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To Our Shareholders:

In 2003, American Tower continued to strengthen its position as the leading provider of
communications infrastructure in North America. As a company, we made significant progress on each
element of our strategy: focusing on our high margin tower leasing business, pursuing excellence in all
aspects of our operations, and strengthening our balance sheet by reducing debt and improving our
liquidity. With our continued progress on all three dimensions of our strategy, we are aggressively and
confidently pursuing our company vision.

Our Vision

We enable the deployment of advanced wireless and
broadcast services to consumers and businesses as the
best owner and operator of communications sites.

Our managers and employees are energized by our vision and our proven ability to deliver on our
strategy, and we are optimistic about this industry and our role in it. | would like to say a few words
about our company’s accomplishments in 2003 and our expectations for the future.

Strategic positioning and results

We have completed the transformation of our company to a pure-play tower leasing business, with the
small remaining service elements directly contributing to driving additional leasing business to our
towers. Tower leasing revenue in 2003 was 87% of total company revenue, up from 66% in 2001.
More importantly, segment operating profit in 2003 was 98% tower leasing and 2% services. Our
strategy of focusing on our core tower business has enabled us to successfully sell non-core service
businesses and non-strategic, low growth tower assets and to use the proceeds to acquire over 560
attractive, high growth towers in 2003.

Our pursuit of operational excellence in everything we do was reflected in our financial results. Our
tower leasing revenue delivered another year of double digit growth in 2003, a healthy 14% over 2002.
The total company delivered $391 million of adjusted EBITDA( in 2003, a 25% increase over the prior
year. Achieving our objective of being the most efficient operator in the tower industry resulted in
expanding adjusted EBITDA margins(") by 900 basis points to 55% in 2003. Our adjusted EBITDA
margins and margin expansion are both the highest among our peers in the industry. In 2003,
American Tower achieved the milestone of its first full year of positive free cash flow(@), which totaled
$62 million. This free cash flow milestone was achieved by our consistently strong track record of
delivering operating results coupled with a disciplined approach to capital expenditures.

Another important accomplishment in 2003 was the substantial progress we made in strengthening our
balance sheet. Our CFO, Brad Singer, and his team led this effort and were successful on two major
dimensions. First, we reduced the company’s level of net debt® from $3.3 billion at the beginning of
the year to $3.1 billion at year end. Our successful debt reduction effort, combined with our strong
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operating performance enabled us to reduce our net leverage ratio® by two full turns in 2003, to 7.4.
Second, we significantly bolstered the company’s liquidity by refinancing $1 billion of our debt, pushing
maturities out into the future and eliminating ‘puts’ on certain of our debt instruments. We believe it was
a very successful year on the financial front for American Tower, with our energy focused on reducing
interest expense and leverage as we move through 2004 and beyond.

Key success factors

American Tower’s strategic, operational, and financial successes in 2003 are the result of a
combination of complimentary factors. First is the inherent strength of the tower business model. We
(and our fellow tower operators) are proving that with focused execution, the tower model delivers.
Sustainable growth in demand for tower space exists. We can add additional tenants onto our towers
with very little, or no, incremental operating costs. Capital required to maintain and augment our towers
is very low (about 3% of revenue). The promise of significant and rapidly growing free cash flow is
being realized. In sum, this is a great business.

A second major factor is the senior management team at this company. We have purposefully
streamlined the management team at American Tower to two senior operating executives and three
senior functional leaders. Each of these executives has built a lean, highly capable team of business
leaders to support them and generate results. Steven Moskowitz, our President, US Tower Division,
and his team have positioned us extremely well with our domestic customer base and have achieved
tremendous cost efficiency throughout the operation. The US wireless and broadcast business makes
up 84% of our tower segment operating profit) and this team has consistently delivered the goods.

Michael Gearon, our President, ATC International, and his team bring terrific entrepreneurial spirit to
our international business. This team started from scratch and has built a business that now delivers
16% of our tower segment operating profit. The team’s most recent success story has been the well
executed acquisition of 665 towers from NIl Holdings, through 2003. Hal Hess, our General Counsel,
has been instrumental in this transaction, as well as in all of the strategic initiatives we have completed
over the past year.

Brad Singer and his team who, as mentioned above, skillfully manage our financial affairs, also serve
as true partners to our operating executives. My direct-report team is rounded out by Aileen Torrance,
our Vice President of Human Resources. Aileen and her team play a leadership role in all of our
employee initiatives.

The teamwork, enthusiasm and skill-building among our managers and employees is our third major
success factor. Our company has placed a special emphasis on selecting, training, evaluating, and
developing our managers and employees. In our continuing operations in 2003, the fourth quarter
annualized adjusted EBITDA contribution per employee® averaged almost $400,000. We feel that the
quality of our managers and employees is a true competitive advantage for American Tower.

Looking to the future

We are very enthusiastic about the future of the wireless industry, our primary customer base. More
subscribers are signing up for service, many even giving up their wireline phones and going completely
wireless. Moreover, subscribers are using more and more minutes as they take advantage of the large
numbers of minutes being offered at reasonable prices, compelling marketing and promotions, and
coverage that keeps getting better. High speed wireless data services are just now being rolled out in
the United States, which will lead to new services and significant benefits for both consumers and
business users.
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The good news is that each carrier marketing promotion, such as free long distance, family plans, and
roll-over minutes, drives more subscriber additions and increases minutes of use on wireless networks,
resulting in additional demand for tower space. Also, new data services such as camera phones and
mobile wireless internet access increase carrier capacity and coverage needs. As mature data
networks are rolled out and services are adopted by consumers, the need for wireless cell sites could
accelerate dramatically.

Being the number one tower provider in North America, in terms of the number of sites and revenue,
positions us well to take advantage of these opportunities. Our proven ability to execute on our strategy
and deliver results gives us further confidence that the future is indeed bright. We are committed to
growing revenues and expanding free cash flow significantly as we move forward. Growing cash from
operations will enable us to further reduce our level of debt, and as interest costs decline even more
free cash flow will be generated. Our equity investors should benefit from this cycle as the equity
proportion of the company’s enterprise value increases.

At the same time, there will be risks to be managed along the way. For example, we believe that the
proposed merger of Cingular and AT&T wireless will not have a material adverse affect on our existing
business base or future growth. However, wireless industry consolidation is an issue that we will stay
close to and manage appropriately. We also believe that there are benefits to consolidation within the
tower industry if a deal can be pulled together with the right economic and risk management
characteristics.

Our goal continues to be maximizing our total return to shareholders, while meeting all of our
obligations to our lenders and bondholders. Our share price performance in 2003, from its opening at
$3.63 on January 2 to closing at $10.82 on December 31, indicated a 198% increase during the course
of the year. We anticipate that the market will reward our continued success as we execute our plan.

To wrap up

All of us at American Tower owe a huge debt of gratitude to our founder and friend, Steve Dodge. His
personal vision contributed to the creation of not only this company, but the industry. He recruited
every member of our senior management team and groomed each of us in preparation for his desire to
move on to new endeavors. Steve also established a value system for the company that every
manager and employee continues to live by. Thanks, Steve.

To our investors, we appreciate your confidence and hope you share our enthusiasm about the bright
future of the wireless industry and of our ability to capitalize on it. You can rest assured that those of us
on the senior team, our managers, and employees across the business will maintain the level of
energy and commitment that drove our results in 2003. There is much more to do and even more to
achieve.

@o«n Eﬁwﬁfi‘

James D. Taiclet, Jr.
Chairman, President and Chief Executive Officer
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SPECIAL NOTE REGARDING FORWARD-LOOKING STATEMENTS

This annual report contains statements about future events and expectations, or forward-looking statements,
all of which are inherently uncertain. We have based those forward-looking statements on our current
expectations and projections about future results. When we use words in this document such as “anticipate,”
“intend,” “plan,” “believe,” “estimate,” “expect,” or similar expressions, we do so to identify forward-looking
statements. Examples of forward-looking statements include statements we make regarding future prospects of
growth in the wireless communications and broadcast infrastructure markets, the level of future expenditures by
companies in those markets and other trends in those markets, our ability to maintain or increase our market
share, our future operating results, our future capital expenditure levels, and our plans to fund our future liquidity
needs. These forward-looking statements may be found under the headings “Management’s Discussion and
Analysis of Financial Condition and Results of Operations” and “Business,” as well as in this annual report
generally.

9 <

You should keep in mind that any forward-looking statement made by us in this annual report or elsewhere
speaks only as of the date on which we make it. New risks and uncertainties come up from time to time, and it is
impossible for us to predict these events or how they may affect us. In any event, these and other important
factors may cause actual results to differ materially from those indicated by our forward-looking statements,
including those set forth under the caption “Business—Factors That May Affect Future Results.” We have no
duty to, and do not intend to, update or revise the forward-looking statements in this annual report after the date
of this annual report, except as may be required by law. In light of these risks and uncertainties, you should keep
in mind that the future events or circumstances described in any forward-looking statement made in this annual
report or elsewhere might not occur.



PART I

ITEM 1. BUSINESS
Overview

We are a leading wireless and broadcast communications infrastructure company with a portfolio of
approximately 15,000 towers. Our primary business is leasing antenna space on multi-tenant communications
towers to wireless service providers and radio and television broadcast companies. We operate the largest
independent portfolio of wireless communications and broadcast towers in North America, based on number of
towers and revenue.

Our tower portfolio provides us with a recurring base of leasing revenues from our existing customers and
growth potential due to the capacity to add more tenants and equipment to these towers. Our broad network of
towers enables us to address the needs of wireless service providers on a national basis. We also offer select
tower related services, such as antennae and line installation and site acquisition and zoning services, which are
strategic to our core leasing business. We intend to capitalize on the continuing increase in the use of wireless
communication services by actively marketing space available for leasing on our existing towers and selectively
developing or acquiring new towers that meet our return on investment criteria.

Our core leasing business, which we refer to as our rental and management segment, accounted for
approximately 98.4% and 96.6% of our segment operating profit for the years ended December 31, 2003 and
December 31, 2002, respectively. In 2004, we expect that our rental and management segment will contribute
approximately 98% of our segment operating profit, which we define as segment revenue less direct segment
expense (rental and management segment operating profit includes interest income, TV Azteca, net — see note 16
to the consolidated financial statements).

An element of our strategy is to continue to focus our operations on our rental and management segment by
divesting non-core assets and businesses, using the proceeds to purchase high quality tower assets, and reducing
outstanding indebtedness. Between January 1, 2003 and March 5, 2004, we completed approximately $123.9
million of non-core asset sales and have or will use the net proceeds to acquire new tower assets and to repay
outstanding indebtedness. We expect that we will generate approximately $10.0 million of additional net
proceeds in 2004 from the sale of other non-core assets, and intend to reinvest these proceeds in tower assets.

The sales proceeds described above include proceeds from the disposition of our remaining non-core
services businesses, including Flash Technologies, Galaxy Engineering and Kline Iron & Steel Co., Inc. (Kline).
With the divestiture of Kline in March 2004, we have completed the transformation of our business to a focused
tower leasing business with only limited services activities that directly support our core rental and management
operations and the addition of new tenants on our towers.

We believe that our strategy of focusing operations on our rental and management segment will make our
consolidated operating cash flows more stable, provide us with continuing growth, and enhance our returns on
invested capital because of the following characteristics of our core leasing business:

e Long-term tenant leases with contractual escalators. In general, a lease with a wireless carrier has a
duration of five to ten years and lease payments typically increase 3% to 5% per year.

¢ Tower operating expenses are largely fixed. Incremental operating costs associated with adding
wireless tenants to a tower are low.

¢ Low maintenance capital expenditures. On average, a wireless tower requires minimal annual capital
investments to maintain.



* High lease renewal rates. Wireless carriers tend to renew leases because repositioning a site in a
carrier’s network is expensive and often affects several other sites in the wireless network.

Strategy

Our strategy is to capitalize on the continued increase in the use of wireless communication services and the
infrastructure requirements necessary to deploy current and future generations of wireless communication
technologies. Between December 2001 and June 2003, the number of wireless phone subscribers in the United
States increased from 128.4 million to 148.1 million, representing an increase of approximately 15% and market
penetration of approximately 51% at June 30, 2003. From December 2001 through June 2003, the number of cell
sites (i.e., the number of antennae and related equipment in commercial operation, not the number of towers on
which that equipment is located) also increased from 127,500 to 147,700. With respect to Mexico, the number of
wireless phone subscribers increased from approximately 21.5 million at the end of 2001, to approximately 30.4
million at the end of 2003, representing an increase of approximately 41% and market penetration of
approximately 30% at December 31, 2003. We expect that the continued growth of subscribers for wireless
personal communications and phone services will require wireless carriers to add a significant number of
additional cell sites to maintain the performance of their networks in the areas they currently cover and to extend
service to areas where coverage does not yet exist. In addition, we believe that as data wireless services, such as
email, internet access and video, are deployed on a widespread basis, the deployment of these technologies will
require wireless carriers to further increase the cell density of their existing networks, may require an overlay of
new technology equipment, and may increase the demand for geographic expansion of their network coverage.
To meet this demand, we believe wireless carriers will continue to outsource their tower infrastructure needs as a
means of improving existing service coverage, implementing new technology, accelerating access to their
markets and preserving capital, rather than constructing and operating their own towers and maintaining their
own tower service and development capabilities.

We believe that our existing portfolio of towers, our tower related services and network development
capabilities and our management team position us to benefit from these communication trends and to play an
increasing role in addressing the needs of wireless service providers and broadcasters. The key elements of our
strategy include:

e Maximize Use of Our Tower Capacity. We believe that our highest returns will be achieved by leasing
additional space on our existing towers. Annual rental and management revenue and segment operating
profit growth during 2003 was approximately 14% and 24%, respectively. We anticipate that our
revenues and segment operating profit will continue to grow because many of our towers are attractively
located for wireless service providers and have capacity available for additional antenna space rental
that we can offer to customers at low incremental costs to us. Because the costs of operating a tower are
largely fixed, increasing utilization significantly improves operating margins. We will continue to target
our sales and marketing activities to increase utilization of, and investment return on, our existing
towers.

e Actively Manage Our Tower Portfolio. We are actively managing our portfolio of towers by selling
non-core towers and reinvesting a portion of the proceeds in high quality tower assets. In 2003, we sold
over 300 non-core towers and redeployed a portion of the proceeds from these sales to the acquisition of
525 towers from NII Holdings in Mexico and Brazil. We also plan to pursue exchanges and sales of
towers or tower clusters with tower operators and other entities. Our goal is to enhance operating
efficiencies either by acquiring towers in regions where we have insufficient coverage or by disposing
or exchanging towers in areas where we do not have operating economies of scale. If we are successful
in disposing of certain tower assets, we may reinvest a portion of the proceeds received in tower assets
that are expected to provide a greater return.

¢ Employ Selective Criteria for New Tower Construction and Acquisitions. While our first priority is
leasing capacity on our existing towers, we continue to construct and acquire new towers when our strict
initial and long-term return on investment criteria can be met. These criteria include securing leases
from customers in advance of construction, ensuring reasonable estimated construction costs and
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obtaining the land on which to build the tower, whether by purchase or ground lease, on reasonable
terms.

e Continue Our Focus on Customer Service and Processes. Because speed to market and reliable
network performance are critical components to the success of wireless service providers, our ability to
assist our customers in meeting their goals will ultimately define our success. To that end, we intend to
continue to focus on customer service by, for example, reducing cycle time for key functions, such as
lease processing and antennae and line installations. Accordingly, we have established a team dedicated
to exploring and leveraging customer-driven process improvement capabilities. This establishes another
connection point with our customers, sharing operational processes and outcomes, and provides us
valuable input and relationship enhancing opportunities. We believe that this effort should enable us to
improve revenue generation through improved speed, accuracy and quality.

e Build On Our Strong Relationships with Major Wireless Carriers. Our understanding of the
network needs of our wireless carrier customers and our ability to convey effectively how we can satisfy
those needs are key to our efforts to add new antennae leases, cross-sell our services and identify
desirable new tower development projects. We are building on our strong relationships with our
customers to gain more familiarity with their evolving network plans so we can identify opportunities
where our nationwide portfolio of towers, extensive service offerings and experienced construction
personnel can be used to satisfy their needs. We believe that we are well positioned to be a preferred
partner to major wireless carriers in leasing tower space and new tower development projects because of
the location of our towers, our proven operating and construction experience and the national scope of
our tower portfolio and services.

e Participation in Industry Consolidation. We believe there are benefits to consolidation among tower
companies. More extensive networks will be better positioned to provide more comprehensive service to
customers and to support the infrastructure requirements of future generations of wireless
communication technologies. Combining with one or more other tower companies also should result in
improvements in cost structure efficiencies, with a corresponding positive impact on operating results.
These benefits should, in turn, enhance access to capital and accelerate the de-levering process.
Accordingly, we continue to be interested in participating in the consolidation of our industry on terms
that are consistent with these perceived benefits and that create long-term value for our stockholders.

Products and Services

We operate in two business segments: rental and management and network development services. For more
information about our business segments, as well as financial information about the geographic areas in which
we operate, see note 16 to our consolidated financial statements included in this annual report and the section
entitled “Management’s Discussion and Analysis of Financial Condition and Results of Operations” below.

Our primary business is our leasing business, which we refer to as our rental and management segment, and
which accounted for approximately 98.4% of our segment operating profit for the year ended December 31,
2003. We also offer tower related services through our network development services segment that are strategic
to our rental and management segment.

Prior to December 2002, we also operated a satellite and fiber network access services segment through our
Verestar, Inc., subsidiary (Verestar). In December 2002, we committed to a plan to dispose of this business, and
in December 2003, Verestar and its affiliates filed for protection under Chapter 11 of the federal bankruptcy
laws. Accordingly, we have accounted for Verestar as a discontinued operation through the date of the
bankruptcy filing and we ceased to consolidate Verestar’s financial results as of that date. See “— Factors That
May Affect Future Results — The bankruptcy proceeding of our Verestar subsidiary exposes us to risks and
uncertainties.”



Rental and Management

Leasing of Antennae Sites. Our primary business is leasing antenna space on multi-tenant communications
towers to wireless service providers and radio and television broadcast companies. We operate a tower network
of approximately 15,000 multi-user sites in the United States, Mexico and Brazil, including more than 300
broadcast tower sites. Our networks in the United States and Mexico are national in scope. Our U.S. network
spans 49 states and the District of Columbia. In addition, 85% of our U.S. network provides coverage in the top
100 markets or core areas such as high traffic interstate corridors. Giving effect to pending transactions, our
Mexican network includes more than 1,800 sites in highly populated areas, including Mexico City, Monterrey,
Guadalajara and Acapulco. Our Brazilian network consists of approximately 425 towers, which are primarily
located in Sao Paulo, Rio de Janeiro and Curitiba.

We lease antenna space on our towers to tenants in a diverse range of wireless communications and
broadcast industries. Wireless industries we serve primarily include: personal communications services, cellular,
enhanced specialized mobile radio, paging and fixed microwave. Our major domestic customers include
ALLTEL, AT&T Wireless Services, Cingular Wireless, Nextel, Sprint PCS, T-Mobile USA and Verizon
Wireless, and their respective affiliates. Our major international customers include Iusacell Celular, Nextel
Mexico, Telefonica Moviles and Unefon in Mexico, and Nextel Brazil, Telecom Americas and Telecom Italia
Mobile in Brazil. Our largest customer is Verizon Wireless, which represented approximately 12% of our
revenues for the year ended December 31, 2003. No other customer accounted for greater than 10% of our
revenues for the year ended December 31, 2003. Approximately 62% of our revenues for the year ended
December 31, 2003 were derived from eight customers. See “—Factors That May Affect Future Results — A
substantial portion of our revenues is derived from a small number of customers” and “Due to the long-term
expectations of revenue from tenant leases, the tower industry is sensitive to the credit worthiness of its tenants.”

The number of antennae that our towers can accommodate varies depending on the tower’s location, height,
and the structural capacity at certain wind speeds. An antenna’s height on a tower and the tower’s location
determine the line-of-sight of the antenna with the horizon and, consequently, the distance a signal can be
transmitted. Some of our customers, such as personal communications services, enhanced specialized mobile
radio providers and cellular companies in metropolitan areas, typically do not place their equipment at the
highest tower point. Other customers, including paging companies and specialized mobile radio providers in rural
areas, prefer higher elevations for broader coverage. We believe that a significant majority of our towers have the
capacity to add additional tenants.

Lease Terms. Our leases, like most of those in the tower industry, generally vary depending upon the region
and the industry user. Initial terms for television and radio broadcast leases typically range between fifteen and
twenty years, while leases for wireless communications providers generally have initial terms of five to ten years.
In both cases, the leases often have multiple renewal terms at the option of the tenant. Both wireless carriers and
broadcasters generally renew their leases with us. Repositioning an antenna in a wireless carrier’s network is
expensive and often requires reconfiguring several other antennae in the carrier’s network and may require the
carrier to obtain other governmental permits.

Most of our leases have provisions that periodically increase the rent due under the lease. These automatic
increases are typically annual and are based on a fixed percentage, inflation or a fixed percentage plus inflation.

Annual rental payments vary considerably depending upon:

¢ the location of the tower;

e number and weight of the antennae on the tower and the size of the transmission line;

e ground space necessary to store equipment related to the antennae;
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e existing capacity of the tower;
e the placement of the customer’s antenna on the tower; and

e range or number of carrier’s frequency spectrum.

Tower Development. Historically, cellular and other wireless service providers had constructed and owned a
majority of the towers for their own antennae needs, rather than leasing space on towers from a third party.
Beginning in the late 1990s, wireless service providers expressed a growing interest in having independent
companies own and operate the towers for their antennae, due to the relatively high capital costs and operating
expenses for a single carrier’s use. This trend resulted in our entering into agreements with a number of wireless
carriers to construct and subsequently lease space on towers in key areas identified as optimal for their network
expansion requirements. In most cases, because we own the constructed towers, we are able to lease space on
them to other tenants, as well as to the original tenant.

Network Development Services

We provide the following tower-related services that are strategic to our rental and management segment.

Antennae and Line Installation and Construction Services. We are one of the leading providers of
construction services for wireless communication and broadcast towers. We provide construction services for our
own account and for sites owned by third parties. As part of our network development services, we provide
antennae and line installation and maintenance services for wireless communication towers and broadcast towers.
These services use not only our construction-related skills, but also our technical expertise to ensure that new
installations do not cause interference with other tenants. We believe that our antennae and line installation
services and maintenance capabilities provide us with a significant opportunity to capture incremental revenue on
existing and newly built sites.

Site Acquisition and Zoning Services. We engage in site acquisition services for our own account, in
connection with tower development projects and other proprietary construction, as well as for third parties. We
typically work with our customers’ network design engineers to determine the geographic areas where the
applicable customer needs a tower site to address its coverage objectives. Once a site is identified, we acquire the
rights to the land or structure on which the site will be constructed, and manage the permitting process to ensure
all necessary approvals are obtained to construct and operate the communications site under applicable law.

Other Services and Infrastructure. At the beginning of 2003, part of our network development services
segment included network engineering services through our Galaxy Engineering division and steel fabrication
and tall tower design and construction services through our Kline subsidiary. In August 2003, we sold our Galaxy
Engineering division and in June 2003 we committed to a plan to sell Kline, which was sold in March 2004.
Accordingly, the results of operations of these businesses are accounted for as discontinued operations and are
not included in our network development services segment.



Recent Transactions
Acquisitions

NII Holdings, Inc. In December 2002, we agreed to acquire over 500 communications sites from NII
Holdings (NII), predominantly in Mexico, for an aggregate purchase price of $100.0 million in cash. As of
December 31, 2003, we had satisfied our minimum purchase obligation under the agreement and had acquired an
aggregate of 665 towers in Mexico and Brazil from NII for a total purchase price of $112.4 million. We have the
option to purchase additional tower sites from NII in Mexico and Brazil through 2007, and currently plan to
acquire an additional 24 sites in Mexico in the second quarter of 2004 for approximately $4.4 million. We expect
to fund any additional closings using funds from operations and proceeds from asset dispositions.

lusacell Celular. In December 2003, we agreed to acquire up to 143 communications sites from Iusacell
Celular in Mexico for up to $31.4 million. We acquired 34 of these towers in December for approximately
$8.5 million, and as of March 5, 2004, we had acquired an additional 36 towers for approximately $7.6 million.
We expect to acquire the remaining towers by the end of the third quarter of 2004. We expect to fund any
additional closings out of funds from operations and proceeds from asset dispositions.

Dispositions

From January 1, 2003 through March 5, 2004, we completed approximately $123.9 million of non-core
asset sales. Significant dispositions included the following:

Non-Core Towers. We sold over 300 non-core tower assets, previously included in our rental and
management segment, for approximately $37.0 million. These dispositions are part of our program to actively
manage our portfolio of tower assets by selling non-core towers and reinvesting a portion of the total proceeds in
high quality tower assets.

Flash Technologies. In January 2003, we sold Flash Technologies, our lighting systems business, previously
included in our network development services segment, for net cash proceeds of approximately $35.5 million.

MTN. In February 2003, Verestar sold its subsidiary, Maritime Telecommunications Network (MTN), for
approximately $25.5 million in cash. The net proceeds from the sale were used by Verestar to repay loans as
required under the credit facilities.

Office Buildings. In March 2003, we sold an office building for approximately $10.3 million. In May 2003,
we sold an office building for approximately $18.5 million, including $2.4 million in cash proceeds and the
buyer’s assumption of $16.1 million of related mortgage notes. These buildings were held primarily as rental
property in our rental and management segment.

Galaxy Engineering. In August 2003, we sold Galaxy Engineering, a radio frequency engineering, network
design and tower-related consulting business previously included in our network development services segment.
We received approximately $2.0 million in cash at closing and will receive an additional $1.5 million payable on
or before January 15, 2008.

Kline Iron & Steel. In March 2004, we sold substantially all the net assets of Kline for approximately
$4.0 million in cash, subject to a post closing working capital adjustment, and we may receive up to an additional
$2.0 million in cash payable in 2006 based on the revenues generated by Kline in 2005. Kline was previously
included in our network development services segment. We expect to sell the remaining assets of Kline, which
primarily include an office building, manufacturing facility and related real estate, by June 30, 2004.

ATC Mexico Holding Corp.

In January 2004, J. Michael Gearon, Jr., one of our executive officers, exercised his previously disclosed
right to require us to purchase his 8.7% interest in ATC Mexico Holding Corp. (ATC Mexico). We currently own
an 88% interest in ATC Mexico, which is the subsidiary through which we conduct our Mexico operations. The
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purchase price for Mr. Gearon’s interest in ATC Mexico is subject to review by an independent financial advisor,
and is payable in cash or shares of our Class A common stock, at our option. We intend to pay the purchase price
in shares of our Class A common stock, and the closing is expected to occur in the second quarter of 2004. In
addition, we expect that payment of a portion of the purchase price will be contingent upon ATC Mexico meeting
certain performance criteria.

The remaining 3.3% interest in ATC Mexico was reserved for issuance upon exercise of options granted to
certain employees under the ATC Mexico Holding Stock Option Plan. These options became exercisable upon
the exercise of Mr. Gearon’s put right, and were exercised in January 2004. The employees holding these shares
also may require us to purchase their interest in ATC Mexico six months following their issuance, which date
will occur in July 2004. William H. Hess, one of our executive officers, owns a 1.4% interest in ATC Mexico as
a result of his exercise of options granted to him under the ATC Mexico Holding Stock Option Plan.

Management Organization

Our corporate headquarters is in Boston, Massachusetts. In 2003, we streamlined our United States rental
and management organization from three regions and ten areas to centralized management over seven areas.
Each of our United States tower and services divisions are now led by a vice president who reports to our
President, US Tower Division who, in turn, reports to our Chief Executive Officer. Our United States tower and
services divisions are now centrally located in Boston and Atlanta, respectively, and are further subdivided into
seven area operations centers that are staffed with skilled engineering, construction management and marketing
personnel. Our centralized lease processing for the rental and management segment is based in Woburn,
Massachusetts and our related accounting operations are based in Atlanta, Georgia. Our international regional
centers are based in Mexico City, Mexico and Sao Paulo, Brazil. We believe our United States and international
regional and area operations centers are capable of responding effectively to the opportunities and customer
needs of their defined geographic areas.

Regulatory Matters

Towers and Licenses. Both the Federal Communications Commission (“FCC”) and the Federal Aviation
Administration (“FAA”) regulate towers used for wireless communications and radio and television
broadcasting. These regulations govern the siting, lighting, marking and maintenance of towers. Depending on
factors such as tower height and proximity to public airfields, the construction of new towers or modifications to
existing towers must be reviewed by the FAA prior to initiation to ensure that the tower will not present a hazard
to aircraft navigation. After the FAA issues a “No Hazard” determination, the tower owner must register the
tower with the FCC and paint and light the tower in accordance with the FAA determination. The FAA review
and the FCC registration processes are prerequisites to FCC authorization of communications devices placed on
the tower. Tower owners bear the responsibility for notifying the FAA of any tower lighting failures and for the
repair of those lighting failures. Tower owners also must notify the FCC when ownership of a tower changes. We
generally indemnify our customers against any failure to comply with applicable standards. Failure to comply
with applicable tower-related requirements may lead to monetary penalties.

The FCC separately regulates and licenses wireless communications devices and radio and television
stations transmitting from the towers. We hold, through various subsidiaries, certain private microwave licenses
granted by the FCC. We are required to obtain the FCC’s approval prior to assigning these licenses or
transferring control of any entity of ours which holds FCC licenses.

In January 2001, the FCC concluded investigations of several operators of communications towers,
including us. The FCC sent us a Notice of Apparent Liability for Forfeiture (“NAL”) preliminarily determining
that we had failed to file certain informational forms, had failed to properly post certain information at various
tower sites, and on one occasion had failed to properly light a tower. The FCC also ordered an additional review
of our overall procedures for and degree of compliance with the FCC’s regulations. We reached a settlement with
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the FCC regarding the compliance issues arising out of the NAL in the form of a Consent Decree. As part of the
Consent Decree, the FCC rescinded the NAL and terminated the further investigation ordered in the NAL. In
September 2001 we made a voluntary contribution of $0.3 million to the U.S. Treasury and agreed to maintain an
active compliance plan. Failure to comply with the Consent Decree may lead to additional monetary penalties
and loss of the right to hold our various registrations and licenses. The Consent Decree expires in August 2004.

The FCC considers the construction of a new tower or collocation of an antenna on an existing antenna
structure (including building rooftops and watertanks) to be a federal undertaking subject to prior environmental
review and approval under the National Environmental Policy Act of 1969 (“NEPA”), which obligates federal
agencies to evaluate the environmental impacts of undertakings to determine whether they may significantly
affect the environment. The FCC has issued regulations implementing NEPA as well as the National Historic
Preservation Act, and the Endangered Species Act (“ESA”). These regulations place responsibility on each FCC
applicant or licensee to investigate potential environmental and other effects of operations and to disclose any
significant impacts in an environmental assessment prior to constructing a tower or collocating an antenna. If a
tower or collocation may have a significant impact on the environment, FCC approval of the tower or collocation
could be significantly delayed.

In August 2002, certain environmental groups asked the FCC to review the tower registrations of more than
5,000 towers in the gulf coast region to assess compliance with the ESA and Migratory Bird Treaty Act and to
require the filing of new or revised environmental assessments under NEPA for all towers in the region. We own
a number of the towers identified in the pleading. However, because the pleading was not served on us, we have
not been asked by the FCC to respond. PCIA, a trade association representing the tower i