










letter ‘b hare holders 
1999 was a tremendous year filled with great achievements for 

your company. 

In just 12 months, we: 

l Grew revenues 28 percent to more than .$I billion and EBITDA 

(Earnings Before Interest, Taxes, Depreciation and Amortization) 

by 16 percent to $336 million. 

l Became a leader in local broadband sales and deployment 

through our unique ZoomTown Internet service. 

l Captured substantial market share with our aggressive play in 

wireless PCS. 

l Developed a market-pleasing bundle of calling services and sharply 

improved profitability in OUT local communications business. 

l Acquired a leading nationwide fiber network and a new brand 

name-Broadwing-symbolizing our intent to seize our full share 

of the exploding market for broadband business communications. 

Our record of execution and accomplishment has not gone unnoticed: 

l Information Week named us the 16th best company in the nation 

for innovation in Information Technology (IT). 

l Our residential customers again gave us some of the highest 

marks in the country for customer service in the annual J.D. 

Power ti Associates survey. 

l Our new Internet backbone won an international engineering 

award for its unique design and capabilities. 

l And finally, we as shareholders received the best recognition of all. 

Broadwing’s share price more than doubled in 1999 and propelled 

us to first place in our industry in the WailStreet Journals annual 

Shareholder Scoreboard. 

Our November 9, 1999 acquisition of IXC Communications was a 

transfoning event and an ideal match. It joined IX& outstanding 

nationwide fiber-optic network with Cincinnati Bell’s innovative, expe- 

rienced local communications businesses and back-office expertise. 

IXC-now Broadwing Communications-brought us six key assets: 

. A nationwide state-of-the-art broadband network that covers 

15,700 miles and reaches 63 U.S. cities. 

l Geminix?oo-the first coast-to-coast next-geneation Internet back- 

bone to carry both commercial and research community traffic. 

l Relationships with leaders in advanced data and Internet tech- 

nologies, including Applied Theory, PSINet, zeropluscom, Corvis 

and Northpoint. 

l A stronger business-focused platform for OUT information 

technology (IT) consulting and regional long distance businesses. 

Both have been integrated into Broadwig Communications. 

l The energy and excitement of a fast-track growth company for 

nearly 6,000 Broadwing employees and new leaders attracted by 

the growth opportunities we offer. 

l And new products and services, especially in the high growth 

areas of data transport and Internet, to provide to our existing 

base of Midwest customers. 

Our national strategy is to attract middle-tier businesses just below 

the Forrune 500 level with all-encompassing packages of data, 

Internet and voice communications services, and to join with key 

technology leaders to serve leading dot-corn companies and 



xernet service providers. At the same time, we are strengthening 

ur role as a local-market provider and continuing to leverage the 

owerful Cincinnati Bell name in our home market with expanded 

ervice bundles. 

. Expand OUT relationship with Cisco Systems to provide still mere 

Internet-related services, including end-to-end network management 

solutions through our new C&co-driven IP network control center. 

Ne expect to continue to grow and create shareholder 
ralwe-just as we have in the past-by executing big, bold 
nitiatives and relentlessly managing our costs. 

)ur ,999 performance was rooted in great execution. As the follow- 

>g pages describe in detail, we continued the phenomenal growth of 

‘UT ZoomTown ADS1 (Asymmetric Digital Subscriber Line), wireless 

nd value-added services initiatives in Cincinnati. We also made 

ubstantial improvements in the back-office billing and provisioning 

ystems at Broadwing Communications. 

hese strategic and operating ~~~cesse~ created billions in new 

hareholder wealth. We were a $2 billion company in market capital- 

cation at the start of 1999. By July, we had grown to $3 billion. After 

rming Broadwing and delivering on our promises, we finished 1999 

s a $9 billion company. We expect to continue to grow and create 

hareholder value-just as we have in the past-by executing big, 

old initiatives and relentlessly managing our costs. 

. Continue to enhance our provisioning, billing and customer care 

systems to improve customer service. 

l Market our integrated data-center and broadband capabilities to 

satisfy surging demand for a wide range of Internet services, 

including web hosting and virtual private networks. These centers 

help our customers capture savings and flexibility from outsourc- 

ig their applications and e-commerce services to Broadwing. 

This report is full of even more examples of Broadwing’s commit- 

ment to four key attributes-speed, aggressiveness. innovation and 

accountability-and how our employees, customers and business 

partners help us maximize them. Watch for more examples of these 

attributes in action this year as the new Broadwing takes flight. 

/e will continue to depend on your support as we execute several 

ew initiatives in 2000: 

) Generate more ADSL. wireless and value-added services growth. 

) Expand our fiber network by 4,000 route miles to reach more 

top-too U.S. cities, then add new technologies to make it more 

robust and more efficient. 

Jim Kiggen 
cha;m?a” of the Board 

) Attack the mid-sized business market and leading dot-corns with 

aggressive marketing. 
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Until recently, the Internet was just a warehouse of interesting 

information for hobbyists; speed wasn’t particularly important. 

Today, those milliseconds of latency, or wait time, are critical es 

voice and video traffic migrates to the Internet. 

While others make promises, Geminizooo is carrying mission- 

critical voice, data and video traffic today with world-class quality 

and reliability. 

Fast Teamwork 
Our networks aren’t the only evidence that we’re fast. Our employ- 

ees have demonstrated speed of their own by developing and 

launching, in es little as 90 days, new mass-market services such as 

ZoomTown ADSL, Complete Connections” bundles and our new 

Any Distance long-distance offer. 

And when we committed to acquire IXC, we moved fast, too. Our 

legal, regulatory and finance groups worked quickly to clear the 

transaction through the FCC and 48 public utility commissions and 

to arrange Se.1 billion in financing through a syndicate of more 

than two dozen lenders. They accomplished all of that in just 

110 days, one of the fastest-ever acquisitions of a regulated commu- 

nications company. 





Big Bold Brand 
We unveiled our new Broadwing name and identity in November 1999. 

and already there’s a burr in the industry about our captivating new 

identity campaign. In its print, online and TV advertising, such as the 

‘taxi’ TV spot illustrated above, Broadwing’s commitment to speed 

and accountability is symbolized by the Broadwing hawk, which 

looms as the predator of the slow, the enemy of the status quo and 

as a hungry new competitor. 

These ads and more specific targeted communications have already 

awakened key business decision-makers to Broadwing’s unique 

ability to deliver today the key data and Internet services that 
h,,cinnccn. nnnrl in WA.* +n .-m”l.l 

Our advertising is expected to yield 550 million viewer impressions 

in 2000 and target those who influence t&corn, Internet and 

e-commerce decisions at middle-tier businesses, dot-corns and 

Internet service providers nationwide. 

Any Distance 
We launched a new long-distance offer, Cincinnati Bell Any Distance, 

in January 2000, aiming to attract a sizable portion of our Cincinnati 

c”stolnePs. 

How? 

First, we assembled a unique long-distance package that included 30 free 

minutes per month plus a free month for those who signed up early. 

Second, we created Any Distance to meat the high standards of 

Cincinnati Bell’s customers, who expect only the best in service 

quality and reliability. 

And third, we deliver it through Broadwing Communications’ highly 

efficient nationwide network, whichgives us significant cost advantages. 

Complete Connections 
We are aggressive about taking full advantage of opportunities to 
car\,a ,a”ic+ind P,,C,,,rn~FQ h&e.r I 0-t \,enr \.,P I~w.na~r( n,,r Ptrnnd 



) Cmcmnatl Bell- 
N Any Distance 

We are aggressive about deploying new services and technology. 

We made an equity investment and formed a partnership with 

zerop/us.com, which has launched a very advanced Voice over Internet 

Protocol NOR product that /nremer Telephony magazine named its 

product of the year. 

skills in bundling and billing by launching Complete Connections-our 

one-price bundle of dial tone and 20 convenience features for the 

Cincinnati market. 

We added 115,000 customers, including roughly one of every 

six households we serve. This service generates an additional 

$8 per month per subscriber of highly profitable revenues for 

Cincinnati Bell, builds customer loyalty and lets customers freely 
..PlP,.l +#.a rni” nF rrllirm .P*l,ir,3E ,I..? hc.c9 manvr +l,.ir nmxlr 

VolP is a technology with explosive potential. One study forecasts 

that a third of all corporate voice communications will be carried 

over the Internet by 2004. 

Gemini2000 is the ideal environment for VolP because its super-fast 

transfer rates all but eliminate conversational pauses or gaps. And 

Broadwing is the ideal company to provide it. Our share of the 

highly competitive U.S. voice communications market is very small. 

That gives us a unique attacker’s advantage with VolP that we plan 
+n PY”hif in 7nnn 
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Wireless Subscribers(,au, Wireless and~d$a s~ervice 
were major contri,t@ks 
to our growth in 1999. 
Cincinnati Bell Wireless 
and our ZDDtTITDWn ADS1 
initiatives demonstrate 
that Broadwing can out- 
execute much bigger corn 

petitors with innovative 
ideas, across-the-board 
employee commitment 
and just plain hustle. 



~fiffovat ive 
We were first to market by aborn. nine %&&with high-speed 

Internet connecti?ns to homes in Cincinnati: But,even when compe- 

tition arrived I& summer, our growth co$tinued to accelerate. 

During ihe 1999 holiday ‘skason, our monihly ADSL sales rite 

doublad:~ Our ~18 000 subscribers ,atrhe,end of last ,year represehted ,,I 
about ; &rcant of,the region’s~ households. 

,I 

Our innovative ZoomTown citywide’&teway has become a magnet 

forhot Inter&t companies and applications developers such as 

Purc$sePro, Media Station, C&lcast, htertainer, Orbit and others. 

The year-end total of 162,000 Cincinnati Bell Wireless customers 

was nearly triple the 56,000 we had ar the end of 1998. That growth 

was helped in part by an innovative campaign for prepaid wire- 

less service, called i-wireless. 

i-wireless is not like other prepaid wireless services. It aggressively 

targets teen and preteen customers, a segment with tremendous 

potential. i-wireless helps minimize churn by giving customers who 

use fewer minutes an attractive service option, and drives more 

traffic toward off-peak hours. 

Cincinnati, the Bandwidth Capital 
No other city in America has a greater percentage of broadband 

homes and businesses, because no company in America has 

matched Broadwing’s all-out effort to deliver it. 

Starting in mid-1998, we recognized that the growing hunger for 

broadband was not just a business phenomenon. People at home 

wanted to connect at the same speeds they used at the office. We 

launched a go-day campaign fo bring broadband speeds via ADSL 

to a third of Cincinnati households with the help of leading-edge 

technology from our strategic partner, Cisco Systems. 

Now, 72 percent of homes in the region are within reach of our 

ADSL service. By contrast. only about 8 percent of households 

nationally had access to ADSL at the end of 1999. 



Unique Guarantee 
Our own market research shows that businesses ape tired of hearing 

the same old empty promises from broadband companies. They want 

to do business with companies that stand behind their promises and 

take their lumps if they don’t deliver. 

Enter Broadwing Communications. 

In January ZWO, we introduced the broadband industry’s first guar- 

anteed on-time delivery of advanced dedicated services under 



accountable 

nulti-year contracts, or the customer gets free sewice. That means 

I circuit will be installed and ready within 45 business days after an 

rder is accepted or the customer gets the service free for a month. 

Sroadwing’s installation guarantee reinforces a commihnent to be an 

w.ountable ally in a marketplace too often filled with excuses. 

n making commitments others don’t, Broadwing continues to 

lifferentiare itself from its competitors by proving it is a new kind 

if data and Internet company. 

Passion for Great Service 
Broadwing represents more than ~6 years of delivering high- 

quality service to customers. 

Along the way. we have won significant recognition from customers 

and regulators for being the best at what we do. 

Network trouble reports to the Federal Communications Commission 

continue to show that Cincinnati Bell ranks at or near the top in 

network reliability. J.D. Power’s national surveys of residential 

telephone customers put us near the top of the local-exchange 

industry in customer satisfaction. Even some of the nation’s largest 

long-distance carriers who compete with us nationally acknowledge 

and praise Cincinnati Bell’s outstanding record for meeting its 

commitments as a local access provider. 



Investing for growth and superior shareholder return. 

,999 was a tremendous year for Broadwing and for all of us as 

shareholders. For the year we: 

l Surpassed $1 billion in revenues. 

l Dramatically accelerated the growth of revenues to 28 percent 

from 6 percent in 1998. 

l Continued to manage our costs well, which permitted us to 

expand EBITDA profit margins in our Local Communications 

business by 8 percentage points to 43 percent. 

l Invested $405 million to improve our industry leading network, 

deploy new services and provide customers the innovative high 

speed t&corn services they demand. 

For the year, our total return to shareholders was 141 percent, 

making Broadwing a top performer in the telecommunications 

industry and putting us in the top 20 percent of U.S. companies. 

As outlined in this report, we are pleased with the operational 

performance of our business in 1999. 

l Our wireless business is setting the industry pace for attracting 

new, high-value customers. 

. Our Zoomtown ADSL fast Internet access service has made 

Cincinnati one of the most broadband-connected cities in the nation. 

l Our Complete Connections bundle of services has already 

garnered one of every six households in its taget marker. 

l And our innovative launch of i-wireless is opening a new segment 

of customers to our services while our Cincinnati Bell Any 

Distance service is providing new services to existing customers. 

These results, our confidence in our ability to execute and the 

industry led us to further transform our company last year. The 

acquisition of IXC Communications, Inc., with its nationwide pres- 

ence and advanced fiber-optic network, has firmly positioned 

Broadwing Inc. in the high-growth segment of the telecommunica- 

tions industry. We believe that our heritage of customer service, 

coupled with innovative service offers and one of the nation’s most 

advanced networks. will win customers. 

Making this acquisition, however, involved difficult tradeoffs. Last 

year we terminated the payment of dividends on our common stock. 

By investing that $56 million annual cash outflow in ou? business, we 

will be able to grow faster. For example, this year we will double the 

amount we invest in our company to about $800 million. We will add 

another 4,000 route-miles to our national fiber network, build eight 

new data centers to offer new advanced data and Internet services 

to businesses, make ADSL available to more households and 

increase the capacity and coverage of our wireless network. 

We have the resources to do this. In addition to the cash we will 

generate internally, we have secured a $2~ billion credit facility to 

see us through this period of heavy investment. Our investment in 

other publicly traded companies was worth over $900 million as of 

this writing, giving an extra measure of security to our plan. 

Our financial vision is to be a $5 billion revenue company by 2004. 

We crossed the $1 billion mark in IQQQ and we intend to top $2 billion 

in 2000. But we are not focused on top-line growth alone. We will 

continue to manage our costs to produce faster growth of profits 

than revenues. In so doing, we believe that we can create good 

value for you, the owners of Broadwing. 

Kevin Moonev - 



Financial Highlights 
(MiliionscfdoNars, exceptpeisnareamounis, 

As Reported 

1999 1998 

Results of Operations 
Revenues 
EBITDA 
Operating Income (Loss), Excluding Special Charges (Credits) 
Operating Income (Loss) 
Income (Loss) from Continuing Operations 
Income from Discontinued Operations, Net of Taxes 
Extraordinary Items, Net of Taxes 
Net Income 

Basic Earnings (Loss) per Share 
Income (Loss) from Continuing Operations 
Income from Discontinued Operations, Net of Taxes 
Extraordinary Items, Net of Taxes 
Net Income 

Diluted Earnings (Loss) per Share 
Income (Loss) from Continuing Operations 
Income from Discontinued Operations, Net of Taxes 
Extraordinary Items, Net of Taxes 
Net Income 

$ 1,131.l $ 885.1 

5 335.7 $ 290.0 

$ 154.7 $ 178.9 

5 143.8 5 180.0 

$ 38.1 $ 81.8 

- $ 89.1 

5 (6.6) 5 (1.0) 

5 31.4 $ 149.9 

$ 0.25 $ 0.60 

5 0.51 

5 (0.05) 8 (0.01) 
$ 0.20 5 1.10 

5 0.24 $ 0.59 

$ 0.50 

$ (0.04) 5 (0.01) 
$ 0.20 5 1.08 

Pro Forma 

1999 1998 

$ 1,699.4 $ 1,572.0 

$ 326.8 $ 341.8 

5 (71.7) $ 27.5 

$ (140.2) $ 19.5 

5 (349.5) $ (140.2) 

N.A. N.A. 

N.A. N.A. 

5 (1.76) 5 (1.02) 

N.A. N.A. 

N.A. N.A. 

$ (1.76) $ (1.02) 
- 

N.A. N.A. 

N.A. N.A. 

At a Glance 
Services Growth Drivers 

Broadwing 
kunmunications 

Broadband Services 
Business Communications Solutions 
Data and Internet Solutions 
Systems Integration 

Voice and enhanced voice Data/Internet growth 
Private line e-commerce 
ATM/Frame relay 
Dial-up and dedicated Internet access 
IP networking/co-locaticnlweb hosting 
VolP/Video 

Cincinnati Bell 
relephone 

Residential 
Business 
Carrier 
Operator and Directory 
ZoomTown.com 

Voice and value-added calling services Enhanced bandwidth demand 
ADSL/lnternet access Value-added services 
Local ATM/Frame relay; 
Dedicated access 
Enhanced broadband content/hosting 

Cincinnati Bell 
Enterprises 

Any Distance long-distance 
Wireless 
Directory 

S”PPfY 
Payphone 

Discounted/free minutes plans; 
calling card; 1-800 services 
Digital One Rate; i-wireless prepaid; 
AT&T national network 
Print. electronic and Internet 
e-commerce solutions 
Lucent-brand communications equip- 
ment; computer sales and service 
“S:mzd’nhnner with,intairrea~in 

Growth and enhanced customer 
relationships 
Wireless subscriber growth: 
usage growth 
Local print advertising; web and 
e-commerce applications 
Service quality and greater value 
for the customer 
Terhnohwv. reliahilitv nnd 



Officers of Broadwing Inc. 

Richard G. Ellenberger 
Prekfen, ami C*;efExecur;“e Officer 
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E.xec”,;“e VP and ChieFfinaneLd Oftker 
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oeneral Co”“se,a”d secretmy 

Michael W. Callaghan 
VP. corporate De”e/opment 

Robert C. Coogan 
K ln,ernal /l”dmg 

Mary E. McCann 
VP, co”,m,,er 
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VP, Trw*“rer 

Officers of Principal Subsidiaries 

Broadwing Communications Cincinnati Bell Telephone 

Richard S. Pontin 
Presidenr 

John J. Mueller 
FT.%i&“, 

Barbara J. Stonebraker 
sr. VP, Regulamy ad Public At%ir* 

Jeffrey A. Lackey 
Resident, Bmadw~“f IT CO”S”hing 

Shirish R. Lal 
presr&“r. Bmsdband serv;ce* 

Jodi S. Graham 
wa”dCe”erdMa”~r, Bus,nesj Market 

Thomas J. Hattersley 
VP, ““man Resowces 

Michael R. Jones 
sr. “6 Engineering 

Thomas L. Sehilling 
sr. K Fi”a”ee Roger D. Rosenberger 

w, Network opersno”s 
F. Clif Steed 
VP. Opera,io”S 

Kevin R. Sullivan 
VP, Finance 

Cincinnati Bell Enterprises 

John F. Cassidy 
Prerrjenf 

CincinnatiBeilDNectory 
Douglas A. Myers 
Presd?“r 

Cincinnati&// Supply 
Thomas Revely III 
Presidem 

Cincinnati Be// Wireless 
John F. Carsidy 
Preside”, 

ZoomTownxom 

Michael D. O’Brien 
P?&d~“, 






