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Item 2.02 Results of Operations and Financial Conton.

USA Mobility, Inc. issued its preliminary unauditeg@erating results for 2005 on April 3, 2006. A gaj the News Release is furnished herewith as
Exhibit 99.1.

Item 3.01 Notice of Delisting or Failure to Satisfya Continued Listing Rule or Standard; Transfer ofListing.

The Company announced that it has received a nioticethe Nasdaq National Market stating that Ngdukes not received the Company’s 2005 Form
10-K as required by Marketplace Rule 4310(c)(14) trat the Company’s securities will be delistezhirThe Nasdaq Stock Market at the opening of
business on April 12, 2006, unless the CompanyestgLa hearing in accordance with the Marketplade B800 Series. USA Mobility intends to
request a hearing before the Nasdagq listing guatifins panel with respect to this notice, which ave the effect of suspending the delisting ceti
until resolution of the hearing. There can be reueance that the panel will grant the Company’'siestjfor continued listing. A copy of the News
Release is furnished herewith as Exhibit 99.2.

Item 4.02(a) Non-Reliance on Previously Issued Finaial Statements or a Related Audit Report or Commdted Interim Review.

The Company concluded on April 7, 2006 to restistéinancial statements and other financial infaioraas of December 31, 2002 and for the seven
months ended December 31, 2002. The Company interfde an amendment to its Annual Report on FA¥K for the year ended December 31,
2004 to include these restated financial statemsmdsother financial information. The purpose & #mended filing will be to restate financial
statements and other financial information forgegen months ended December 31, 2002 and for e 2603 and 2004. In addition the Company
intends to file amendments to its Quarterly report$-orm 10-Q for the first three interim quartgulriods during the year ended December 31, 2005
as previously reported in its Current Report omf8¢K filed on March 10, 2006.

In light of the restatement, readers should noéomgly on the Company’s previously filed financ#gtements and other financial information for
2002, 2003 and 2004 and for each of the interinmtgqus periods for 2004 and 2005.

The determination to restate the Company finarst&tements for 2002 subsequent to the emergenoebiaokruptcy was made as a result of
management’s assessment of accounting errors #ratnecently discovered during the preparationso2005 financial statements. In addition to those
adjustments that have previously been reporte€trmepany has identified the following additionalw@tments to previously reported periods:

Asset retirement obligations were not recorded at the emergence from bankruptcy in 2002 and were incorrectly calculated in 2003 and 2004. The
Company'’s predecessor, Arch Wireless, Inc. (“Arckids required to implement the provisions of Statenof Financial Accounting Standards

No. 143,Accounting for Asset Retirement Obligations, (“SFAS No. 143”) upon its emergence from bankey@s a reorganized company. The
Company did not properly implement SFAS No. 143adidition in 2003 and 2004 the Company did notestity determine the fair value of the asset
retirement obligation as required by SFAS No. T@% adjustments in 2002, 2003 and 2004 will impaoperty, plant and equipment and short-term
and longterm liabilities for the asset retirement obligasoOperating expense will also be impacted byetlagustments. The Company has not fir
assessed the impact of these changes on its 2002, 2004 and 2005 financial statements and othandial information, but is in the process of
doing so. These adjustments along with those adgrss previously disclosed in our Current ReporForm 8-K filed on March 10, 2006 will be
included in the restated financial statements @hdrdinancial information for 2002, 2003 and 2@0% the interim quarterly periods for 2004 and
2005.

The adjustments discussed above do not impactreurqusly reported revenue, cash or cash flow foparating, investing or financing activities.

After reviewing these matters with the Audit Context, we recommended to the Audit Committee thatiposly reported financial results be restated
to reflect these additional adjustments. The AGdilnmittee agreed with this recommendation and detexd on April 7, 2006 that previously repor
results for the Company be restated to reflecttlzeslitional adjustments and that previously ffladncial statements and other financial informatio
referred to above should no longer be relied upon.

In connection with its evaluation of the additioadjustments described above, management is clyressstessing whether these adjustments were a
result of material weakness in the Company’s irgkecontrol over financial reporting. Management hasyet determined whether an additional
material weakness exists. The Company has preyioegbrted material weaknesses in its Current RepoForm 8-K filed on March 10, 2006. As a
result of those previously reported material weakes, management had concluded that the Compamytidaintain effective control over financial
reporting at December 31, 2004. Accordingly, Mamaget's Report on Internal Control Over FinanciapBeing as originally filed in the Company’s
Annual Report on Form 10-K for the year ended Dduem31, 2004, should no longer be relied upon.

Management has not finalized its assessment ahi@teontrol over the financial reporting relatedtie preparation of the 2005 financial statements;
accordingly the Company may identify additional tohdeficiencies as material weaknesses.

The Company has discussed the matters mentionethtveith PricewaterhouseCoopers, LLP, our indepehosgistered public accounting firm.

Item 7.01 Regulation FD Disclosure.

On April 4, 2006, the Company conducted a conferarad! for investors and other interested parfié full transcript of the conference call is
furnished herewith as Exhibit 99.3.

Item 9.01 Financial Statements and Exhibits.

(c) Exhibits

See Exhibit Index attached hereto.

The information in this Item 2.02 and Item 7.0%tlié Form 8-K and Exhibit 99.1, 99.2, and 99.3aclted hereto shall not be deemed “filed” for
purposes of Section 18 of the Securities Exchargeof1934 (the “Exchange Act”) or otherwise subjecthe liability of that Section, nor shall such
information be deemed to be incorporated by refaén any registration statement or other docurfixat under the Securities Act of 1933 or the
Exchange Act, except as otherwise stated in slioly fi
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—

USAMOBILITY
A § \
@ verar  pr

" Your Business Communications Partner

NEWS RELEASE

FOR IMMEDIATE RELEASE CONTACT: Bob Lougee (703) 7-3080
Monday, April 3, 200¢

USA Mobility Reports Preliminary 2005 Operating Reslilts

First Year Marked by Successful Merger Integration,
Repayment of Debt and Return of Capital to Sharethels

Alexandria, VA (April 3, 2006) — USA Mobility, IndNasdaq: USMO), a leading provider of wireless saging services, today announced
preliminary and unaudited operating results forftheth quarter and year ended December 31, 2098yt full year of operations following the
merger between Arch Wireless, Inc. and Metrocaldit@s, Inc. on November 16, 2004.

The company announced on March 31, 2006 thatdtyeel the filing of its 2005 Form 10-K and its amedidrorm 10-K/A for the year ended
December 31, 2004, and amended Form 10-Q/A’s tothtee interim quarterly periods for 2004 and 200% delay was the result of unforeseen time
requirements in connection with completing its a&stents of income taxes and deferred tax assetsefgears 2003 and 2004, and interim periods of
2004 and 2005. The company is working diligentlycompleting this work and intends to file these¢esteents as soon as practicable.

Upon completion of the audit and related filingSAJMobility expects to report the following resultevenue of $618.6 million for 2005, with
EBITDA of $155.9 million, or 25 percent of revenwaeid operating income for 2005 of $2.5 millionttzes company accelerated depreciation of the
former Arch two-way paging system. Decommissiorofithe system was completed in the fourth quat@065. Additionally, the company recorded
operating expenses in 2005 of $16.6 million foresamce and contract termination costs associatidtiae integration of Arch and Metrocall.




The company said the merger integration, whiclubstantially complete, was the catalyst for siguaifit improvements in 2005 operating results for
the combined company.

Highlights of 2005 included:

The company completed a new l-term contract with its largest tower landlord. tid#ion, subsequent to year end and effective gy
2006, the company completed a long-term contraitt itd second largest landlord. These contractegpected to provide substantial cost
savings compared to its previous site rent expe

In the fourth quarter of 2005, the company coitgaléts planned decommissioning of the former Awb-way paging system. The process
included the decommissioning of more than 2,10@simgtters and will ultimately result in $21 millimf annual savings by 2009 when all
lease commitments expit

The company made substantial progress in ratoinglits one-way paging systems, decommissionpgaimately 1,200 one-way
transmitters during the ye:

Through new landlord contracts and network rati@asibn the company expects to reduce its totaliahsite rent expense $87 million,
70 percent, by 201!

Integration and consolidation efforts reducedrtimber of employees from more than 2,800 at the 6f the merger to 1,617 at

December 31, 2005. This 43 percent reduction irkfeoce unlocked significant improvement in revemee employee, which had been
decreasing for both Arch and Metrocall over ther fguarters leading up to the merger. Since the erergvenue per employee has increased
40 percent and reached $343,000 of annualized veveer employee as of the fourth quarter of 2/

The company streamlined its sales organizatiom fthree divisions, which included 15 regions, ®rgle nationwide sales organization with
11 regions. The consolidation included a signifta@duction in management overhe

In total, all integration and cost consolidatiofoefs reduced the compé’'s operating expense, excluding depreciation andt&ation, by
$41.6 million per quarter, from $144.4 million ompen-forma basis in the fourth quarter of 2004$1®2.8 million in the fourth quarter of
2005.

The company repaid $140 million in debt, whichiturred to consummate the merger, within the finsé months of operation
The company paid a $1.50 per share dividend in Dbee 2005, representing a $41 million return ofitzdo its investors

The company began exploring alternative revewouecgs, including the execution of an agreemerit witvanced Metering Data Systems
(AMDS) in which USA Mobility would share revenuerded from its narrowband PCS meter reading netw




. USA Mobility strengthened and enhanced its exeeuhanagement team, including the recruitmentso€hief financial officer, general
counsel and executive vice president for marketisgyell as filled the positions of chief operatofficer and executive vice president of
sales through internal promotiot

In addition to the benefits of the merger and sgbeat integration, the company also experienceddrga revenue and subscriber trends during 2

. The rate of revenue erosion continued to showamgment. In all four quarters since the mergeryér-over-year rate of revenue decline
improved on a pro-forma basis from 22.7 perceffirgt quarter, 22.4 percent in second quarter, pergent third quarter and finally to
20.3 percent in the fourth quart

. The quarterly loss in subscribers slowed signifiyefiom over 500,000 in the first quarter of 2004 a pr«-forma basis to 230,000 in tl
fourth quarter of 2005. More importantly, the qealst rate of erosion declined from 6.5 percent.®percent during the same peri

“We made excellent progress in our first year fwilog the merger,” said Vincent D. Kelly, presidamd chief executive officer. “We substantially
integrated the nation’s two largest paging carriachieving significant synergies and operatiownats savings.” Kelly added: “In addition, while the
paging and wireless messaging sector remains olgalig, we were encouraged by the improvement is&ilter erosion during the year as well as the
improving trends in the pace of revenue declinew&anove forward to complete the integration preaasd implement new sales and marketing
initiatives in 2006, we anticipate even furtheraficial and operational improvements that will allasvto better meet the needs of our customers
nationwide.”

Thomas L. Schilling, chief financial officer, saitWe continued to strengthen our financial positgimce the merger. We significantly reduced our
operating costs, paid off $140 million in debt,gaut $41 million in dividends and ended the yedhw37.5 million in cash, and expect to end thst
quarter of 2006 with a cash balance of approxirge&&B million.” Schilling also outlined the compdsyuidance for 2006, stating: “In 2006 the
company expects revenue to be in a range from #4ion to $500 million, operating expenses, exéhgldepreciation and amortization, are expe
to be in a range from $370 million to $380 milli@nd capital expenses in a range from $15 millo$20 million.”

Additional information on USA Mobility’s historicadubscriber trends and operating efficiency islaté at:_http://media.corporate
ir.net/media_files/priv/usmo/USAM_Chart_Art3.pdf.
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USA Mobility plans to host a conference call fovéstors on its fourth quarter and year-end resullisl:00 a.m. Eastern Time on Tuesday, April 4,
2006. The call-in number is 800-262-1292 (toll-jree 719-457-2680 (toll). The pass code for théisad879478. A replay of the call will be availabl
from 3:00 p.m. on April 4 until 11:59 p.m. on TuagdApril 18, 2006. The replay number is 888-203-A {toll-free) or 719-457-0820 (toll). The pass
code for the replay is 4879478.
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About USA Mobility

USA Mobility, Inc., headquartered in Alexandriarifinia, is a leading provider of paging productd ather wireless services to the business,
government, healthcare and emergency responsesdd®A Mobility offers traditional one-way and ahced two-way paging via its nationwide
networks covering more than 90% of the U.S. pojmriatn addition, the company offers mobile voicelalata services through Sprint Nextel and
Cingular Wireless, including BlackBerry and GPSalien applications. The company’s product offerimgdude wireless connectivity systems for
medical, business, government and other campusocemuents. USA Mobility focuses on the business+sitess marketplace and supplies mobile
connectivity solutions to over two-thirds of therfeme 1000 companies. For further information waitw.usamobility.com.

Safe Harbor Statement under the Private Securitiekitigation Reform Act: Statements contained herein or in prior press selewhich are not
historical fact, such as statements regarding USMiMy’s expectations for future operating anddfirtial performance, are forwalabking statemen
for purposes of the safe harbor provisions undeiPtlivate Securities Litigation Reform Act of 199%hese forward-looking statements involve risks
and uncertainties that may cause USA Mobility’siattesults to be materially different from theuf results expressed or implied by such forward-
looking statements. Factors that could cause amtsalts to differ materially from those expectaionclude, but are not limited to, declining dechan
for paging products and services, the ability totowe to reduce operating expenses, future capgtadls, competitive pricing pressures, competition
from both traditional paging services and otheeleiss communications services, government regalatéhiance upon thirgrarty providers for certai
equipment and services, as well as other risksritbestcfrom time to time in periodic reports andist@tion statements filed with the Securities and
Exchange Commission. Although USA Mobility beliewhe expectations reflected in the forward-lookstatements are based on reasonable
assumptions, it can give no assurance that itsctaqi@ns will be attained. USA Mobility disclaimayintent or obligation to update any forward-
looking statements.

Tables to Follow




2005
Total End of Year Active Transmitters 15,52:
Average Active Transmitters 17,01¢
Average Cost Per Transmitter $ 611
Rate of Decline in Average Cos

Expected Total Cost ( $ in millions) $ 124.¢

Rate of Decline in Expected Total Cos

Transmitter metrics

2006 2007 2008
14,24¢ 11,64¢ 8,95(
14,88 12,94¢ 10,29¢
$ 58t $ bIE $ 44t
-4% -12% -14%
$ 105.( $ 80.C $ 55.C
-16% -24% -31%

2009
8,45(
8,70(

$ 40z
-10%

$ 42C
-24%

2010
7,99¢
8,222

$ 38t
-4%

$ 38C
-10%

Note: The transmitter metrics presented above septeprojections by USA Mobility and are forw-looking statements for purposes of the safe
harbor provisions under the Private Securitieghiion Reform Act of 1995.




USA MOBILITY, INC.
SUMMARY OF CONSOLIDATED OPERATING RESULTS
(unaudited and in thousands)

For the year ended December 3.

2004 2005
Revenues:
Service, rental and maintenance, net of serviagitst $470,75: $592,69(
Product sale 19,40¢ 25,88:
Total revenue 490,16( 618,57:
Operating expenses
Cost of products sol 4,347 4,48:
Service, rental and maintenar 161,07: 218,16(
Selling and marketin 36,08t 43,14*
General and administrati 130,04t 177,43t
Depreciation and amortizatic 113,00 153,40
Stock based compensati 4,86: 2,83:
Severance and restructuri 11,93¢ 16,60¢
Total operating expense: 461,35( 616,07(
Operating income (loss; 28,81( 2,50z
Interest expens (6,36%) (2,417)
Interest incomt 451 1,08¢
Loss on extinguishment of lo-term deb: (2,03)) (1,339
Other income, ne 814 (1,009
Income (loss) before income tax expen: $ 22,67¢ $ (1,169
Reconciliation of operating income to EBITDA:
Operating income (los! $ 28,81( $ 2,50:
Addback:
Depreciation and amortizatic 113,00( 153,40:
EBITDA $141,81( $155,90!

EBITDA (Earnings before interest, taxes, and depration and amortization) is a no-GAAP financial measure that USA Mobility currently
calculates according to the schedule above, usirfgA® amounts from the Summary of Consolidated OpémngtResults. USA Mobility believes that
EBITDA provides useful information regarding the gential cash generation of its ongoing business. HBA should not be considered in isolatic
or as a substitute for net income.




USA MOBILITY, INC.

SUMMARY OF CONSOLIDATED CASH FLOWS

Net cash provided by operating activities

Net cash used in investing activitie

Net cash (used in) provided by financing activitie
Net increase (decrease) in cash and cash equis
Cash and cash equivalents, beginning of pe
Cash and cash equivalents, end of peric

(unaudited and in thousands)

Year Ended December 31,

2004 2005
$ 114,26 $ 139,25
$(133,72) $ (13,046
$ 31,87( $(135,65()
$ 12,41: $ (9,446
34,58: 46,99
$ 46,99 $ 37,54




USA MOBILITY, INC.
SUMMARY OF CONSOLIDATED OPERATING RESULTS (a)
(unaudited and in thousands)

For the year ended December 3.

2004
Proforma 2005
Revenues:
Service, rental and maintenance, net of serviaditst $754,69¢ $592,69(
Product sale 34,00¢ 25,88:
Total revenue 788,70! 618,57:
Operating expenses
Cost of products sol 8,47¢ 4,48:
Service, rental and maintenar 257,68 218,16(
Selling and marketin 65,84" 43,14*
General and administrati 216,31 177,43t
Depreciation and amortizatic 150,32: 153,40:
Stock based compensati 6,401 2,832
Severance and restructuri 13,62: 16,60¢
Total operating expense:! 718,67( 616,07(
Operating income (loss] 70,03t 2,50z
Interest expens (7,360 (2,417
Interest incomt 451 1,08¢
Loss on extinguishment of lo-term deb: — (1,339
Other income, ne 16S (1,009
Income (loss) before income tax expen: $ 63,28¢ $ (1,169
Reconciliation of operating income to EBITDA:
Operating income (los: $ 70,03t $ 2,507
Addback:
Depreciation and amortizatic 150,32: 153,40:
EBITDA $220,35t¢ $155,90!

(@) Pro forma amounts assume the merger of Arch Weeles. and Metrocall Holdings, Inc. as of Janukr2004.

EBITDA (Earnings before interest, taxes, and depraion and amortization) is a no-GAAP financial measure that USA Mobility currently
calculates according to the schedule above, usimfgA® amounts from the Summary of Consolidated OpémngtResults. USA Mobility believes that
EBITDA provides useful information regarding the gential cash generation of its ongoing business. HEBA should not be considered in isolatic
or as a substitute for net income.




USA MOBILITY, INC.
SUMMARY OF CONSOLIDATED OPERATING RESULTS
(unaudited and in thousands)

For the three months ended

March 31, 200« June 30, 200 September 30, 20C December 31, 20C March 31, 200¢ June 30, 200 September 30, 20C December 31, 20C

Revenues:
Service, rental and
maintenance, net of

service credit: $ 11954t $ 111,17 $ 104,78 $ 135,24t $ 159,15( $ 151,48. $ 145,01 $ 137,04:
Product sale 4,11 4,62: 4,632 6,041 6,521 6,054 6,94( 6,361
Total revenue 123,65¢ 115,79° 109,41 141,28 165,67 157,53 151,95¢ 143,40«
Operating expenses
Cost of products sol 93¢ 85€ 691 1,86: 1,27¢ 92¢ 94t 1,33(C
Service, rental and
maintenanci 38,98t¢ 36,98t¢ 36,90 48,19: 56,64¢ 56,42¢ 54,49( 50,59
Selling and marketin 9,06¢ 8,751 7,86: 10,39¢ 10,40: 11,15¢ 11,27¢ 10,311
General ant
administrative 31,30« 29,15( 27,61t 41,97 48,42’ 46,49: 43,26( 39,26(
Depreciation and
amortization 26,30¢ 31,07: 22,30: 33,31¢ 42,31: 39,00¢ 33,271 38,80¢
Stock base:
compensatiol 2,267 1,90¢ 1,86¢ (2,177) 1,38¢ 597 271 57¢
Severance and
restructuring 3,68¢ 602 1,22¢ 6,41¢ 5,13¢ 9,904 85¢E 714
Total operating
expenses 112,56: 109,33. 98,46" 140,98t 165,58 164,51: 144,37- 141,59¢
Operating income (loss 11,09¢ 6,46¢ 10,95( 29¢ 88 (6,979 7,58( 1,80¢
Interest expens (3,400 (1,770) (18) (2,177) (1,417 (739 (232) (35
Interest income 71 70 8¢ 221 197 23¢ 214 4432
Loss on extinguishment
of long-term deb — — — (2,03)) (594) (432) (312) —
Other income, ne 16¢ 177 66 403 137 (73 76 (1,149
Income (loss) before
income tax expense $ 793¢ $ 4,94; 11,08° $ (1,285 $ (1,589% (7,979 % 7,32¢ $ 1,072
Reconciliation of
operating income to
EBITDA:
Operating income (los: $ 11,09¢ $ 6,46 10,95( $ 29¢ $ 88 % (6,979% 7,58C $ 1,80¢
Addback:
Depreciation ani
amortization 26,30¢ 31,07: 22,30: 33,31¢ 42,31: 39,00¢ 33,27: 38,80¢
EBITDA $ 37,40t $ 37,53t $ 33,25: $ 3361 $ 42,400 $ 32,03 $ 40,857 $ 40,61:

EBITDA (Earnings before interest, taxes, and depraion and amortization) is a no-GAAP financial measure that USA Mobility currently

calculates according to the schedule above, usirfgA® amounts from the Summary of Consolidated OpémngtResults. USA Mobility believes that
EBITDA provides useful information regarding the gential cash generation of its ongoing business. HEBA should not be considered in isolatic
or as a substitute for net income.




USA MOBILITY, INC.
SUMMARY OF CONSOLIDATED OPERATING RESULTS (a)

(unaudited and in thousands)

For the three months ended

March 31, 200¢ June 30, 200

September 30, 20C December 31, 20C March 31, 200¢ June 30, 200 September 30, 20C December 31, 20C

Pro forma Pro forma Pro forma Pro forma
Revenues:
Service, rental and
maintenance, net of
service credit: $ 206,35t $ 19391 $ 182,45. $ 171,97 $ 159,15( $ 151,48! $ 145,01 $ 137,04
Product sale 8,01¢ 8,997 9,027 7,96¢ 6,527 6,05¢ 6,94( 6,361
Total revenue 214,37 202,91 191,47¢ 179,94( 165,67 157,53° 151,95 143,40
Operating expenses
Cost of products sol 1,87¢ 2,19¢ 2,12¢ 2,27¢ 1,27¢ 92¢ 94E 1,33(
Service, rental an
maintenanci 67,44 64,54 62,74¢ 62,95¢ 56,64¢ 56,42¢ 54,49( 50,59:¢
Selling and marketin 18,29¢ 17,47¢ 15,66" 14,40¢ 10,40: 11,15¢ 11,27¢ 10,311
General and
administrative 53,70 51,18: 50,28¢ 61,14( 48,42" 46,49: 43,26( 39,26(
Depreciation
and
amortizatiol 38,07: 42,16¢ 32,80: 37,28: 42,31 39,00¢ 33,271 38,80¢
Stock base!
compensal 5,96¢ 2,81( 2,09: (2,789 1,38¢ 597 271 57¢
Severance and
restructurin 3,68¢ 602 1,22¢ 6,41¢ 5,13¢ 9,90/ 85E 714
Total operating
expenses 189,05: 180,97 166,94¢ 181,69: 165,58¢ 164,51: 144,37 141,59¢
Operating income (loss 25,32( 21,931 24,53. (1,759 88 (6,979 7,58( 1,80¢
Interest expens (2,18¢) (1,970 (1,759 (1,44%) (2,41 (739 (232 (35
Interest incomt — — — 451 197 23t 214 4432
Loss on extinguishment
of long-term deb — — — — (594) (432) (312) —
Other income, ne 11C 201 17 (165) 137 (73 76 (1,149
Income (loss) before
income tax expense $ 23,24: $ 20,167 $ 22,79 $ (2,910 $ (1,589% (7,979 % 7,32¢ $ 1,072
Reconciliation of
operating income to
EBITDA:
Operating income (los: $ 2532( % 21,937 % 2453. $ (1,759 $ 88 % (6,979% 7,58C $ 1,80¢
Addback:
Depreciation an
amortization 38,07: 42,16¢ 32,80: 37,28: 42,31 39,00¢ 33,27 38,80¢
EBITDA $ 63,39: $ 64,10 $ 57,33: $ 35527 $ 42,400 $ 32,03 $ 40,857 $ 40,616.

(@) Pro forma amounts assume the merger of Arch Wseles. and Metrocall Holdings, Inc. as of Januhkr2004.

EBITDA (Earnings before interest, taxes, and depraion and amortization) is a no-GAAP financial measure that USA Mobility currently
calculates according to the schedule above, usirfgA® amounts from the Summary of Consolidated OpémngtResults. USA Mobility believes that
EBITDA provides useful information regarding the gential cash generation of its ongoing business. HEBA should not be considered in isolatic
or as a substitute for net income.




Direct On«-Way:

USA MOBILITY, INC.
PRO FORMA UNITS IN SERVICE ACTIVITY (a) (b)

units in thousands (unaudited)

Three Months Ende

March 200: June 200 September 20( December 20C March 200! June 200 September 20( December 20C

Beginning units in servic 5,32¢  5,10( 4,90¢ 4,69( 4,464  4,27% 4,114 3,977
Gross placemen 22¢ 181 182 16€ 141 134 12¢ 12¢€
Disconnect: (455) (372 (407) (392) (332) (299 (262) (268)
Ending units in servic 5,10C  4,90¢ 4,69( 4,464 4,27: 4,11/ 3,971 3,83¢
Two-Way:
Beginning units in servic 50€ 483 462 44¢ 422 397 382 365
Gross placemen 4C 32 35 29 22 29 17 18
Disconnect: (63) (53 (48) (56) 47 (44) (34 (36)
Ending units in servic 48: 462 44¢ 422 397 382 36E 347
Indirect On-Way:
Beginning units in servic 1,71€ 1,474 1,25: 1,101 987 85¢ 762 68t
Gross placemen 157 14¢ 16C 14: 107 92 26 26
Disconnectt (399)  (366) (312) (257) (235) (189 (103) (107)
Ending units in servic 1,47¢ 1,25% 1,107 987 85¢ 762 68E 604
Two-Way:
Beginning units in servic 131 128 121 11F 94 91 90 89
Gross placemen 2C 16 2C 7 7 7 3 18
Disconnect: (28) (18) (26) (28) (10) (8) (4) (7)
Ending units in servic 123 121 11F 94 91 9C 89 10C
Total
Beginning units in servic 7,682  7,18( 6,74°F 6,35¢ 5,967 5,62( 5,34¢ 5,11¢
Gross placemen 442 374 397 34t 277 262 171 18¢€
Disconnect: (945) (809 (787) (739%) (624) (539 (403) (418
Ending units in servic 7,180 6,74 6,35¢ 5,96 5,62( 5,34¢ 5,11¢ 4,88¢
Adjusted Proforma ARPU Direct O-Way $ 91C$ 89 $ 8.8¢ $ 875 86:t$ 861% 8.4¢ $ 8.27
Direct Twc-Way $ 25.1f $ 246¢ $ 242 $ 239 $ 23.9¢ $ 236F $ 2428 $ 23.7¢
Indirect On-Way $ 40€$ 42¢ % 412 $ 42¢$ 407 % 411 % 4.3€ $ 4.6¢€
Indirect Twc-Way $ 128¢$120: % 11.3( $ 1041$% 9.1€$ 871% 8.4z % 7.8C
Total $ 91t $ 9.1€ S 9.14 $ 9.0¢$ 9013% 9.0z $ 9.04 $ 8.9C

(@) Assumes Arch and Metrocall combined as of Januap@4.

(b)  Amounts have been adjusted for round
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FOR IMMEDIATE RELEASE CONTACT: Bob Lougee (703) 7-3080
Wednesday, April 5, 200

USA Mobility Reports Receipt of Nasdag Staff Deternmation Letter

Alexandria, VA (April 5, 2006) —USA Mobility, Inc. (Nasdaqg: USMO), a leading progidof wireless messaging services, today annouthegdt has
received a notice from the Nasdaq National Martairgy that Nasdaq has not received the compar®0s Form 10-K as required by Marketplace

Rule 4310(c)(14) and that the company’s secuntitide delisted from The Nasdag Stock Market @& dpening of business on April 12, 2006, unless

the company requests a hearing in accordance ndtMarketplace Rule 4800 Series. USA Mobility imtertio request a hearing before the Nasdaqg
listing qualifications panel with respect to thistise, which will have the effect of suspending tledisting notice until resolution of the hearifidnere
can be no assurance that the panel will grantdhgpany’s request for continued listing.

The company intends to file its 2005 FormK @&s soon as it completes its 2005 financial resaltd its outside auditor, PricewaterhouseCoopé&f,

has completed the audit of USA Mobility’s 2005 fircéal statements. As the company has previouslpameed, it also is restating financial results for

2003 and 2004, and the interim periods for 20042015. Those restated results will be filed proofiling its 2005 Form 10-K.

USA Mobility announced preliminary un-audited 20Qf)ferating results in a news release on April 3,6288d held an earnings call for investors on
April 4, 2006 to review those results. The newsase is available on the company’s website at waamobility.com, and a transcript of the earnings
call will be posted on the website as soon asavalable.




About USA Mobility

USA Mobility, Inc., headquartered in Alexandriasiinia, is a leading provider of paging productd ather wireless services to the business,
government, healthcare and emergency responsesdd®A Mobility offers traditional one-way and ahced two-way paging via its nationwide
networks covering more than 90% of the U.S. pomiatn addition, the company offers mobile voicelalata services through Sprint Nextel and
Cingular Wireless, including BlackBerry and GPSaltian applications. The company’s product offerimgdude wireless connectivity systems for
medical, business, government and other campuscemeents. USA Mobility focuses on the businesssitess marketplace and supplies mobile
connectivity solutions to over two-thirds of therfeme 1000 companies. For further information waitw.usamobility.com

Safe Harbor Statement under the Private Securitiekitigation Reform Act: This news release contains forward-looking statémeithin the meaning of section 21E of the Setsit
Exchange Act of 1934, as amended, that involvesrisid uncertainties and reflect the company’s jugfgras of the date of this release. These statsmeitide those related to the
company'’s hearing before the Nasdaq listing quatfons panel, the panel’s resolution of the corgjsarequest to continue its Nasdagq listing and erattelating to the completion of the
company'’s restatement, audit of its consolidatedrftial statements and the filing of its 2005 FAG¥K. Actual events or results may differ mateyidtom the company’s expectations.
There can be no assurance that the panel will gnhentompany’s request for continued listing ot tha company will complete the filing of its 2086rm 10-K within sufficient time to
remain listed on Nasdagq. In addition, our finanoésults and stock price may suffer as a resuth@flelisting notice, an unfavorable determinabigrthe Nasdaq hearing panel, or other
actions taken by governmental or other regulatogids in connection with this process. Additiomdbirmation concerning these and other risk facaffiescting the company’s business can
be found in the company’s public periodic filing&the Securities and Exchange Commission andh@aompany’s website at www.usamobility.com. Thepany disclaims any intent
or obligation to update these forward-looking ste¢ats beyond the date of this release.
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Mr. Tollefsen :

Exhibit 99.¢

USA Mobility, Inc. Investor Conference Call
April 4, 2006
11:00 a.m. Eastern Time

Operating Results for the 4th Quarter and Year Brigkcember 31, 2005

Good morning and welcome to USA Mobility’s Fourtlu@ter and Year-end Investor Conference Call. Taxlegll is
being recorded. Online today we have Vince Kellgsitlent and CEO, Peter Barnett, COO, Tom SchjlBfO &
Treasurer, and Scott Tollefsen, General CounseBSangetary. At this time for opening comments I witn the call
over to Mr. Kelly. Please go ahead, :

Good Morning. Thank you for joining us for this Cpamy Update. Before | begin, our General Coungsdit:
Tollefsen, will make a brief stateme

Today’s conference call may include forward-looksigtements that are subject to risks and uncégsirelating to
USA Mobility’s future financial and business perfaance. Such statements may include estimates efhuey
expenses and income as well as other predictitenséats or plans dependent upon future eventsnalitbans,
including statements related to the Company’s cetigl of its restatement and audit of its consaéiddinancial
statements, new determinations and calculatiortsgatimates of time to complete the review andtatitliese
statements represent the Company’s estimates artlyeodate of this conference call and are nohied to give any
assurance as to actual future results. USA Molsligtual results could differ materially from tleosnticipated in
these forward-looking statements. Although theatestents are based upon assumptions the Compaeydsetio be
reasonable, based upon available information, #neysubject to risks and uncertainties, includisgsrand
uncertainties that the review or subsequent presessfilings will not be timely completed, thatyamodifications or
changes may not be timely or effectively implemdntbat other errors or internal control deficierscor weakness:
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Mr. Kelly :

may be identified during the preparation and aafiihe consolidated financial statements, andddatstments for
other periods may be required. The Company’s firsmesults and stock price may suffer as a resfutie ongoing
review and any subsequent determinations frompifisess or any resulting actions taken by govermahen other
regulatory bodies. Please review the risk facterdisn relating to our operations and the busieassronment in
which we compete contained in our third quartemfr@0-Q and our 2004 Form 10-K, both of which ardilenwith
the SEC, for a description of these risks and uau#ies. Please note that USA Mobility assumeshi@ation to
update any forward-looking statements from pagiresent filings and conference calls.

Thank you Scotl

First of all, | wanted to take a minute to apolaygia all of you who were planning to attend oulerdty postponed
investor meeting in New York which CRT had graclgusffered to host. As you may know, we had oridijna
planned to hold our investor presentation at ttieceton Club in conjunction with this Fourth Quar@all, but
decided to postpone the meeting for reasons atithatunrelated to the delay associated with o@528udit process.
We plan to reschedule the investor meeting in titego distant future and will let you know as s@sncircumstance
allow and we have finalized our planning.

We are delighted to speak with you today regardimgrecent operating results and share with yowntapt
information with respect to our business, our @tities and our expectations for 2006. Due to thewarhof material
we plan to cover, we expect this to be a relatiVehgthy call. However, we
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hope you will find this information useful. When wee finished presenting our prepared materialwillebe happy tc
take your questions.

| also want to acknowledge the status of our pempgiior period restatements as well as our 200K filng which
we are in the process of completing and will filesaon as we and Price Waterhouse Coopers haskdahour work.
Restating past financial results is never takehmtlyg The fact that we discovered past mistakedentuorking on the
2005 audit, and are currently addressing them thighhelp of our auditors and experts is importauct Becessary.
Tom will go into more specific details on this itauple of minutes. However, | want to emphasize the
restatements are not related to our revenue, casdsh flow from operating, financing or investiagfivities.

Now | want to turn to our results and start wittresiew of what we feel was a phenomenal year.

When Metrocall and Arch merged, slightly over 16ntis ago, we set the following goals for our firsar of
operation:

. Successfully integrate the companies while maiimgihigt-quality service
. Achieve significant merger synergies and cost s/

. Generate sufficient cash flow to retire the $tilion in bank debt used to fund the merger arehtz
excess cash for the benefit of our shareholderandustome’s future.

. And, lastly, aggressively market existing produats services while exploring new sources of reve
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I’'m pleased to report that we achieved each ofatyesls during 2005:

>

vV V V V

v

Metrocall and Arch were substantially integratethiri one year of the merge

Customer service levels are currently high angneasured by call statistics, continue to impre
Merger synergies and cost savings have been signif

All bank debt related to the merger was repaid igést and USA Mobility became d-free.

We paid a special dividend of $1.50 per shar®ea. 21, 2005, representing a return of capital of
$41 million to our shareholder

We refocused our marketing objectives to targetuayical markets, especially those custome!
missior-critical businesse:

And we began exploring potentially new sourceseo€nue, including the execution of an agreemat w
Advanced Metering Data Systems (AMDS) in which wauld share revenue derived form its narrowband
PCS meter reading netwol

In addition to meeting our stated goals, the Comgaso made substantial progress during the yeaaiious other

areas.
>

Subscriber trends improved as our net unit lossethe year declined to 1.1 million, or 18.1%, camgal tc
1.7 million, or 22.3% in 2004. This represents g8&cent reduction in annual customer erosion proa
forma basis. We included a link to a chart in ogsg release material that graphically illustraées
improving trend by quarte
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Year-over-year revenue trends also improved, thighrate of revenue decline on a pro forma bédsigiisg
to 21.6% in 2005 from 22.3% in the prior ye

We also lowered our operating expenses, excludépgeciation and amortization by over $105 million
18.6% during the year, due in large part to mergated savings and cost efficiencies. Tom wiliiggo
more detail on each of the expense categoriedew aninutes

In addition, we reduced companywide headcour@G% during 2005 and by 43% since the merger. The
headcount reduction, coupled with slowing revermasien, has produced a significant improvemenhen t
Compan'’s operating efficiency which Tom will cover in diéia a few minutes

Our highest priority during the year, of counsas the merger integration. Important steps in phatess
included: (1) consolidating numerous back-office administrative functions; (2) reorganizing senior
management; (3) restructuring our sales and maikétinctions; (4) converting to a single custormevie
and billing platform; (5) decommissioning the legaarch two-way network, well ahead of our original
plan; (6) rationalizing our oneray network, including the decommissioning of mtiv@n 1,200 transmitte
by year-end; (7) closing more than 150 office, ieahand storage facilities; and (8) reorganizing kegal
entities to generate substantial future adminisegand tax saving:

Another key step in the integration process wasieeution of our Master Antenna Site Lease agreé
with Global Signal last August, which we expectlwéisult in substantial savings in future site &agsts
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»  Subsequent to year end we further improved auy term site lease efficiency prospects by entdritma
new master lease agreement with American Tower&atjon, effective as of Januaryt2006 and
running through 201(

» And, finally, in the wake of the compg’s successful performance during Hurricane Katrimh@thet
storms in the Gulf Coast region last summer — duvitmich our highly reliable and resilient networks
outperformed mobile voice networks we have made a concerted effort to demonstrateatoe of pagin
technology to numerous government agencies, hegltited organizations and other first respondeugso
that require highly reliable communications systelmsng critical or emergency situatiot

I will comment further on our progress in 2005 gtahs for 2006 in a few minutes, but first I'd likeeask our CFO,
Tom Schilling, to review the company’s financiakfeemance and current filing status.
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Mr. Schilling:

Thanks Vince, and good mornir

| want to review our financial performance for foerth quarter and full-year 2005, and then wilbyide our
guidance as to where we see 2006 in terms of reveqperating expenses, and capital expenses. Howdiret want
to make a few comments regarding our pending eIsizit.

As most of you are aware we announced on FridaycMal, that we did not file with the SEC, and tatwould do
S0 as soon as practicable. While the delay indfilgnfrustrating, it is absolutely necessary ineorfibr us to be
comfortable that our restatement is accurate, cetepand comprehensive. The restatement has rdgitensive
review of prior years work and documentation bacRich’s emergence from bankruptcy in 2002. Thisee has
been conducted by a new accounting team at theamynpnd a new audit team from PricewaterhouseGepper
external auditor.

Our integration efforts during the past year ineldd near wholesale “change-out” of our financeaswbunting
personnel from the former Arch staff in Westborouglassachusetts to the new USA Mobility team, lere
Alexandria, Virginia. Also, PricewaterhouseCoopeansferred management of our audit from its Bosifice to its
Northern Virginia Office after completion of the @ audit. So the people preparing and reviewingestatement
were not involved during the time periods beingatsl, which adds a significant amount of learriagre time in th
gathering of facts, and assessing whether or netran occurred. These factors also add to the abtime it would
take for the company to prepare,
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support, and document the correcting entries, disas@dding to the time it takes review and atlgitwork.

The team we've built during 2005 and the controld procedures we have implemented uncovered thesmsps
errors, and they are continuing the process okctirrg them. I'm more confident today in the conepely of our
people and our controls than I've ever been. WEefikl our final restated results as soon as pdsshut not before
we and PricewaterhouseCoopers have completed aler wo

Our press release issued yesterday contained deledtlecting our preliminary restated resultsriarenue through
pre-tax income. As | just discussed, our restatémernk and our audit are not yet completed and rgecarrently
evaluating other items that may require restatesnenthe preliminary results included in the predsase.

At least one item currently under review is Archtzounting for asset retirement obligations, or AR@er FAS
143, which Arch adopted in 2002. FAS 143 requihed &sset retirement obligations associated wéhétirement of
tangible long-lived assets be recognized as ditialihen incurred, and the amount of the liability initially
measured at fair value. We are assessing whetldr'sApast ARO accounting correctly used fair valuassess the
obligation, and if certain costs associated wiimsmitter removals were recorded as current opegratipenses. If we
determine the ARO was accounted for incorrectly tagjustments will be recorded to our depreciatiod
amortization expense, as well as adjustments t&eurice, Rental, and Maintenance Expenses. Inwtll however
affect revenue, or cash flow from operating, inwegbr financing activities.
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| want to emphasize that the pending restatememtsrtly reflected in our press release are necgssaler generall
accepted accounting principles, because they Imaaterial impact on our income statement. Howevalsd want to
emphasize that none of the restatement items dffedundamentals of our business. By fundameitaksan: the
restatement does not impact the company’s preyioeglorted revenue. The restatement does not ingpact
previously reported cash positions. And, the restant does not impact our previously reported fashfrom
operating, investing or financing activities.

Much of our restatement work revolves around oooime tax provision and our deferred tax assetslé/tne
restatement is correcting for multiple errors thadome cases offset, at this point in our progessnticipate that our
deferred tax assets at December 31, 2005 will thecesd by about 5%, from amounts previously reported

The impact of the restatements presented in ossprdease schedules on EBITDA was a decrease®fifitlion in
2003, a decrease of $1.6 million for 2004, andnangase of $2.4 million to the first nine month605. I'd like to
describe some of the more significant items impacthe changes in EBITDA.

Sales and use taxes that were not correctly sit tiye legacy Arch billing system, resulted in ttwenpany recording
expenses in our previously reported second quanigithird quarter of 2005 that covered a periothf@D02 to 2005.
These errors were discovered during our billingesysconversion, and we noted these in our prewaeglorted
operating expenses. We determined that it woulchbee appropriate to reflect these expenses inghegthe
company truly incurred the liability. This reduced
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2005 general and administrative expense by $2IBbomind increased general and administrative esgp@m2003 an
2004 by $1.3 million and $700,000, respectively.

We had an $856,000 liability for severance costtesl to the former Arch executives that we detesthishould more
appropriately be recorded in the fourth quarte2@J4, rather than the payout period, notwithstagdiar ability to
reduce these payouts by offsetting earned comgensstiould the terminated Arch executives becormemployeed.

We had recorded in the first quarter of 2005 a gkan our minority interest in GTES, Inc. of $15800 This more
appropriately should have been recorded in thetlioquarter of 2004.

We also made a correction to our depreciation amofization in the fourth quarter of 2004 and ia fhist, second,
and third quarters of 2005. The company made aigecin fourth quarter 2004 to decommission thedsggArch 2-
way paging system. We completed this decommissgpimiiourth quarter of 2005. During our year endiee we
discovered that the decommissioning of the 2-wayesy had not been correctly entered into the cogipdied
asset system during the fourth quarter of 2004dufition, we discovered an error that existed inaamual entry made
during the fourth quarter of 2004. The net resoitfese errors was a decrease in our fourth qu2d@4 depreciatio
expense of $1.4 million, and an increase of $318anj $6.1 million, and $6.0 million in the firssecond and third
guarters of 2005, respectively.

Before | review the fourth quarter and full yea©80@esults | want to remind everyone that our reggbfinancial
results for 2004 include only 46 days of Metrocgderations, as the merger between Arch and Metroosled on
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November 16, 2004. Therefore, my discussion wilide comparisons between 2004 and 2005 on a prneafbasis.
The pro-forma results for 2004 assume the mergerdam Arch and Metrocall occurred on January 14200 our
news release issued yesterday we included ourteghmsults and pro-forma results on a quartersysbiar 2004 and
2005. These preliminary results contained in thesnelease include the effects of the restatememisi we have
completed as of today.

We provided financial guidance on our second qu&@85 conference call. We stated at the time vpeeted
revenue of for 2005 to be between $605 million $&d5 million: actual revenue was $618.6 millionglstly better
than our guidance. We said operating expensesy@ird depreciation and amortization, would be betwe

$465 million and $475 million: our reported expemses $462.7 million, again slightly better than camge. Finally,
we projected capital expenses in a range from $illmto $15 million, and we reported $13.7 milliin the middle
of the range. Obviously, given the results compaoetie guidance we are very pleased with whatavesider a very
successful first year of operations.

I'll start with subscriber base where we continoesée improvement in our rate of erosion. As ofddelger 31, 2005
the company had 4,886,000 units in service, cangistf 4,182,000 direct units and 704,000 indirguts. Net units
lost during the fourth quarter totaled 230,000e@ueential decline of 4.5 percent, which is consistéth sequential
decline in the third quarter when we loss of 23@,00its, or 4.3 percent. We experienced measunaigevement in
subscriber loss in the second half of 2005. Weuihetl a link to a graph in our press release thaittiethis
improving trend. In the fourth quarter of 2004,a&pro-forma basis, we lost 388,000 subscribers.f@uth quarter
2005 loss of 230,000 is an improvement of 158,04i6Gsu
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or 40 percent. More importantly the rate of erosioproved 26 percent from 6.1 percent in fourthrtgra2004 to
4.5 percent in fourth quarter 2005.

Additionally, during 2005 we experienced consisiemrovement each quarter in the rate of unit dectin a year
over year and pro-forma basis. In first quarte2@d5 we experienced an annual rate of declineits of

21.7 percent; that improved to 20.7 percent insteond quarter; 19.5 percent in third quarter; 48dl, percent in
fourth quarter.

For first quarter we expect the year over yeardrtenshow improvement, however, on a sequentiaslves expect an
increase in the rate of net unit loss in the fingarter compared to fourth quarter, as first qudrée traditionally been
the highest quarter of net unit loss.

Total revenue for the fourth quarter was $143.4iom) a decrease of $8.6 million, or 5.7 percemnf the
$152.0 million reported in the third quarter. As stgggested in our third quarter earnings callréite of revenue
decline in the fourth quarter increased due in fmatthe lagging impact of our mid-year billing camsion.

The fourth quarter revenue declined 20.3 percemipewed to the year ago quarter on a pro-forma ba&se
encouraged by the improvement we experience itagténalf of 2005 in the year over year rate oerawe erosion.
Our year over year rate of revenue erosion was [@@ent in first quarter, 22.4 percent in the sdoguarter, then
20.6 percent in the third quarter, and finally 23 percent in fourth quarter of 2005.

Total fourth quarter revenue includes Service, Rleanttd Maintenance revenue of $137.0 million aratipct sales of
$6.4 million. Service, Rental and Maintenance rexedeclined $8.0 million, or 5.5 percent, from the
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third quarter. The decrease was driven by a 4.8epedecline in units in service, and a 1.5 perdeugtine in average
revenue per unit.

For full year 2005, reported revenue was $618.8anjlcompared to $490.2 million in reported reverim 2004. The
increase in reported revenue is entirely attribletéd the inclusion of a full year of Metrocall ewe in 2005. On a
pro-forma basis our 2005 revenue declined 21.6gm¢mmompared to $788.7 million in 2004.

Total paging revenue per unit, or RPU, in the fowtiarter was $8.90, compared to $9.04 in the thitter, $9.02 i
the second quarter, and $9.01 in the first quaRBU for direct units in the quarter was $9.57, pared to $9.81 in
the third quarter, or a 2.4 percent decrease.Wassdue in part to increased service and billiglitreserves
associated with our billing system conversion catgal at the end of the second quarter.

Indirect RPU increased to $5.06 in the fourth qeram 5.2 percent increase from $4.81 in the thirarter. This was
driven in part by the rationalization of pricingdar paging reseller customers. With the variousgees we've
completed over the years we had certain incongigsiin our pricing to these customers. During floguarter we
implemented a program to create more standardizatiour pricing programs which contributed to aorease to our
indirect RPU.

As previously noted, we expect RPU for direct uinitservice to continue to trend down. The primdiyer of the
decline will be the mix of our customer base rathan pricing reductions. This mix shift is largéfye result of both
our lower RPU one-way service, and our lower RRgdaustomers becoming an increasingly higher p¢age of
our direct subscriber base.
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Now | want to turn to operating expenses where argioue to make excellent progress. For this dsions!| will
divide our operating expenses into two categofgeerating expenses excluding depreciation and &atdn; and,
then I'll speak to depreciation and amortizatiopasately.

For full year 2005 operating expenses excludingetgation and amortization was $462.7 million, camga to
$568.3 million in 2004 on a primrma basis. This represents a $105.6 million,&6 bercent decrease. Service, re
and maintenance, or SRM expenses includes termimhtransmitter site lease costs, payroll relatetscfor
engineers and other technical professionals, dadaeamunications, satellite and other expensednesdjto operate
our one-way and two-way networks.

In the fourth quarter SRM expenses were $50.6 anilldown 7 percent from the $54.5 million reporitethe third
quarter. For the full year SRM expense decreas@db38illion, or 15 percent from $257.7 million i@@4 on a pro-
forma basis to $218.2 million in 2005. We achievediuctions across all the expense elements witRi 8xpense,
with tower lease expense, telecommunications agbpp@ontributing nearly half of the annual saving

Selling and Marketing expenses, were $10.3 milliofourth quarter, down from $11.3 million in thiggiarter, and
down from $14.4 million in the year ago quarteraopro-forma basis. In the third quarter we constéd our sales
force under a single Executive Vice President tdssaand eliminated an entire layer of managenadsi, during
much of fourth quarter we were

Page 14 of 69




lower than expected on sales headcount which twnérd to the decrease. For the full year 2005rfgedind
marketing expense was $43.1 million in 2005 comp&we$65.8 million in 2004 on a pro-forma basisisTik a
$22.7 million reduction or 34 percent. As a peragfmevenue selling and marketing expenses alstinéeicfrom

8.3 percent in 2004 to 7 percent in 2005. As yaetlall we rationalized our sales force very quickiter closing on
the merger in November 2004. Thus we realizedlg/édr of savings from our integration.

General and administrative expenses, which inctuggomer service, inventory and other support costse
$39.3 million in the fourth quarter down from $43d8lion in the third quarter. About two-thirds tife $4.0 million
reduction in G&A in the quarter was driven by retioigs in payroll expense.

G&A expenses were $177.4 million for full year 20@8d mark a $38.9 million, or 18 percent reducfiom

$216.3 million in 2004 on a pro-forma basis. Ovemp@rcent of the reduction to G&A was from payrelated costs.
However, we also saw solid reductions in officetseadministrative telecommunications, and repeaaiich
maintenance expenses.

Overall within SRM, Selling and Marketing, and G&Xpenses, approximately 60 percent of our annigl co
reductions came from payroll expenses. We reduoeéldl time equivalent headcount from 2,830 at ¢chese of the
merger, to 1,617 at December 31, 2005. That islacteon of over 1,200 positions or 43 percent. Walided in our
news release a link to a chart that presents theadized revenue per employee on a pro-forma
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basis each quarter from the fourth quarter of 208@ugh the fourth quarter 2005. Prior to the methis important
measure of operating efficiency had stalled, anfdd@b was in decline in the four quarters leadipgaithe merger of
Arch and Metrocall. In the fourth quarter of 200@ pro-forma annualized revenue per employee w54,820, and
declined to $244,000 in the third quarter of 2004, last quarter before the merger. Post mergerenaiproved our
revenue per headcount every quarter and by 40 metftw@ugh year end. As of fourth quarter 2005 veereow at
$343,000 of annualized revenue per headcount, kinlgefficiency for our shareholders. This sigrefit rate of
improvement clearly represents compelling ratiofiatehe merger of Metrocall and Arch as it is Higbnlikely
either company on a stand alone basis could haviewa this level of efficiency.

As we move forward in 2006 and beyond, our cosimggwill come more and more from our infrastruetexpense
such as transmitter site leases and telecommumnsagixpenses. Our network rationalization effonts$ mew long-
term contracts we've negotiated with our largesteiolandlord’s help pave the way for significantisgs in these
areas in the future. Vince will discuss these atiities and results further in a few moments.

Our severance and related termination costs insladeerance costs associated with the reductioarivorkforce,
and other contract terminations for real estatedsaservice contracts, tower leases that providiee benefit. In
2005 we recorded $16.6 million for these activitasd in the fourth quarter we recorded $714,008.6kpect that tt
largest expenses are behind us, however, we witirage to be
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opportunistic and aggressive in pursuing economjmbts of contractual commitments we no longer need

Stock-based and other compensation was $579,00@ iiourth quarter and $2.8 million for the fullare This
includes the amortization of restricted stock awasgued under the company’s long term incentiga.pl

EBITDA, which we define as operating income plus #ud back of depreciation and amortization expandeor
which we have included a reconciliation in our neelsase, was $40.6 million, or 28.3 percent oéree, in the
fourth quarter, compared to $40.9 million, or 2pe9cent of revenue, in the third quarter.

Depreciation and amortization expense for 2005 $1&3.4 million vs. $150.3 million for 2004 on a garma basis.
The decommissioning of the former Arch two-way natey added approximately $20 million in incremental
depreciation over 2004, without the 2-way decomioigeg increase, depreciation would have decreased
approximately $17 million compared to 2004.

The increased depreciation expense related togbenamissioning of the Arch 2-way network offset imaé our
EBITDA, and resulted in Operating Income of $2.3liom for full year 2005. Between operating incoargd pre-tax
income we recorded: interest expense of $1.3 mill@ated to the bank debt which we paid off dutimgd quarter:
$1.3 million in loss on extinguishment of long-tedmbt, related to the early retirement of the bdelt; and other
non-operating expense of $1.0 million related 8slof $1.3
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million on asset disposals, offset by $300,000 tnedrom subsidiaries. Our pre-tax loss was $1.Hanil

Capital expenses, which consist primarily of deyicechases, totaled $4.2 million during the foutiarter, compare
with $4.1 million in the third quarter. Capital exgse for the full-year totaled $13.7 million.

The company paid a special dividend of $1.50 paresbn December 21, 2005 to shareholders of remord
December 1, 2005. The dividend of approximately gdlfion, which was paid from cash on hand, wadrifisted as
a return of capital for tax purposes. As suchdiv@end is not taxable as dividend income buteats a nontaxable
reduction to a stockholder’s basis in USA Mobiliiymmon stock, and thereafter as a capital gairer4sfaying the
dividend we ended the year with $37.5 million isltaAlso, we expect our cash balance at the eficsbfjuarter to
be approximately $73 million.

Finally, with respect to our financial expectatidas 2006, we are providing the following financglidance, with th
usual caveat that our projections are based oemutmends and that those trends are always subjebange.
Accordingly, we expect revenues for 2006 to rangvben $480 million and $500 million; for operatiexpenses,
excluding depreciation and amortization expenseexpect to be between $370 million and $380 miliamally, we
expect capital expense to range between $15 malieh$20 million.

With that, I'll turn it back over to Vince.
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Mr. Kelly:

Thanks, Tom.

Before we take your questions, | want to spendiarfénutes updating you on several other companyirahastry activities, including: 1)
Network Rationalization Update, 2) Subscriber terg) Sales & Service focus, 4) Key Advantagesagfiig, 5) Growth Strategies, 6)
Goals for 2006 & 7) Future Dividend Distributions.

With respect to network rationalization. First,|amted earlier, our merger integration was suligthy completed during the fourth
guarter. However, as you know, our network ratitaagion process will continue in the years to camave work to create added
efficiencies and eliminate unnecessary costs.

During the fourth quarter we completed the decawsibn of the legacy Arch two-way network. Durin@(® this project resulted in the
decommissioning of over 2,100 transmitters, antting approximately 200 new transmitters, while rimgvall legacy Arch two-way
subscribers onto the legacy Metrocall network. Meex, we accomplished this with minimal disruptiorcustomer service. While this
phase of the project is now completed, we will core to be responsible for lease obligations ont@nsmitter sites until the underlying
lease agreements expire. However, as mentioneépsdy, we have continued to negotiate early teatioms and/or other favorable
economic terms with our site landlords on soméefremaining leases to maximize cost savings.
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As for our one-way network rationalization, we haeatinued to eliminate redundant locations anegsgcapacity. During the fourth
quarter we removed nearly 300 one-way transmittensart of our rationalization plan to consolidaional and regional networks,
bringing to over 1,200 the total number of one-waypsmitters decommissioned during 2005. In addite’'ve added about 150 new 1-
way sites as part of the rationalization plan. Bgr2006, we expect to remove more than 1,200 adaititransmitters, and move another
800 sites from individual leases to sites covemdien our new cost effective master lease agreemésis 2005, there will also be sites
that we actually add and build during 2006 dueptecefic customer requirements and/or new coverdigeings. However, the net
reduction each year that we shall experience wilignificant in terms of our long term operatimgtcstructure.

We expect to consolidate close to 50% of our paidgmitters onto Global Signal sites by the en#0ff8, making them by far our larg
landlord — at an annualized cost of approximatdlg illion per year. This will result in a signiéiot reduction in our site lease expense
as the Global Signal rates are by far the mosdttre site lease terms we have. We anticipat®008 site lease cost will include Global
Signal for about half of our paid tower portfolimerican Tower for nearly 30% of our paid towertfalio, and a variety of other
landlords whose cost per site is now substantfatifer than our master lease agreement rates votaGSignal and American Tower.

However, as we move forward we will continue to reggively explore and negotiate additional oppatieswith our other landlords for
more favorable rates and terms.
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Going forward, we expect one-way channel ratioadilin to continue for several more years, with alcsavings a function of continued
negotiations with site owners. We will be enginegreach of our systems to place sites on the Ingifdof our largest customers, giving
each of us a win win situation; secondly, placiitgsson facilities covered under the master legseeaments, and then our the last chc
would be an individual site lease.

As | mentioned earlier, subsequent to year-enddamishg this quarter, American Tower and USA Mokikintered into a new,
comprehensive long term master lease agreemenhwlgs retroactive to the beginning of 2006. Thiw neaster lease agreement
consolidates an expired agreement from Fourth @uaf05, and two other agreements which were stbado expire in 2008. These
proactive negotiations, consolidating the existogtracts with a long term relationship, were ia biest interest of both parties. Toget
both Global Signal and American Tower will form thecleus of our transmitter site location netwaonkl &vill be supplemented only
where necessary due to coverage requirements avikability of free sites.

However, at this point in the process and in thatsy providing our investors with more informati as we progress, | wanted to prov
you more clarity on what we see in terms of owr Efse cost load going forward. Please keep il thiait this information is the result
an intense thought process and channel rationializptoject that gets updated on a quarterly b&ghile we believe these goals are
achievable, | want to point out that it is a coroaled process and unforeseen issues could ariseotlid delay or cause us to change
these assumptions to levels that are less berldfieia we currently foresee.
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Site rent is directly related to the number of sraiiters that the company is using. At year endb2@@ have one two-way network with
approximately 2,300 transmitters and our largestway network is approximately 4,100 transmittgv$]ICH WE BELIEVE IS TWICE
AS LARGE AS ANY OF OUR COMPETITORS NETWORKS. Additially, we have many other one way networks, addmgp
approximately 9,100 additional transmitters and¢hare the transmitters and networks where weoatesing our rationalization efforts.

Our 2005 site rent was approximately $125 milliathvit5,521 active transmitters at year end. Out fw&2010 is to spend
approximately $38 million, and end 2010 with 7,9@%ive transmitters. This represents a 5 year thlanreduces annual site rent by
nearly $87 million or 70 percent, and nearly catbalf the number of active transmitters.

Our current plan calls for reducing the numberafsmitters from 15,521 in 2005 to 14,245 in 2A06645 in 2007, 8,950 in 2008, and
8,450 in 2009, and again in 2010 we should eng¢ae around 7,995 transmitters.

On an annual basis, site rent would be reducedtpetcent from $125 million in 2005 to $105 millian2006. 2007 would be reduced
another 24 percent down to $80 million. 2008 wdwddreduced another 31 percent down to $55 milR609 would be reduced
24 percent down to $42 million and 2010 would seedaiction of 10 percent down to $38 million.

While there will be many other expenses that makeur cost structure in the future, | think you cae the impact of our efforts here
going forward.
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We expect to drive the site rent down significartier the coming years while still providing theioa’s largest and most comprehen:
paging network.

With respect to subscriber trends. As | noted egrliear-over-year subscriber trends continuechfréve in 2005 as net unit losses and
customer churn rates declined. We ended the yehrapproximately 4.9 million units in service, coaned to 6.0 million in 2004 and
7.7 million in 2003 on a pro forma basis, reflegtenslowing rate of subscriber erosion. Despitestitescriber declines, we remain the
industry leader with a total market share of appnately 60%, followed by Verizon with about 13% ySlel at 8%, American Messagi
at 6% and Teletouch at 2%.

While net unit deactivations are expected to camifor both USA Mobility and the paging sectorerthis reason for optimism in the
profile of our core paging users. Over the past jttsabecome increasingly clear to us that theipggndustry has consolidated around a
core group of enterprise customers where low-cebable and effective communications are critiéed.a result, we have shifted the
focus of our sales and service efforts around thas®” groups of business users. Specifically,hage targeted those users who stand to
benefit the most from the three principal advansagfepaging: (1) substantially lower costs; (2)ndigantly higher reliability in terms of
signal strength; and (3) superior network coverage.

Toward that end, we continued to re-direct ourssaled marketing activities in the fourth quarteoider to maximize revenue
opportunities and decrease gross disconnects athosg core user groups. At the same time, we agetdino devote the majority of our
time and resources on our direct
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customers, who now represent 86% of our total stiEchbase. Although we lost 160,000 direct unitsry the fourth quarter, up from

154,000 in the third quarter, we expect improvihgra rates on a year over year basis among owtdivstomers for 2006. Part of that
improvement, we believe, will come from a contirgiinend toward a higher percentage of our subssrivégh a larger number of units

per account, since historically such customers aelower disconnect rates.

With respect to our sales and service focus. ABeafember 33, our sales and marketing staff consisted of 4@6@egsionals, all of
whom sell the company’s products and services meatianwide basis. Although the size of our salesdas smaller than it was a year
ago, its mission today is far more focused thavei then, with sales people today concentratingguily on our core group of business
users. | firmly believe USA Mobility has one of thest and most professional wireless business faless in the mobile industry. Our
sales team is one of our greatest assets.

As we've said in previous calls, our core groufpos$iness users consists primarily of lower chugoaats, and they generally represent
among the largest accounts in our targeted ligiopf 10 vertical markets. As a reminder, the Topnbtistries represented in our direct
customer base, as a percentage of Monthly RecuRéwgnue (MRR), are as follows: (1) Health Servi¢2sGovernment; (3) Educatic
(4) Financial Institutions; (5) Computers & Techogy; (6) Aerospace and Defense; (7) Retail; (8xde(9) Petro-Chemical; and

(10) Automotive. Together, these groups accounafpmroximately 60% of our MRR. | would also notattthis
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core group of customers includes 8 of the 10 largegune 500 companies. Overall, we do businetis wore than 80% of the Fortune
1000.

Besides placing our sales emphasis on these 1@ooues, our sales force today is also now targetey user segments within those
core customer groups. For example, in the heakheearket, which represented 24.7% of our subschibse at year end 2005, our sales
team not only contacts doctors, nurses and hosmitainistrators, but they visit with IT personr&lppliers, operations staff, Code
Teams, On-Call professionals and many others egpansibilities for healthcare support functions.

Similarly, in the government services sector, whigpresented 13.4% of our subscriber base at yeb2@05, our sales reps are routinely
contacting missioreritical personnel involved in all aspects of hoamel security, law enforcement, public safety, maiahce support,
and technology oversight, field operations, andousr others emergency responders. In additiohdrgeneral business marketplace, we
are building stronger relationships with a hostitfer user segments, including security persomslpitality workers, factory reps, field
services staffs, transportation managers and mingyro

To date, we've had a very positive response toetsegment-focused outreach efforts within our costomer groups. Let me give you
three quick representative examples from the mangesses we have experienced in 2005 and contirexperience:
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First, one of our Florida sales reps approachesliaty sheriff’'s department in February after leagnit was having problems with its
local digital paging system for wireless commurimatvith deputies. The department wanted a moiabiel solution for their wide area
coverage needs, especially where cell phone cogeavag limited. The Net result: the department paseld 235 pagers with statewide
coverage to replace their existing system.

Second, a large chemical manufacturer in San Jaséed a more reliable and cost-effective messagphgion to communicate with its
manufacturing plants and offices nationwide. Oualcsales person had spent months developing rrgstedationship with key company
contacts, regularly pointing out the strengths 8AUMobility’s mission-critical messaging capabgisi. As a result, the company signed a
contract earlier this month for 900 two-way un#ed has already deployed 200 of them to its emeygessponse, ready alert and on-call
teams for nationwide guaranteed messaging.

Third, and perhaps most interesting, was a majdctis healthcare provider that had given up &geps for cell phones a few years ago
and made a decision last November to come bacégdimg. Upon learning about the compangtoblems with cell phone reception du
limited geographic coverage and in-building pertetra and its need for a more reliable method ehigwnication, particularly for
disaster response situations, our sales persogua@ted the company with the many benefits of pgghs a result, the company
cancelled all their cell phones and purchased piBaalumeric pagers.
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Again, these examples represent the many customerwe experience week-in and week-out throughtangieted marketing programs.
While our company and industry are still experieganet subscriber attrition, to be sure, we aratfyrencouraged by the reception
we’ve had so far from what we describe as our paging user.

In addition to our industry segmentation strategy,have expanded our marketing focus in variousrotfays to improve customer
communication, develop customer lifecycle managémesgrams, enhance brand identity and developpreducts and applications tl
enable us to be a single source for multiple wigkolutions ranging from wireless messaging, e&®phones, wireless email and other
vertical wireless applications for the enterprise.

A recent example of this would be the strategi@adle recently formed with a national procurememntises company that contracts with
hotel properties across the country. This compaagitutes agreements with suppliers of goods andcss for hotels and establishes
volume pricing agreements that all their propertias benefit from. USA Mobility is the only pagicgrrier that is an approved vendor;
as such we have exclusive rights to sell pageosanér 5000 of their properties on a nationwidesas

We implemented vertical market based sales campdigit focused on prospecting for new businesss& h#egrated campaigns
included external contact lists loaded into oueiinal sales activity database so that performandesaccess of our sales force could be
measured.
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Additionally, as some of you know, we have madezsgomeffort over the past six months to make gowemnt agencies, Congress and
other public officials — all of whom have been dedt in one way or another with shoring up theirtcency plans in the wake of the
terrorist attacks of 9-11 and natural disasters hkirricane Katrina — fully aware of the safety aedurity advantages of paging
technology.

As part of this paging awareness campaign, mendferenagement and our senior sales team have pawdite papers, sales
materials and various other documentation and brackgl data to these groups describing the unigpaliities of paging services. We
have also participated in meetings and made pratiems$ to key groups.

In early March, due to the efforts of our Generalisel, Scott Tollefsen, | made a presentatiomakson, Mississippi to the FCC's
Independent Panel reviewing the impact of Hurriddatina on communications networks. As you knoegipg networks performed
exceptionally well during last summer’s hurricaaesl storms in New Orleans and the Gulf Coast rediofact, in the aftermath of
Katrina, paging services were fully restored fagttan wire line, cellular or broadband servicesthii48 hours of the storm passing
through, our paging service was largely up-and-inmmwhile most other providers took much longergoover.

In connection with our external communications gffpwe also teamed up with other paging carriarbez this year to help get our
message out by joining the American AssociatioRaging Carriers. We plan to work with our indugissociation to fully promote and
enhance the fundamental values and technologivana@ges of paging. We believe there are many
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important public issues today where paging needi® teepresented, and doing so as part of a codedimadustry effort should greatly
benefit all industry participants.

Another key step in the process of addressing @rketing goals more aggressively was the appoirtwfeark Garzone in January as
EVP for Marketing. Mark has an extensive backgroumieharketing and sales support in the wirelesgices industry, most recently as
VP of Marketing at Nextel, where he developed anplémented innovative strategies that contribubesuibscriber loyalty and growth.
Mark has already begun to provide strong leaderfgmipur new marketing mission.

Mark and his team are focused on building a brdedtity that more closely reflects our missionestant. Drawing on the strength of
being the industry leader in paging and the corpieif the new Sprint Nextel and Cingular Authodzkgent agreements, we have
positioned ourselves as a leading provider of wgglcommunication products and services. Withithisind, we looked to the growing
trend of corporations to consolidate wireless pasatg needs under opeovider. We then selected a new brand identity whih resonate
with current and prospective customers that pastidSA Mobility as more than just a paging comphayrather a provider of wireless
communication solutions. With an experienced stdam serving over 105,000 corporations and 80+#efortune 1000 USA Mobili
is uniquely qualified to be your “one source foreless”.

With respect to the key advantages of pages. Asusgue the goal of publicly repositioning USA Matyilas the nation’s “high priority
communications business,” | wanted to take a femuteis to explain why
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we believe paging technology is the best solutemiany emergency response organizations.
In a nutshell, the unique architecture of one-wagipg technology provides significant advantagesr @ther wireless providers due to:
. Broad Geographic covera
. Strong ir-building penetratiol
. Built-in network redundanc
. “Always or” operation
. Long battery life
. 24x7 network monitoring, an
. One-to-many group messagir
In addition, two-way messaging also offers:
. Store and forward technology, a
. Confirmed message delive

Simply stated, narrowband wireless messaging liasdamentally different architecture than cellut@sed technologies. These
differences result in proven reliability for emengg communications in three distinct ways: (1) ratasurvivability; (2) service area a
reliability; and (3) interoperability.

With respect to Survivability. Our networks haveaper survivability for four basic reasons: (1) sages are simulcast from multiple
towers to a customer’s receiver versus a singletdar cellular; (2) our transmitters are high tfé ground, often up to 300 feet
compared to 90 feet for cell towers; (3) we broatied an Effective Radiated Power (ERP) of 3,508sn@mpared to 100 watts for
cellular; and (4) we have connectivity to
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towers via satellite versus cellular which providesnectivity via wire line telephone service onited distance microwave and who are
greatly at risk should the local landline netwogksdown. As a result of these differences, our ndtvihas much greater redundancy in
the event of outages and greater flexibility inoesg service afterwards.

With respect to Service Area and Reliability — @etwork allows emergency personnel a high degreeliability over a wide
geographic coverage area. Our one-way network rawers approximately 91% of the U.S. population andtwo-way network
approximately 81%.

With respect to Interoperability — Unlike cellulararrowband wireless messaging offers several matfoequencies that provide a
common communications backbone across agenciegiasdictions. What is more, the interconnectiomiade through a variety of
standard communications protocols.

Now | want to turn to an update on our growth ®igégs and the AMDS Alliance. As we move forwaraig006, we will continue to
review opportunities to generate additional reverfuem our existing network infrastructure as veslreview potential opportunities
outside the company that may support our overah ¢lw focused objectives. Indeed, developingralive revenue sources is an

important part our goal to create long-term valuedur shareholders.

One potential source of future revenue, as we'tedpreviously, is telemetry, or machine-to-machineless communications. We
believe our
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Narrowband PCS systems offer a better balance et cost of the device, monthly fees, and cayeees compared to other
competing nationwide technologies, and we will gam to look for compatible applications on thasiba

One step in that direction was the alliance we anoed last June with Advanced Metering Data Sys{gAMDS") in which we sold
them a Narrowband PCS license. Over time, we lodhare a portion of the revenue they expect tiveléhrough use of their
Narrowband PCS network once it is built-out anddsvely providing meter-reading services to tleeistomers. Since last June we have
provided technical support to AMDS to help themldbwoiut their meter-reading network infrastructud@on completion, they expect to
market their services to numerous utilities thraughNorth America.

AMDS had built out trial systems for various powempanies in the Southeast in Q3 ‘05 and tensafg¢hinds of meters have been
installed during Q4 for proof of concept. Their ftionality and performance appear to be acceptdiile systems have withstood several
storms and hurricanes and have continued to penfeliably. AMDS is on track this year to meet theivn internal forecasts and we Ic
forward to working with them as they develop thisimess potential.

Additionally, our partnership with AMDS also allows access to a protocol other than ReFLEX thedrispatible with Narrowband P(
spectrum. AMDS'’s protocol allows telemetry applioas more flexibility than previously available ReFLEX. The availability of USA
Mobility’s Narrowband PCS channels and the futureice of protocols will allow us to
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offer potential telemetry partners more optiondésigning applications around Narrowband PCS.

I know a number of you have asked from time to tabeut our interest in acquiring other paging as3&t | have responded previously,
our primary focus over the past year has been mergggration and working to stabilize our own amser base. As I've said before,
management and the Board would continue to hawpan mind with respect to any economically acceeitiwestment opportunity.

However, we take our stewardship of your investnsenibusly. In any analysis of a paging targetyweelld do our own model and
determine what we felt the value of that targetrid we would not overbid. Part of creating and taéning value is knowing when to
walk away from a deal that gets too rich.

USA Mobility has by far the largest paging netwéohktprint in the United States. Our long term csisticture and contractual
relationships with the tower companies, teleconviglers and satellite companies, allow us to enjiyvork efficiencies that would be
very difficult for a smaller provider to duplicatie fact because of this we are already enjoyivgmees from many other paging
companies that utilize our facilities and pay usrfetwork access. Whether we expend capital facguisition now or simply execute a
strategic agreement later, we are likely to bentbigvork provider of choice to the majority of sulilsers in the nation for many years to
come.
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With respect to Goals for 2006. In addition to timancial goals and forecast Tom has already pexvialver the balance of the year, our
principal objectives will include:

. Continue to implement our o-way network rationalization plan and gain additiosevings through site vendor negotiatic

. Continue to improve and refine our sales and maménitiatives, especially those surrounding oarecgroup of busines
users.

. Continue to explore economically responsible subscracquisition opportunitie
. Continue to run the business consistent with ourg-Term Strategic Plan Vision Statement as follo

“USA Mobility will operate a selling and marketimgpmpany focused on serving the wireless commuwiestineeds of our customers
with a variety of communications solutions whileeenting an efficient, profitable and free cash floased business strategy. We believe
that paging and narrowband PCS messaging will soatio be a viable alternative for customers whotweliable wireless
communications, with superior coverage charactesisit a fraction of the cost of broadband. Wetterrtoelieve that our customer
relationships and distribution capabilities willoal us to “create value wirelessly” with wirelegsnemunications products and solutions
as the marketplace continues to develop.”

While we readily acknowledge that pursuit of thgsals poses various risks and challenges, we leelf@se goals are both achievable
and in the best interest of our investors. | cao aksure you that both our management team ardbdigated employees are already
earnestly pursuing them.
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Stuart Quan

Vince Kelly:

With respect to Future Dividend Distributions. Hipal wanted to comment briefly on the issue diuite dividend distributions. As we
have said in the past the Board is committed t@vewng this question from time to time and retumhoapital to shareholders. Our next
regularly scheduled Board meeting is in early Magt ae will address this issue at that time. Goworgvard, we will regularly evaluate
our options for returning capital to shareholdeasdal on the company’s operating performance andefegpital investment
requirements.

With that, | will ask the operator to open up thlfor your questions. In the interest of time,weuld ask you to limit your initial
questions to one and a single follow-up. After thia¢ operator will circle back for additional gtiess as time allows.

[Investor Q&A]
And our first question will come from Stuart Quah Zander Capital.

Hey, Vince. Can you just give us an idea of som#hefother new revenue opportunities that're pursuing’
Yes, Stuart. We are obviously focused on the pagpmprtunities with respect to the industry vetsoae talked about, and

specifically within those industry verticals we'stratified them to look at certain accounts thatehlaigher penetration than
other accounts. So you might look at automotive ymdmight say, gee, you have, y
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know, eight of the top 10 in the automotive sectioowever, one of them you are significantly moeagtrated in than you
are in the others. What did you do special for thestomer that caused that to happen, what categon from that, and how
can you further penetrate those others? Even ththeyfre currently existing customers, we'd likeegpand the amount of
business we do with them. That's one of the thihgs Mark Garzone, our new Executive Vice Presiadémarketing, has
been charged with,’s one of the things that’s very focused or

The other thing that v're focused on right now is a lot of these purchgsigents want a wireless sales professi
relationship that can solve all their problemstfeem and educate them with respect to what's goingut there as wireless
continues to develop. We're getting our sales peaplto speed with the Sprint-Nextel arrangemedtvéth the new
Cingular arrangement. We're selling Blackberries;re selling phones, we're selling paging, we hsome WiFi capability.
Our systems application division is selling specifertical applications, be it to hospitals or capype environments. So
we're continuing to expand on that capabi
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Stuart Quan

Tom:

because it matches up nicely with the core compgttrat we already have in our paging grc

In addition to that, Peter Barnett, our Chief OpiagaOfficer, and, again, as well as Mark Garzang, Executive Vice
President of Marketing, are looking at telemetrgdzhor machine-based type applications, whethwer fibr asset tracking,
which is a very hot topic right now with a lot afganizations, whether it be for meter reading simib what we’e done witl
AMDS and (Sensus), or whether it be to other tygfasommunication where people want to be able targermation that
really serves itself and suits itself well to ansar-band focus which is what we have, which is higlediability, big footprint,
low-cost, but also limited bandwidth. Those arepheary areas where we’ve focusing right now imrtg of additional
revenue opportunitie:

Yes. And how much of your gross placements areeeBtackberry or cell phone servic

Well, we're selling about roughly 2,500 to 3,000 units a tham average of cell phones and Blackber
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Stuart Quan

Tom:

Stuart Quan

Vince Kelly:

And is that typically bundled with paging is anyc— are you able to sell that without the pagi

We sell cellular phones separately from the padingean, i's bundled from a customer approach. Our salesgepiative:
may be trying to serve many wireless needs of tomey. So it's bundled in that sense, but we’réngcas an agent for the
cell phone company. So it is sold as a separatdupt@nd is billed separately from our paging smvi

But they're into existing paging custome

Yes. Into existing paging customers. As a mattdact, one of the things that we've done very vatllately is some of the
very large accounts that are household names irridanbave been insisting that the USA Mobility salepresentative be t
representative that sells them all their wirelessds. So we'e had situations where we sell Sprint phonesantastomer th:
also has a lot of pagers. And the reason we thimklavthat is because our sales people maintairctitiatl relationship.
Tha's why | mentioned that our sales forc
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Stuart Quan

Vince Kelly:

thought was one of our greatest assets. They’'reprafessional. And | think, you know, there’s & &6 companies out there
that would like to have them. We've got our retentissues with them. But we do not bundle, foransg, on an invoice to
that customer the cellular phone cost. That doébitied directly from the cellular phone compahye get a paid
commission for doing that. And so far’ve been very successful at

And are yoL— are you targeting n«-paging customers as we

That's much more rare. What happened, Stuartaisttie cellular phone companies, most of them dtieer Nextel, focused
on retail. | mean, they really kind of — | don’t mtato say abandoned, but they weren'’t real focasethe business type
customers. USA Mobility was just the opposite. Thathy we always did so well with Nextel produdigcause we really
focused on the business customers and not rethihK, you know, a lot of these companies are kihte-thinking that right
now as they start hitting a saturation point iudat phones that are going out the door thinkiow ftan we better penetrate
businesses, we need applications, et cetera. Tiigiisin our sweet spot and that’'s where we refalbus. We don't really
focus
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and our sales people a’t really going out trying to sell one and two pheie, you know, individual consume
Stuart Quan Right. And the economics to you — in terms of a monthly recurring revenue when — as a resellel

Vince Kelly: Most of these are not monthly recurring revenuenendcs. There is one that is. Most of them are c@sions. They pay us
a flat amount up front. That commission amountesbased on the type of device thadld and the highest commissions
from selling blackberries. | don’t want to discldbat for competitive reasons. The lower commissieould be selling the
lower end or older model phones that the carrigrguest trying to get off the shelf or out of theiventory. The commission,
Stuart, also varies based on the specific incestivat the cellular phone companies are runningh Gaarter they tend to
have certain initiatives from a sales and markegiegspective and they share those with us. Andamentake more money |
kind of pursuing that initiative along with the
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Stuart Quan:

Tom Schilling:

Stuart Quan

Tom Schilling:

Stuart Quan

Vince Kelly:

OK. And then my other question was relating to2086 guidance. In 2005 it looked like you were tadyagt 29 percent
margins pro forme

Yes, that is roughly correc

And it looks like for the 2006 numbers yre—it's closer to 22 to 24 perce

Yes, obviously, Stuart, it's going to depend onathénd of the range we’ve provided you use. Butywwald see
compression a little bit on EBITDA as its —we séite a industry that in our fourth quarter we ha@2ercent annualized
revenue reduction year over year from the fourthrggr of 2004. So the biggest driver of the EBITB#mpression is reven
as we do’t expect to be able to get costs out on a c-for-dollar basis with the revenue declii

OK. So |I— OK, thank you

Next question, pleas
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Operator.

Philip Broenniman
Vince Kelly:

Philip Broenniman
Vince Kelly:

Philip Broenniman

Tom Schilling:

We will now hear from Philip Broenniman, of Cadericeestment Partner

Good morning

Good morning

Can you hear me

Yes, | can

All right, good morning. Following up a little biln Stuar's question previously with regards to the guidayaeprovided or
revenue and expenses. If you look back to the skqoarter of ‘05 when you gave — previously gavilgnce in the same
fashion, you ended up basically above the revenugber, the high end of the revenue number, andibtle low end of the

expense range. Could we expect a similar consgevapproach to these numbe

Yes, let me comment on tha’m not going to tell you that you should expectaibave the same result as we had versu
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Vince Kelly:

Philip Broenniman
Vince Kelly:
Operator:

Lance Vitanza

Tom Schilling:

guidance that we gave in the second quarter. Btaioly it's the same people who are coming up w\lithse estimates. We'
approaching it in a similar fashion as we did whengave our second quarter. But that certainly mibesean we expect to
be over the revenue and under the expel

WEe're certainly going to try

That | certainly hope. Th's my only question. Thank yo

Thank you. Next question, plea:

We'll now go to Lance Vitanza, of Concord

Guidance. The c-ex estimates there. Is there any s-based comp or restructuring severance's included in that numbe

Yes. The only thing that excludes is depreciatiod amortization
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Lance Vitanza:

Tom Schilling:

Lance Vitanza:

Tom Schilling:

And could you kind of help quantify that? Because when | think about EBITDA I'm adding back thesk-based comp
and the severance and so fo

we expect restructuring expenses to be down year-pear, and would expect it to be in a range ofodb7 million for 2006.
We will continue to have some severance costsnbiuas significant as 2005, and we look for ecomdmniyouts of longerm
committments Stoc-based compensation should be similar to 2005 atteg®million in 2006

Around three million. OK. OK, and then just a fallaup on the revenue guidance. | mean, if I'm logkét this right — and |
am kind of new to the story here — it looks likeeaues were down year-over-year pro forma like @2¢nt. And it looks
like your guiding for them to be pretty close tattfor ‘06. And how does that jibe with the improgicustomer retention that
you're— that the're citing here’

Well, as we entered 2006 we just in experienceateérfourth quarter of 2005 an annualized revendaatéon of about
20.3 percent. If yol
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Lance Vitanza:

Tom Schilling:

Lance Vitanza

Tom Schilling:

take the higher end of the range of our guidanes thhink 2006 would be at about a 19-percentctdn year over year. So
that obviously assumes that you're entering the gea roughly 20-percent year-over-year rate,yamdaverage about
19 percent for the full year, so that would impiyprovement throughout the ye

| guess | just, you know, would have thought that tevenue number would be — you know, would b&ebégased on, you
know, the trends and the businesses there. | ffonkalluded to some changes in the mix earliehéndall. Could you
elaborate on that a little bi

Our mix has been changing in two ways. First, ftera way to one-way which has a lower RPU, and lacgstomer who
have lower RPU are becoming a larger percentageromix each quarter, each month, because theyhalg®a lower churn
rate If you have a 1,000 units or 10,000 units, re usually paying a lower rat

Sure.

And as we migrate towards that kind of a customeisee our revenue per unit decline over ti
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Lance Vitanza Thanks.

Tom Schilling: Thank you.

Operator. Our next question comes from Matt Teplitz of Quakapital Managemen

Matt Teplitz: Good morning. | just wanted to clarify the expeictas for this year regarding cash tax¢ m assuming the' re di minimus if
at all.

Tom Schilling: Yes, for income taxe:

Matt Teplitz: OK. And in terms of uses of free cash flow, obvigy®u returned capital in the fourth quarter, y@ve no debt at this poil

| believe in the past given your concerns about Kl@hd changing your stockholder base that's madeslactant to buy
back stock. Is that still the cas

Vince Kelly: Again, | think | mentioned when | — when | was gpithrough the prepared remarks, Matt, we're goingin that issue and
the issue o

Page 46 of 69




Matt Teplitz:

Vince Kelly:

Matt Teplitz:

Vince Kelly:

Operator.

what we do with our cash in our May board meet#gd we have not done so yet. And when we do anddiaed’'s made a
decision on what w're going to do going forward VIl make sure we get to you guys and let you knahitraway.

OK. But just, you know, quickly going through thembers — and | guess a lot of us here think yoprabably low-balling;
| hope we're right — it looks like you're talkindaut a ball park 100 million free cash flow numbmr‘06, you know,
working from EBITDA less cap ex. Is that about tighguess®

If you took the math or, you know — that would bgpilied from the guidance that was in the pressasger that Tom gave,
yes, that would be about rigl

OK. Well, good luck and nice jol
Thank you.

Thank you. Our next question comes from MatthewfiBhef Investment Strategy Fun
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Matthew Shefler:

Vince Kelly:

Hi. Yes, would you please kind of characterizegbe of — the kind of attrition that you've hadtbe losses in your
customer base. Is it any different now than it véay, a year ago in terms of the kinds of custortiesyou’re losing or the
— perhaps maybe some sense of the applicationgdhat — that they’'re — that they’re losing. And yie just kind of a
as a sort of follow-up at the same time, if youldalso talk about is there -s there a price in here for your service that |
of really will shield you at some point? Is thisis-this a — is this a kind of — an — you know, kioflan economic issue
here or is there just kind of a continue utilitgie what yo're getting from the other services. Thank y

A couple things. In terms of just kind of how thertds have been in 2005 with respect to what weirs@004, | would say
we saw the trends marginally improving and thagftected in the results that we posted. You knothemvyou look at our
customer base and you look at really, you knowiabpefive industry segments, the way we stratify customer base
vertically — | read off the top-10 a little whilgga — you know, the top five industry segments dreus almost — not quite
60 percent of our total units and service.
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they’ve got a net churn which is much lower thaa tittal base. But that characteristic, Matt, hantmnsistent with what
we've seen in past years. They just — they tergkttarger accounts and they tend to churn the lowag specific vertical
that churns the lowest by far is the health ses/iestical. That vertical went out the year wittoabthe same rate of churn
that we went into the year, much lower than thé@ésur base and the rest of our verticals batbatut the same rate of
churn. Now, with respect to, the price being alshigou know, I've kind of felt that way all alorfgr certain customers, and
we're seeing that if some customers that are badgetonstrained come back to us and turn theimgis in and take pagers
back. But the majority of the migration since 199®n this industry had over 40 million subscribterthe end of 2005 whe
we had just over eight million subscribers has tmeay from paging and into mobile telephony whéedustomers pay
significantly more for that service than they dofaging, but they perceive, because it has vadeencunications and other
types of features, just that the differential thisresorth it. | don’t know where that ends. | mea, all talk about the core
base, do things over time, does the churn just &frgtop once you get down to a certain level, dbsglidify going forward.
You know, we do’t know that yet. We certainly wou
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Matthew Shefler:

Vince Kelly:

Matthew Shefler

hope that would happen. All we can do is reportivbiat we've seen, and we've kind of seen, you krnoare of the same
with some marginal improvemen

Good and if you could — just as a follow-up to flist question, if | — or the previous questioniét,might, just about the
share repurchase. Can you just review with us hmwlgok at — how management — and | understand kyow, the
board’s going to make a decision bat how management kind of considers the tax shietd and, you know, kind of at wi
price you would look at the equity and say that) koow, you'd be indifferent to whether you woulel tepurchasing stock
because of the low price of t— the equit’s trading at

Yes, Matthew, | dort’'want to go there right now. | specifically dissad this with our board and with our advisors, dislis
something that we want to take up as a board in. Mayl like | said before, we’ll get back to youwill tell you that we are
committed to returning capital to our sharehold

Thank you.
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Vince Kelly:
Matthew Shefler
Vince Kelly:
Operator.

Andrew Sole:

Scott Tollefsen:

We've been consistent on th

Good, thanks

Thanks.

Thank you. And our next question comes from And8ale of Esopus Creek Vall

Hi, good afternoon. The paging organization that ymned, | was wondering could you — could you gtglk a little bit
about the status of your lobbying efforts eitheffesteral or state leve

Yes. This is Scott Tollefsen. | can talk about thdittle bit. We are trying to make sure that oampany and — in
conjunction with AAPC, our industry, is an activarficipant in two categories of government-reladetvities. One, all
policy-related activities that would affect the meability and utility and value of our service awidour company stock. Let
me give you a couple of examples of that. The Féd@ommunications Commission from time to time pilirsue what's
called for an agency a rule making in whic
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announces to the country that it is consideringémenting certain policies. The input of interespadities is solicited in
writing and also through discussions, and therHBE ultimately will make its decisions taking irdocount the nature and
quality of the input from those who would be aftst:tWete trying to be involved in all of those proceedirigat relate to ol
business. One example is the FCC'’s plan to relisemergency alert system, which most of us haeevkrthroughout our
lives in the form of the emergency broadcast neétwon TV and radio. That's being expanded to otbens of distribution
in addition to the sort of traditional ground-bagadland radio broadcasting. Satellite-deliverecbueses and other wireless
communications networks are going to be brouglat this system. We want to make sure that the potiakers are aware of
the value that comes from our paging services, whfter all do use sort of a broadcast technolégyl we want to make
sure that we can offer to our customers all theefienof being integrated into this kind of an &kgystem. That'’s just one
example. And I'll say briefly our other lobbyingka¢ed initiatives relate to talking to those on kgislative side of
Washington to make sure that we are aware of gugils and objectives and that we can do our bewatoh the
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Vince Kelly:

solutions that paging offers us to help them aahtée important objectives that tf're trying to accomplist

I'll throw in an example. | mean, | mentioned in gnepared materials that we went down to Jacksossisgippi. Chairma
Martin was hosting for the FCC a panel looking Aatwhappened with respect to communications dumgicane Katrina
and how things broke down. We were fortunate endagtit in on the panel before it was our turnaié aand listen to some
the law enforcement agencies and some of the meaiwargency responders tell us effectively a désast how
communications broke down when they were tryingaee lives and help people. To the point whereatmint the politica
agencies made a local CLEC in New Orleans evac¢hatebuilding which took them off the air. Wellb@iously most mobil
phone transmitters are hooked into the communicatietwork via landline. When the landline goes mlawvwhen the telco
has its — a big part of its CO (Central Office)dwlthe water table and you have a flood like youwijth Katrina, those
landlines are down so the mobile phones don’t wbeikplained to them with a little bit of vigor thaou know, paging
systems and transmitters are controlled by sasllProvided that we have power the transr’s
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going to work. A pager typically works off a doubAebattery. | told them if they want an emergenegkup system take a
plastic Zip-Lock baggie, a couple of double-A baés and stick it in the pocket of all their resders. Everyone in the room
was shaking their heads yes, they understoodYlatknow, they asked us, well, do our people natanstand that right no
And we said, no, some of them understand it. Wbufiness with the state of Louisiana, we do busiméth the state of
Mississippi, we do business with the city of Newdans. However, we dando the amount of business that | think we sh
be doing. And I'm not just saying that from a bidg®sition as the CEO of a company that derivesrtagrity of its revenue
from paging. It just makes no sense to me that alitthe money that we spend in giving people dredids during these
emergencies for things to buy, you know, whatever they spend their money on, that we can’t sgefittle bit of money as
a national initiative to further outfit our goveremt employees and first responders with pagingods\

| tend to be an optimist in this area. | continode¢lieve that we will continue to pursue this, thame to push it every way w
can. But it just struck me as ironic that here weegetting ready to go int

Page 54 of 69




another hurricane season and we're still talkingualvhat we could have done better from the lastitane season. It's
going to take a long time to come up with any os@ution that will work better paging. Paging &ré today, it works now,
it works great in emergencies. It works better thap other form of wireless communication. | conério believe that peor.
are going to wake up and see that, and that cas Wwetl for us in the long-term. I'm frustrated waven't made more
progress in this area. | spent a lot of effort eegburces on it. We've presented to the Departiofedbmeland Security,
we've had white papers, as | said, out there. Wpisetogether technical presentations and overviypdaining exactly how
the network works and why something broadcastiommf800 feet in the air at 3,500 watts miles awaywark in an area th
got wiped out when something broadcasting frome® in the air at 100 watts that goes off thelsit has a one-to-one
relationship with that mobile phone isn’t goingwork. And we just haven't had | think the tractidrat we all think is there
and potentially that we can have once folks wake

Scot’s done a ton of work in this area with us on thggslative front and with the lobbying and Il continue to pursue i
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Andrew Sole:

Vince Kelly:

Just — thank you, by the way, for that — for yooswers. | just had one follow-up on that. Do yoel that the — or believe
— do you believe that the, you know, difficult — [ist use the word difficult — difficulty in pentting or convincing the
FCC is due to a misunderstanding about the teciggotr do you feel it's because of the lobbyingef from some of your
competitors and that th're trying to sort of disto— maybe the distort the picture up the

| think it's a perception issue. | think that pagiis perceived by a lot of people, both in the g@i@vsector and in the public
sector, as an old technology tlskind of served its usefulness. And | think that yorget that sometimes simplicity has g
benefits in times of emergency when you're tallamgput saving people’s lives. You could put two-vpagers in lowincome
housing or you could put one-way pagers with textability on emergency responders and get critidatmation to them
when their cell phone battery’s dead and they’ra swamp and the local mobile phone transmittestsaorking. | don't
think it's practical that you're going to outfit @@ one of them with a satellite telephonen hot even sure that the capabili
in terms of volume of satellite telephones wouldwl
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Andrew Sole:

you to do that on a huge massive scale basisghtiie a solution for some smaller applicatiorikik paging is here today,
it works, and | think that the — what we’ve rundris a perception issue and it's hopefully someghimat over time people
will either be mandated in emergency responserty this as a backup form of communication or tiidyave one or two
more of these terrible natural disasters and they'lt wake up and they’ll smell the coffee andytiierealize we got to have
a pager on us as a backup. You know, when we — dad’'t want to take the whole call on this — buten we have state
police in these Gulf Coast states that are carrgamggrs, those pagers are not their primary forcoofmunication. OK?
They have radios and they have other forms of comication. But they've learned that having that hgrkan be critical.
And that's what we're hopeful that even though @&fsolder technology, there’s not a lot of R&D gpinto it right now, it
works when you need it to work and when other thiwgn't work. | could talk a long time about thi'sn going to cut myse
off. But this is something that Vre going to continue to purst

OK. Well, thank you very much for your answers émahk you for all your hard worl
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Operator.

Steve Zogas

Tom Schilling:

Steve Zogas

Tom Schilling:

Steve Zogas

Tom Schilling:

Thank you. We will now go to Steve Zogas of Okuragpital.

Hi. I missed the response to the earlier questimuathe restructuring. The guidance of 370 to 880on of op-ex, does the
include restructuring expens

Yes, that includes any restructuring, the onlydhirexcludes, Steve, is our depreciation and agaiibn.
OK. And you said roughly five to seven million wihe 2006 estimate

Yes.

OK. Do you think restructuring expense will just et of your ongoing ¢-ex for the coming years

Yes, | think it's certainly a expense that we vkidlve from time to time. And that’'s why we’ve brokeout separately within
operating expense just to keep it out of the réegrtems of expenses for SR
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Vince Kelly:

and G&A. But, yes, we will as we find [opportungiéor], long-term leases that we can economicaldwryway out of.
Additionally if we have efficiencies we can gainvirork force reduction w#’have severance expenses. We expect those
down significantly ye¢-ovel-year. But the biggest thing will be finding econartérminations of lor-term commitments

Yes, | mean, the biggest thing that drove it inghst, we went from 2,800 employees when we met@egbu know ...1,600.
So we went down 1,200 employees. We're obvioustygoing to do that again. We also bought out @fdbng-term leases.
Going forward we’ll continue to look at the leaggportunity when we can come up with a economicagponsible buyout,
but it wouldn’t be at the magnitude that we've attg done. And, you know, now 50 percent of our 1ste going forward is
going to be with Global Signal and 30 percent i;mgado be with American Tower. So that only leatkes additional 20
percent. And albeit they’re by far the highest quest site, some of those leases will just expirtheir own accord and we
won't need to buy them oL
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Steve Zogas:

Tom Schilling:

Steve Zogas

Tom Schilling:

Steve Zogas:

Tom Schilling:

OK. And just as a follow-up to that. Of the roughl§y and a half million of severance and restruntuin 2005, was that
mostly a cash expens

Yes. And it was — it's not always a cash expentsed to the quarter that it was recorded becatiddferences between
GAAP and when the cash actually hits. But for takiedar year of 2005 it wi— it matched cash fairly wel

So should we make tt— or should we draw the conclusion that 'll have a roughly $1-million benefit in‘06 versus 05
on a cash flow basis because'll have five to seven

Yes, tha's— yes, exactly

OK and if | can just sneak one more in. In termproiduct sales in 2006 and beyond, how should wihking about that?
In terms of the revenu

Oh, in terms of the revenue f— you mean cell phone sales? Is that what you m
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Steve Zogas: Yes, yes. | mean, you guys disclosed about 34anillif pro forma revenue for ‘04 and about 26 fdr. ‘Djust wondered how
you guys think about that or how we should be tiniglabout that going forwar

Tom Schilling: Yes, we're not going to specifically break out thi'erent component of revenue, but | would exghetmix of our revenue
to be roughly the sam

Steve Zogas OK, thank you

Operator; Thank you. Our next question comes from Peter Daf/idewline Capital

Peter David Well, hi, everybody

Vince Kelly: Hi.

Peter David My question has to do with the health care sengeggnent in your customer base. It sounds likeishise of the large

customer base
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Peter Barnett:

and one of the most valuable because of the lowncld predictability. In one of your earlier fifjryou had mentioned tha
potential competitive threat can come from phonaganies installing microcells and wireless netwankBospitals. Do you
still see that as a tendency and how do you plaagpond to that competitive thre

Yes, hi, this is Peter Barnett. Even though theymat microcells into hospitals and stuff like thie major difference
between cell phones and paging today is a ((inde)ditechnology of pagers. From a single messageanelo one to many,
as many pagers as the hospital wants to use frgrowg called (Perspective). Today cell phones @abrdadcast SMS, but
not specifically to a customer. And | believe thet will have that advantages for quite some tinte—Sand even with
microcell technology in hospitals, those celld skil not hit every nook and cranny in a hospitak @t antennas and
transistors on top of the building, we put (leadyaxes) throughout the building, we access surgaahs and RF-shielded
areas better than any other competing technolodgyts
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Peter David:

Peter Barnett

Peter David:

Vince Kelly:

OK, thank you for this. And | have one more quiclestion which is actually a follow-up to someththgt was mentioned in
response to an earlier question. It has to do gatrernment clients and specifically political dapsnts. You mentioned th
those who are currently customers of the compaayanying a separate paging device in additicevirything else. My
question is, is it possible to incorporate the pgdunctionality in a different device, in an aldgeexisting device, whether
that is a cell phone or not is a secondary tc

Yes...

But basically have the opportunity in an instantaroemergency to switch into your network and fraging functionality
and this way not have someone carry an additioenaktd with them

You are 100 percent right on target. We spent tameyear working on that with Samsung who is arbanufacturer of

mobile phones. They were willing to do it. Howeville mobile phone carriers pushed back on it. Haesjcally — their
response is basically, well, we already can do S$fiSrt, you know, text messaging with «
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phones, why would we want a pager in it, as ifdivd be them admitting that we can do something taa’t do. So here we
have the biggest network in the United Statespogrway network covering 91 percent of the popatgtour two-way
network covering 81 percent of the population, veeehave a device that will work oftentimes wherbiteophone networks
go down and that can save people’s lives, hereave bne of the largest manufacturers of cellulepteones in the world
willing to do it, and we have yet been able to doog the large mobile phone carriers to want talgen that path. And
unfortunately they would be the ones that woulddrteemake the purchase commitments. And so thdierevwe've really
struggled. Now, having said that, we've not givupon it. We're cognizant that CTIA is going on. Wwegot our Executive
Vice President of Marketing focused on this sped#sue as we speak and we’ll continue pursuing & maybe
somewhere between the comments that we were makitigr about our efforts with the FCC and betwise terrible
natural disasters and this cycle of hurricanesweaseem to have gotten ourselves into, we’'ll Faxer time some perception
change there and be able to do something thatk thould benefit these carriers as well. | thinkwas a big carrier | would
want this as one of my product offerings becausiild
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Peter David
Operator.
Vince Kelly:
John Kim:
Vince Kelly:

John Kim:

help to differentiate what I'm selling versus wieatrybody else is selling so | just wouldn’t hakie same flavor service as
tsr(])ig?eone else and be competing just on cost. S@\Wwepeful. You know, we’ve been frustrated butliregntinue to push o
Thank you.

Thank you. And we will now take our final questiisom John Kim of Alpine. Mr. Kim, your line is noapen.

John?

Hello?

Hi, John. Go aheas

Hi. | had a quick question on the assumptionsHerrevenue guidance. | assume you have projectestiast RPU declin

for top-line. | was wondering at what point yourstainking about pricing strategy or marketingaggy either, you know,
stem that RPU or increase it sometit
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Vince Kelly:

Well, John, | think we mentioned during the call hgve done increases with respect to standardaingndirect customer
base, and that did have the net effect of incrgaRiPU there. It's a little bit more difficult whemou talk about the direct
customer base, because these customers that apements of the Fortune 1,000 tend to have contadatuangement with
you that will go for multiple years, and those cantual relationships stipulate discounted priceugd their pricing is
typically discounted based on volume. And even gfiothey churn at a lower rate, they have a lowdd R#hat tends to be
churning off right now is the higher RPU, small@aita per account business, and that's what's cgubie@ RPU assumptions
to slightly go down. We will continue to look atishvery closely as we go forward in 2006. | hean {@ud and clear. |
understand where you're going and what you're timgklt's not particularly easy as it might seementyou first look at it
and you start digging into the specific accounts thre specific relationships. But this is sometHimat we will continue to be
focused on. We would hate to try to do anything thauld increase RPU if it ended up resulting imgher loss of units and
we lost the principal or the corpus of the — of theenue as opposed to just gaining the increméardedase. So we'll be

very
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John Kim:

Tom Schilling:

John Kim:

Tom Schilling:

John Kim:

Tom Schilling:

tuned to this in 2006. And, you know, as said earthis is our guidance right now based on whaseeand what we know
and the trends that we experienced in 200£'ll update you guys as we move forward when anliifgs change

Great. Thanks. And one follc-up on the cash balance you gave for'06 of 73 million, | believe
Yes.

That equates to about a 35 and a half million detta year end. Is that correc

Yes.

And | assume pretty much all of that came from apens — well, | could assume | guess four to fividion in cap ex. But
other than that, am | missing something else im$eof cash usage

No, it was— it was a pretty normal quarter. It was essentially cash from operations, that increased the [daslajhce
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John Kim: Right. So if | extrapolate an EBITDA number it seefairly flat from Q4, unless’' m mistaken. Is the— is that fair to say

Tom Schilling: Yes, it is, relatively speaking if you, back oug¢ tthividend that we paid in the fourth quarter itwebbe a fairly simila
number
John Kim: Right.
Tom Schilling: ... Cash flow is one of those things that can liecéfd by a lot of timing issues. And if you lookdk over the course of 2005

you see — somebody brought up the question eafhieut the cash expense associated with severastse those hit
differently on a cash basis than on a GAAP basisfdr full year 2005 that it tended to wash oubrf a fourth quarter to
first quarter standpoint it was really relativensistent

John Kim: Right. And again you expect minimal cash taxedtieryear
Tom Schilling: Yes.
John Kim: OK. Thanks.
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Tom Schilling: Thank you.

Vince Kelly: OK, that was our last question. | want to thankrgvedy for participating in this call. | apologiadout the length of it, long
than normal, but we had a lot of information we teano get across to you guys. We're going to gikhia finishing our 10-
K and our restatements and working on our initegifor 2006, and we look forward to getting withuyo the not too distant
future and updating you again on the business. H'zan very much

Operator. Thank you. This concludes toc¢'s conference. We thank you for your patience, awkfa wonderful day
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