic markets and into the international marketplace as wel1."

Carly Fiorina. group president of Lucent's Global Service Provider business, said, "We are proud
and excited that WinStar selected Lucent to design and build the kind of feature-rich network
that will enable it to serve its customers better. WinStar is revolutionizing the way that
businesses receive and use broadband telecommunications services and we are excited about
furthering that revolution through this strategic relationship. This complete network solution will
showcase the breadth of Lucent's product lines, the value of Bell Labs innovations and our
unmatched expertise in helping customers design, build·and tum up their networks quickly and
profitably."

Nathan Kantor, President and ChiefOperating Officer of WinStar, said, "With its world class
technology, scale, and state-of-the-art expertise, Lucent is the most prestigious and desirable
company with which to have this kind of strategic relationship. WinStar and Lucent will work
hand in hand in every aspect ofour network buildout. Lucent has the broad resources necessary
to ensure that we maintain the highest standards ofquality and reliability throughout our
expansion, which will enable us to increase our focus on building the customer base and to
achieve national ubiquity faster than anyone thought possible."

Under the agreement:

-Lucent will provide network design, integration and buildout services for WinStar's end-to-end
global network, encompassing a flexible, scalable architecture to accommodate WinStar's
present and future voice and data service offerings. WinStar will continue to operate and
maintain final design authority for its network.

•Lucent will provide its superior technology and equipment for this state-of-the-art network.
Lucent will also access, test and integrate all elements in WinStar's network, including
equipment from other manufacturers.





WinStar plans to implement a nationwide fixed wireless broadband local network that will be
integrated with an optical network that will use Lucent's 80-channel dense wave division
multiplexing (DWDM) optical networking equipment. Lucent's WaveStar™ OLS 4000
dramatically boosts the capacity of fiber optic networks by transporting up to 80 wavelengths, or
channels, of voice, data and video traffic simultaneously on a single fiber.

The network solution also includes Lucent's flagship product, the 5ESS® AnyMedia™ switch
and the AnyMedia™ Access FAST digital loop carrier. Lucent will also supply PortMaster™
Internet protocol remote access technology, remote access concentrators, its network
management software and professional services as well as power equipment.

Lucent Technologies, headquartered in Murray Hill, N.J., designs, builds and delivers a wide
range of public and private networks, communications systems and software, data networking
systems, business telephone systems and microelectronic components. Bell Labs is the research
and development arm for the company. For more information on Lucent Technologies, visit our
web site at http://www.lucent.com.

WinStar Communications, Inc. is a facilities-based national local communications company,
serving business customers in major markets throughout the U.S. The company provides local
and long distance phone service and high speed data, Internet access and information services.
WinStar provides these Wireless FiberSM services over its own network, using its licenses in the
28 and 380Hz spectrum.

Except for any historical information contained herein, the matters discussed in this press release
contain forward-looking statements that involve risks and uncertainties, which are described in
WinStar' s SEC reports, including the lO-K for the period ended December 31, 1997 and the
10-Q for the period ended June 30, 1998.

WinStar is a registered trademark, and Wireless Fiber is a service mark of WinStar
Communications, Inc.






