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Washington, DC  20554

Re: Applications of AT&T Inc. and Deutsche Telekom AG for Consent to Assign or 
Transfer Control of Licenses and Authorizations – WT Docket No. 11-65

Dear Ms. Dortch:  

On July 26, 2011, Lawrence R. Krevor, Vice President, Government Affairs, Spectrum; 
Charles W. McKee, Vice President, Government Affairs, Federal & State Regulatory; Richard 
Engelman, Director, Government Affairs; Trey Hanbury, Director, Government Affairs; and 
Shuaib Porjosh, of Sprint Nextel Corporation (“Sprint”); along with Sprint’s outside counsel 
Antoinette Cook Bush and Matthew Hendrickson of Skadden, Arps, Slate, Meagher & Flom, and 
A. Richard Metzger, Jr., Charles W. Logan and the undersigned of Lawler, Metzger, Keeney & 
Logan; as well as Sprint’s outside consultants Shailabh Atal, Principal, and Daniel Hays, 
Director, of PRTM Management Consultants; and Steven Stravitz, CEO and Managing Director, 
and Hemant Mehta, Director of Engineering, of Spectrum Managing Consulting, Inc. (“SMC”), 
met with the following of the Federal Communications Commission (“Commission”):  Renata 
Hesse, Senior Counsel to Chairman Genachowski for Transactions; Rick Kaplan, Chief; James 
Schlichting, Senior Deputy Chief; and Paul D’Ari, Patrick DeGraba, Kathy Harris, Chris Helzer, 
Pramesh Jobanputra, Charles Mathias, Paul Murray, Susan Singer, Thuy Tran, Melissa Tye, and 
Weiren Wang of the Wireless Telecommunications Bureau; Paul de Sa, Chief, Office of 
Strategic Planning and Policy Analysis; and Austin Schlick, General Counsel, and Jim Bird, Neil 
Dellar, Virginia Metallo, Joel Rabinovitz, and Michael Steffen of the Office of General Counsel.  
Also joining the meeting by telephone were Nese Guendelsberger and Tom Peters of the 
Wireless Telecommunications Bureau.  

During the meeting, Sprint’s representatives discussed the failure of AT&T, Deutsche 
Telekom and T-Mobile (the “Applicants”) to demonstrate any cognizable public interest benefits 
that would outweigh the competitive harms that would result from AT&T’s proposed acquisition 
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of T-Mobile.  Sprint’s representatives distributed the attached slide deck.  Sprint noted that
AT&T is far from unique in facing rising consumer demand for data services or the need to 
support multiple generations of technology; explained why AT&T’s capacity increase claims 
offer minimal merger-specific efficiencies and how can AT&T can increase network capacity to 
meet consumer demand without its proposed takeover of T-Mobile; and pointed out that AT&T’s 
LTE deployment claims are vague and wholly unrelated to the proposed transaction.  The points 
made by Sprint representatives during the meeting are set forth in detail on pages 81-130 of 
Sprint’s Petition to Deny filed in the above-referenced proceeding on May 31, 2011; the 
Declaration of Steven Stravitz submitted with Sprint’s Petition to Deny as Attachment G; pages 
48-71 of Sprint’s Reply Comments filed on June 20, 2011; and the Reply Declaration of Steven 
Stravitz submitted with Sprint’s Reply Comments as Attachment B.

Sprint representatives explained during the meeting that, contrary to one of the 
Applicants’ claims in this proceeding, AT&T can implement cell splitting to increase network 
capacity without the proposed transaction.  A recent Wall Street Journal article reported that 
“AT&T and other wireless operators could double the amount of capacity they supply with 
current spectrum by investing more in new wireless equipment on existing cell towers,” and 
quoted the CEO of American Tower, one of the nation’s leading tower companies, as saying that 
“[o]ur tower sites are about 50% loaded on average.”1  During the meeting (see page 11 of the 
attached slide deck), Sprint representatives described a J.P. Morgan research report that indicates 
that tower companies have both the incentive and capacity to accommodate additional sites for 
wireless carriers; a copy of the relevant excerpts from this report is attached.  Also attached are 
excerpts from SEC filings by American Tower and Crown Castle further indicating that tower 
companies are seeking to expand site leasing opportunities, including upgrading their existing 
sites to accommodate additional tenants.

Sprint representatives also called into question AT&T’s assertion that it would 
incorporate into its network about 35% of T-Mobile’s radio access network infrastructure.2  
Using AT&T’s own data and a commercial tower inventory database, SMC conducted an 
analysis that demonstrates that: (1) AT&T has greatly overstated the percentage of T-Mobile’s 
infrastructure that it would be able to retain and incorporate into productive use in an integrated, 
post-takeover AT&T network; and (2) many alternative structures and sites exist today that 

                                                
1 Spencer E. Ante and Amy Schatz, Skepticism Greets AT&T Theory – Telecom Giant Says T-Mobile 
Deal Will Improve Network Quality, but Experts See Other Options, THE WALL STREET JOURNAL, 
April 4, 2011, at B1.  
2  AT&T Investor Presentation at 20 (March 21, 2011) (claiming that proposed transaction would increase 
number of AT&T cell sites in “typical” major markets from 25-35% or 35-45% by integrating T-Mobile 
cell sites into AT&T network), available at:  < http://mobilizeeverything.com/uploaded-files/ATT_T-
Mobile_A_World_Class_Platform_for_the_Future_of_Mobile_Broadband.pdf>; Declaration of William 
Hogg, ¶ 47 (April 20, 2011), attached to AT&T’s Description of Transaction, Public Interest Showing and 
Related Demonstrations, WT Docket No. 11-65 (April 21, 2011).
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would enable AT&T to “cell split” to increase its capacity without the proposed T-Mobile 
takeover.  Stated differently, more than two-thirds of T-Mobile’s existing network would not fit 
efficiently within AT&T’s existing network design.  

Sprint representatives discussed the overall conclusions and methodology of SMC’s 
analysis during the July 26 meeting with Commission staff (see pages 9-10 of the attached slide 
deck).  The underlying data and findings of SMC’s analysis are set forth in the attached Highly 
Confidential appendix.  This appendix was not distributed during the July 26 meeting with the 
Commission staff. The Highly Confidential appendix is attached only to the Highly 
Confidential, unredacted version of this ex parte submission.  One unredacted copy is being hand 
delivered under seal to the Secretary’s Office, and two copies of the unredacted version are being 
hand delivered to Kathy Harris, Mobility Division, Wireless Telecommunications Bureau, 
Federal Communications Commission, 445 12th Street SW, Room 6329, Washington, D.C. 
20554, pursuant to the Commission’s Second Protective Order in this proceeding.3  The redacted 
version of this ex parte is being electronically filed via ECFS.  

Pursuant to section 1.206(b)(2) of the Commission’s rules, 47 C.F.R. § 1.1206(b)(2), this 
ex parte notification is being filed for inclusion in the public record of the above referenced 
proceeding.  

Respectfully submitted,

/s/ Regina M. Keeney
Regina M. Keeney

Attachments

cc:
Renata Hesse Rick Kaplan Paul de Sa
Austin Schlick James Schlichting Joel Rabinovitz
Jim Bird Pramesh Jobanputra Susan Singer
Patrick DeGraba David Krech Michael Steffen
Neil Dellar Kate Matraves Thuy Tran
Stacy Ferraro Charles Mathias Melissa Tye
Nese Guendelsberger Virginia Metallo Weiren Wang
Kathy Harris Paul Murray Best Copy & Printing, Inc.
Chris Helzer Tom Peters

                                                
3 Applications of AT&T Inc. and Deutsche Telekom AG for Consent to Assign or Transfer Control of 
Licenses and Authorizations, WT Docket No. 11-65, Second Protective Order, DA 11-753, 26 FCC Rcd 
6243, ¶ 4 (2011). 
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Overview

• Applicants have not demonstrated any cognizable public interest benefits 
that would outweigh the competitive harms of their proposed transaction

• AT&T is far from unique in facing rising consumer demand for data 
services 

• AT&T’s network efficiency claims are exaggerated and unverifiable

• AT&T can increase network capacity to meet consumer demand without 
the T‐Mobile takeover

• AT&T’s LTE deployment claims are vague and wholly unrelated to the 
proposed transaction 
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Compared to AT&T, VZW has
• More customers 
• Less spectrum
• Better service quality
• Higher data demand 

VZW has stated that it has a 
“very, very good” spectrum 
position and needs no 
additional spectrum through 
2015

1Q11 2Q11 3Q11 4Q11
Number of 3G and 4G Users
AT&T 44,927  46,764  49,612  51,188 
Verizon Wireless 43,655  48,463  52,679  56,897 

Average Weighted MB Usage/User/Month 
AT&T 265        296        341        378       
Verizon Wireless 248        304        364        427       

Total Subscriber Data Demand  (TB/month) 1Q11 2Q11 3Q11 4Q11
AT&T 19,479  21,792  25,233  28,463 
Verizon Wireless 20,801  25,930  31,302  37,152 
Difference in Data demand,  VZW‐AT&T 7% 19% 24% 31%

Y/Y Change 1Q11 2Q11 3Q11 4Q11
AT&T 86% 79% 69% 66%
Verizon Wireless 68% 79% 94% 106%

Comparison of Projected Data Demand on 
AT&T and VZW Networks

Source:  JP Morgan, North American Equity Research, Telecom Services & Towers Report, 
Breaking Down Data – Part Deux:: T and VZ Network Demand Similar, but Growing Faster 
(Feb. 4, 2011)

AT&T Is Not Facing 
Unique Spectrum or Data Demands 
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All Carriers Face Increasing Consumer Demand

• 3rd party drive tests: minimal 
performance differences (e.g., 
dropped calls) among studied 
carriers

• According to Nielsen, iPhone 
users (most of AT&T 
smartphone users) consume 
492 MB of data per month vs. 
Android users, who consume 
582 MB of data per month  

4

Annual Capital Expenditure Per Subscriber, 2006‐2010 
(sources cited in Sprint Petition to Deny, at 86 (May 31, 
2011))

AT&T Has Underinvested In Its 
Network Compared to Other Carriers



AT&T Is Better Positioned Than Other Carriers 
Given Its Large Spectrum Holdings

Total spectrum holdings for various wireless operators 
(Only including spectrum counted under FCC spectrum screen) 
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• Carriers are transitioning to 4G technologies while supporting 
an embedded base of subscribers 

• AT&T’s migration to more efficient technologies can be 
accelerated
– Expedite deployment of faster, more efficient technologies
– Offer incentives: handset and service subsidies on newer services, 

surcharges on older technologies
– Increase pace of migration by following proven approaches

– In the 1st quarter of 2005, AT&T migrated 9% of its TDMA customer base to 
its GSM network

AT&T Is Not Unique in Supporting Multiple 
Generations of Technology
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AT&T Still Aggressively Subsidizes, Advertises, and 
Sells GSM‐Only Connections

ENTERPRISE

AT&T is aggressively 
adding large volumes of 
inefficient, GSM‐only 
connections through 
partnerships with M2M 
vendors including:

SmartSync
Cooper Power 
Systems
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CONSUMER

Contrary to AT&T’s claims, 
it continues to heavily 
subsidize GSM‐only 
phones to both its pre‐
paid and post‐paid 
customers:

Samsung SGH‐a107
Samsung SGH‐a197
AT&T R225
 LG Prime GoPhone



AT&T’s Capacity Increase Claims 
Offer Minimal Merger‐Specific Efficiencies

• Applicants have failed to meet their burden of proving merger‐
specific public interest benefits based on verifiable data

• Many of AT&T’s alleged efficiencies apply only to AT&T’s voice 
network and would not help address increased demands on 
data network

• Efficiency claims are based on theoretical, unverifiable 
assertions that ignore real‐world factors
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T‐Mobile Sites Are Not Complementary to 
AT&T Sites and Alternative Sites are Available 

Analysis of AT&T Cell Splitting        
Using Alternative Sites 

• SMC analyzed 7 markets and found a 
very high number of alternative 
structures available to enable AT&T 
cell splits without T‐Mobile sites

– In large majority of markets, there is 
at least one non‐T‐Mobile  
alternative structure/site for 
80‐100% of T‐Mobile sites

– Even in top 10 markets, which 
require site density, significant 
numbers of alternative 
sites/structures remain

Analysis of AT&T Cell Splitting  
Using T‐Mobile Sites

• SMC analyzed 10 markets using 
AT&T’s own criteria  and found that 
a very low number of T‐Mo sites 
are complementary to AT&T sites

– Largest markets: % of T‐Mobile 
sites that are complementary 
range from low single digits to 
mid‐teens

– Mid‐size markets: % of T‐Mobile 
sites that are complementary 
range from mid‐teens to low 
twenties

9



Detailed Modeling Identifies 
Numerous Site Alternatives for AT&T

Select Spectrum 
Exhaust Markets

•Selected markets 
from AT&T Spectrum 
Exhaust List

•Analyzed seven 
markets based on 
CMA boundaries

Determine Inter‐
site distance & 
Radius (Blue)

•Calculated site 
distance of all sites in 
each market

•Created site radius 
Proxy Radius for each 
T‐Mo site based on 
half of the average 
distance of the three 
closest T‐Mo        
sites

Create Search 
Area Rings (SAR)

(Red)

•Defined Search Area 
Rings based on a 
conservative 20% of 
the site radius proxy

•Utilized SARs – inner 
circle below – are 
only 16% of the area 
of the Proxy 
Coverage of the site

Identify 
Alternative 
Candidates

•Used SMC databases 
of friendly sites and 
buildings to identify 
alternative sites

•Identified sites 
within the Search 
Area Ring for each   
T‐Mo site

10

Candidate in Building Database

Proxy Site Radius

Search Area Ring (SAR)
Candidate in Friendly Site Database

Candidate Outside SAR 
(Not Considered)



• A typical cellular tower has 
capacity available and can host 3 to 
5 tenants

• JP Morgan estimates towers 
average only 1.7 tenants, with 
capacity available for more than 3 
additional tenants

• Top 3 tower companies (ATC, CCI, 
SBA) have an average of only 2.3 to 
2.7 tenants per tower, with room 
for more

Source:  JP Morgan, North America Equity Research, U.S. 
Telecom Services & Towers (Jan. 13, 2011)
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AT&T Does Not Need to Acquire T‐Mobile 
to Gain Access to Thousands of Sites

Alternatives to T‐Mobile Sites 
for 7 Selected Markets

Number of 
Towers*

Crown Castle 1019
American Towers 580
Lamar 553
SBA 128
Global Tower Partners 67
KGI Wireless 39
Tower Resource Management (TRM) 32
Unison 22
TowerCo 20
Other 180
Total sites in SAR 2,640 

*Excludes T‐Mobile and AT&T tower sites
Source:  Towermap



Pooling Gains Are Much Lower for High Usage Areas 
and Apply Only to GSM Network 
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Number of 
TRXs per 
Operator

Capacity 
per 

Operator* 

Capacity for the 
Combined Operator 
(Without Gains)*

Achievable 
Capacity for the 

Combined 
Operator*

Capacity Gain 
for the 

Combined 
Operator*

1 7.4 14.8 18.35 24%
2 18.35 36.7 41.35 12%
3 29.15 58.3 65.8 12%
4 41.15 82.3 89.9 9%
6 64.9 129.8 138.8 7%
8 89.9 179.8 190.1 6%
10 115.2 230.4 239.8 4%

Blue Text: Capacity gains due to trunking or pooling efficiency in low‐use areas with fewer activated 
channels

Red Text: Capacity gains due to trunking or pooling efficiency in high‐use areas with more activated 
channels

*Note: all capacity in Erlangs

Channel 
pooling 
benefits will  
decrease as 
the number of 
channels in 
pre‐pooling 
networks 
increase



AT&T Exaggerates Control Channel Efficiencies 

• Consolidation of control channels would not "free up" as 
much spectrum as AT&T has argued

• T‐Mobile could "free up" as much as 5 MHz of spectrum 
without the merger with tighter frequency and reuse plans

• Consolidating control channels can require device 
replacement, fragment spectrum, and decrease network 
quality
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AT&T Can Increase Network Capacity  
Without the Proposed Transaction

14



Lever One: Use All AT&T Spectrum
AT&T not using any spectrum allocated since the 1990s

15Note: Graph reflects unused spectrum not currently deployed for any AT&T wireless service



Lever Two: Expedite Migration to HSPA and LTE 

• HSPA+ is 4x more efficient than GSM technology 

• LTE greatly increases capacity: 
– 700% more efficient than GSM
– 70% more efficient than HSPA

• Much of SMC’s estimated 600% capacity increase comes 
from following well‐established industry practice of 
migrating subscribers from older technologies (e.g., GSM) to 
newer technologies over time

16



• Invest in heterogenous networks – a mix of macrocells, 
microcells, picocells, femtocells and similar technologies that 
can increase capacity by more than 250% 

• Invest in more Wi‐Fi hotspots and in‐building systems to 
offload data traffic onto Wi‐Fi networks

• These infrastructure investments, along with tower‐ or RAN‐
sharing arrangements, would be less expensive, easier to 
implement, and less harmful to the public interest than the 
proposed transaction

Lever Three: Build Infrastructure

17* Sanford C. Bernstein & Co. Strategic Decisions Conference June 1, 2011

• Invest in site deployments to create a denser network –
AT&T plans only 2000 new sites this year,* far fewer than 
expected for a carrier its size claiming spectrum exhaust in 
many markets



Heterogeneous Networks Can 
More Than Double Network Capacity

Image Source: Qualcomm Webinar, LTE 
Advanced (June 2010)

Macrocell network

Heterogeneous Network
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Los Angeles Case Study

Unused GSM WCDMA LTE

Spectrum Allocation 60 MHz 5 MHz 60 MHz 0 MHz

Levers Enabler Unused GSM WCDMA LTE

1: Utilize 
Unused 
Spectrum

Spectrum 
Allocation 10 MHz 5 MHz 50 MHz 60 MHz*

2: Upgrade 
Networks

Spectral 
efficiency 
(bps/Hz)

0 0.25 0.75 1.8

3: Deploy
Heterogeneous 
Network

Cell distance 
and reuse
(capacity 
gain)

0 0 0 2.1x

* Includes 10 MHz from PCS band

2015

2011

Over 350%

Over 250%

Over 600%

% Capacity Gains

Model’s depiction of 125 MHz spectrum 
allocation for Los Angeles market in 2011

Model’s depiction of 125 MHz spectrum 
allocation for Los Angeles market in 2015
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Readily Available Gains
More Than Satisfy Projected Demand

20



AT&T Will Deploy LTE Nationwide, 
Even Without the Transaction

• Competition will drive AT&T to match Verizon’s plan to deploy 
LTE to virtually all U.S. population

• AT&T already plans to deploy HSPA+ to 97% of the population 
and will need to upgrade this footprint to LTE to match 
Verizon’s speeds

• AT&T’s threat not to deploy LTE to an additional 17% of the 
population is not credible

21



T‐Mobile Adds Less Than 1% to AT&T’s 
Existing Coverage of 97% of Population

22

American Roamer, LLC is the creator and copyright holder of the coverage mapping data used in this analysis



AT&T Has the Spectrum Depth to Deploy LTE 
Nationwide Without the T‐Mobile Takeover

23

American Roamer, LLC is the creator and copyright holder of the coverage mapping data used in this analysis



AT&T Is Seeking to Promote Profit Margins, 
Not the Public Interest 

• “[T]his is a transaction that creates substantial shareholder 
value. Most important, it enhances our long‐term revenue 
and margin potential. … [T]he scale and the combination of 
operational assets provide us with a path to industry‐leading 
wireless margins.”  Richard Lindner, AT&T’s CFO, March 2011 

• AT&T’s LTE deployment plans are “largely economic” and 
shaped by desire to increase shareholder return.  William 
Hogg, AT&T’s Senior VP of Network Planning and Engineering, 
Cal. PUC Hearing, July 2011

24



Analysis of Alternatives to T‐Mobile Sites to 
Support AT&T Cell Splitting

Spectrum Management Consulting
WT Docket No. 11‐65

July 26, 2011
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Remaining Pages of Attachment 
Redacted in Full

2



American Tower Corporation /MA/ (AMT)

10-K
Annual report
Filed on 2/28/2011
Filed Period 12/31/2010

[Excerpted Pages]



Table of Contents

tenants’ engineers to determine the geographic areas where new tower sites will best address the tenants’ needs and 
meet their coverage objectives. Once a new site is identified, we acquire the rights to the land or structure on which 
the site will be constructed, and we manage the permitting process to ensure all necessary approvals are obtained to 
construct and operate the communications site under applicable law. 

Structural Analysis. We offer structural analysis services to wireless carriers in connection with the 
installation of their communications equipment on our towers. Our team of engineers can evaluate whether a tower 
can support the additional burden of the new equipment or if an upgrade is needed, which enables our tenants to 
better assess potential sites before making an installation decision. Our structural analysis capabilities enable us to 
provide higher quality service to our existing tenants by, among other things, reducing cycle times, as well as 
provide opportunities to offer structural analysis services to third parties. 

Strategy 

Operational Strategy 

Our operational strategy is to capitalize on the growth in the use of wireless communications services and the 
evolution of advanced wireless handsets, as well as the expanding infrastructure required to deploy current and 
future generations of wireless communications technologies. To achieve this, our primary focus is to increase the 
leasing of our existing communications site portfolio, invest in and selectively grow our communications site 
portfolio, further improve upon our operational performance and maintain a strong balance sheet. We believe these 
efforts will further support and maximize our ability to capitalize on the growth in demand for wireless 
infrastructure. 

• Increase the leasing of our existing communications site portfolio. We believe that our highest returns 
will be achieved by leasing additional space on our existing communications sites. As a result of wireless 
industry capital spending trends in the markets we serve, we anticipate consistent demand for our 
communications sites because they are attractively located for wireless service providers and have capacity 
available for additional tenants. As of December 31, 2010, we had an average of approximately 2.3 average 
tenants per tower. We believe that of our towers that are currently at or near full structural capacity, the 
vast majority can be upgraded or augmented to meet future tenant demand, with relatively modest capital 
investment. Therefore, we will continue to target our sales and marketing activities to increase the 
utilization, and return on investment of, our existing communications sites. 

• Invest in and selectively grow our communications site portfolio. We seek opportunities to invest and 
grow our operations through our capital programs and acquisitions. We believe we can achieve attractive 
risk adjusted returns by pursuing such investments. This includes pursuing opportunities to invest through 
new site construction and acquisitions in our domestic and in select international markets which we believe 
have a high-growth wireless industry and are attractive from a macroeconomic standpoint. 

• Further improve on our operational performance. We will continue to seek opportunities to improve 
our operational performance throughout the organization. This includes investing in our systems and 
people as we strive to improve our efficiencies and provide best in class service to our customers. To 
achieve this, we intend to continue to focus on customer service, such as reducing cycle times for key 
functions, including lease processing and tower structural analysis. 

• Maintain a strong balance sheet. We will continue to maintain our disciplined approach to managing our 
balance sheet. This includes maintaining a target net leverage ratio and ensuring ample liquidity is 
available to pursue our strategy. As of December 31, 2010, we had approximately $1.8 billion of available 
liquidity. We believe that our investment grade ratings and our current level of net leverage make us an 
attractive service provider partner for our tenants, and provide us with consistent access to the capital 
markets. 
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Capital Allocation Strategy 

The objective of our capital allocation strategy is to simultaneously increase recurring free cash flow per share 
growth and our return on invested capital. To achieve this, we expect we will continue to deploy our capital through 
our annual capital expenditure program and acquisitions, while continuing our stock repurchase program or 
implementing a dividend program to the extent we determine it necessary or appropriate. During 2010, we generated 
approximately $1.0 billion of cash provided by operating activities, which along with incremental debt, was used to 
fund nearly $1.7 billion of investments, which included approximately $346.7 million of capital expenditures,
$899.6 million of acquisitions and $420.8 million of stock repurchases, including commissions and fees. 

• Annual capital expenditure program. We will continue to reinvest in our existing assets and expand our 
existing communications site portfolio through our annual capital expenditure program. This includes 
capital expenditures associated with maintenance, increasing the capacity of our existing sites, and projects 
such as new site construction, land acquisitions, and shared generator installations. We believe we can 
achieve the highest incremental recurring free cash flow per share and returns on our invested capital 
through our annual capital expenditure program. 

• Acquisitions. We will seek to pursue acquisitions of communications sites. This includes acquisitions in 
our existing or new markets where we can meet our return on investment criteria. When evaluating 
international investments, our return on investment criteria reflects the additional risks inherent to the 
particular geographic area. 

• Stock repurchase program. If we have sufficient capital available to fund our capital expenditures and 
other acquisition opportunities, and we have access to capital available for anticipated future investment, 
we will seek to return that capital to shareholders. We currently utilize a stock repurchase program to 
facilitate this return and we may provide return to shareholders in the future through the payment of 
dividends should we elect real estate investment trust (“REIT”) status. 

International Expansion Strategy 

We believe that in certain international markets, we can create substantial value by establishing an 
independent wireless infrastructure leasing business. Therefore, we expect we will continue to seek international 
expansion opportunities, where our risk adjusted return objectives can be achieved. Our international expansion 
strategy includes a disciplined, individualized market evaluation, whereby we conduct the following analyses: 

• Country analysis. Prior to pursuing a new geographical area, we review the country’s political stability, 
historical and projected macro-economic fundamentals and the general business environment, including 
property rights and regulatory environment. 

• Wireless industry analysis. To ensure sufficient demand for an independent tower company, we analyze 
the competitiveness of the country’s wireless industry and the stage of its wireless network deployment. 
Characteristics that result in an attractive investment opportunity include a country that has multiple 
competitive wireless service providers who are actively seeking to invest in deploying voice and data 
networks, as well as spectrum auctions that have or that are anticipated to occur. 

• Opportunity and counterparty analysis. Finally, once an investment opportunity is identified within a 
geographical area with a competitive wireless industry, we conduct a multifaceted opportunity and 
counterparty analysis. This includes evaluating the type of transaction, its ability to meet our risk adjusted 
return criteria for the country and the counterparties involved, as well as how the transaction fits within our 
long-term strategic objectives, including future potential investment and expansion within the region. 
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Demand Drivers 

Our strategy is predicated on our belief that wireless service providers will continue to invest in their networks 
in both our domestic and international markets, driving demand for our communications sites: 

• Domestic wireless network investments. Historically, according to industry data, aggregate annual 
wireless capital spending in the United States has typically been approximately $20 to $25 billion. As a 
result of this level of capital spending, demand for our site has remained consistent. Accordingly, demand 
for our domestic communications sites is driven by: 

• Wireless service provider focus on network quality and coverage as a competitive advantage; 

• Rapid subscriber adoption of third generation (“3G”) wireless data applications, such as email, 
internet access and video; 

• Pursuit of new avenues for growth by wireless service providers, such as deploying fourth generation 
(“4G”) technology based wireless networks to provide higher speed data services and enable fixed 
broadband substitution; and 

• Deployment of wireless networks by new market entrants. 

As these factors continue to grow as a competitive necessity in the United States on a widespread basis, 
wireless service providers may be compelled to deploy new technology and equipment, further increase the cell 
density of their existing networks and expand their network coverage. 

• International wireless network investments. The wireless networks in our served international markets 
are less advanced than those in our domestic market, with respect to the density of voice networks and the 
current technologies generally deployed for wireless services. Accordingly, demand for our international 
communications sites is primarily driven by: 

• Incumbent wireless service providers investing in existing voice networks to improve or expand their 
coverage and increase capacity; 

• In certain of our international markets, subscriber adoption of 3G wireless data applications, such as 
email, internet access and video; and 

• Spectrum auctions, which result in new market entrants, as well as initial data network deployments. 

We believe demand for our communications sites will continue as wireless service providers seek to increase
the quality and coverage of their networks, while also investing in next generation data networks. To meet this 
demand, we believe wireless carriers will continue to outsource their communications site infrastructure needs as a 
means to accelerate access to their markets and more efficiently use their capital, rather than construct and operate 
their own communications sites and maintain their own communications site service and development capabilities. 

Recent Developments 

Growth and Expansion 

In 2010, we continued to focus on growing our operations using selective criteria for acquisitions and new site 
development, including expansion into new and existing international geographic areas. During the year ended 
December 31, 2010, we grew our communications site portfolio through acquisitions and construction activities, 
including the acquisition and construction of approximately 7,800 towers and the installation of approximately 30 
in-building and outdoor DAS networks. In addition, we continue to evaluate complementary product lines such as 
shared generators to supplement our tower site growth and expansion strategy. We also continue to evaluate 
opportunities to acquire larger communications site portfolios that we believe we can effectively integrate into our 
portfolio.
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United States. During 2010, in response to the needs of our tenants, we pursued the acquisition and 
construction of communications sites in select locations throughout the United States. Our expansion in the United 
States during 2010 included the acquisition and construction of approximately 900 towers and the installation of 
approximately 30 in-building and outdoor DAS networks.

International. During 2010, we increased our footprint in Latin America primarily through the acquisition and 
construction of approximately 1,700 towers in Brazil, Chile, Colombia, Mexico and Peru. During 2010, we also 
expanded our presence in India through the acquisition of Essar Telecom Infrastructure Private Limited (“ETIPL”), 
adding over 4,600 towers to our communications site portfolio. We also constructed approximately 500 towers in 
India. As previously disclosed, in 2010 we entered into definitive agreements to acquire communications sites in 
Brazil, Chile, Colombia, Ghana and South Africa, subject to customary closing conditions. 

Financing Transactions 

In 2010, we continued to raise capital to refinance our outstanding indebtedness and fund acquisitions. In 
August and December of 2010, we completed registered public offerings of $700.0 million aggregate principal 
amount of our 5.05% senior notes due 2020 (“5.05% Notes”) and $1.0 billion aggregate principal amount of our 
4.50% senior notes due 2018 (“4.50% Notes”). 

For more information about our financing transactions, see Item 7 of this Annual Report under the caption 
“Management’s Discussion and Analysis of Financial Condition and Results of Operations—Liquidity and Capital 
Resources” and notes 6 and 13 to our consolidated financial statements included in this Annual Report. 

Regulatory Matters 

Towers and Antennas. Our domestic and international tower operations are subject to national, state and local 
regulatory requirements with respect to the registration, siting, lighting, marking and maintenance of our towers. In 
the United States, which accounted for approximately 81% of our total rental and management revenue for the year 
ended December 31, 2010, depending on factors such as tower height and proximity to public airfields, the 
construction of new towers or modifications to existing towers may require pre-approval by the Federal 
Communications Commission (“FCC”) and the Federal Aviation Administration (“FAA”). Towers requiring pre-
approval must be registered with the FCC and painted, lighted and maintained in accordance with FAA standards. 
Similar requirements regarding pre-approval of the construction and modification of towers are imposed by 
regulators in other countries, such as the Ministry of Civil Aviation in India and the Ministry of Transportation and 
Telecommunications in Chile. Non-compliance with applicable tower-related requirements may lead to monetary 
penalties. 

Furthermore, in India, each of our subsidiaries holds an Infrastructure Provider Category-I license (“IP-I”) 
issued by the Indian Ministry of Communications and Information Technology, which permits us to provide tower 
space to companies licensed as telecommunications service providers under the Indian Telegraph Act of 
1885. While we are required to provide tower space on a non-discriminatory basis, we may negotiate mutually 
agreeable terms and conditions with such service providers. As a condition to the IP-I, the Indian government has 
the right to take over our infrastructure in the case of emergency or war.

In all countries where we operate, we are subject to zoning restrictions and restrictive covenants imposed by 
local authorities or community developers. These regulations vary greatly, but typically require tower owners and/or 
our tenants to obtain approval from local authorities or community standards organizations prior to tower 
construction or the addition of a new antenna to an existing tower. Local zoning authorities and community residents 
often oppose construction in their communities, which can delay or prevent new tower construction, new antenna 
installation or site upgrade projects, thereby limiting our ability to respond to customer demand. In addition, zoning 
regulations can increase costs associated with new tower construction and the addition of new 
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corporation organized on April 20, 1995, and its subsidiaries. Unless this Form 10-K indicates otherwise or the 

context otherwise requires, the terms "CCUSA" and "in the U.S." refer to our CCUSA segment while the terms 

"CCAL" and “in Australia” refer to our CCAL segment.

PART I

Item 1.     Business

Overview

We own, operate and lease towers and other wireless infrastructure, including distributed antenna system 

("DAS") networks in the U.S. and rooftop installations (unless the context otherwise suggests or requires, references 

herein to "towers" include such other wireless infrastructure). Our core business is renting space on our towers via 

long-term contracts in various forms, including license, sublease and lease agreements (collectively, "contracts"). 

Our towers can accommodate multiple customers ("co-location") for antennas and other equipment necessary for the 

transmission of signals for wireless communication devices. We seek to increase our site rental revenues by adding 

more tenants on our towers, which we expect to result in significant incremental cash flows due to our relatively 

fixed tower operating costs.

Information concerning our towers as of December 31, 2010 is as follows:

•    We owned, leased or managed approximately 23,900 towers, inclusive of 43 completed DAS networks 

with a varying number of discrete antenna locations ("nodes").

•    We have approximately 22,300 towers in the United States, including Puerto Rico ("U.S."), and 

approximately 1,600 towers in Australia.

•    Approximately 54% and 71% of our towers in the U.S. are located in the 50 and 100 largest U.S. basic 

trading areas ("BTAs"), respectively. Our towers have a significant presence in 92 of the top 100 BTAs 

in the U.S. In Australia, 57% of our towers are located in the six major metropolitan areas.

•    We owned in fee or had perpetual or long-term easements in the land and other property interests 

(collectively, "land") on which approximately 34% of our site rental gross margin is derived, and we 

leased, subleased or licensed (collectively "leased") the land on which approximately 65% of our site 

rental gross margin is derived. In addition, we managed approximately 600 towers owned by third 

parties. The leases for the land under our towers had an average remaining life of approximately 31

years, weighted based on site rental gross margin.

Information concerning our customers and site rental contracts as of December 31, 2010 is as follows:

•    Our customers include many of the world's major wireless communications companies. In the U.S., 

Verizon Wireless, AT&T, Sprint Nextel ("Sprint") and T-Mobile accounted for a combined 77% and 

73% of our 2010 CCUSA and consolidated revenues, respectively. In Australia, our customers include 

Telstra, Optus and a joint venture between Vodafone and Hutchison ("VHA").

•    Revenues derived from our site rental business represented 91% of our 2010 consolidated revenues. 

•    Our site rental revenues are of a recurring nature, and typically in excess of 90% have been contracted for 

in a prior year. 

•    Our site rental revenues typically result from long-term contracts with (1) initial terms of five to 15 years, 

(2) multiple renewal periods at the option of the tenant of five to ten years each, (3) limited termination 

rights for our customers, and (4) contractual escalations of the rental price. 

•    Our customer contracts have a weighted-average remaining life of approximately eight years, exclusive 

of renewals at the customers' option, and represent $15.3 billion of expected future cash inflows.

To a lesser extent, we also provide certain network services relating to our towers, primarily consisting of 

antenna installations and subsequent augmentations, as well as the following additional services: site acquisition, 

architectural and engineering, zoning and permitting, other construction and other services related to network 

development. 
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Strategy

Our strategy is to increase long-term stockholder value by translating anticipated future growth in our core site 

rental business into growth of our results of operations on a per share basis. We believe our strategy is consistent 

with our mission to deliver the highest level of service to our customers at all times – striving to be their critical 

partner as we assist them in growing efficient, ubiquitous wireless networks. The key elements of our strategy are to:

•    Organically grow the revenues and cash flows from our towers. We seek to maximize the site rental 

revenues derived 
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from our towers by co-locating additional tenants on our towers through long-term contracts as our customers 

deploy and improve their wireless networks. We seek to maximize additional new tenant additions or modifications 

of existing installations (collectively, "new tenant additions") through our focus on customer service and deployment 

speed and by leveraging our web-based proprietary tools. Due to the relatively fixed nature of the costs to operate 

our towers (which tend to increase at approximately the rate of inflation), we expect the increased revenues from 

rent received from additional co-locations and the related subsequent impact from contracted escalations to result in 

incremental site rental gross margin and growth in our operating cash flows. We believe there is considerable 

additional future demand for our existing towers based on their location and the anticipated growth in the wireless 

communications industry.

•    Allocate capital efficiently. We seek to allocate our available capital, including the cash produced by our 

operations, in a manner that will enhance per share operating results. During 2010, we increased our 

discretionary investments from 2009 levels, as a result of the financial flexibility afforded by financing 

activities completed during 2009 and 2010 that extended our debt maturities. Our discretionary 

investments have historically included those shown below (in no particular order):

◦    purchase shares of our common stock ("common stock") from time to time;

◦    acquire towers;

◦    acquire land under towers;

◦    selectively construct towers;

◦    make improvements and structural enhancements to our existing towers; and

◦    purchase or redeem our debt or preferred stock.

Our long-term strategy is based on our belief that additional demand for our towers will be created by the 

expected continued growth in the wireless communications industry, which is predominately driven by the demand 

for wireless voice and data services by consumers. We believe that additional demand for wireless infrastructure will 

create future growth opportunities for us. We believe that such demand for our towers will continue, will result in 

organic growth of our revenues due to the co-location of additional tenants on our existing towers and will create 

other growth opportunities for us such as demand for new towers. However, our results of operations may not 

always be indicative of the extent of changing demand for our towers in any given period as a result of the 

application of straight-line accounting. 

During 2010, consumer demand for wireless data services continued to grow, driven by user-friendly wireless 

devices, such as smartphones, high speed networks and a robust offering of software applications. This growth in 

data services is in contrast to the slowing growth rate in voice services as the role of wireless devices expands. The 

following is a discussion of the recent growth and our expectations for growth trends in the U.S. wireless 

communications industry:

•    We expect that consumers' growing demands for network speed and quality will likely result in wireless 

carriers continuing their focus on improving network quality and expanding capacity by adding 

additional antennas and other equipment for the transmission of their services in an effort to improve 
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customer retention and satisfaction.

•    Our customers have introduced, and we believe they plan to continue to deploy, next generation wireless 

technologies, including 3G and 4G, in response to consumer demand for high speed networks. We expect 

these next generation technologies and others, including LTE, HSPA+ and WiMAX, to translate into 

additional demand for tower space, although the timing and rate of this growth is difficult to predict.

•    We have seen, and anticipate there could be other, new entrants into the wireless communications 

industry that should deploy regional or national wireless networks for voice and data services.

•    Spectrum licensed by the Federal Communications Commission ("FCC") in 2006 and 2008 has enabled 

next generation networks, and we expect these and future auctions should continue to enable next 

generation networks in the U.S. 

•    Consumers are increasing their use of wireless voice and data services according to recent U.S. wireless 

industry reports. 

◦    Wireless data services grew in 2010 as consumers increased their wireless use of e-mail, 

internet, social networking, music and video sharing. Wireless data service revenues for the 

first half of 2010 were nearly $25 billion, which represents a 27% increase over the first 

half of 2009 and accounted for more than 25% of all wireless services revenues.(a) 

◦    Wireless connections were nearly 293 million as of June 30, 2010, which represents a year-

over-year increase of over 16 million subscribers, or 6%.(a)

◦    Wireless data consumption per line increased by 450% between the first quarter of 2009 and 

the second quarter of 2010.(b)

◦    Wireless devices are trending toward more bandwidth intensive devices such as smartphones, 

laptops, netbooks, tablets and other emerging and embedded devices. In particular smartphone 

shipments are expected to grow by 55% in 2010 from 2009.(c) Despite the growth in 

smartphones, market penetration for smartphones was approximately 30% at the end of 2010 

and is expected to surpass 50% by the end of 2011.(d)

◦    Access to the internet by mobile devices has continued to grow during 2010 with 59% of the 

U.S. population 
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accessing the internet on their phones in 2010, up from 25% in 2009.(e)

________________________

(a)    Source: Cellular Telecommunications & Internet Association ("CTIA")

(b)    Source: Federal Communications Commission

(c)    Source: International Data Corporation ("IDC")

(d)    Source: Morgan Stanley Research

(e)    Source: Pew Research Center

2010 Highlights and Recent Developments

See "Item 7. MD&A" and our consolidated financial statements for a discussion of developments and activities 

occurring in 2010, including the refinancing of $3.5 billion face value of debt and the settlement of all remaining 

forward-starting interest rate swaps.

The Company

Virtually all of our operations are located in the U.S. and Australia. We conduct our operations principally 

through subsidiaries of Crown Castle Operating Company ("CCOC"), including (1) certain subsidiaries which 

operate our tower portfolios in the U.S. and (2) a 77.6% owned subsidiary that operates our Australia tower 

portfolio. For more information about our operating segments, as well as financial information about the geographic 

areas in which we operate, see note 16 to our consolidated financial statements and "Item 7. MD&A."
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CCUSA

Site Rental. The core business of CCUSA is the renting of antenna space on our towers, including co-locating 

tenants on our indoor and outdoor DAS networks, which are located in areas in which zoning restrictions or other 

barriers may prevent or delay the deployment of a tower and often are attached to public right-of-way infrastructure 

such as utility poles and street lights. We predominately rent space to wireless carriers under long-term contracts for 

their antennas which transmit a variety of signals related to wireless voice and data. As a result, we believe our 

towers are integral to our customers' network and their ability to serve their customers.

Most of our CCUSA towers were acquired from the four largest wireless carriers (or their predecessors) 

through transactions consummated during the last decade, including (1) approximately 10,700 towers from Global 

Signal Inc. ("Global Signal") in 2007, of which approximately 6,600 were originally acquired from Sprint, 

(2) approximately 4,800 towers during 1999 to 2000 from companies now part of Verizon Wireless, 

(3) approximately 2,700 towers during 1999 to 2000 from companies now part of AT&T, as well as (4) other 

smaller acquisitions from companies now part of T-Mobile and other independent tower operators.

We generally receive monthly rental payments from tenants, payable under long-term contracts. We have 

existing master lease agreements with most wireless carriers, including Verizon Wireless, AT&T, Sprint, T-Mobile 

and Clearwire, which provide certain terms (including economic terms) that govern contracts on our towers entered 

into by such parties during the term of their master lease agreements. Over the last several years, we have negotiated 

15-year terms for both initial and renewal periods for certain of our customers, which often included fixed 

escalations. We continue to endeavor to negotiate with our existing customer base for longer contractual terms, 

which often may contain fixed escalation rates. 

Our customer contracts have a high renewal rate because of (1) the integral nature of our towers within our 

customers' networks, (2) customers' cost associated with relocation of their antennas and other equipment to another 

tower, and (3) zoning and other barriers associated with the construction of new towers. With limited exceptions, the 

customer contracts may not be terminated. In general, each customer contract which is renewable will automatically 

renew at the end of its term unless the customer provides prior notice of its intent not to renew.

See note 15 to our consolidated financial statements for a tabular presentation of the minimum rental cash 

payments due to us by tenants pursuant to contract agreements without consideration of tenant renewal options.

The average monthly rental payment of a new tenant added to a tower varies based on (1) the different regions 

in the U.S., (2) aggregate customer volume, and (3) the type of signal transmitted by the tenant, primarily as a result 

of the physical size of the antenna installation and related equipment. We also routinely receive rental payment 

increases in connection with contract amendments, pursuant to which our customers add additional antennas or other 

equipment to towers on which they already have equipment pursuant to pre-existing contract agreements.

Approximately two-thirds of our direct site operating expenses consist of ground lease expenses and the 

remainder includes property taxes, repairs and maintenance, employee compensation and related benefit costs, and 

utilities. Our cash operating expenses tend to escalate at approximately the rate of inflation, partially offset by 

reductions in cash ground lease expenses from our purchases of land. As a result of the relatively fixed nature of 

these expenditures, the co-location of additional tenants is 
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achieved at a low incremental operating cost, resulting in high incremental operating cash flows. Our tower portfolio 

requires minimal sustaining capital expenditures, including tower maintenance and other non-discretionary capital 

expenditures, and are typically less than 2% of site rental revenues.

We have an agreement to provide certain management, construction and acquisition services for a third party 

as to certain tower opportunities in the U.S. with an initial period through March 2011. The arrangement was entered 

into to permit us to maintain our construction and acquisition capabilities and expertise and further our good 

relationships with certain major customers with limited capital commitments and expenditures as to such towers.
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Network Services. To a lesser extent, we also offer wireless communication companies and their agents certain 

network services relating to our towers. For 2010, approximately 71% of network services and other revenues 

related to antenna installations and subsequent augmentation (collectively, "installation services"), and the 

remainder related to the following additional services: site acquisition, architectural and engineering, zoning and 

permitting, other construction and other services related to network development. We do not always provide the 

installation services on our towers as the customer may obtain a third party to complete these services, as reflected 

in our quarterly market share for installation services on our towers, which has ranged between one-quarter to two-

thirds over the last two years (see also "—Competition" below). We have grown our network services business over 

the last several years as a result of our focus on customer service and increasing our market share for installation 

services on our towers. We have the capability and expertise to install, with the assistance of our network of 

subcontractors, equipment and antenna systems for our customers. These activities are typically non-recurring and 

highly competitive, with a number of local competitors in most markets. Nearly all of our antenna installation 

services are billed on a cost-plus profit basis. 

Customers. We work extensively with large national wireless carriers, and in general, our customers are 

primarily comprised of providers of wireless voice and data services who operate national or regional networks. The 

following table summarizes the net revenues from our four largest customers expressed as a percentage of CCUSA's 

and our consolidated revenues for 2010. See "Item 1A. Risk Factors."

Customer

% of 2010
CCUSA

Net Revenues

% of 2010
Consolidated
Net Revenues

AT&T 22% 21%

Verizon Wireless 22% 21%

Sprint 21% 20%

T-Mobile 12% 11%

Total 77% 73%

In addition to our four largest customers, new tenant additions for 2010 were derived from customers offering 

emerging wireless technologies, such as those offering wireless data only technologies and, to a lesser extent, 

national wireless carriers other than those mentioned in the table above, such as those offering flat rate calling plans. 

New entrants in the wireless industry are emerging as new technologies become available, including Clearwire, a 

provider of WiMAX wireless mobile data services.

Sales and Marketing. The CCUSA sales organization markets our towers within the wireless communications 

industry with the objectives of renting space on existing towers and on new towers prior to construction as well as 

obtaining network services related to our towers. We seek to become the critical partner and preferred independent 

tower provider for our customers and increase customer satisfaction relative to our peers by leveraging our 

(1) technological tools, (2) process centric approach, and (3) customer relationships.

We use public and proprietary databases to develop targeted marketing programs focused on carrier network 

expansions, including DAS networks, and any related network services. We attempt to match specific towers in our 

portfolio with potential new site demand by obtaining and analyzing information, including our customers' existing 

antenna locations, tenant contracts, marketing strategies, capital spend plans, deployment status, and actual wireless 

carrier signal strength measurements taken in the field. We have developed a web-based tool that stores key tower 

information above and beyond normal property management information, including data on actual customer signal 

strength, demographics, site readiness and competitive structures. In addition, the web-based tool assists us in 

estimating potential demand for our towers with greater speed and accuracy. We believe these and other tools we 

have developed assist our customers in their site selection and deployment of their wireless networks and provide us 

with an opportunity to have proactive discussions with them regarding their wireless infrastructure deployment plans 

and the timing and location of their demand for our towers. A key aspect to our sales and marketing strategy is a



[EXCERPTED PAGES]

continued emphasis on our process-centric approach to reduce cycle time related to new leasing and amendments, 

which helps provide our customers with faster deployment of their networks.

A team of national account directors maintains our relationships with our largest customers. These directors 

work to develop 
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tower leasing and network service opportunities, as well as to ensure that customers' tower needs are efficiently 

translated into new leases on our towers. Sales personnel in our area offices develop and maintain local relationships 

with our customers that are expanding their networks, entering new markets, bringing new technologies to market or 

requiring maintenance or add-on business. In addition to our full-time sales and marketing staff, a number of senior 

managers and officers spend a significant portion of their time on sales and marketing activities and call on existing 

and prospective customers.

Competition. CCUSA competes with (1) other independent tower owners which also provide site rental and 

network services, (2) wireless carriers which build, own and operate their own tower networks and lease space to 

other wireless communication companies, and (3) owners of alternative facilities, including rooftops, water towers, 

broadcast towers, DAS networks, and utility poles. Some of the larger independent tower companies with which 

CCUSA competes in the U.S. include American Tower Corporation, SBA Communications Corporation, Global 

Tower Partners and TowerCo. Wireless carriers that own and operate their own tower networks generally are 

substantially larger and have greater financial resources than we have. We believe that tower location and capacity, 

deployment speed, quality of service and price have been and will continue to be the most significant competitive

factors affecting the leasing of a tower.

Competitors in the network services business include site acquisition consultants, zoning consultants, real 

estate firms, right-of-way consulting firms, construction companies, tower owners and managers, radio frequency 

engineering consultants, telecommunications equipment vendors who can provide turnkey site development services 

through multiple subcontractors, and our customers' internal staffs. We believe that our customers base their 

decisions on the outsourcing of network services on criteria such as a company's experience, track record, local 

reputation, price and time for completion of a project.

CCAL

Our primary business in Australia is the renting of antenna space on towers to our customers. CCAL is owned 

77.6% by us and 22.4% by Permanent Nominees (Aust) Ltd, acting on behalf of a group of professional and private 

investors led by Todd Capital Limited. CCAL is the largest independent tower operator in Australia. As of 

December 31, 2010, CCAL had approximately 1,600 towers with 57% of such towers located in the six major 

metropolitan areas, including Sydney, Melbourne, Brisbane, Perth, Adelaide and the Australian Capital Territory. 

The majority of CCAL's towers were acquired from Optus (in 2000) and Vodafone (in 2001). CCAL also provides a 

range of services including site maintenance and property management services for towers owned by third parties.

For 2010, CCAL comprised 5% of our consolidated net revenues. CCAL's principal customers are Telstra, 

Optus and VHA, which collectively accounted for approximately 93% of CCAL's 2010 revenues. In June 2009, 

Vodafone and Hutchison merged their Australian operations in a joint venture named VHA Pty Ltd., with the 

intention to market primarily under the name Vodafone.

In Australia, CCAL competes with wireless carriers, which own and operate their own tower networks; service 

companies that provide site maintenance and property management services; and other site owners, such as 

broadcasters and building owners. The other significant tower owners in Australia are Broadcast Australia, an 

independent operator of broadcast towers, and Telstra and Optus, wireless carriers. We believe that tower location, 

capacity, quality of service, deployment speed and price within a geographic market are the most significant 

competitive factors affecting the leasing of a tower.

Employees



[EXCERPTED PAGES]

At January 31, 2011, we employed approximately 1,200 people worldwide, including approximately 1,100 in 

the U.S. We are not a party to any collective bargaining agreements. We have not experienced any strikes or work 

stoppages, and management believes that our employee relations are satisfactory.

Regulatory and Environmental Matters

To date, we have not incurred any material fines or penalties or experienced any material adverse effects to our 

business as a result of any domestic or international regulations. The summary below is based on regulations 

currently in effect, and such regulations are subject to review and modification by the applicable governmental 

authority from time to time. If we fail to comply with applicable laws and regulations, we may be fined or even lose 

our rights to conduct some of our business.

United States

We are required to comply with a variety of federal, state and local regulations and laws in the U.S., including 

the FCC and Federal Aviation Administration ("FAA") regulations and those discussed under "—Environmental"

below.

Federal Regulations. Both the FCC and the FAA regulate towers used for wireless communications, radio and 

television broadcasting. Such regulations control the siting, lighting and marking of towers and may, depending on 

the characteristics of particular towers, require the registration of tower facilities with the FCC and the issuance of 

determinations confirming no hazard 
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