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Cautionary Note Concerning Factors That May Affect Future Results 

This document contains forward-looking statements within the meaning of Section 27 A of the Securities Act 
of 1933, as amended (the "Securities Act"), and Section 21 E of the Securities Exchange Act of 1934, as 
amended (the "Exchange Act"). Forward-looking statements are statements other than historical information or 
statements of current condition. We generally identify forward-looking statements by the use of terms such as 
"believe", "intend", "expect", "may", "should", "plan", "project", "contemplate", "anticipate", or other similar 
statements. Examples of forward looking statements in this Annual Report on Form 10-K include, but are not 
limited to statements that 

(i) we are well positioned to address the evolving integration needs of our clients through our expertise in 
messaging and location determination; 

(ii) we are developing relationships with communication infrastructure providers and we intend to expand 
our domestic and international carrier base; 

(iii) we plan to continue to develop and sell software and engineered systems which we will deliver through 
deployment in customer networks or through hosted and subscription business models and we believe that our 
software is positioned for early adoption by carriers; 

(iv) wireless growth is expected to continue to increase in all regions around the world for the foreseeable 
future; 

(v) both the number of users and messages per individual are projected to increase significantly; 

(vi) we will continue to develop network software for wireless carriers that operate on all major types of 
networks; 

(vii) we will continue to leverage our knowledge of complex call control technology to unlock valuable 
information and expand the range of capabilities that the technology can accomplish for our customers; 

(viii) we will continue to invest in our underlying technology and to capitalize on our expertise to meet the 
growing demand for sophisticated wireless applications; 

(ix) we intend to continue to selectively consider acqUisitions of companies and technologies in order to 
increase the scale and scope of our operations, market presence, products, services and customer base; 

(x) the Broadband Global Area Network upgrade of the Inmarsat satellite constellation expands our 
opportunity for SwiftLink sales volume; 

(xi) we believe our expertise in the area of wireless ES-1-1, location and messaging services, and secure 
satellite communications can be leveraged into providing products and services to the Federal agencies; 

(xii) we are continuing to enhance our deployable communication systems product line to take advantage of 
the evolving environment of satellite communications; 

(xiii) we believe that our company enjoys a competitive advantage because of its secure teleport and 
integration capabilities along with deployable systems as a bundled offering; 

(xiv) federal agencies, as well as state and local governments, are increasingly contracting with specialist 
teams for functions such as network management, and for long-term projects such as software development 
and systems integration; 

(xv) we expect to continue generate significant portions of our total revenue from our largest customers; 

(xvi) we expect to realize $116.0 million of backlog within the next twelve months; 

(xvii) the bases on which we expect to continue to compete; 

(xviii) we expect to require increasing levels of support from subcontractors and vendors and expand our 
work under contract vehicles; 
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(xix) we believe we have sufficient capital resources to meet our anticipated cash operating expenses, 
working capital and capital expenditure and debt services needs for the next twelve months; 

(xx) that we believe our capitalized research and development expense will be recoverable from future 
gross profits generated by the related products; 

(xxi) we believe our intellectual property assets are valuable and that we may realize revenue from patent 
infringement claims; 

(xxii) we believe we should not incur an material liabilities from customer indemnification requests; 

(xxiii) the WWSS procurement vehicle is expected to contribute to significant sales growth and that we 
expect to fulfill the potential values under WWSS orders; 

(xxiv) expectations about the amount of future non-cash stock compensation; 

(xxv) our assumptions and expectations related to income taxes and deferred tax assets; 

(xxvi) we do not expect that the adoption of new accounting standards to have a material impact on the 
company's financial statements, and 

(xxvii) statements about financial covenants related to our loan agreements. 

Other such statements include without limitation risks and uncertainties relating to our financial results and 
our ability to (i) continue to rely on our customers and other third parties to provide additional products and 
services that create a demand for our products and services, (ii) conduct our business in foreign countries, 
(iii) adapt and integrate new technologies into our products, (iv) develop software without any errors or defects, 
(v) protect our intellectual property rights, (vi) implement our business strategy, (vii) realize backlog, 
(viii) compete with small business competitors, (ix) effectively manage our counter party risks, and (x) achieve 
continued revenue growth in the foreseeable future in certain of our business lines. This list should not be 
considered exhaustive. 

These forward-looking statements relate to our plans, objectives and expectations for future operations. We 
base these statements on our beliefs as well as assumptions made using information currently available to us. 
In light of the risks and uncertainties inherent in all projected operational matters, the inclusion of 
forward-looking statements in this document should not be regarded as a representation by us or any other 
person that our objectives or plans will be achieved or that any of our operating expectations will be realized. 
Revenues, results of operations, and other matters are difficult to forecast and could differ materially from 
those projected in the forward-looking statements contained in this Annual Report on Form 10-K as a result of 
factors discussed in "Management's Discussion and Analysis of Financial Conditions and Results of 
Operations", the matters discussed in "Risk Factors Affecting Our Business and Future Results", which are 
included in Item 1A, and those factors discussed elsewhere in this Annual Report on Form 10-K including, 
changes in economic conditions, technology and the market in general, and our ability to adapt our products 
and services to these changes. We undertake no obligation to release publicly the results of any future 
revisions we make to forward-looking statements to reflect events or circumstances after the date hereof or to 
reflect the occurrence of unanticipated events. We caution you not to put undue reliance on these 
forward-looking statements. 

Item 1 ,Business 

Overview 

TeleCommunication Systems, Inc. develops and applies highly reliable wireless data communications 
technology, with emphasis on text messaging, location-based services including enhanced 9-1-1 (E9-1-1) for 
wireless carriers and Voice over Internet Protocol (VoIP) service providers, and secure satellite-based 
communication solutions for government customers. 

We are a Maryland corporation founded in 1987 with headquarters at 275 West Street, Annapolis, Maryland 
21401. Our Web address is www.telecomsys.com. The infonnation contained on our Web site does not 
constitute part of this Annual Report on Fonn 10-K. All of our filings with the Securities and Exchange 
Commission are available through a link on our website. The tenns "TCS", "we", "us" and "our" as used in this 

2 

Source: TELECOMMUNICATION SY, 10-K, March 03, 2009 



Annual Report on Fonn 10-K refer to TeleCommunication Systems, Inc. and its subsidiaries as a combined 
entity, except where it is made clear that such tenns mean only TeleCommunication Systems, Inc. 

Our business is conducted through two operating segments, Commercial (46% of 2008 revenue) and 
Government (54% of 2008 revenue). See discussion of segment reporting in Note 20 to the audited 
Consolidated Financial Statements presented elsewhere in this Annual Report on Form 10-K for additional 
segment infonnation. 

Commercial Segment: Our carrier services and systems products enable wireless carriers to deliver short 
text messages, location information, internet content, and other enhanced communication services to and from 
wireless phones. We provide E9-1-1 services, commercial location-based services, and inter-carrier text 
message distribution services on a hosted, or service bureau basis, that is, customers use our software 
functionality through connections to and from our network operations centers, paying us monthly fees based 
on the number of subscribers, cell sites, call center circuits, or message volume. We provide hosted services 
under contracts with wireless carrier networks, as well as VolP service providers. We earn subscriber revenue 
through wireless applications including our navigation and traffic application Which are available via many 
wireless carriers. We earn carrier software-based revenue through the sale of licenses, deployment and 
customization fees and maintenance fees. Pricing is generally based on the volume of capacity purchased 
from us by the carrier. As of December 31, 2008, we had deployed 108 of our software systems in wireless 
carrier networks around the world, including those of Verizon Wireless, Telefonica and its affiliate Vivo, and 
Hutchison Whampoa's "3" brand third generation networks. 

Government Segment: Since our founding in 1987 we have provided communication systems integration, 
information technology services, and software solutions to the U.S. Department of Defense and other 
government customers. We also own and operate secure satellite teleport facilities, and resell access to 
satellite airtime (known as space segment.) We design, furnish, install and operate wireless and data network 
communication systems, including our SwiftLink® deployable communication systems which incorporate high 
speed, satellite, and internet protocol technology. More than 1,500 of our SwiftLink® deployable 
communication systems are in use for security, defense, and law enforcement around the world. In 2006, we 
were named one of six prime contractors on the US Anny's Worldwide Satellite Systems ("WVVSS") contract 
vehicle, with a ceiling value of up to $5 billion in procurements through 2011. 

We currently have more than 65 patents, primarily for wireless messaging and location technology, and 
more than 210 patent applications pending. During 2008, we sold one of our patents to TIP Communication 
LLC netting $8.1 million, as part of settling a patent infringement suit again Research in Motion Limited. We 
employ approximately 600 people. 

SwiftLink®, Xypoint®, and Enabling Convergent Technologies®, are trademarks or service marks of 
TeleCommunication Systems, Inc. or our subsidiaries. This Annual Report on Form 10-K also contains 
trademarks, trade names and services marks of other companies that are the property of their respective 
owners. 

I. Commercial Segment: 

We provide software, related systems, hosted services, maintenance and related services to wireless 
carriers, Voice Over IP service providers, and users of electronic map and related location-based technology, 
based on our portfolio of patented intellectual property. 

A. Commercial Product and Service Offerings 

1. Commercial services. We own and lease network operation centers that host software for which 
customers make recurring monthly usage payments. Our hosted offerings include wireless and Voice over IP 
E9-1-1, and commercial location-based applications. Through wireless carriers, we sell subscriptions to 
services using our client software applications such as navigation, traffic, and points of interest, sometimes in 
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collaboration with owners of brand names such as Rand McNally®. Our primary commercial product offerings 
include: 

a. Hosted Location-Based SelVices, including E9·1-1. Our E9-1-1 service bureau works with wireless 
carriers and local emergency services in compliance with the Federal Communication Commission 
requirements. When a wireless subscriber covered by this service makes a 9-1-1 call from his or her 
wireless phone, the software (1) identifies the call as an emergency call, (2) accesses the handset's 
location information from the wireless network, (3) routes the call to the appropriate public safety 
jurisdiction, (4) translates the information into a dispatcher-friendly format, and (5) transmits the data to the 
local emergency service call center. Our E9-1-1 service operates on a platform at our network operations 
center in Seattle, Washington with data center redundancy in Phoenix, Arizona. As of December 31, 2008, 
we are under contract to provide E9-1-1 services to more than 40 customers including wireless carriers 
Verizon and AT&T Wireless, and Voice over IP service providers including Vonage and Level 3. 

b. Customer subscriptions to application-based selVices such as Navigation, Traffic and 
Points-or-Interest. TCS' strategy is to provide wireless subscriber applications that use location-based 
technology, which subscribers may select and pay recurring monthly fees. TCS has launched its real-time 
traffic application downloadable mobile applications that deliver easy access to maps, directions and 
directory listings for the entire United States, and its navigation applications on multiple networks. 
Variations of all applications are sold under the Rand McNally® brand as well as carrier or other brands. 

c. Software and system maintenance. For our installed base of systems in use by customers (see 
system descriptions below), we provide ongoing operational support, including administration of system 
components, system optimization and configuration management. Maintenance services include tracking 
customer support issues, trouble shooting, and developing and installing maintenance releases. We 
typically provide maintenance services for an annual fee paid in advance, which is priced based on the 
cumulative license fees we have billed for the systems being supported. 

d. Professional selVices involving electronic map technology. We provide custom software 
development and professional services to customers engaged in telematics (the use of Global Positioning 
System technology integrated with computers and mobile communications technology in automotive 
navigation systems). Customers include DENSO Corporation of Japan, and services include 
points-of-interest applications, and compilation and maintenance of geographic information databases used 
in vehicle navigation systems for products including Toyota, Lexus, Land Rover and Hyundai brands. 

2. Commercial Licensed Software-based Systems: We design and develop software products for 
wireless carrier and enterprise networks that enable the delivery of secure and personalized content, services, 
and transactions to wireless devices. We design our software using industry standards for easy 
implementation, customization, and interoperability with other network components. Most of our commercial 
software is designed and delivered together with third-party software and related hardware, which is integrated 
into new and existing networks by our engineers. Our primary commercial software-based system offerings 
include: 

a. Xypo;ni® Location Platform (XLP) and Applications for Location-based SelVices: Our Xypoint® 
Location Platform system interacts with wireless network to extract location information (the "X/y" 
coordinates) of a user's device. In order to determine a user's location with sufficient precision for 
U.S. public safety compliance and for commercial location-based applications, our technology interacts with 
networks that have incorporated Assisted GPS systems that use Global Positioning System (GPS) chips in 
user handsets; it can also work with network triangulation software which some carriers have added to cell 
towers and switches in the network. We have been a leader in developing the location platform standard 
called Secure User Plane for Location (SUPL) and have incorporated the technology in our product. Our 
platform also provides privacy controls so that the wireless device user controls access to the user's 
location information. The "X/y" information extracted from networks by our XLP is used by application 
software including E9-1-1, driving navigation directions, identification of points of interest locations near the 
end user (such as gas stations, restaurants, or hotels), and locating other network subscribers near the 
user's current position. 
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b. Short Message Service Center and Wireless Intelligent Gateway. Our Short Message SelVice 
Center software enables users to send and receive text or data messages to and from wireless devices. 
The Wireless Intelligent Gateway is a portal for two-way data communication between users of wireless 
networks and the Internet. The Gateway allows USers to customize the selVices they receive on wireless 
devices by setting up a user profile through a single Internet-based procedure. Wireless carriers can access 
these user profiles and usage data to gain a better understanding of customer behavior. The Wireless 
Intelligent Gateway allows additional wireless applications to be added as desired, as well as 
personalization, instant messaging and spam-blocking capabilities that can be independently customized 
by the end-user. It can interoperate with our location-based selVice platform and applications. 

B. Commercial Market Opportunities and Strategy 

We plan to continue to develop and sell software and engineered systems which we will deliver through 
deployment in customer networks or through hosted and subscription business models. Our development 
investment is focused on the delivery of Internet content, proprietary third-party content, short messages, 
location information, corporate network data and other enhanced data-communication selVices to and from 
wireless devices. The following trends are driving demand for our products and selVices: 

Growth in Wireless and Voice over Internet Protocol (VoIP) Subscribers. The use of wireless 
communications has increased significantly in recent years, driven by expanded wireless network 
coverage, upgraded high-speed digital wireless networks, more affordable wireless communications selVice 
plans, and higher quality and less expensive wireless devices. VolP selVice offers cost advantages over 
traditional wireline selVice. Wireless growth is expected to continue to increase in all regions around the 
world for the foreseeable future. Driving this growth is the replacement of land line connections with wireless 
connections. Some households are now using cellular phones exclusively. This is especially true for young 
adults, but also true in developing countries where wireless may often be the only means of 
communications. 

The FCC's E9-1-1 Mandates. We are one of the two leading providers of E9-1-1 service to wireless and 
VolP selVice providers in the U.S. The ability to call for help or communicate with family members in need 
is the reason many people cite for having a wireless phone. A key to enhancing personal safety through a 
cell phone is the availability of E9-1-1 wireless capabilities. In 1996, the Federal Communications 
Commission (FCC) mandated the adoption of E9-1-1 technology by wireless carriers. In June 2005, the 
FCC ordered providers of interconnected VolP selVice to provide E9-1-1 selVices to all of their customers 
as a standard feature of the selVice, rather than as an optional enhancement. The FCC requires wireless 
carriers to issue quarterly reports as to their progress and compliance with FCC-mandated deployment 
schedules. 

Cellular Network Improvements to Third Generation Capabilities. Mobile operators are deploying 
high-speed data networks based on third generation technologies that, in many cases, equal or surpass 
data rates that are typically available for residential wireline users. The deployments of these high-speed 
wireless data networks have made it possible for individuals and enterprises to "wireless-enable" many 
selVices that previously required a wireline connection, such as connecting to the Internet and accessing 
corporate data outside the office. Our location-based technology and applications incorporating map 
graphics take advantage of these network enhancements. 

Improving Wireless Device Functionality. Manufacturers continue to increase the functionality of 
mobile devices including phones and personal digital assistants through higher resolution, color screens, 
and increased computing capability for sophisticated applications. These devices enable the user to take 
advantage of the high-speed data networks for Internet and data usage. Broad adoption of location-based 
selVices (LBS) has required, among other things, handsets incorporating components for interoperation 
with Global Positioning System satellites and with LBS network components that we have developed and 
provide. A growing number of handheld wireless device models contain GlObal Positioning System (GPS) 
chipsets which interoperate with our network platforms and applications. 

Growing Use of Commercial Location-Based Wireless Services (LBS). A driver of wireless 
communication subscriber revenue growth is the delivery of timely, highly specialized, interactive and 
location-specific information. Technology incorporated in a growing number of networks and handsets now 
enables 
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detennination of the handset's location with sufficient precision to allow useful applications beyond public 
safety's E9-1-1. Wireless users benefit from the ability to receive highly customized location-specific 
information in response to their queries or via targeted opt-in content delivered to the wireless device. 
Enterprises benefit from wireless location technology by utilizing routing and tracking applications for their 
mobile field forces. Our software provides wireless location solutions to mobile operators today through our 
Xypoint® Location Platform (XLP.) This technology is being used, via interconnection with XLP systems 
hosted in our network operations, by MetroPCS and Ntelos in the U.S., Bell Mobility in the U.S. and 
Canada, Centennial Puerto Rico in Puerto Rico, and lusacell in Mexico. Our XLP in-network system 
customers include Alltel (now part of Verizon Wireless), Hutchison Whampoa's "3"m networks, and 
Telefonica's Vivo network in Brazil. We are deploying hosting infrastructure in Mumbai, India to serve Tata 
Teleservices and other carriers in India with location data and downloadable navigation application 
software. 

Growing Use of Short Messaging and Internet Applications. The number of short messaging 
services (SMS) users and messages per individual are projected to continue to increase significantly. 
Mobile operators in the United States are experiencing rapid SMS traffic growth, according to statistics from 
mobile operators. The Internet and internal corporate data networks, or intranets, have emerged as global 
communications channels that allow users to share information and conduct business transactions 
electronically. We provide solutions for mobile operators to receive and route e-mail and SMS messages 
through our Short Message Service Center and Wireless Intelligent Gateway systems. 

The key elements of our commercial strategy are to: 

Focus our Software and Integration Resources on Evolving Carrier Network Capabilities. Mobile 
operators and the federal government increasingly seek integrated solutions that can harness both 
messaging capabilities of networks and location information of end-users. We are well positioned to 
address the evolving integration needs of our commercial and government clients through our 
demonstrated expertise in both messaging and location determination. Mobile operators have made large 
capital expenditure investments in infrastructure for wireless data and location determination 
technologies. While originally envisioned as separate technologies, messaging and location 
determination technologies can be integrated to provide value-added services and applications for the 
operators' end-users. 

Expand Our Sales and Marketing Relationships. We are developing relationships with communication 
infrastructure providers in order to expand our sales channels for our carrier software products and 
services. We have historically leveraged our strategic relationships with original equipment 
manufacturers to market our Commercial Segment products to wireless carriers worldwide. We have long 
standing relationships with QUalcomm Incorporated and its subsidiary SnapTrack Inc., including the 
BREW Locate Signature Solution. We are adding partnerships for our location technologies, including a 
marketing alliance in China established in January 2009. 

Grow Our Wireless Carrier and Voice Over IP CUstomer Base. We now serve or are under contract 
with more than 40 wireless carrier networks and VolP service providers in 16 countries. We intend to 
expand our domestic and international carrier base by capitalizing on our relationships with original 
equipment manufacturers and establish new distribution partnerships and by expanding our own sales 
and marketing initiatives. We will continue to develop network software for wireless carriers that operate 
on all major types of networks. 

Leverage Our Expertise in Accessing Information Stored Inside Wireless Networks. We will 
continue to leverage our knowledge of complex call control technology, including Signaling System 7 and 
Internet Protocol standards, to unlock valuable information such as user location, device on/off status, 
and billing and transaction records that reside inside wireless networks and are difficult to retrieve and 
utilize. Using this information, we intend to expand the range of capabilities that wireless data technology 
can accomplish for our customers. 

Develop and Enhance Our Technology. We will continue to invest in our underlying technology and to 
capitalize on our expertise to meet the growing demand for sophisticated wireless applications. As of 
January 1, 2009, our staff included approximately 300 personnel with technical expertise in wireless 
network, client software development, hosted wireless operations, satellite-based communication 
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technology and integrated network solutions. We also have research and development relationships with 
wireless handset manufacturers, wireless carriers, and content and electronic commerce providers. Our 
Xypoint® platform architecture efficiently integrates our presence, location, call control and messaging 
technology, resulting in reduced costs, increased reliability, more efficient deployments, compatibility with 
our existing products and a migration path to third-generation services. 

Pursue Select Acquisitions. We intend to continue to selectively consider acquisitions of companies 
and technologies in order to increase the scale and scope of our operations, market presence, products, 
services and customer base. 

II. Government Segment: 

We provide secure, deployable communication systems, and engineering and technical services, with 
emphasis on satellite-based communication technology, to agencies of the U.S. Departments of Defense 
(DoD), State, Justice, Homeland Security, as well as the City of Baltimore and other government customers. 

A. Government Products and Services 

1. Government Services. We enter into fee-for-service contracts under which revenue is generated based 
on contract labor billing rates or based on fixed fees for deliverables. These services, typically under multi-year 
contracts or contract vehicles, include: 

a. Network Operation and Telecom EKpense Management Support. We design, install, and operate 
data networks that integrate computing and communications, including systems that provide 
communications via both satellite and terrestrial links. We can provide complete network installation 
services from cabling infrastructure to complex communications system components. We also provide 
ongoing network operation and management support services including telecom expense management 
under multi-year contracts with government customers. 

b. Secure Satellite Teleport Data Landing and Transmission Services. We own and operate a 
high-speed satellite communications teleports in Manassas, Virginia that are connected to the public 
switched telephone network. These facilities provide transport services for Internet Protocol (IP)-based 
media content consisting of Voice over IP (VoIP). Internet, video, and messaging data using Very Small 
Aperture Tenninal (VSAT) satellite technology as part of our communication solutions for our customers. 
We purchase space segment and resell it to customers using our facilities. 

c. Maintenance Services. We offer basic and extended maintenance services related to our SwiftLink® 
products and customized deployable communication systems. 

2. Government Systems. We have designed and developed our SwiftLink® product line a series of 
ruggedized, wireless and satellite-based secure communication systems, which can be rapidly deployed in 
remote areas where other means of reliable communications may not be available. SwiftLink® products 
provide secure voice, video and data communications for multiple personnel. All of our SwiftLink® systems can 
be deployed by a single person in less than ten minutes, creating critical communication channels from any 
location around the world. Uses include critical communications for 000 warfighters and command 
headquarters. emergency response, news reporting, public safety, drilling and mining operations, field surveys 
and other activities that require remote capabilities for video and data transmission. Integration work which 
typically accompanies customer purchases of our secure deployable systems is reported together with the 
system sales revenue. The Broadband Global Area Network upgrade of the Inmarsat satellite constellation, 
which enables lower cost internet protocol traffic with broader band capability, expands our opportunity for 
SwiftLink® sales. More importantly, our deployable VSAT multi-band terminals provide access to a wide array 
of commercial and military satellites that make broadband capabilities available on a global basis. In addition, 
our deployable broadband wireless systems provide additional extensions of secure wireless communications 
services for up to 30 miles from a Switlink® point of presence. 
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B. Government Market Opportunities and Strategy 

We plan to continue to provide communication systems integration, information technology services, 
software solutions to the U.S. Department of Defense, and other government customers, in addition to 
operating secure satellite teleport facilities and reselling access to satellite airtime. Our development and 
bUsiness growth is focused on continuity of operations, field service operations and increased satellite 
managed bandwidth services. The following trends are driving demand for our products and services: 

Expanded Need for Secure, Interoperable Deployable Communication Solutions. In recognition of the 
military imperative of enabling secure, broadband access to data for missions in disparate, remote locations, 
the US Army awarded the WWSS 5-year procurement contract vehicle to six prime contractors, including 
TeleCommunication Systems, Inc. in the third quarter of 2006, with a ceiling value of up to $5 billion in 
procurements through 2011. This procurement encompasses systems like our SwiftLink® family of 
deliverables, and during 2008 we generated significant revenue under WWSS, including fulfillment of orders 
for equipment under three WWSS programs: MiTT (Military Transition Team); WPPL (Wireless Point-lo-point 
Link, and SNAP (Secure and Non-secure IP Network Access Point) systems. We are continuing to enhance 
our deployable communication systems product line to take advantage of the evolving environment, including 
the benefits of Very Small Aperture Terminal (VSAT) satellite communications architectures deployable in 
multiple aperture sizes from 0.45 meter man pack terminals to 2.4 meters where desirable and the use of 
Inmarsat Broadband Global Area Network enhancements to our satellite services. 

Growing Use of Secure Wireless Communications and Location Technology for Defense, 
Intelligence and Homeland Security. Wireless communications and location technology are key initiatives 
within the federal government for both security and supply-chain management. Wireless communications in 
emergencies are of paramount importance, as emergency personnel need to be able to communicate and 
share information across agencies and departments where wireline systems may be unavailable. We believe 
that our expertise in the areas of wireless E9-1-1, location and messaging services, and secure satellite 
communications can be leveraged to provide the needed wireless infrastructure for the U.S. Departments of 
Homeland Security and Defense and we are currently pursuing opportunities to provide such products and 
services. Our SwiftLink® deployable communication systems are also increasingly used by military and other 
government agencies around the globe for communications in times of emergencies. SwiftLink® is designed to 
provide secure voice and data communications through encrypted satellite links. 

Government Outsourcing of Network and Telecom Technical Functions. Federal agencies, as well as 
state and local governments, are increasingly contracting with specialist teams for functions such as network 
management, and for long-term projects such as software development and systems integration. Since the 
founding of our Company, we have built relationships with federal agencies, as well as the State of Maryland 
and the City of Baltimore. Since early 2004, we have made it a management priority to aggressively expand 
our base of long-term service contract engagements. We have added experienced sales personnel and 
enhanced our relationships with systems integrators and specialist vendors to expand our penetration of the 
government service market. 

Secure Teleport and Integration Capabilities along with Deployable Systems as a Bundled 
Offering. Government customers can benefit from single-sourcing secure communications solutions which 
include a secure U.S. landing site for backhaul traffic as well as network engineering expertise and secure 
remote terminals. We believe that TCS enjoys a competitive advantage, because it can offer all of these 
elements from a single vendor. 

Application of Commercially Proven Technology to Government Solutions. Government customers 
increasingly are using commercial carrier networks. Procurement officers have expressed a preference for 
solutions that incorporate proven commercial technology, rather than reliance on government research and 
development funding. Our portfolio of software, patented intellectual property, and teams of wireless and 
encryption specialists positions us to tap into this opportunity. 
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Customers 

Commercial Segment. Our commercial customers include wireless telecommunications carriers in the 
United States and foreign countries, either directly or through our channel partners. We provide licensed 
software-based systems, and hosted service bureau offerings to carriers around the world. Our wireless carrier 
customers include Verizon Wireless (22% of total 2008 revenue from continuing operations), AT&T Wireless, 
T-Mobile and the Hutchison Whampoa third generation "3" brand networks. Customers for our Voice Over IP 
E9-1-1 services include Vonage and Level 3. We provide electronic map technology solutions to telematics 
vendors including DENSO Corporation. Our sales efforts target wireless and Voice over IP service providers 
around the world. 

Government Segment. Our major Government Segment customers include major elements of the 
U.S. Departments of Defense, Justice, Homeland Security, and State, the General Services Administration, the 
City of Baltimore, and Northrop Grumman. In the aggregate, U.S. federal government entities accounted for 
42% of total 2008 revenue from continuing operations. 

Backlog 

As of December 31,2008 and 2007, we had unfilled orders, or funded contract and total backlog, as 
follows: 

December 31, 2008 V5. 2007 

~($~in~m~iII~iO~n~S~)~:=::-:::::=========::-:-===~--;;=2~O~O~8~ 2007 $ % 
,Commercial Segme'lL___ __il -,,$,-IL !l(UI! -JfL&O[1::::IU1},85T II (i§:'&jJ 
Government Segment -- -- 79.7 36.7 43.0 117% 
i TotalliJnd"dcoritr"ctbiiCi<iQg --~L-ii[]C'T'_1ci.5~9'6.8L 1 $ I 130.§ 1 $[29.21 LU 22,% I 
Commercial Segment $ 91.0 $ 103.4 $ (12.4) 
GoverllrTlent Segme_n_t___ . _____ JJ 1354.q 1-1 I 128.!j U 122!D,T 

12%L 
1J~Y~j 

Total backlog of orders and commitments, including 
customer options 

Exp.eqted. to be realized within ne_xtJ~ months 

$ 445.0 

-:-Tnmr.ol 
$ 232.2 $ 212.8 92% 

$TS4.61TWr-31A[ 1 :T371'r 

Funded contract backlog represents contracts for which fiscal year funding has been appropriated by our 
customers (mainly federal agencies), and for our hosted services is computed by multiplying the most recent 
month's recurring revenue times the remaining months under existing long-term agreements, which we believe 
is the best available information for anticipating revenue under those agreements. Total backlog, as is typically 
measured by government contractors, includes orders covering optional periods of service and/or deliverables, 
but for which budgetary funding may not yet have been approved. Company backlog at any given time may be 
affected by a number of factors, including the availability of funding, contracts being renewed or new contracts 
being signed before existing contracts are completed. Some of our backlog could be canceled for causes such 
as late delivery, poor performance and other factors. Accordingly, a comparison of backlog from period to 
period is not necessarily meaningful and may not be indicative of eventual actual revenue. 

Sales and Marketiag 

We sell our products and services through our direct sales force and through indirect channels. Our direct 
sales force consists of approximately 20 professionals in the U.S. and Europe. We have also historically 
leveraged our relationships with original equipment manufacturers (OEMs) to market our commercial systems 
to wireless carrier customers. These indirect sales relationships include Alcatel Lucent, and Qualcomm. We 
are also adding partnerships for our location technologies, including a marketing alliance in China established 
in January 2009. During the indirect sales process, as well as during installation and maintenance, we have 
extensive direct contact with prospective carrier customers. 

We are pre-qualified as an approved vendor for some government contracts, and some of our products and 
services are available to government customers via the General Services Administration's Information 
Technology 
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Schedule 70, and the Worldwide Satellite Services (WWSS) and the Space and Naval Warfare Foreign Military 
Sales (SPAWAR FMS) contract vehicles. We collaborate in sales efforts under various arrangements with 
integrators. Our marketing efforts also include advertising, public relations, speaking engagements and 
attending and sponsoring industry conferences. 

Competition 

The markets for our products and services are competitive. The adoption of industry standards may make it 
easier for new market entrants to compete with us. We expect that we will continue to compete primarily on the 
basis of the functionality, breadth, time to market, ease of integration, price, and quality of our products and 
services, as well as our market experience and reputation. The market and competitive conditions are 
continually developing. Our software products compete with many similar products provided by other 
companies. It is difficult to present a meaningful comparison between our competitors and us because there is 
a large variation in revenue generated by different customers, different products and services, as well as the 
different combinations of products and services offered by our competitors. We cannot, therefore, quantify our 
relative competitive position. 

Our current and potential competitors include: 

Commercial Segment. Intrado Inc. division of West Corporation; Motorola Inc.; Siemens AG; Ericsson 
LM Telephone Co.; Openwave Systems Inc.; Acision; Comverse Technology Inc. 

Government Segment. Computer Sciences Corporation; ViaSat Inc.; General Dynamics corp.; DataPath 
Inc.; CACllnternationallnc.; Globecomm Systems, Inc.; Comtech Telecommunications, Corp. 

Many of our existing and potential competitors have substantially greater financial, technical, marketing and 
distribution resources than we do. Many of these companies have greater name recognition and more 
established relationships with their target customers. Furthermore, these competitors may be able ·to adopt 
more aggressive pricing poliCies and offer customers more attractive terms than we can. With time and capital, 
it would be possible for our competitors to replicate our products and services. 

We partner with vendors of precise location technology. Certain of our partners may attempt to compete 
with our operating platform by developing their own transmission platform or by purchasing another mobile 
location platform. The markets for commercial location and other mobile wireless applications for carriers and 
enterprises are relatively new and continually developing. The convergence of wireless technologies and the 
Internet is creating many initiatives to bring data and transaction capabilities to wireless devices. There is a 
wide array of potential competitors in this market, including providers of competing location management 
platforms, competing e-mail products, competing enterprise mobility platforms and other competing 
applications for wireless devices. 

Research and Development 

Our success depends on a number of factors, which include, among other items, our ability to identify and 
respond to emerging technological trends in our target markets, to develop and maintain competitive products, 
to enhance our existing products by adding features and functionality that differentiate the products from those 
of our competitors, and to bring products to market on a timely basis and at competitive prices. As of 
January 1, 2009, our overall staff included approximately 300 professionals with technical expertise in wireless 
network, client software development and satellite-based communication technology. Since 1996, we have 
made substantial investments in wireless technology research and development, most of which has been 
devoted to the development of carrier and enterprise network software products and services. We are primarily 
focusing our current research and development investments in cellular location-based and electronic map 
technology, including E9-1-1 technology. We actively support existing telecommunications standards and 
promote new telecommunications standards in order to expand the market for wireless data. We actively 
participate in wireless standards-setting organizations including the Open Mobile Alliance, and we are 
represented on the Board of Directors for the E9-1-1 Institute. In 1996, we co-founded the Intelligent Network 
Forum, an organization dedicated to expanding the role of intelligent networks in telecommunications. As part 
of our strategy to expand the role of short messaging, we co-founded the Short Message Peer-to-Peer Forum 
in 1999. 
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For the years ended December 31,2008,2007, and 2006, our research and development expense in 
continuing operations was $16.2 million, $13.1 million, and $12.6 million, respectively. 

Certain of our government customers contract with us from time to time to conduct research on 
telecommunications software, equipment and systems. 

Intellectual Property Rights 

We rely on a combination of patent, copyright, trademark, service mark, and trade secret laws and 
restrictions to establish and protect certain proprietary rights in our products and services. 

We currently hold more than 65 issued patents relating to wireless text messaging, inter-carrier messaging, 
number portability, GPS ephemeris data, emergency public safety data routing and electronic commerce. We 
have filed more than 210 additional patent applications for certain apparatus and processes we believe we 
have invented to enable key features of the location services, wireless text alerts, Short Message Service 
Center, mobile-originated data and E9-1-1 network software. There is no assurance that these patent 
applications will result in a patent being issued by the U.S. Patent and Trademark Office or other patent 
offices, nor is there any guarantee that any issued patent will be valid and enforceable. Additionally, foreign 
patent rights mayor may not be available or pursued in any technology area for which U.S. patent applications 
have been filed. 

We developed our Short Message Service Center software in 1996 under our development agreement with 
Alcatel Lucent. Under the development agreement, we share certain ownership rights in this software 
application with Alcatel Lucent. The scope of each party's ownership interest is subject to each party's various 
underlying ownership rights in intellectual property and also to confidential information contributed to the 
applications, and is subject to Challenge by either party. 

As a member of various industry standard-setting forums, we have agreed to license certain of our 
intellectual property to other members on fair and reasonable terms to the extent that the license is required to 
develop non-infringing products under the specifications promulgated by those forums. 

Employees 

As of December 31, 2008, we had 585 employees, of which 573 were full-time and 12 were part-time. We 
believe relations with our employees are good. None of our employees is represented by a union. 

Geographjcallnformation 

During 2008,2007, and 2006, total revenue generated from products and services of our continuing 
operations in the U.S. were $211.5 million, $138.6 million, and $117.6 million, respectively, and total revenue 
generated from products and services outside of the U.S. were $8.6 million, $5.6 million, and $7.3 million, 
respectively. As of December 31, 2008, 2007, and 2006, essentially all of the long-lived assets of our 
continuing operations were located in the U.S. 

During 2007 and 2006, total revenue generated from products and services of our discontinued Enterprise 
division in the U.S. were $5.6 million and $22.1 million, respectively. All discontinued operations were divested 
in 2007. 

We are subject to risks related to offering our products and services in foreign countries. See the 
information under the heading "Risk Factors - Because our product offerings are sold internationally, we are 
subject to risks of conducting business in foreign countries" included in Item 1 A. 
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Item 1A Risk Factors 

You should consider carefully each of the fof/owing risks and all of the other information in this Annual Report 
on Form 10-K and the documents incorporated by reference herein. If any of the following risks and 
uncertainties develops into actual events, our business, financial condition or results of operations could be 
materially adversely affected. 

Risks Related to Oyr Bysiness 

If wireless carriers do not continue to provide additional products and services to their subscribers. 
our business could be harmed. 

If wireless carriers limit their product and service offerings or do not purchase additional products containing 
our applications, our business will be harmed. Wireless carriers face implementation and support challenges in 
introducing Internet-based services via wireless devices, which may slow the rate of adoption or 
implementation of our products and services. Historically, wireless carriers have been relatively slow to 
implement complex new services such as Internet-based services. Our future success depends upon a 
continued increase in the use of wireless devices to access the Internet and upon the continued development 
of wireless devices as a medium for the delivery of network-based content and services. We have no control 
over the pace at which wireless carriers implement these new services. The failure of wireless carriers to 
introduce and support services utilizing our products in a timely and effective manner could reduce sales of our 
products and services and have a material adverse effect on our business, financial position, results of 
operations or cash flows. 

We may fail to support our anticipated growth in QDerations which could reduce demand for our 
services and materiallv adyersely affect our revenue. 

Our business strategy is based on the assumption that the market demand, the number of customers, the 
amount of information they want to receive and the number of products and services we offer will all increase. 
We must continue to develop and expand our systems and operations to accommodate this growth. The 
expansion and adaptation of our systems operations requires substantial financial, operational and 
management resources. Deployment of our Government systems has increased substantially and while we 
have increased our production capabilities to satisfy the increased demand, our ability to meet production 
schedules for increasing demand could adversely impact our product quality and reliability. Any failure on our 
part to develop and maintain our wireless data services and government system production lines as we 
experience rapid growth could significantly reduce demand for our services and materially adversely affect our 
revenue. Also, if we incorrectly predict the market areas that will grow significantly, we could expend significant 
resources that could have been expended on other areas that do show significant growth. 

A significant portion of our contracts wjth the V.S. government are on a fixed price basis which 
could negativelY impact the Company profitability. 

A material portion of the Company's annual revenues are derived from fixed-price contracts. Due to their 
nature, fixed-price contracts inherently have more risk than flexibly priced contracts. Our operating margin is 
adversely affected when contract costs that cannot be billed to customers are incurred. While management 
uses its best judgment to estimate costs associated with fixed-price contracts, future events could result in 
either upward or downward adjustments to those estimates which could negatively impact our profitability. The 
increase in contract costs can occur if estimates to complete increase or if initial estimates used for calculating 
the contract cost were incorrect. The cost estimation process requires significant judgment and expertise. 
Reasons for cost growth may include unavailability and productivity of labor, the nature and complexity of the 
work to be performed, the effect of change orders, the availability of materials, interruptions in our supply 
chain, the effect of any delays in performance, availability and timing of funding from the customer, natural 
disasters, and the inability to recover any claims included in the estimates to complete. A significant change in 
cost estimates on one or more programs could have a material effect on the company's consolidated financial 
position or results of operations. 
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We are subiect to procurement and other related laws and regulation which carry significant 
penalties for non-compliance 

As a supplier to the U.S. government, we must comply with numerous regulations, including those 
governing security and contracting practices. In addition, prime contracts with various agencies of the 
U.S. government and subcontracts with other prime contractors are subject to numerous laws and regulations. 

Failure to comply with these procurement regulations and practices could result in fines being imposed 
against us or our suspension for a period of time from eligibility for bidding on, or for award of, new government 
contracts. If we are disqualified as a supplier to government agencies, we would lose most, if not all, of our 
U.S. government customers and revenues from sales of our products would decline significantly. Among the 
potential causes for disqualification are violations of various statutes, including those related to procurement 
integrity, export control, U.S. government security regulations, employment practices, protection of the 
environment, accuracy of records in the recording of costs, and foreign corruption. The government could 
investigate and make inquiries of our business practices and conduct audits of contract performance and cost 
accounting. Based on the results of such audits, the U.S. government could adjust our contract-related costs 
and fees. Depending on the results of these audits and investigations, the government could make claims 
against us, and if it were to prevail, certain incurred costs would not be recoverable by us. 

Current levels of market volatility are unprecedented and adverse capital and credit market 
conditions may negativelY impact us. 

The capital and credit markets have continued to experience extreme volatility and disruption. Historically, 
we have occasionally accessed these markets to support certain business activities. In the future, we may not 
be able to obtain capital market financing or credit availability on similar terms, or at all, which could have a 
material adverse effect on our business, financial position, results of operations or cash flows. 

Changes in the U.S. and global market conditions that are beyond our control may have a material 
adverse effect on us. 

The U.S. and global economies are currently experiencing a period of substantial economic uncertainty with 
wide-ranging effects, including the current disruption in global financial markets. Possible effects of these 
economic events include those relating to U.S. government defense spending, business disruptions caused by 
suppliers or subcontractors, impairment of goodwill and other long-lived assets and reduced access to capital 
and credit markets. Although governments worldwide, including the U.S. government, have initiated sweeping 
economic plans, we are unable to predict the impact, severity, and duration of these economic events, which 
could have a material effect on our business, financial position, results of operations or cash flows. 

We COUld incur substantial costs from product Ijabiljty claims relating to our software. 

Our agreements with customers may require us to indemnify customers for our own acts of negligence and 
non-performance. Product liability and other forms of insurance are expensive and may not be available in the 
futUre. We cannot be sure that we will be able to maintain or obtain insurance coverage at acceptable costs or 
in sufficient amounts or that our insurer will not disclaim coverage as to a future claim. A product liability or 
similar claim may have a material adverse effect on our business, financial position, results of operations or 
cash flows. 

Our operating results could be adyersetv affected by any interruption of our data delivery services 
system failure or production interruptions 

Our E9-1-1, hosted location-based services and satellite teleport services operations depend on our ability 
to maintain our computer and telecommunications equipment and systems in effective working order, and to 
protect our systems against damage from fire, natural disaster, power loss, telecommunications failure, 
sabotage, unauthorized access to our system or similar events. Although all of our mission-critical systems and 
equipment are designed with built-in redundancy and security, any unanticipated interruption or delay in our 
operations or breach of security could have a material adverse effect on our business, financial condition and 
results of operations. 

13 

Source: TELECOMMUNICATION SY, 10-K, March 03, 2009 



Furthermore, any addition or expansion of our facilities to increase capacity could increase our exposure to 
natural or other disasters. Our property and business interruption insurance may not be adequate to 
compensate us for any losses that may occur in the event of a system failure or a breach of security. 
Furthermore, insurance may not be available to us at allor, if available, may not be available to us on 
commercially reasonable terms. 

Because we rely on a few key customers. our reyenue may decline if we fail to retain those 
custqmers. 

The largest customers for our product and service offerings in terms of revenue generated have been the 
U.S. government, Verizon Wireless, AT&T Wireless, and Hutchison 3G. For the years ended December 31, 
2008 and 2007, each of Verizon Wireless and the U.S. government accounted for 10% or more of our total 
revenue. For the year ended December 31,2006 each of Verizon Wireless, AT&T Wireless (formerly known as 
Cingular Wireless), and the U.S. government accounted for 10% or more of our total revenue. We expect to 
generate a significant portion of our total revenue from these customers for the foreseeable future. For the year 
ended December 31, 2008, the largest customers for our Commercial Segment was Verizon Wireless and the 
largest customers for our Government Segment were various U.S. Government agencies. 

Our growth depends on maintaining relationships with our major customers and on developing other 
customers and distribution channels. The loss of any of the customers discussed in this paragraph would have 
a material adVerse impact on our business, financial position, results of operations or cash flows. 

We derive a signiflcantportion of our revenue from sales to various agencies ofrhe u.s. 
Government which has special rights unlike other customers and exposes us to addjtionaf risks 
that could have a material adverse effect on us. 
Sales to various agencies of the U.S. Government accounted for approximately 42% of our total revenue 

for the fiscal year ended December 31, 2008, all of which was attributable to our Government Segment. A 
majority of our backlog as of December 31, 2008 consisted of orders from the U.S. Government. Our ability to 
earn revenue from sales to the U.S. Government can be affected by numerous factors outside of our control 
including: 

The U. S. Government may terminate the contracts it has with us. All of the contracts we have with the 
U.S. Government are, by their terms, subject to termination by the U.S. Government either for its 
convenience or in the event of a default by us. In the event of termination of a contract by the 
U.S. Government, we may have little or no recourse. 

Our contracts with the U. S. Government may be terminated due to Congress failing to appropriate 
funds. Our U.S. Government contracts are conditioned upon the continuing availability of Congressional 
appropriations. Congress usually appropriates funds for a given program on a fiscal-year basis even 
though contract performance may take more than one year. 

The U. S. Government may audit and review our costs and performance on their contracts, as well as our 
accounting and general practices. The costs and prices under these contracts may be subject to 
adjustment based upon the results of any audits. Future audits that result in the increase in our costs 
may adversely affect our business, financial position, results of operations or cash flows 

Any failure by Congress to appropriate funds to any program that we participate in could materially delay or 
terminate the program and could have a material adverse effect on our business, financial position, results of 
operations or cash flows. 

Because we relv on key partners to expand our marketing and sales efforts. if we faU to maintain or 
expand our relationships with strategic partners and indirect distribution channels our license 
revenues could decline. 

We have announced strategiC partnerships with Motorola and Alcatel-Lucent, and are working on additional 
partnerships to provide supplemental channels for the marketing and sale of our software applications globally. 
Our growth depends on maintaining relationships with these partners and on developing other distribution 
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channels. The loss of any of these partners would have a material adverse impact on our business, financial 
position, results of operations or cash flows. 

Because our business may not generate sufficient cash to fund our ope@tions. we may not be able 
to continue to grow our business if we are unable to obtain additional capital when needed. 

We believe that our cash and cash equivalents, and our bank line of credit, coupled with the funds 
anticipated to be generated from operations will be sufficient to finance our operations for at least the next 
twelve months. However, unanticipated events could cause us to fall short of our capital requirements. In 
addition, such unanticipated events could cause us to violate our bank line of credit covenants causing the 
bank to foreclose on the line and/or opportunities may make it necessary for us to return to the public markets, 
or establish new credit facilities or raise capital in private transactions in order to meet our capital 
requirements. We cannot assure you that we will be able to raise additional capital in the future on tenns 
acceptable to us, or at all. 

Our line of credit and term loan agreement contains covenants requiring us to maintain a minimum adjusted 
quick ratio and a minimum liquidity ratio; as well as other restrictive covenants including, among others, 
restrictions on our ability to merge, acquire assets above prescribed thresholds, undertake actions outside the 
ordinary course of our business (including the incurrence of indebtedness), guarantee debt, distribute 
dividends, and repurchase our stock, and minimum tangible net worth. The agreement also contains a 
subjective covenant that requires (i) no material adverse change in the business, operations, or financial 
condition of our Company occur, or (il) no material impairment of the prospect of repayment of any portion of 
the bank credit agreement; or (iii) no material impairment of value or priority of the lenders security interests in 
the collateral of the bank credit agreement. If our performance does not result in compliance with any of the 
restrictive covenants, or if our line of credit agreement lender seeks to exercise its rights under the subjective 
acceleration clause referred to above, we would seek to further modify our financing arrangements, but there 
can be no assurance that our debt holders would not eXercise their rights and remedies under their 
agreements with us, including declaring all outstanding debt due and payable. 

We are exposed to couatemartv credit risk and there can be no assurances that we will manage or 
mitigate this risk effectiyelv. 

We are exposed to many different industries, counterparties, and partnership agreements, and regularly 
interact with counterparties in Various industries. 

The insolvency or other inability of a significant counterparty or partner, including a counterparty to the 
Significant counterparty, to perform its obligations under an agreement or transaction, including, without 
limitation, as a result of the rejection of an agreement or transaction by a counterparty in bankruptcy 
proceedings, could have a material adverse effect on our business, financial position, results of operations or 
cash flows. 

Our short-terro investments are SUbject to market fluctuations which may affect our liquidity. 

Although we have not experienced any losses on our cash, cash equivalents, and short-term investments, 
declines in the market values of these investments in the future could have an adverse impact on our financial 
condition and operating results. Historically, we have invested in AM rated money market funds meeting 
certain criteria. These investments are subject to general credit, liquidity, market, and interest rale risks, which 
may be directly or indirectly impacted by the U.S. sub-prime mortgage defaults that have affected various 
sectors of the financial markets causing credit and liquidity issues. If an issuer defaults on its obligations, or its 
credit ratings are negatively affected by liquidity, losses or other factors, the value of our cash equivalents and 
short-tenn investments could decline and could have a material adverse effect on our business, financial 
pOSition, results of operations or cash flows. 
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Our stock price. like that of many technology companies has been and mav continue to be yg/atile 

We expect that the market price of our Class A common stock will continue to be volatile. We are involved 
in a highly visible, rapidly changing industry and stock prices in our industry and similar industries have risen 
and fallen in response to a variety of factors, including: 

announcements of new wireless data communications technologies and new providers of wireless data 
communications; 

announcements of the issuance of new patents; 

acquisitions of, or strategiC alliances among, providers of wireless data communications; 

changes in recommendations by securities analysts regarding the results or prospects of providers of 
wireless data communications; 

changes in investor perceptions of the acceptance or profitability of wireless data communications; and 

other global economic uncertainties. 

Variations in quarterlY operating results due to factors such as changes in demand for our products 
and changes in our mix of revenues and costs may cause our Class A common stock price to 
decline . 

Our quarterly revenue and operating results are difficult to predict and are likely to fluctuate from 
quarter-to-quarter. For example, 2008 revenues of our Government Segment were significantly higher in the 
second half of the year than in the first half. In 2007, revenues were slightly higher in the second half of the 
year than in the first, whereas in 2006 revenues from our Government Segment were higher in the first half of 
the year than in the second half. In addition, we generally derive a significant portion of wireless carrier license 
revenue in our Commercial Segment from initial license fees. The initial license fees that we receive in a 
particular quarter may vary significantly. As these projects begin and end, quarterly results may vary. We 
therefore believe that quarter-to-quarter comparisons of our operating results may not be a good indication of 
our future performance, and you should not rely on them to predict our future performance or the future 
performance of our Class A common stock. Our quarterly revenues, expenses and operating results could vary 
significantly from quarter-to-quarter. If our operating results in future quarters fall below the expectations of 
market analysts and investors, the market price of our stock may fall. 

Additional factors that have either caused our results to fluctuate in the past or that are likely to do so in the 
future include: 

changes in our relationships with wireless carriers, the U.S. Government or other customers; 

timing of introduction of new products and services; 

changes in pricing policies and product offerings by us or our competitors; 

changes in projected profitability of acquired assets that would require the write down of the value of the 
goodwill reflected on our balance sheet. 

costs associated with advertising, marketing and promotional efforts to acquire new customers; 

capital expenditures and other costs and expenses related to improving our business, expanding 
operations and adapting to new technologies and changes in consumer preferences; and 

our lengthy and unpredictable sales cycle. 

Growjng market acceptance of "open source" software could have a negative impact on us. 
Growing market acceptance of open source software has presented both benefits and challenges to the 

commercial software industry in recent years. "Open source" software is made widely available by its authors 
and is licensed "as is" for a nominal fee or. in some cases, at no charge. For example, Linux is a free Unix-type 
operating system, and the source code for Linux is freely available. 
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We have incorporated some types of open source software into our products, allowing us to enhance 
certain solutions without incurring substantial additional research and development costs. Thus far, we have 
encountered no unanticipated material problems arising from our use of open source software. However, as 
the use of open source software becomes more widespread, certain open source technology could become 
competitive with our proprietary technology, which could cause sales of our products to decline or force us to 
reduce the fees we charge for our products, which could have a material adverse effect on our business, 
financial position, results of operations or cash flows. 

Because our product offerings are sold internationallv. we are subiect to risks of conducting 
business in foreign countries 

Wireless carriers in Europe, Asia, Australia, Africa and Central and South America have purchased our 
products. We believe our revenue will be increasingly dependent on business in foreign countries, and we will 
be subject to the social, political and economic risks of conducting business in foreign countries, including: 

inability to adapt our products and services to local business practices, customs and mobile user 
preferences; 

costs of adapting our product and service offerings for foreign markets; 

inability to locate qualified local employees, partners and suppliers; 

reduced protection of intellectual property rights; 

the potential burdens of complying with a variety of U.S. and foreign laws, trade standards and regulatory 
requirements, including tax laws, the regulation of wireless communications and the Internet and 
uncertainty regarding liability for information retrieved and replicated in foreign countries; 

general geopolitical risks, such as political and economic instability and changes in diplomatic and trade 
relations; and 

unpredictable fluctuations in currency exchange rates. 

Any of the foregoing risks could have a material adverse effect on our business, financial position, results of 
operations or cash flows by diverting time and money toward addressing them or by reducing or eliminating 
sales in such foreign countries. 

Because several of our competitors have significantly greater resources than we dg. we could lose 
customers and market share. 

Our business is highly competitive. Several of our potential competitors are substantially larger than we are 
and have greater financial, technical and marketing resources than we do. In particular, larger competitors 
have certain advantages over us which could cause us to lose customers and impede our ability to attract new 
customers, including: larger bases of financial, technical, marketing, personnel and other resources; more 
established relationships with wireless carriers; more funds to deploy products and services; and the ability to 
lower prices of competitive products and services because they are selling larger volumes. 

The widespread adoption of open industry standards such as the Secure User Plane for Location (SUPL) 
specifications may make it easier for new market entrants and existing competitors to introduce products that 
compete with our software products. Because our Commercial Segment is part of an emerging market, we 
cannot identify or predict which new competitors may enter the mobile location services industry in the future. 
With time and capital, it would be possible for competitors to replicate any of our products and service offerings 
or develop alternative products. Additionally, the wireless communications industry continues to experience 
significant consolidation which may make it more difficult for smaller companies like us to compete. Our 
competitors include application developers, telecommunications equipment vendors, location determination 
technology vendors and information technology consultants, and may include traditional Internet portals and 
Internet infrastructure software companies. We expect that we will compete primarily on the basis of price, time 
to market, functionality, quality and breadth of product and service offerings. 
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These competitors could include wireless network carriers, mobile and/or wireless software companies, 
wireless data services providers and secure portable communication and wireless systems integrators and 
database vendors. As discussed above, many of our potential competitors have significantly greater resources 
than we do. Furthermore, competitors may develop a different approach to marketing the services we provide 
in which subscribers may not be required to pay for the information provided by our services. Competition 
could reduce our market share or force us to lower prices to unprofitable levels. 

Because we are not a sman business unrler government size standards. we could Jose business to 
small~business set-aside competitors. 

Federal and state procurement laws require that certain purchases be set-aside for small business 
competitors, effectively giving a preference to those small businesses even if we have better products and 
better prices. We have outgrown the size standards set for the many of the categories used to purchase 
products of the nature that We sell. If a particular procurement is set-aside for only small business participants, 
we may lose customers and revenues and may not be able to replace those sales with purchases from other 
customers. 

While we characterize a significant portion of Our revenue as being "recurring" there is no 
guarantee that we wjn actuallv achieve this revenue. 

A significant portion of our revenue is generated from long-term customer contracts that pay certain fees on 
a month-to-month basis. While we currently believe that these revenue streams will continue, renegotiation of 
the contract terms, early termination or nonwrenewal of material contracts could cause our recurring revenues 
to be lower than expected and any growth depends on maintaining relationships with these important 
customers and on developing other customers and distribution channels. 

We cannot guarantee that our estimated contract backlog will result in actual revenue. 

As of December 31, 2008, our estimated contract backlog totaled approximately $445.0 million, of which 
approximately $159.8 million was funded. There can be no assurance that our backlog will result in actual 
revenue in any particular period, or at all, or that any contract included in backlog will be profitable. There is a 
higher degree of risk in this regard with respect to unfunded backlog. The actual receipt and timing of any 
revenue is subject to various contingencies, many of which are beyond our control. The actual receipt of 
revenue on contracts included in backlog may never occur or may change because a program schedule could 
change, the program could be canceled, a contract could be reduced, modified or terminated early, or an 
option that we had assumed would be exercised not being exercised. Further, while many of our federal 
government contracts require performance over a period of years, Congress often appropriates funds for these 
contracts for only one year at a time. Consequently, our contracts typically are only partially funded at any 
point during their term, and all or some of the work intended to be performed under the contracts will remain 
unfunded pending subsequent Congressional appropriations and the obligation of additional funds to the 
contract by the procuring agency. Approximately 80% of our backlog consisted of orders from the Government 
Segment. Our estimates are based on our experience under such contracts and similar contracts. However, 
there can be no assurances that all, or any, of such estimated contract value will be recognized as revenue. 

The loss of key persQnnel Qr any inabilitv to attract and retain additional personnel CQuid harm Qur 
business. 

Our future success will depend in large part on our ability to hire and retain a sufficient number of qualified 
personnel, particularly in sales and marketing and research and development. If we are unable to do so, our 
business could be harmed. Our future success also depends upon the continued service of our executive 
officers and other key sales, engineering and technical staff. The loss of the services of our executive officers 
and other key personnel could harm our operations. We maintain key person life insurance on certain of our 
executive officers. We would be harmed if one or more of our officers or key employees decided to join a 
competitor or if we failed to attract qualified personnel. Our ability to attract qualified personnel may be 
adversely affected by a decline in the price of our Class A common stock. In the event of a decline in the price 
of our 
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Class A common stock, the retention value of stock options will decline and our employees may choose not to 
remain with us, which could have a material adverse effect on our business, financial position, results of 
operations or cash flows, 

If our subcontractors and vendors fail to perform their contractual obligations. our performance and 
reputation as a prime contractor and our abilitv to obtain future business could suffer. 

As a prime contractor, we often rely significantly upon other companies as subcontractors to perfonn work 
we are obligated to perform for our clients and vendors to deliver critical components. As we secure more work 
under our contract vehicles such as the IJVWSS agreement, we expect to require an increasing level of support 
from subcontractors and vendors that provide complementary and supplementary products and services to our 
offerings. Depending on labor market conditions, we may not be able to identify, hire and retain sufficient 
numbers of qualified employees to perform the task orders we expect to win. In such cases, we will need to 
rely on subcontracts with unrelated companies. Moreover, even in favorable labor market conditions, we 
antiCipate entering into more subcontracts in the future as we expand our work under our contract vehicles, We 
are responsible for the work perfonned by our subcontractors, even though in some cases we have limited 
involvement in that work. If one or more of our subcontractors fail to satisfactorily perfonn the agreed-upon 
services on a timely basis or violate federal government contracting policies, laws or regulations, our ability to 
perform our obligations as a prime contractor or meet our clients' expectations may be compromised. In 
extreme cases, perfonnance or other deficiencies on the part of our subcontractors could result in a client 
terminating our contract for default. A termination for default could expose us to liability, including liability for 
the agency's costs of re-procurement, could damage our reputation and could hurt our ability to compete for 
future contracts. 

Our accounting policies and methods are fundamental to how we record and report our financial 
posiUon and results of operations. and they reqUire management to make estimates. judgments and 
assumptions about matters that are inherently uncertain. 

Our accounting policies and methods are fundamental to how we record and report our financial position 
and results of operations. We have identified several accounting policies as being critical to the presentation of 
our financial position and results of operations because they require management to make particularly 
subjective or complex judgments about matters that are inherently uncertain and because of the likelihood that 
materially different amounts would be recorded under different conditions or using different assumptions. For 
example, the Company accounts for income taxes in accordance with SFAS No, 109, Accounting for Income 
Taxes ("SFAS 109"). Under SFAS 109. deferred tax assets and liabilities are computed based on the 
difference between the financial statement and income tax basis of assets and liabilities using the enacted 
marginal tax rate. SFAS 109 requires that the net deferred tax asset be reduced by a valuation allowance if, 
based on the weight of available evidence, it is more likely than not that some portion of all of the net deferred 
tax asset will not be realized. This process requires the Company's management to make assessments 
regarding the timing and probability of the ultimate tax impact. Actual income taxes could vary from these 
estimates due to future changes in income tax law, significant changes in the jurisdictions in which the 
Company operates, our inability to generate sufficient future taxable income or unpredicted results from the 
final determination of each year's liability by taxing authorities, These changes could have a significant impact 
on the Company's our business, financial position, results of operations or cash flows, 

Industry Risks 

Because the wireless data industry js a rapidly eyolving market our product and service offerings 
could become obsolete unless we respond effectivelv and on a timely basis to rapid technological 
changes. 

The successful execution of our business strategy is contingent upon wireless network operators launching 
and maintaining mobile location services, our ability to create new network software products and adapt our 
existing network software products to rapidly changing technologies, industry standards and customer needs. 
As a result of the complexities inherent in our product offerings, new technologies may require long 
development and testing periods. Additionally, new products may not achieve market acceptance or our 
competitors could 
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develop alternative technologies that gain broader market acceptance than our products. If we are unable to 
develop and introduce technologically advanced products that respond to evolving industry standards and 
customer needs, or if we are unable to complete the development and introduction of these products on a 
timely and cost effective basis, it could have a material adverse effect on our business, financial position, 
results of operations or cash flows. 

New laws and regulations that impact our industry could increase costs or reduce opportunities to earn 
revenue. The wireless carriers that use our product and service offerings are subject to regulation by domestic, 
and in some cases, foreign, governmental and other agencies. Regulations that affect them could increase our 
costs or reduce our ability to sell our products and services. In addition, there are an increasing number of laws 
and regulations pertaining to wireless telephones and the Internet under consideration in the United States and 
elsewhere. 

The applicability to the Internet of existing laws governing issues such as intellectual property ownership 
and infringement, copyright, trademark, trade secret, taxation, obscenity, libel, employment and personal 
privacy is uncertain and developing. Any new legislation or regulation, or the application or interpretation of 
existing laws, may have a material adverse effect on our business, results of operations and financial 
condition. Additionally, modifications to our business plans or operations to comply with changing regulations 
or certain actions taken by regulatory authorities might increase our costs of providing our product and service 
offerings and could have a material adverse effect on our business, financial position, results of operations or 
cash flows. 

Concerns about personal privacy and commercial solicitation may limit the growth of mobjle 
location services and reduce demand for our products and services. 

In order for mobile location products and services to function properly, wireless carriers must locate their 
subscribers and store information on each subscriber's location. Although data regarding the location of the 
wireless user resides only on the wireless carrier's systems, users may not feel comfortable with the idea that 
the wireless carrier knows and can track their location. Carriers will need to obtain subscribers' permission to 
gather and use the subscribers' personal information, or they may not be able to provide customized mobile 
location services which those subscribers might otherwise desire. If subscribers view mobile location services 
as an annoyance or a threat to their privacy, that could reduce demand for our products and services and have 
a material adverse effect on our business, financial position, results of operations or cash flows. 

Because many providers are not in compliance with current regulatory mandates and because our 
jndustry js undergoing rapid technologjcal and regulatory change OUr future performance is 
uncertain. 

The Federal Communication Commission, or FCC, has mandated that certain location information be 
provided to operators when they receive an E9-1-1 call. Phase I of the FCC's 9-1-1 mandate required 
providers to be able to locate wireless E9-1-1 callers within their originating cell sector site and report their 
callback number by April 199B. Phase II of the FCC mandate required providers to be able to pinpoint the 
location of all E9-1-1 callers within 125 meters in 67% of all cases by October 1, 2001. Although both the 
Phase I and Phase II deadlines have passed, many providers are not currently in compliance with either phase 
of the FCC's mandate. Even so, we believe that many public safety jurisdictions are continUing to deploy 
Phase I technology and when available, we believe they will deploy Phase II technology. 

Carriers' obligations to provide Phase I and Phase II services are subject to request by public safety 
organizations. Due to complex regulatory, funding and political issues many public safety organizations have 
not yet requested this service. As a result, wireless carriers and wireless users may never exhibit sufficient 
demand for our mobile location services. Technical failures, time delays or the significant costs associated with 
developing or installing improved location technology could slow down or stop the deployment of our mobile 
location products. If deployment of improved location technology is delayed, stopped or never occurs, market 
acceptance of our products and services may be adversely affected. 

In addition, we will rely on third-party providers to manufacture and deploy devices that determine the 
precise geographic location of wireless users to comply with Phase II of the FCC mandate. The extent and 
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timing of the deployment of our products and services is dependent both on public safety requests for such 
service and wireless carrier's ability to certify the accuracy of and deploy the precise location technology. 
Because we will rely on third-party location technology instead of developing the technology ourselves, we 
have little or no influence over its improvement. If the technology never becomes precise enough to satisfy 
wireless users' needs or the FCC's requirements, we may not be able to increase or sustain demand for our 
products and services, if at all. 

Our E9-1~1 business is dependent on state and local governments and the regulatorv environment 
for Voice over Internet Protocol NoIP) seIVices is developing. 

Under the FCC's mandate, wireless carriers are required to provide E9-1-1 services only if state and local 
governments request the service. As part of a state or local government's decision to request E9-1-1, they 
have the authority to develop cost recovery mechanisms. However, cost recovery is no longer a condition to 
wireless carriers' obligation to deploy the service. If state and local governments do not widely request that 
E9-1-1 services be provided or we become subject to significant pressures from wireless carriers with respect 
to pricing of E9-1-1 services, our E9-1-1 business would be significantly harmed and future growth of our 
business would be significantly reduced. 

The FCC has determined that VolP services are not subject to the same regulatory scheme as traditional 
wireline and wireless telephone services. If the regulatory environment for VolP services evolves in a manner 
other than the way we anticipate, our E9-1-1 business would be significantly harmed and future growth of our 
business would be significantly reduced. For example, many states provide statutory and regulatory immunity 
from liability for wireless and wireline E9-1-1 service providers but provide no express immunities forVolP 
E9-1-1 service providers. Additionally, the regUlatory scheme for wireless and wireline service providers 
require those carriers to allow service providers such as us to have access to certain databases that make the 
delivery of an E9-1-1 call possible. No such requirements exist for VolP service providers so carriers could 
prevent us from continuing to provide VolP E9-1-1 service by denying us access to the required databases. 

Because the industries which we seIVe are cUrrentiv ;n a cvele of consolidation. the number of 
customers may be reduced which could result in a loss of revenue for our business. 

The telecommunications industry generally is currently undergoing a consolidation phase. Many of our 
customers, specifically wireless carrier customers of our Commercial Segment, have or may become the target 
of acquisitions. If the number of our customers is significantly reduced as a result of this consolidation trend, or 
if the resulting companies do not utilize our product offerings, our business, financial position, results of 
operations or cash flows could be materially adversely affected. 

TechnQlogy Risks 

Because our software mav contain defects or errors and our hardware products may incorporate 
defective components. our sales could decrease if these defects or errors adversely affect our 
reputation or delavs shjpments of our products. 

The software products that we develop are complex and must meet the stringent technical requirements of 
our customers. Our hardware products are equally complex and integrate a wide variety of components from 
different vendors. We must quickly develop new products and product enhancements to keep pace with the 
rapidly changing software and telecommunications markets in which we operate. Products as complex as ours 
are likely to contain undetected errors or defects, especially when first introduced or when new versions are 
released. Our products may not be error or defect free after delivery to customers, which could damage our 
reputation, cause revenue losses, result in the rejection of our products or services, divert development 
resources and increase service and warranty costs, each of which could have a serious harmful effect on our 
business, financial position, results of operations or cash flows. 
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"we are unable to integmte our products with wireless service providers' systems we may lose 
sales to competitors. 

Our products operate with wireless carriers' systems, various wireless devices and, in the case of our 
E9-1-1 offering, with mobile telephone switches and VolP service provider systems. If we are unable to 
continue to design our software to operate with these systems and devices, we may lose sales to competitors. 
Mobile telephone switches and wireless devices can be manufactured according to many different standards 
and may have different variations within each standard. Combining our products with each type of switch, 
device or VolP system requires a specialized interface and extensive testing. If as a result of technology 
enhancements or upgrades to carrier and VolP provider systems our products can no longer operate with such 
systems, we may no longer be able to sell our products. Further, even if we successfully redesign our products 
to operate with these systems, we may not gain market acceptance before our competitors. 

Failure to meet our contractual obligations could adversely affect our profitability and future 
prospects. 

We design, develop and manufacture technologically advanced and innovative products and services 
applied by our customers in a variety of environments. Problems and delays in development or delivery as a 
result of issues with respect to design, technology, licensing and patent rights, labor, learning curve 
assumptions, or materials and components could prevent us from achieving contractual obligations. In 
addition, our products cannot be tested and proven in all situations and are otherwise subject to unforeseen 
problems. Examples of unforeseen problems which could negatively affect revenue and profitability include 
problems with quality, delivery of subcontractor components or services, and unplanned degradation of 
product performance. 

Because our systems may be vulnerable to systems failures and security risks we may incur 
significant costs to protect against the threat of these problems 

We provide for the delivery of information and content to and from wireless devices in a prompt and timely 
manner. Any systems failure that causes a disruption in our ability to facilitate the transmission of information 
to these wireless devices could result in delays in end users receiving this information and cause us to lose 
customers. Our systems could experience such failures as a result of unauthorized access by hackers, 
computer viruses, hardware or software failures, power or telecommunications failures and other accidental or 
intentional actions which could disrupt our systems. We may incur significant costs to prevent such systems 
disruptions. 

Increasingly our products will be used to create or transmit secure information and data to and from 
wireless devices. For example, our software can be used to create private address lists and to provide the 
precise location of an individual. To protect private information like this from security breaches, we may incur 
significant costs. If a third party were able to misappropriate our proprietary information or disrupt our 
operations, we could be subject to claims, litigation or other potential liabilities that could materially adversely 
impact our business. Further, if an individual is unable to use our service to receive the precise location in a 
health or life-and-death situation, or if our service provides the wrong information, we could be subject to 
claims, litigation or other potential liabilities that could materially adversely impact our business. 

The wireless data services provided by our Commercial Segment are dependent on real-time, continuous 
feeds from map and traffic data vendors and others. The ability of our subscribers to receive critical location 
and business information requires timely and uninterrupted connections with our wireless network carriers. Any 
disruption from our satellite feeds or backup landline feeds could result in delays in our subscribers' ability to 
receive information. We cannot be sure that our systems will operate appropriately if we experience hardware 
or software failure, intentional disruptions of service by third parties, an act of God or an act of war. A failure in 
our systems could cause delays in transmitting data, and as a result we may lose customers or face litigation 
that could involve material costs and distract management from operating our business. 
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«mobile equipment manufacturers do not overcome capacity. technology and equipment 
limitations we may not be able to sell our products and services. 

The wireless technology currently in use by most wireless carriers has limited bandwidth, which restricts 
network capacity to deliver bandwidth-intensive applications like data services to a large number of users. 
Because of capacity limitations, wireless users may not be able to connect to their network when they wish to, 
and the connection is likely to be slow, especially when receiving data transmissions. Data services also may 
be more expensive than users are willing to pay. To overcome these obstacles, wireless equipment 
manufacturers will need to develop new technOlogy, standards, equipment and devices that are capable of 
providing higher bandwidth services at lower cost. We cannot be sure that manufacturers will be able to 
develop technology and equipment that reliably delivers large quantities of data at a reasonable price. If more 
capacity is not added, a sufficient market for our products and services is not likely to develop or be sustained 
and sales of our products and services would decline resulting in a material adverse effect on our business, 
financial position, results of operations or cash Hows. 

Because the market for most mobile content delivery and mobile location products is new our 
future success is uncertain 

The market for mobile content delivery and mobile location products and services is new and its potential is 
uncertain. In order to be successful, we need wireless network operators to launch and maintain mobile 
location services utilizing our products, and need corporate enterprises and individuals to purchase and use 
our mobile content delivery and mobile location products and services. We cannot be sure that wireless 
carriers or enterprises will accept our products or that a sufficient number of wireless users will ultimately utilize 
our products. 

«wjreless handsets Dose health and safety risks we may be subiect to new regulaUons and 
demand for our products and services may decrease. 

Media reports have suggested that certain radio frequency emissions from wireless handsets may be linked 
to various health concerns, including cancer, and may interfere with various electronic medical devices, 
including hearing aids and pacemakers. Concerns over radio frequency emissions may have the effect of 
discouraging the use of wireless handsets, which would decrease demand for our services. In recent years, 
the FCC and foreign regulatory agencies have updated the guidelines and methods they use for evaluating 
radio frequency emissions from radio equipment, including wireless handsets. In addition, interest groups have 
requested that the FCC investigate claims that wireless technologies pose health concerns and cause 
interference with airoags, hearing aids and other medical devices. There also are some safety risks associated 
with the use of wireless handsets while driving. Concerns over these safety risks and the effect of any 
legislation that may be adopted in response to these risks could limit our ability to market and sell our products 
and services. 

If we are unable to protect our intellectual prQPerty rights or are sued by third parties for infringing 
upon intellectual properly rights we may incur substanUal costs. 

Our success and competitive position depends in large part upon our ability to develop and maintain the 
proprietary aspects of our technology. We rely on a combination of patent, copyright, trademark, service mark, 
trade secret laws, confidentiality provisions and various other contractual provisions to protect our proprietary 
rights, but these legal means provide only limited protection. Although a number of patents have been issued 
to us and we have obtained a number of other patents as a result of our acquisitions, we cannot assure you 
that our issued patents will be upheld if Challenged by another party. Additionally, with respect to any patent 
applications which we have filed, we cannot assure you that any patents will issue as a result of these 
applications. If we fail to protect our intellectual property, we may not receive any return on the resources 
expended to create the intellectual property or generate any competitive advantage based on it, and we may 
be exposed to expensive litigation or risk jeopardizing our competitive position. Similarly, third parties could 
claim that our future products or services infringe upon their intellectual property rights. Claims like these could 
require us to enter into costly royalty arrangements or cause us to lose the right to use critical technology. 
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Our ability to protect our intellectual property rights is also subject to the terms of any future government 
contracts. We cannot assure you that the federal government will not demand greater intellectual property 
rights or restrict our ability to disseminate intellectual property. We are also a member of standards-setting 
organizations and have agreed to license some of our intellectual property to other members on fair and 
reasonable terms to the extent that the license is required to develop non-infringing products. 

Pursuing infringers of our patents and other intellectual prqperty rights can be cpsffv. 

Pursuing infringers of our proprietary rights could result in significant litigation costs, and any failure to 
pursue infringers could result in our competitors utilizing our technology and offering similar products, 
potentially resulting in loss of a competitive advantage and decreased revenues. Despite our efforts to protect 
our proprietary rights, eXisting patent, copyright, trademark and trade secret laws afford only limited protection. 
In addition, the laws of some foreign countries do not protect our proprietary rights to the same extent as do 
the laws of the United States. Protecting our knoW-how is difficult especially after our employees or those of 
our third party contract service providers end their employment or engagement. Attempts may be made to 
copy or reverse-engineer aspects of our products or to obtain and use information that we regard as 
proprietary. Accordingly, we may not be able to prevent the misappropriation of our technology or prevent 
others from developing similar technology. Furthermore, policing the unauthorized use of our products is 
difficult and expensive. Litigation may be necessary in the future to enforce our intellectual property rights or to 
determine the validity and scope of the proprietary rights of others. The costs and diversion of resources could 
significantly harm our business. If we fail to protect our intellectual property, we may not receive any return on 
the resources expended to create the intellectual property or generate any competitive advantage based on it. 

Third parties may claim we are infringing their intellectual prDpertv rights and we CQuld be 
prevented frow semng our products: or suffer significant liUgation expense eyen if these claims 
have no merit. 

Our competitive position is driven in part by our intellectual property and other proprietary rights. Third 
parties, however, may claim that we, our products, operations or any products or technology we obtain from 
other parties are infringing their intellectual property rights, and we may be unaware of intellectual property 
rights of others that may cover some of our assets, technology and products. From time to time we receive 
letters from third parties that allege we are infringing their intellectual property and asking us to license such 
intellectual property. We review the merits of each such letter, none of which has resulted in litigation as of the 
date of this report. However, any litigation regarding patents, trademarks, copyrights or intellectual property 
rights, even those without merit, could be costly and time consuming, and divert our management and key 
personnel from operating our business. The complexity of the technology involved and inherent uncertainty 
and cost of intellectual property litigation increases our risks. If any third party has a meritorious or successful 
claim that we are infringing its intellectual property rights, we may be forced to change our products or enter 
into licensing arrangements with third parties, which may be costly or impractical. This also may require us to 
stop selling our products as currently engineered, which could harm our competitive position. We also may be 
subject to significant damages or injunctions that prevent the further development and sale of certain of our 
products or services and may result in a material loss of revenue. 

The security measures we have implemented to secure information we collect and store maY be 
breached. which could cause us to breach agreements with our partners and expose us to potential 
investigation and penaWes by authorities and potential claims by persons whose information waS 
disclqsed. 

We take reasonable steps to protect the security, integrity and confidentiality of the information we collect 
and store but there is no guarantee that inadvertent or unauthorized disclosure will not occur or that third 
parties will not gain unauthorized access despite our efforts. If such unauthorized disclosure or access does 
occur, we may be required to notify persons whose information was disclosed or accessed under existing and 
proposed laws. We also may be subject to claims of breach of contract for such disclosure, investigation and 
penalties by regulatory authorities and potential claims by persons whose information was disclosed. 
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Risks Related to Acqujsitions 

Our past and future acqujsiUons of companies or technologies could Drove difficult to integrate. 
disrupt our business eJUute stockholder value or adyerse1y affect operating results or the market 
price of our Class A common stock 

We have in the past acquired a number of businesses and technologies, and we may in the future acquire 
or make investments in other companies, services and technologies. Any acquisitions, strategic alliances or 
investments we may pursue in the future will have a continuing, significant impact on our business, financial 
condition and operating results. The value of the companies or assets that we acquire or invest in may be less 
than the amount we paid if there is a decline of their position in the respective markets they serve or a decline 
in general of the markets they serve. If we fail to properly evaluate and execute acquisitions and investments, 
our business and prospects may be seriously harmed. To successfully complete an acquisition, we must: 

properly evaluale the technology; 

accurately forecast the financial impact of the transaction, inclUding accounting charges and transaction 
expenses; 

integrate and retain personnel; 

retain and cross-sell to acquired customers; 

combine potentially different corporate cultures; and 

effectively integrate products and services, and research and development, sales and marketing and 
support operations. 

If we fail to do any of these, we may suffer losses, our management may be distracted from day-to-day 
operations and the market price of our Class A common stock may be materially adversely affected. In 
addition, if we consummate future acquisitions using our equity securities or convertible debt, existing 
stockholders may be diluted which could have a material adverse effect on the market price of our Class A 
common stock. 

The companies and business units we have acquired or invested in or may acquire or invest in are subject 
to each of the business risks we describe in this section, and if they incur any of these risks the businesses 
may not be as valuable as the amount we paid. Further, we cannot guarantee that we will realize the benefits 
or strategic objectives we are seeking to obtain by acquiring or investing in these companies. 

Risks Related to Our Capital Structyre and Common Stock 

A maiority of our Class A common stock js beneficiaUy owned by a small number of holders. and 
those holders could thereby transfer cootrol of us to a third party without anyone else's approyal or 
prevent a third Dartv from acquiring us, 
We have two classes of common stock: Class A common stock and Class B common stock. Holders of 

Class A common stock generally have the same rights as holders of Class B common stock, except that 
holders of Class A common stock have one vote per share while holders of Class B common stock have three 
votes per share. As of January 31, 2009, Maurice B. Tose, our President, Chief Executive Officer and 
Chairman of the Board, beneficially owned 6,876,334 shares of our Class B common stock and 
1,848,548 shares of our Class A common stock. Therefore, in the aggregate, Mr. Tose beneficially owned 
shares representing approximately 38.01 % of our total voting power, assuming no conversion or exercise of 
issued and outstanding convertible or exchangeable securities held by our other shareholders. Accordingly, on 
this basis, Mr. Tose can exert significant influence over us through his ability to determine the outcome of 
elections of directors, amend our charter and by-laws and take other actions requiring stockholder action, 
including mergers, going private transactions and other extraordinary transactions. Mr. Tose could, without 
seeking anyone else's approval, transfer voting control of us to a third party. Such a transfer could have a 
material adverse effect on OUr stock price, and our business, operating results and financial condition. 
Mr. Tose is also able to prevent a change of control regardless of whether holders of Class A common stock 
might benefit financially from such a transaction. 
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Our governing corporate dpcuments contain certain anti-takeover provisions that could prevent a 
change of control that may be favorable to shareholders. 

We are a Maryland corporation. Anti-takeover provisions of Maryland law and provisions contained in our 
charter and by-laws could make it more difficult for a third party to acquire control of us, even if a change in 
control would be beneficial to shareholders. These prOVisions include the following: 

authorization of the board of directors to issue "blank check" preferred stock; 

prohibition of cumulative voting in the election of directors; 

our classified board of directors; 

limitation of the persons who may call special meetings of stockholders; 

prohibition on stockholders acting without a meeting other than through unanimous written consent; 

supermajority voting requirement on various charter and by-law provisions; and 

establishment of advance notice requirements for nominations for election to the board of directors or for 
proposing matters that can be acted on by stockholders at stockholder meetings. 

These provisions could delay, deter or prevent a potential acquirer from attempting to obtain control of us, 
depriving shareholders of an opportunity to receive a premium for Class A common stock. These provisions 
could therefore materially adversely affect the market price of our Class A common stock. 

Because this report contains forward-looking statements it may not Drove to be accurate, 

This report, including the documents we incorporate by reference, contains forward-looking statements and 
information relating to our Company. These statements are based upon our current expectations and 
assumptions that are subject to a number of risks and uncertainties that would cause actual results to differ 
materially from those anticipated. We generally identify forward-looking statements using words like "believe," 
"intend," "expect," "may," "should," "plan," "project," "contemplate," "anticipate," or other similar statements. We 
base these statements on OUr beliefs as well as assumptions we made using information currently available to 
us. We do not undertake to Update our forward-looking statements or risk factors to reflect future events or 
circumstances. 

Statements in this report that are forward-looking include, but are not limited to, the following statements 
that 

(i) we are well positioned to address the evolVing integration needs of our clients through our expertise in 
messaging and location determination; 

(ii) we are developing relationships with communication infrastructure providers and we intend to expand 
our domestic and international carrier base; 

(iii) we plan to continue to develop and sell software and engineered systems which we will deliver through 
deployment in customer networks or through hosted and subscription business models and we believe that our 
software is positioned for early adoption by carriers; 

(iv) wireless growth is expected to continue to increase in all regions around the world for the foreseeable 
future; 

(v) both the number of users and messages per individual are projected to increase Significantly; 

(vi) we will continue to develop network software for wireless carriers that operate on all major types of 
networks; 

(vii) we will continue to leverage our knowledge of complex call control technology to unlock valuable 
information and expand the range of capabilities that the technology can accomplish for our customers; 

(viii) we will continue to invest in our underlying technology and to capitalize on our expertise to meet the 
growing demand for sophisticated wireless applications; 

26 

Source: TELECOMMUNICATION SY, 10-K, March 03, 2009 



(ix) we intend to continue to selectively consider acquisitions of companies and technologies in order to 
increase the scale and scope of our operations, market presence, products, services and customer base; 

(x) the Broadband Global Area Network upgrade of the Inmarsat satellite constellation expands our 
opportunity for SwiftLink sales volume; 

(xi) we believe our expertise in the area of wireless E9-1-1, location and messaging services, and secure 
satellite communications can be leveraged into providing products and services to the Federal agencies; 

(xii) we are continuing to enhance our deployable communication systems product line to take advantage of 
the evolving environment of satellite communications; 

(xiii) we believe that our company enjoys a competitive advantage because of its secure teleport and 
integration capabilities along with deployable systems as a bundled offering; 

(xiv) federal agencies, as well as state and local governments, are increasingly contracting with specialist 
teams for functions such as network management, and for long-term projects such as software development 
and systems integration; 

(xv) we expect to continue generate significant portions of our total revenue from our largest customers; 

(xvi) we expect to realize $116.0 million of backlog within the next twelve months; 

(xvii) the bases on which we expect to continue to compete; 

(xviii) we expect to require increasing levels of support from subcontractors and vendors and expand our 
work under contract vehicles; 

(xix) we believe we have sufficient capital resources to meet our anticipated cash operating expenses, 
working capital and capital expenditure and debt services needs for the next twelve months; 

(xx) that we believe our capitalized research and development expense will be recoverable from future 
gross profits generated by the related products; 

(xxi) we believe our intellectual property assets are valuable and that we may realize revenue from patent 
infringement claims; 

(xxii) we believe we should not incur an material liabilities from customer indemnification requests; 

(xxiii) the \fI/WSS procurement vehicle is expected to contribute to significant sales growth and that we 
expect to fulfill the potential values under \/WIISS orders; 

(xxiv) expectations about the amount of future non-cash stock compensation; 

(xxv) our assumptions and expectations related to income taxes and deferred tax assets; 

(xxvi) we do not expect that the adoption of new accounting standards to have a material impact on the 
company's financial statements, and 

(xxvii) statements about financial covenants related to our loan agreements. 

This list should not be considered exhaustive. 

Item 1 B Unresolyed Staff Comments 

None. 

Item 2.Properties 

Our principal executive office is located in Annapolis, Maryland in a 29,000 square foot facility under a 
lease expiring in March 2011. We have a second 17,000 square foot facility in Annapolis, Maryland under a 
lease expiring in April 2013. The Annapolis facilities are utilized for the executive and administrative offices, as 
well as portions of our Commercial and Government Segments. Other leased facilities include a 49,900 square 
foot facility in Seattle, Washington under a lease expiring in September 2010, an 11,000 square foot facility in 
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Oakland, California under a lease expiring August 2012. During 2008, we vacated a former site and moved our 
Tampa, Florida operations to 45,600 flex-space facility under a lease expiring in December 2014. We also 
lease a hosting facility in Phoenix, Arizona under a lease that expires in February 2010, which is utilized by our 
Commercial Segment. 

In addition to the leased office space, we own a 7-acre teleport facility in Manassas, Virginia for teleport 
services for our Government Segment customers. 

Item 3,Legal Proceedings 

In November 2001, a shareholder class action lawsuit was filed against us, certain of our current officers 
and a director, and several investment banks that were the underwriters of our initial public offering (the 
"Underwriters"): Highstein v. TeleCommunication Systems, Inc., et aI., United States District Court for the 
Southern District of New York, Civil Action No. 01-CV-9500. The plaintiffs seek an unspecified amount of 
damages. The lawsuit purports to be a class action suit filed on behalf of purchasers of our Class A Common 
Stock during the period August B, 2000 through December 6,2000. The plaintiffs allege that the Underwriters 
agreed to allocate our Class A Common Stock offered for sale in our initial public offering to certain purchasers 
in exchange for excessive and undisclosed commissions and agreements by those purchasers to make 
additional purchases of our Class A Common Stock in the aftermarket at pre-determined prices. The plaintiffs 
allege that all of the defendants violated Sections 11, 12 and 15 of the Securities Act, and that the underwriters 
violated Section 10(b) of the Exchange Act, and Rule 10b-5 promulgated thereunder. The claims against us of 
violation of Rule 10b-5 have been dismissed with the plaintiffs having the right to re-plead. On February 15, 
2005, the District Court issued an Order preliminarily approving a settlement agreement among class plaintiffs, 
all issuer defendants and their insurers, provided that the parties agree to a modification narrowing the scope 
of the bar order set forth in the settlement agreement. The parties agreed to a modification narrowing the 
scope of the bar order, and on August 31, 2005, the court issued an order preliminarily approving the 
settlement. On December 5, 2006, the United States Court of Appeals for the Second Circuit overturned the 
District Court's certification of the class of plaintiffs who are pursuing the claims that would be settled in the 
settlement against the underwriter defendants. Plaintiffs filed a Petition for Rehearing and Rehearing En Banc 
with the Second Circuit on January 5, 2007 in response to the Second Circuit's decision. On April 6, 2007, the 
Second Circuit denied plaintiffs' rehearing petition, but clarified that the plaintiffs may seek to certify a more 
limited class in the District Court. On June 25, 2007, the District Court signed an Order terminating the 
settlement. On November 13, 2007, the issuer defendants in certain designated "focus cases" filed a motion to 
dismiss the second consolidated amended class action complaints that were filed in those cases. On 
March 26, 2008, the District Court issued an Opinion and Order denying, in large part, the motions to dismiss 
the amended complaints in the "focus cases." We intend to continue to defend the lawsuit until the matter is 
resolved. We have purchased Directors and Officers insurance policy which We believe should cover any 
potential liability that may result from these claims, but can provide no assurance that any or all of the costs of 
the litigation will ultimately be covered by the insurance. No reserve has been created for this matter. More 
than 300 other companies have been named in nearly identical lawsuits that have been filed by some of the 
same law firms that represent the plaintiffs in the lawsuit against us. 

On July 12, 2006, we filed suit in the United States District Court for the Eastern District of Virginia against 
Mobile 365 (now Sybase 365, a subsidiary of Sybase Inc.) and WiderThan Americas for patent infringement 
related to U.S. patent No. 6,985,748, Inter-Carrier Short Messaging Service Providing Phone Number Only 
Experience ("the '748 patent"), issued to the Company. We resolved the matter with regard to WiderThan 
Americas, and, during the second quarter of 2007, we received a favorable jury decision that Sybase 365 
infringed the claims of our patent. The jury awarded us a one-time monetary payment in excess of $1 0 million 
for past damages and a 12% royalty. The jury also found Sybase 365's infringement willful and upheld the 
validity of the patent. After the jury verdict, both parties filed post-trial motions. The court denied Sybase 365's 
post-trial motion for a new trial or a judgment in its favor, granted our motion for a permanent injunction 
prohibiting any further infringement by Sybase 365, but stayed the injunction pending the outcome of any 
appeal that may be filed, reduced the jury verdict damages award by $2.2 million and vacated the jury finding 
of willful infringement. We expect that Sybase 365 will appeal from the final judgment of the district court to 
U.S. Court of Appeals for the Federal Circuit. In the first quarter of 200B, Sybase 365 filed a request for 
reexamination of the '748 patent 
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claiming that the patent is invalid. In the second quarter of 2008, the United States Patent and Trademark 
Office granted the request and began the requested reexamination of the '748 patent. There can be no 
assurances to what extent the matter will continue to be successful, if at all. Additionally, we could become 
subject to counterclaims or further challenges to the validity of the '748 patent. To date, the Company has not 
received or recorded any amounts related to this jury award. 

Other than the items discussed immediately above, we are not currently subject to any other material legal 
proceedings. However, we may from time to time become a party to various legal proceedings arising in the 
ordinary course of our business. 

Item 4.SubmissjoQ of MaUers to a Vote of Security Holders 

None. 

Part II 

Item 5.Marlcet for Registrant's Common Equity, Related Stockholder Maftgrs and Issuer Purchases of 
Equity Securities 

Our Class A Common Stock has been traded on the NASDAQ Global Mar1<et under the symbol 'TSYS" 
since our initial public offering on August 8, 2000. The following table sets forth, for the periods indicated, the 
high and low closing prices for our Class A Common Stock as reported on the NASDAQ Global Market: 

~ Low 

[2009 1 1 1 1 [ J IIJ 
First Quarter 2009jthrough Februa~2()09)______ _ __ ---,,$"',,9 .. 93 $ 7.01 
[2008 . . ----'--'01 1 ..Ll 1 1 1 1 
First Quarter 200S $ 3.9S $ 2.71 
~n~9uarterio'''0''s---~~~~~_-_-_-_-_-_----------r-i:1 $ 15.4711 []3.()§~ 
Third Quarter 200S $ S.75 $ 4.19 
IFourth Quarter 200S 1 $ IS.911 [_1$14.5:~J 
2007" 
[First Quarter 2007 
Second Quarter 2007 " 
Ith@Quarter 2007 
Fourth"Quarter 2007 

___ ~$:_"1+3.j12jJ-[[2.g9, 
$ 5.75 $ 3.S6 
$ 1 5~1LL~J3~4~ 
$ 4.55 $ 3.02 

As of February 20, 2009, there were approXimately 263 holders of record of our Class A Common Stock, 
and there were 8 holders of record of our Class B Common Stock. 

Dividend Policy 

We have never declared or paid cash dividends on our common stock. We currently intend to retain any 
future earnings to fund the development, growth and operation of our business. Additionally, under the terms of 
our loan arrangements, our lender's prior written consent is required to pay cash dividends on our common 
stock. We do not currently anticipate paying any cash dividends on our common stock in the foreseeable 
future. 

Change in Securities and Use of Proceeds 

In March 2006, we issued (i) $10 million of secured notes due March 10, 2009, which bore cash interest at 
the rate of 14% per annum, and (ii) warrants to purchase an aggregate of 1.75 million shares of our Class A 
Common Stock at an exercise price of $2.40 per share. We received net cash proceeds of approximately 
$9.3 million from this transaction, which were used for general corporate purposes. In December 2008, the 
holders of 1.1 million warrants issued in 2006 exercised those warrants and 1.1 million shares were issued. 
The remaining 0.7 million warrants remain outstanding and expire March 2011. 
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The consummation of the note purchase agreement and the issuance of notes and warrants thereunder 
were conducted as a private placement made to accredited investors in a transaction exempt from the 
registration requirements of the Securities Act. 

With the exception of the notes and warrants issued in March 2006, all of the other securities issued by us 
in connection with these transactions have been registered under the Securities Act. 

Issuer Purchases of Equity Securities 

None. 

Source: TELECOMMUNICATION SY, 10-K, March 03, 2009 
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Stock Perfonnance Graph 

The following graph compares the cumulative total shareholder return on the Company's Class A Common 
Stock with the cumulative total return of the Nasdaq Global Market U.S. Index and a mobile data index 
prepared by the Company of the following relevant publicly traded companies in the commercial and 
government sectors in which we operate: Openwave Systems, Inc.; Comtech Telecommunications Corp.; 
Sybase, Inc.; Comverse Technology Inc.; Globecomm Systems Inc.; NCllnc.; NeuStar, Inc.; Syniverse 
Holdings, Inc.; and ViaS at Inc. (the "New Peer Group") 

The composition of the Mobile Data Index has been changed from last year (the "Old Peer Group") as 
follows: Comtech Telecommunications Corp. was added to the remaining companies to comprise the "New 
Peer Group" because its mobile communications systems and satellite selVices business lines are comparable 
to our Government Segment business. 

The information provided is from January 1, 2002 through December 31, 2008. 

This performance graph shall not be deemed "filed" for purposes of Section 18 of the Exchange Act, or 
incorporated by reference into any filing of the Company under the Securities Act or the Exchange Act, except 
as shall be expressly set forth by specific reference in such filing. The stock price performance shown on the 
graph below is not necessarily indicative of future price performance. 
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Item 6,Selected Financial Data 

The table that follows presents portions of our consolidated financial statements. You should read the 
following selected financial data together with our audited Consolidated Financial Statements and related 
notes and with "Management's Discussion and Analysis of Financial Condition and Results of Operations" and 
the more complete financial information included elsewhere in this Form 10-K. We have derived the statement 
of operations data for the years ended December 31, 2008, 2007, and 2006 and the balance sheet data as of 
December 31 , 2008 and 2007 from our consolidated financial statements which have been audited by Ernst & 
Young LLP, independent registered public accounting firm, and which are included in Item 15 of this 
Form 10-K. We have derived the statement of operations data for the years ended December 31,2005 and 
2004 and the balance sheet data as of December 31, 2006, 2005, and 2004, from our audited financial 
statements which are not included in this Form 10-K. The historical results presented below are not necessarily 
indicative of the results to be expected for any future fiscal year. See "Management's Discussion and Analysis 
of Financial Condition and Results of Operations." As a result of implementation of SFAS 123(R) in 2006, our 
non-cash stock compensation expense has been allocated to direct cost of revenue, research and 
development expense, sales and marketing expense, and general and administrative expense in our 
continuing operations as well as discontinued operations. 

Year Ended December 31, 
2008 2007 2006 2005 2004 

(in millions, except share and per share data) 

Iltatement of Operatio,,-sData: .. -:I-r---: Ll !_L::::JTrT---r ill. ___ L' IT--TI 
Revenue Services $ 101.4 $ 88.1 $ 88.4 $ 75.0 $ 60.2 

-:Systems .... _______u-I [[118.80] [ 56.1[[T["36:&n [ 272,[ [I 36.7il 
Total revenue 220.2 144.2 124.9 102.2 96.9 

Direct cost of services revenue [ [ L~J6[ T IJ 52.21 52.f( I r _j~J 30·!tJ 
- Direct cost of systems,evenue 77.3 37.9 17.9 17.7 21.2 

Total direct cQsl of revenue [ [ 13!3.\1 L I 90.11 I 70.41.1 I - 56.lf[ 52.1[1 
Services gross profit 39.8 35.9 35.8 35.8 29.3 
§ystems g-,-""s profit LI 41.~ I 18:U [ 18.71 [ g:!r[ 1l5.5!; 

Total gross profit 81.3 54.1 54.5 45.2 44.8 
[ __ Researchanddevelop.m-ent~~~nse[ I 16.2iTf] .13.1[11 12.6i

U

[ 13·!iLl_l':_18.1[: 
Sales and marketing expense... .... . 13.7 11.9 11.7 10.5 9.0 
(3~n~.@l .. nd adlTliDis1rative exp~nse ILL28.~_l.l [19:~iJ::I:::C_i:Z&L[L. 15.(1 [. i [-11).Q;] 
Depreciation and amortization of 

property and ~_gLJipment 5.9 6.2 8.0 8.6 7.4 
Amortization of good wi Ii and other ]1' 0-.-1-1-IT .. r~0.1 :.···1·1 TrT I--Il-.-.I-I- } 

___ Lntangi~"-,,ss~ts _ '---'_-"-'..:J. _...QJJ L . ...1. __ 0", . .!.J1i , [. 0.11 L L_ --'-__ :::!"" 
Total operating costs and 

expenses .--'-FT=",64~.~2 50.6 49.3 48.2 49.6 
(3§in-onS8ieOfpatent ___ ...J..I I 8:1rT.[,--'-_--l...J..L1 I =-3 I n =JIJ I =-3J 
Income/(Ioss) from operations 25.2 3.5. _5.2 ~ (4.8) 

[Interestex~rise ____ TI_LjQ.,~)J [I (1.8)T:U __ (1-ID_U __ L(0, Il fTT--(320J 
Amortization of debt discount and 

debt issuance expenses, including 

:Debfc~~3ir~~~0)(~~~~~07_[r[ (O~ i 
Other (expense)/income, net -- _. - _ .. -- - 0.2 

i[lncome/(IOSS) fr.o .. m. c.o.ntinuing lLI I i 
----.9.~eratioo.~~for.~ in_c~me taxes .24~.:}l.J 
Benefit from income taxes 33.3 

Iln~~~~~l:~~!) from continuing II I u~7JI I L(Q.lllL2d I [1 
Loss-from discontinued operatlon-s- (0.3) (23.7) 
[Net incomel{loss)::::lJ$ [ 57.ij I $ I (1.~U,r (21.7D [ $I (11.5~ [$ I (185'JJ 

Income/(loss) from continuing 
operations pershare :t_ 1.34 $ (0.021 $ 0.05 $ 

ILo:~:;~m discontinued operationspe_r..JI..JI-:-,I_-_·· ,..--.::d::lll 1 (0.01~IiT (06D~ IT I 

Net income/(Ioss) per share - basic $ 1.34 $ (0.03) $ (0.55) $ 

.[rlncom.e. '.( .. 10 .. s. s) from continuing .. 1 .. 1 I 
___ oJ?~rat!ol]§J~er share _______ . j; 1.2~ 1 ~ I (0.0~~nl _____ 0=.05'L..L11 ~~"..L.I -=-'-" 
Loss from discontinued operations per 

share 
iNeTmcorrief(loss) per~ha'''-imute~T$T"1.23l 

43,063 

Source: TELECOMMUNICATION SY, 1 O~K, March 03, 2009 

,C'7~(0",.0~1) (0.59) (0.19) 
UH(b.635TIT(oMlf[$ r (0.3oJi. [$ 

41,453 39,430 38,823 

(0.08) 
LO.5~[J 

33,381 



Basic shares used in computation (in 

pr:~t~~s:~~~:s used-m-computatlon'{fn--I-r--i----n -1--1 ------m-T------ T I I I' - - -----rl-I I -II 
, thousands) 146.64411 41.45 40.166 ; 38.82~ 33.381 i 
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Balance Sheet Data: 
¢ciSh and cash equivalents 
:'Norking capital 
Total assets 

(in millions) 

__ --'-I J,.-I 1 IL[T 1 [ FC '"I L-,I---,----,JT~LL::~O 
-----.. nur$I¥Hn$ [~~:g [ EJlH r1J2~:tI_tL_~~1[ 

182.0 82.1 83.6 90.6 102.4 

l

eaPilallea"es and lorig:lerm debt (inCluding 
__ g_~rrent portion) ______ _ JrL11~[]T1~1111-G~lrrG.~11118II 
Total-liabilities - 67.7 38.2 48.6 41.5 42.9 
iT olal slockholaers'-~(@fy .•. --~--=rTr 114.31 i : [ 4{[TI:::DsfITI 149.1i 1 ll§"i[s'-c 

Item 7.Management's Discussion and Analvsis of Financial Condition and Results of Operations 

Critical Accounting Policies and Estimates 

Management's Discussion and Analysis of Financial Condition and Results of Operations addresses our 
consolidated financial statements, which have been prepared in accordance with U.S. generally accepted 
accounting principles. The preparation of these financial statements requires management to make estimates 
and assumptions that affect the reported amounts of assets and liabilities at the date of the financial 
statements and the reported amounts of revenues and expenses during the reporting period. On an on-going 
basis, management evaluates its estimates and judgments. Management bases its estimates and judgments 
on historical experience and on various other factors that are believed to be reasonable under the 
circumstances, the results of which form the basis for making judgments about the carrying value of assets 
and liabilities that are not readily apparent from other sources. Actual results may differ from these estimates 
under different assumptions or conditions. We have identified our most critical accounting policies and 
estimates to be those related to the following: 

Revenue Recognition. The Company records revenue from multiple element arrangements under the 
guidance governed by AcSEC Statement of Position (SOP) No. 97-2 "Software Revenue Recognition", as 
modified by SOP No. 98-9 "Software Revenue Recognition, With Respect to Certain Transactions", SEC Staff 
Accounting Bulletin SAB no. 104 "Revenue Recognition in Statements" and EITF Issue Number 00-21 
"Revenue Arrangements with Multiple Deliveries." At the time of entering into each customer agreement or 
arrangement, each element is identified and the revenue, cost of revenue, and gross profit for each deliverable 
is recorded and presented separately as either systems or services. The sale of products and product related 
solutions to customers are classified as systems revenue within the Company's Statement of Operations. This 
typically is an integrated solution that may include licenses, hardware and labor to deliver the product and/or 
solution per the customer's specifications. Services revenue include the elements of the contract typically 
related to maintenance or other recurring services performed over an extended period. Each of these captions 
represents more than 10 percent of the Company's total revenue. There is no other category of revenue 
described in Rule 5-03 of Regulation S-X in which the Company is currently engaged, so that further sub 
captions are not necessary at this time. The Company considered Rule 5-03 of Regulation S-X as it relates to 
the labor portion of the systems revenue. The Company will continue to periodically assess the materiality of 
the labor portion of systems revenue and classify the amount as services if significant. 

Under the provisions of SOP 97-2, if significant customization is not required, the Company recognizes 
revenue for all delivered elements of a software sale at the point when all four criteria of revenue recognition 
are met and, the Company has vendor-specific objective evidence (VSOE) of fair value for all identified 
undelivered elements. We sell communications systems incorporating our licensed software for enhanced 
services, including text messaging and location-based services to wireless carriers. These systems are 
designed to incorporate our licensed software. Systems revenues typically contain multiple elements, which 
may include the product license, installation, integration, and hardware. The total arrangement fee is allocated 
among each element based on vendor-specific objective evidence of the fair value of each of the elements. 
Fair value is generally determined based on the price charged when the element is sold separately. In the 
absence of evidence of fair value of a delivered element, revenue is allocated first to the undelivered elements 
based on fair value and the residual revenue to the delivered elements. The software licenses are generally 
perpetual licenses for a specified volume 
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of usage, along with the purchase of annual maintenance at a specified rate. We recognize license fee 
revenue when each of the following has occurred: (1) evidence of an arrangement is in place: (2) we have 
delivered the software; (3) the fee is fixed or determinable: and (4) collection of the fee is probable. Software 
projects that require significant customization are accounted for under the percentage-of-completion method. 
We measure progress to completion using costs incurred compared to estimated total costs or labor costs 
incurred compared to estimated total labor costs for contracts that have a significant component of third-party 
materials costs. We recognize estimated losses under long-term contracts in their entirety upon discovery. If 
we did not accurately estimate total costs to complete a contract or do not manage our contracts within the 
planned budget, then future margins may be negatively affected or losses on existing contracts may need to 
be recognized. Software license fees billed and not recognized as revenue are included in deferred revenue. 

The Company recognizes contract revenue as billable costs are incurred and for fixed-price product 
delivery contracts using the percentage-of-completion method or proportional performance method, measured 
by either total labor costs or total costs incurred compared to total estimated labor costs or total costs to be 
incurred in accordance with Statement of Position 81-1. We recognize estimated losses on contracts in their 
entirety upon discovery. If we did not accurately estimate total labor costs or total costs to complete a contract 
or do not manage our contracts within the planned budget, then our future margins may be negatively affected 
or losses on existing contracts may need to be recognized. 

Acquired Intangible Assets. The acquired intangible assets are amortized over their useful lives of 
between five and nineteen years, based on the greater of the straight-line method or the revenue curve 
method. We evaluate acquired intangible assets when events or changes in circumstances indicate that the 
carrying values of such assets might not be recoverable. Our review of factors present and the resulting 
appropriate carrying value of our acquired intangible assets are subject to judgments and estimates by 
management. Future events such as a significant underperformance relative to historical or projected future 
operating results, significant changes in the manner of our use of the acquired assets, and significant negative 
industry or economic trends could cause us to conclude that impairment indicators exist and that our acquired 
intangible assets might be impaired. There have been no changes in the valuation of the Company's acquired 
intangible assets for the current period. The expense recognized in 2008, 2007, and 2006 relates to the 
intangible assets acquired with the 2004 acquisition of assets from Kivera Inc., including customer lists, 
customer contracts, trademarks, and patents. 

Impairment of Goodwill. The Company performs an annual analysis of our goodwill for impairment in 
accordance with SFAS 142, "Goodwill and other Intangible Assets". The analysis of goodwill includes, among 
other factors, estimating future cash flows to be received from the assets. At December 31,2008, goodwill was 
$1.8 million and we determined that the fair value of our goodwill exceeded the carrying value. Material 
differences in our assumptions and valuations in the future could result in a future impairment loss. 

Stock Compensation Expense. Effective January 1, 2006, we adopted the fair value recognition 
provisions of SFAS 123(R), using the modified prospective transition method. Under the fair value recognition 
provisions of SFAS 123(R), we estimate the fair value of our employee stock awards at the date of grant using 
the Black-Scholes option pricing model, which requires the use of certain subjective assumptions. The most 
significant of these assumptions are our estimates of expected volatility of the market price of our stock and 
the expected term of the stock award. We have determined that historical volatility is the best predictor of 
expected volatility and the expected term of our awards was determined taking into consideration the vesting 
period of the award, the contractual term and our historical experience of employee stock option exercise 
behavior. We review our valuation assumptions at each grant date and, as a result, we could change our 
assumptions used to value employee stock-based awards granted in future periods. In addition, we are 
required to estimate the expected forfeiture rate and only recognize expense for those awards expected to 
vest. If our actual forfeiture rate were materially different from our estimate, the stock-based compensation 
expense would be different from what we have recorded in the current period. SFAS 123(R) requires that 
employee stock-based compensation costs be recognized over the vesting period of the award and we have 
elected the straight-line method as the basis for recording our expense. 

Income Taxes. Income taxes are accounted for under the provisions of SFAS 109, "Accounting for Income 
Taxes". We use the asset and liability method of accounting for deferred income taxes. We assess the 
likelihood 
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that our deferred tax assets will be recovered from future taxable income. Significant management judgment is 
required in determining any valuation allowance recorded against the net deferred tax assets. Our evaluation 
of the realizability of our deferred tax assets is inherently subjective and is based on our analysis and 
weighting of various positive and negative evidence available to us. This evaluation includes estimates and 
assumptions about a number of market, execution and economic variables. It is possible that actual results 
may differ from assumptions and require adjustments to allowances. On January 1, 2007, the Company 
adopted the FASB issued Interpretation No. 48, "Accounting for Uncertainty in Income Taxes" (FIN 48) which 
prescribes a minimum recognition threshold and measurement attribute for the financial statement recognition 
and measurement of a tax position. FIN 48 also provides guidance on derecognition, measurement, 
classification, interest and penalties, accounting interim periods, disclosure and transition. If a tax position does 
not meet the more-Hkely-than-not initial recognition threshold, no benefit is recorded in the financial 
statements. 

Overview and Recent Developments 

We operate two business segments: (i) our Commercial Segment, which consists principally of enhanced 
communication services to and from wireless phones, location application software, our E9-1-1 application and 
other hosted services for wireless carriers and Voice Over IP service providers, and (ii) our Government 
Segment, which includes the design, development and deployment of information processing and 
communication systems, mainly satellite-based, and related services to government agencies. 

This Management's Discussion and Analysis of Financial Condition and Results of Operations provides 
information that our management believes to be necessary to achieve a clear understanding of our financial 
statements and results of operations. 

Our management monitors and analyzes a number of performance indicators in order to manage our 
business and evaluate our financial and operating performance. Those indicators include: 

Revenue and gross profit. We derive revenue from the sales of systems and services including recurring 
monthly service and subscriber fees, maintenance fees, software licenses and related service fees for 
the design, development, and deployment of software and communication systems, and products and 
services derived from the delivery of information processing and communication systems to 
governmental agencies. 

Gross profit represents revenue minus direct cost of revenue, including cerlain non-cash costs. The 
major items comprising our cost of revenue are compensation and benefits, third-party hardware and 
software, amortization of software development costs, non-cash stock-based compensation, and 
overhead expenses. The costs of hardware and third-party software are primarily associated with the 
delivery of systems, and fluctuate from period to period as a result of the relative volume, mix of projects, 
level of service support required and the complexity of customized products and services delivered. 
Amortization of software development costs, including acquired technology, is associated with the 
recognition of systems revenue from our Commercial Segment. 

Operating expenses. Our operating expenses are primarily compensation and benefits, professional fees, 
facility costs, marketing and sales-related expenses, and travel costs as well as certain non-cash 
expenses such as non-cash stock compensation expense, depreciation and amortization of property and 
equipment, and amortization of acquired intangible assets. 

Liquidity and cash flows. The primary driver of our cash flows is the results of our operations. Important 
other sources of our liquidity are our leases secured for the purchase of equipment and potential 
borrowings under our credit lines. 

Balance sheet. We view cash, working capital, and accounts receivable balances and days revenues 
outstanding as important indicators of our financial health. 
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Results of Operations 

Revenue and Cost of Revenue 

The following discussion addresses the revenue and cost of revenue for the two segments of our business. 
For information regarding the results of the Enterprise assets, see Discontinued Operations - Enterprise 
assets below. 

Commercial Segment: 

2008 VS. 
2007 

2007 VS. 
2006 

~1$~;~n~m~"~lio~n~'=-);:::;::=======,-;;:~2,!,OO~8i=;---,_ 2007 __ $_ % ~ _$_ ~ 
Services revenue _______ ~JLL 64ALL_ ~ I 58.S! __ ~J~LJ1L19:%L1..J§~~!I_ T '1-1 (Q.QlJ LJj~)J 
Systems-revenue ~ ~ ~ 127% ~ -'21) (4%) 

to;:~~~;lT1e~r~segment· .! rT~~;lll 175[[JI;6.~111 3~'I,rrr77dJJ I (1 JllT(J%) · 
Direct cost of services 32.4 29.4 3.0 10% 31.4 [1-}?Jl~ .. J .. [.lJ§,%l .. 
Q""ctC()stofsystem-s--------TlT-8·~-I_1 I s:o_TTI 3.9 TTr7WoCr "[S.t 0.2 _ .J~O/OL 

Total Commercial Segment cost of 
reven.~uc:e'== ______ --ri= 41.3 34.4 6.9 20% 36.6 ~) (6%) 

,servlcis_g[~rofit 1.l .. L3W '1--i'1"T.12~9"'.4;--1~1;=C1 ~2~.6i;-:'II"L-_·~~%;..JLl28.3::::J I I 1.1[ m_~:'/o... 
Systems gross profit 2B.5 11.5 17.0 148% 12.0 ~) (4%) 

!_ TO~~~~m'rercjaISe9mentgrOSS I ~ I 60.J I~140.J I ~119~ 1114J%1 [J~~JIJI_o~JJIIJIJ 
Segment gross profit as a percent of 

revenue 59% 54% 52% 

(1) See discussion of segment reporting in Note 20 to the audited Consolidated Financial Statements 
presented elsewhere in this Annual Report on Form 10-K. 

Commercial Services Revenue and Cost of Revenue: 

Our hosted offerings include our E9-1-1 service for wireless and Voice over Internet Protocol (VoIP) E9-1-1 
service providers, hosted Position Determining Entity (POE) service, and hosted Location Based Service (LBS) 
applications. Revenue from these offerings primarily consists of monthly recurring service fees and is 
recognized in the month earned. E9-1-1, POE, VolP and hosted LBS service fees are priced based on units 
served during the period, such as the number of customer cell sites served, the number of connections to 
Public Service Answering Points (PSAPs), or the number of customer subscribers served. Subscriber service 
revenue is generated by client software applications for wireless subscribers such as Rand McNalJy® Traffic. 
Maintenance fees on our systems and software licenses are collected in advance and recognized ratably over 
the maintenance period. Unrecognized maintenance fees are included in deferred revenue. Custom software 
development, implementation and maintenance services may be provided under time and materials or 
fixed-fee contracts. 

Our commercial services revenue increased $5.6 million or 10% in 2008 from 2007 due to growth in hosted 
service customer volume and new hosted service customers and increased maintenance fees due to higher 
cumulative system license sales. The 2% decrease in 2007 from 2006 was due to decreases in average fees 
received per unit under pricing arrangements with some wireless ES-1-1 customers, and the loss of a mid-tier 
carrier customer in the third quarter of 2006 offset by increased maintenance revenue on our installed software 
base. 

The direct cost of our services revenue consists primarily of compensation and benefits, network access, 
data feed and circuit costs, and equipment and software maintenance. The direct cost of maintenance revenue 
consists primarily of compensation and benefits expense. For the year ended December 31, 2008. the direct 
cost of service revenue increased 10% over the same period in 2007 in direct relation to increase in revenues. 
For the year ended December 31, 2007, the direct cost of services revenue decreased 6% compared to 2006. 
During 2007, we incurred less labor and direct costs related to custom development efforts and deployment 
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requirements of VolP E9-1-1 infrastructure than in 2006. While we increased the number of cell sites, 
subscribers and public safety answering points (PSAPs) served, our overall circuit and data access costs were 
relatively consistent year to year. For 2008, the cost of circuit and other data access costs accounted for 
approximately 13% of total direct costs of commercial service revenues. The cost of circuit and other data 
access costs accounted for approximately 15% and 11 % of the total direct costs of our commercial service 
revenues for 2007 and 2006 respectively. 

Commercial services gross profit for the year ended December 31,2008 was 9% higher than in 2007 on 
higher revenue with a comparable percentage increase in labor, fringe and contractor costs. Commercial 
services gross profit in 2007 was 4% higher than in 2006 based on improved operating efficiencies. 

Commercial Systems Revenue and Cost of Revenue 

We sell communications systems incorporating our licensed software for enhanced services, including text 
messaging and location-based services to wireless carriers. These systems are designed to incorporate our 
licensed software. We design our software to ensure that it is compliant with all applicable standards. 
licensing fees for our carrier software are generally a function of its volume of usage in our customers' 
networks. As a carrier's subscriber base or usage increases, the carrier must purchase additional capacity 
under its license agreement and we receive additional revenue. We may also realize license revenue as a 
result of infringement claims that we make in enforcing our patents. In 2006, we reached a settlement on a 
patent infringement case and won a jury award of more than $10 million in another infringement case; no 
revenue has been recognized on the second case pending post trial motions, appeals, and potential 
settlement. 

Commercial systems revenue in 2008 was 127% higher than in 2007 due to higher sales of licenses for text 
messaging capacity and customer hardware upgrades. Commercial systems revenue in 2007 was 4% lower 
than in 2006 due mainly to lower sales of text messaging licenses. 

The direct cost of commercial systems consists primarily of compensation, benefits, purchased equipment, 
third-party software, travel expenses, and consulting fees as well as the amortization of both acquired and 
capitalized software development costs for all reported periods. The direct cost of the license component of 
systems is normally very low, and the gross profit very high since the software development efforts were 
expensed in prior periods. The direct cost of systems includes amortization of software development costs of 
$2.1 million, $1.5 million, and $1.3 million, respectively, in 2008, 2007, and 2006. 

Our commercial systems gross profit was $28.5 million in 2008, a 148% or $17.0 million increase from 
2007. Commercial systems gross profit was $11.5 million in 2007, or a 4% decrease from 2006. Systems 
gross margins are higher in periods when systems revenue includes a higher proportion of software licenses 
relative to third party system components and integration labor, as was the case in 2008 and 2006. 
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Government Segment: 

2008 VS. 2007 2007 VS. 2006 
($ in millions) 2008 2007 __ 1_ __%_ ~ __ 1- % 

Services revenue u== ____ ~r)T36:~ ~- r29~:r:J~~L_llLL1L260/0LT~J 28.~ 
Systems revenue 81.4 39.6 41.8 106% 19.3 

[-~nJJ II 2O/~_ 
20.3 105% 

To::~~~:rnment Segmenf_~J I 111831 I I 168J I 114911.[1 ;;;[1 148.J I ! 12o.JDL4~Li 
Direct cost of services 29.2 22.8 6.4 28% 21.1 1.7 8% 
pirect cesi of syste~m~st====::::[[T6B.31 I ~-..:rT[35A[1 L:r:IQffilTr-12:7i [ [ [26.2IJII}~9'/~; 

Total Government Segment cost of 
revenue 97.5 55.7 41.8 75% 33.8 21.9 65% 

~_ervicesgro·-=ssC-p"'r"ofi"lt ____ ---'[J:T7Xn [ M I I I 1.2[ I LLt8o/UT[jliL- -,-I~I--,-[ (L'1",.O.l:DI(1_1'%Y! 
Systems gross profit 13.1 6.7 6,4 96% 6.7 NM 

_"fo~rt"(ljrnmenf_se_gm_e_nt_gr_os_s "-<I ~"-lb2",,,o[J ~uI13LQJ 7.J III 580/J L~114.1JJL~11 7%0 
Segment gross profit as a percent of 

revenue 18% 19% 30% 

(1) See discussion of segment reporting in Note 20 to the audited Consolidated Financial Statements 
presented elsewhere in this Annual Report on Form 10~K. (NM = Not meaningful) 

For 2008, Government Segment revenue increased 72% reflecting increases in both services and systems 
revenue. Government Segment revenue in 2007 and 2006 increased 44% and 32%, respectively, reflecting 
increases in both services and systems revenue. During the third quarter of 2006, we were one of six vendors 
selected by the U.S. Army to provide secure satellite services and systems under a five year contract vehicle, 
with a possible maximum value of up to $5 billion for the six vendors. The WWSS contract vehicle is expected 
to continue to contribute significant government systems sales growth through 2011. The Company's 
Government Segment has been awarded participation as a prime or sub~contractor to provide similar 
satellite-based technology under several other contract vehicles. For the year ended December 31, 2008, the 
Company was awarded 6 new delivery orders and received incremental funding against two delivery orders 
initially issued in 2008 under the WWSS vehicle with a total contract value of $84.5 million, of which 
$61.6 million was fulfilled, resulting in 2008 revenue. The total potential value of all WWSS awards received to 
date is $366.7 million of which $124 million has been funded which we currently expect to fulfill over the next 
three years. 

Government Services Revenue and Cost of Revenue: 

Government services revenue increased to $36.9 million in 2008 from $29.3 million in 2007 and 
$28.6 million in 2006. These increases were generated by new and expanded~scope contracts resulting from 
increased sales emphasis on communications and information technology service work, increased revenue 
generated from satellite airtime services using our teleport facilities, and maintenance and field support 
associated with our systems sales. Continuing growth is expected from higher usage of our teleport ~related 
services and continuing incremental additions of technical outsource service personnel. System maintenance 
fees are collected in advance and recognized ratably over the maintenance periods. 

Direct cost of government service revenue consists of compensation, benefits and travel incurred in 
delivering these services, as well as satellite space segment purchased for resale to government customers. 
These costs increased as a result of the increased volume of service in all three years. 

Our gross profit from government services increased to $7.7 million in 2008 from $6.5 million in 2007 and 
$7.5 million in 2006. The growth in 2008 was realized from professional services, teleport usage, and 
maintenance on the installed base of systems. The decline in gross profit in 2007 was due to the lower 
average margins as a result of tighter average pricing in 2007 due to competition for the contracts as they were 
renewed or newly won. Gross profit as a percentage of revenue decreased in all three years as a result of 
lower average pricing on our mix of government customer contracts. 
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Government Systems Revenue and Cost of Revenue: 

We generate government systems revenue from the design, development, assembly and deployment of 
information processing and communication systems, primarily deployable satellite-based communication 
systems, and integration of those systems into our customer networks. These are largely variations on our 
SwiftLink® product line, which are lightweight, secure, deployable communication systems, sold to units of the 
U.S. Departments of State, Justice and Defense, and other government agencies. Government systems sales 
more than doubled to $81.4 million in 2008 from $39.6 million in 2007, which was more than double the 
$19.3 million in 2006. The increases over the last three years in systems revenues were primarily due to 
increases in sales volume from the fulfillment of task orders under the Wl/VSS 5-year contract vehicle, for 
which TCS was one of six awardees in September 2006. In July 2008, TCS was named the sale awardee of a 
delivery order contract with a potential value of $246 million over the next several years, under the Wl/VSS 
procurement vehicle. 

The cost of our government systems revenue consists of purchased system components, compensation, 
benefits, travel, and the costs related to third-party contractors that we engage. These costs have increased 
over the three years presented as a direct result of the increase in volume. These equipment and third-party 
costs are variable for our various types of products, and margins may fluctuate between periods based on 
pricing and product mix. 

Our government systems gross profit in 2008 increased 96% over 2007 primarily due to higher sales 
volume under the Wl/VSS procurement vehicle. Government systems gross profit was the same at $6.7 million 
in 2007 and 2006. In 2007, the effect of lower margins was offset by an increase over 2006 volume. 

Operating Expenses: 

Research and Development Expense: 

2007 vs. 
2008 vs. 2007 2006 

~($~I~n~m~III~IO~n~S~)==:;::;:;==.;;;;==~~20~O~8';;---,--d.2007 _$_ ~ 2QQL _$_ .!!.. 
,~s~arcb and~~~ieJQiimen' ex~nse __ LUJ§,J( 1 H13. 'r'I-;;~:;:1 "3". ,e-I 'I -;1:;:1"2~"""Y,'1 --->U;=;:~_;;1~::=~~~~. TI--;;::~ .. ~LMT]I4['.hl 
Percent of revenue 7% 9% 10% 

Our research and development expense consists of compensation, benefits, and a proportionate share of 
facilities and corporate overhead. The costs of developing software products are expensed prior to establishing 
technological feasibility. Technological feasibility is established for our software products when a detailed 
program design is completed. We incur research and development costs to enhance existing packaged 
software products as well as to create new software products including software hosted in our network 
operations center. These costs primarily include compensation and benefits as well as costs associated with 
using third-party laboratory and testing resources. We expense such costs as they are incurred unless 
technological feasibility has been reached and we believe that the capitalized costs will be recoverable. 

The expenses we incur relate to software applications which are being marketed to new and eXisting 
customers on a global basis. Throughout 2008, 2007, and 2006, research and development was primarily 
focused on cellular and hosted location-based applications, including Voice over IP E9-1-1, enhancements to 
our hosted location-based service platform, and wireless location-based service applications. Management 
continually assesses our spending on research and development to ensure resources are focused on products 
that are expected to achieve the highest level of success. In 2008, 2007, and 2006, we capitalized $0.5 miliion, 
$1.5 million, and $1.8 million, respectively, of software development costs for certain software projects in 
accordance with the above policy. The capitalized costs relate to our wireless location-based software. These 
costs will be amortized on a product-by-product basis using the straight-line method over the products' 
estimated useful life, not longer than three years. Amortization is also computed using the ratio that current 
revenue for the product bears to the total of current and anticipated future revenue for that product (the 
revenue curve method). If this revenue curve method results in amortization greater than the amount 
computed using the straight-line method, amortization is recorded at that greater amount. Amortization of 
software development costs is 
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recorded as a direct cost of revenue. We believe that these capitalized costs will be recoverable from future 
gross profits generated by these products. 

Research and development expense increased 24% in 2008 from 2007, primarily since software 
developers spent less time on work that was subject to capitalized expenditure accounting (discussed above), 
increased Company personnel assigned to software development work, and higher variable compensation in 
2008. Research and development expense increased 4% in 2007 from 2006. This increase is mainly due to 
more Company personnel assigned to software development work during 2007 than in 2006. 

Our research and development expenditures have yielded more than 65 patents, primarily for wireless 
messaging and location technology, and more than 210 pending patent applications. We believe that the 
intellectual property represented by these patents is a valuable asset that will contribute positively to our 
results of operations in 2009 and beyond. 

Sales and Marketing Expense: 

2007 vs. 
2008 VB. 2007 2006 

~IS~i~n~m~iII~iO~n~S~';;~~~~====~~20~O~8~-'--i~2~OO~7~ __ $_ ~ ~ _$_ % 
Sales and markelin~~en~s~e ___ ~~$~1 ~13~.~i!oTl. ntt9r.r~:1.1:a:L IT1~%T::~IJ1-tLLllhlLl~L~""J 
Percent of revenue 6% B% 9% 

Our sales and marketing expense includes compensation and benefits, trade show expenses, travel costs, 
advertising and public relations costs as well as a proportionate share of facility-related costs which are 
expensed as incurred. Our marketing efforts also include speaking engagements, and attending and 
sponsoring industry conferences. We sell our software products and services through our direct sales force 
and through indirect channels. We have also historically leveraged our relationships with original equipment 
manufacturers to market our software products to wireless carrier customers. We sell our products and 
services to agencies and departments of the U.S. government primarily through direct sales professionals. 
Sales and marketing costs increased 15% and 2% in 2008 and 2007, respectively, primarily as a result of 
adding additional Government Segment sales personnel, increased public relations fees, and an increase of 
approximately $0.9 million in variable compensation charges. The increase in 2007 was partially offset by 
reductions in senior sales and marketing executive staff costs. 

General and Administrative Expense: 

2008 vs. 2007 
($ In millions) 2008 2007 _$_ ~ 

~eneral and admln.~~~~!ive ~~p_en~_e ___ _ l~J28,2inT19:~1 "~IB.9.I"1145;%1 
Percent of revenue 13% 13% 

2007 VS. 2006 

_S_ ~ 
l-r1t.q 1-$[-2:3; 1 rI14i% 

14% 

General and administrative expense consists primarily of costs associated with management, finance, 
human resources and internal information systems. These costs include compensation, benefits, professional 
fees. travel, and a proportionate share of rent, utilities and other facilities costs which are expensed as 
incurred. The increase in 2008 included a charge for vacating a leased facility in Tampa, Florida, earlier than 
its December 2009 expiration, and variable compensation of $8 million related to record revenue, operating 
profit, and net income for the year in accordance with formulas established for key employees at the beginning 
of the year. The 14% increase in 2007 over 2006 was primarily attributable to higher legal and advisory fees 
associated with intellectual property related activity. 
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Depreciation and Amoriization of Property and Equipment: 

2008 vs. 2007 2007 vs. 2006 
($ in millions) 2008 2007 _$_ ~ 2006 _$_ ~ 

Det:aepCe-i~-~O~n~-~g-~m-iP"."~-rt,.,e-i~,,~-t~i-o~n ~Of~ mjl1sInls.ll ~ I (0.3\ I II-;J&LIT B.d I1GJI~)j 
Average gro-ss-cost of property and 

equipment $ 50.4 $ 50.3 $ 0.1 NM $ 52.0 $ (1.7) (3%) 

Depreciation and amortization of property and equipment represents the period costs associated with our 
investment in information technology and telecommunications equipment, software, furniture and fixtures, and 
leasehold improvements. We compute depreciation and amortization using the straight-line method over the 
estimated useful lives of the assets. The estimated useful life of an asset generally ranges from five years for 
furniture, fixtures, and leasehold improvements to three to four years for most other types of assets including 
computers, software, telephone equipment and vehicles. In 2008 and 2007, our depreciable asset base has 
decreased as a result of assets purchased in previous years becoming fully depreciated. 

Amortization of Acquired Intangible Assets: 

2008 vs. 2007 

~($~i~n~m~ill~io~n:S~)~;;;;;;;;;;~~~====~~2;0~0~8~~~2~00~7; __ $_ % 
lb._r:nortization ofacguired i~t~lJg,i,?le a-~sets ~ 10.11 I ~ I,Q.:,1rT~Jfr:.:::rl1 I NM I 

2007 VS. 2006 

2QQ!.. _$- ~ 
$ I 0.11 I, _,~J :LICNMJ 

The acquired intangible assets associated with the Kivera Acquisition are being amortized over their useful 
lives of between five and nineteen years. The expense recognized in 2008, 2007, and 2006 relates to the 
intangible assets acquired in this acquisition, including customer lists, customer contracts, trademarks, and 
patents. 

Interest Expense: 

2008 vs. 
2007 

2007 VS. 
2006 

~($;i~n;,m~i:::lI:::io~n~S~) ~:-::-:::;;:;;:::;::==:-:::,,~2;0~08!', 2007 _$_ ~ 2006 _$_ ~ 
;Jnieresf-expense incurredCi-nnoies--- [-- ----rCUJI[---- -T -[ I I "J[n-[[['l----] 
, payable and u~der our bank ,lJL _~ 0.9 @§'Yol. __ ~"l., .. _lhl i , ' _<f.'o" 

Interest expense is incurred under notes payable, an equipment loan, a line of credit, and capital lease 
obligations. Interest on notes, is primarily at stated interest rates of between 0.25% above prime rate and 
10.35% and line of credit borrowing is at the bank's prime rate, which was 3.25% as of December 31,2008. 

On June 25, 2007, we refinanced $10 million secured notes with a new five year term loan payable to our 
principal bank. The borrowing rate under the new term loan is the prime rate plus 0.25% per annum (3.5%, at 
December 31, 2008) and the loan is repayable in equal monthly installments of $0.2 million plus interest. The 
funds were used primarily to retire the March 2006 secured notes. This refinancing resulted in the $2.4 million 
write-off of unamortized debt discount and debt issuance expenses in the second quarter of 2007. In March 
2006, we issued $10 million of secured notes, with cash interest at the rate of 14% per annum, along with 
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warrants to purchase an aggregate of 1.75 million shares of our Class A Common Stock at an exercise price of 
$2.40 per share (2006 Warrants), 

In December 2006, we borrowed $5 million from Tatonka Capital under a 3 year note secured by the 
accounts receivable of one customer. Effective March 28, 2008, we paid this debt in full and modified the terms 
of the note to a line of credit. Under the line of credit agreement, the maximum indebtedness of the line is 
equal to the current maximum debt of $3.2 million ($1.7 million at December 31,2008) less $0.2 million per 
month for the number of full months that have expired since the effective date. The maturity date of the line of 
credit is December 28, 2009. The borrowing rate is the London InterBank Offered Rate (LiBOR) plus 500 basis 
points. The Company has not borrowed against this Tatonka line. 

Our bank line of credit expires in June 2010, and our maximum line of credit is $22 million. Borrowings at 
any time are limited to an amount based principally on accounts receivable levels as defined in the amended 
line of credit agreement. Our potential borrowing under the amended line of credit agreement is also reduced 
by the amount of letters of credit outstanding which totaled about $2.3 million at December 31,2008. There 
were no borrowings under our bank line of credit during 2008. 

Cash interest expense on notes payable was lower for the year ended December 31, 2008 due to the 
lower-cost refinancing in 2007 of higher priced March 2006 debt, and lower average bank borrowings. Interest 
on capital lease financing was about the same in both periods. Cash interest expense on notes payable was 
slightly higher for the year ended December 31, 2007 than in 2006 mainly due to the effect of the higher priced 
March 2006 debt while it was outstanding. The interest incurred on the March 2006 notes, partially offset by 
reduced average principal balances on our revolving credit and other notes payable, caused our total interest 
expense to be higher in 2006. 

Deferred financing fees relate to the up-front expenditures at the time of contracting for notes payable and 
our revolving line of credit facility, which are being amortized over the term of the note or the life of the facility. 
The higher 2007 and 2006 amortization reflects fees to borrow the 2006 Notes. 

The amortization of debt discount in 2007 and 2006 relates to the 2006 Warrants as well as adjustment to 
the terms of warrants issued in connection with 2004 financings. The value of the 2006 Warrants was 
estimated to be $2.9 million, determined using the Black-Scholes option-pricing model, which was recorded as 
a debt discount and additional paid-in capital in 2004. The value of the adjustments to the 2004 Warrants was 
estimated to be $0.6 million using the Black-Scholes option-pricing model, which was recorded as a debt 
discount and additional paid-in capital in the first quarter of 2006. The total debt discount at issuance was 
being amortized to interest expense over the three year life of the 2006 Notes, yielding an effective interest 
rate of 15.2%. The 2006 Notes were written off with the 2007 refinancing. 

Our capital lease obligations include interest at various amounts depending on the lease arrangement. Our 
interest under capital leases fluctuates depending on the amount of capital lease obligations in each year, and 
the interest under those leases, has remained relatively constant since 2006. The interest cost of capital lease 
financings was about the same in the years ending December 31, 2008, 2007, and 2006. 

Our interest and financing expense decreased in 2008 over 2007 primarily as a result of retiring our March 
2006 and December 2006 borrowings. Interest and financing expense increased in 2007 over 2006 due mainly 
to the write-off of the amortization of debt discount and financing fees associated with the refinancing of our 
March 2006 debt. 

Other Income, Net: 

($ in millions) 

Foreign cu'rrency translationl transaction, 
(loss)/galn 

Miscellaneous other (expense)1 income ---

[Total other Jncome, net 
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Forthe year ended December 31,2008, Other income, net consisted primarily of $0.7 interest income 
earned on investment accounts, and $0.1 million net gain on foreign currency translation/transaction, which is 
dependent on fluctuations in currency exchange rates. We record the effects of foreign currency translation on 
our cash, receivables and deferred revenues that are stated in currencies other than our functional currency. 
The Company also recorded a 2008 loss of $0.8 million from the decline in the fair market value of certain 
securities considered to be other than temporary. The other components of other income, net, were about the 
same as in periods. 

Income Taxes: 

The Company accounts for income taxes in accordance with SFAS No.1 09, Accounting for Income Taxes 
("SFAS 109"). Under SFAS 109, deferred tax assets and liabilities are computed based on the difference 
between the financial statement and income tax basis of assets and liabilities using the enacted marginal tax 
rate. Upon the adoption of FIN 48 on January 1, 2007, the estimated value of the Company's uncertain tax 
positions was a liability of $2.7 million resulting from unrecognized net tax benefits which did not include 
interest and penalties. The Company recorded the estimated value of its uncertain tax position by reducing the 
value of certain tax attributes. The Company would classify any interest and penalties accrued on any 
unrecognized tax benefits as a component of the provision for income taxes. There were no interest or 
penalties recognized in the consolidated statement of income for year ended December 31, 2008 and the 
consolidated balance sheet at December 31, 2008. The Company does not currently anticipate that the total 
amounts of unrecognized tax benefits will significantly increase within the next 12 months. The Company files 
income tax returns in U.S. and state jurisdictions. As of December 31, 2008, open tax years in the federal and 
some state jurisdictions date back to 1999, due to the taxing authorities' ability to adjust operating loss carry 
forwards. 

SFAS 109 requires that the net deferred tax asset be reduced by a valuation allowance if, based on the 
weight of available evidence, it is more likely than not that some portion of all of the net deferred tax asset will 
not be realized. 

This process requires the Company's management to make assessments regarding the timing and 
probability of the ultimate tax impact. The Company records valuation allowances on deferred tax assets if 
determined it is more likely than not that the asset will not be realized. Additionally, the Company establishes 
reserves for uncertain tax positions based upon our judgment regarding potential future challenges to those 
positions. Actual income taxes could vary from these estimates due to future changes in income tax law, 
significant changes in the jurisdictions in which the Company operates, our inability to generate sufficient future 
taxable income or unpredicted results from the final determination of each year's liability by taxing authorities. 
These changes could have a significant impact on the Company's financial position. 

Deferred tax assets consist primarily of net operating loss and tax credit carryforwards as well as deductible 
temporary differences. Prior to 2008, the Company provided a full tax valuation allowance for federal and state 
deferred tax assets based on management's evaluation that the Company's ability to realize such assets did 
not meet the criteria of "more likely than not". The Company has continuously evaluated additional facts 
representing positive and negative evidence in the determination of its ability to realize the deferred tax assets. 
In the year ended December 31, 2008, management has determined, as the result of cumulative income and 
anticipated future taxable income, that it is now more likely than not that these deferred tax assets will be 
realized in the future. Accordingly, the Company determined that it is appropriate to reverse the deferred tax 
asset valuation. This has resulted in a benefit to deferred tax expense of $33.3 million for the year 2008. 

Discontinued Operations: 

In 2007, the Company sold its Enterprise division operations, which had previously been included in our 
Commercial Segment. Accordingly, the assets, liabilities, and results of operations for the Enterprise assets 
have been classified as discontinued operations for all periods presented in the Consolidated Financial 
Statements included elsewhere in this Annual Report on Form 1 O-K in accordance with Statement of Financial 
Accounting Standards No. 144, Accounting (or the Impairment or Disposal of Long-Lived Assets (Statement 
No. 144). 
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Effective January 1, 2007, the Company sold two of its three Enterprise units to strategic buyers for 
common stock in the acquiring publicly traded companies valued at approximately $1 million and earnMout 
arrangements. As at December 31, 200B, we wrote down the investments by $O.B million. The Company does 
not expect to receive material payments from the earn-out arrangement. During May 2007, the last Enterprise 
unit was sold for $4 million in cash of which $0.2 million was in escrow and was released in June 2008, a 
$1 million 1B-month note which was paid in full in November 200B, and $0.2 million in equity interest. 

The following table presents income statement data for the Enterprise division, currently reported as 
discontinued operations. The 2005 results were previously reported as part of the results of our Commercial 
Segment. 

2008 VS. 2007 2007 V5. 2006 

~($=.i;n~m=I=II=lo=n=S)========~~====~~20~O~8~~2~O~O~7~ __ $__ ~ 2006 ___ $ __ 
trolal revenue 1 ~ 1-=1 1 ~ 1 5.~ L1T(S:6)TTllOQ%J ~ 1 26.1l 1 $1 (20.4)1 

~ 
; 1-(78:%) j 

Total gross profit 0.8 $ (0.8) 100% 4.5 LE) (82%) 

tOSS from discontinued operalions, ...... [-'k '['J' I ~' ~ I ~ I Jill r'] -b"I-- lLll I I 'l--r- "1 
... $

i.n .. 1c_5_IU.5dimn~'112'_00i'.o6 ... impa. irment charges Of ... _._._. _ . __ i
t
_' (Q... .. I i ~~ . 100,'" ______ (,:3,7, I!. ..2:lA I 99,% 

Net Income/(Ioss): 

2008 vs. 2007 vs. 
2007 2006 

~($~I~n~m~I~IIi~O~nS~)':;:;;;=;;;;:;:::'-T 2008 .2.Q..QL __ $_ % 2006 __ $_ ~ 
~e~~~~~I~~~IOSS)frOm cO:linuin

g I ~l;] I ~ I (1~\In5B,~ I I I 5,86d% I Q III (3.0\]]1(15J:J 
Loss from discontinued operations _____ --.JQ.1) 0.3 100%~) 23.4 99% 
N~t incomef(lossL ____ n___ I' JtT~_7,§)J_~-"JJ1J[C~J_~~._~Cr-I--14;5j11% I . -- ~_ 1-<?1,?H __ §J 20~J_Lr:---9-41'Y~ 

Net income/(Ioss) changes for each year are as a result of the discussions above. 
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