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“B l i n k i n g  f i r s t ”  a n d  C o u n t e r  O f f e r i n g  t h e  R e a l  E s t a t e  S i t e  A c q u i s i t i o n  R e p r e s e n t a t i v e

W i t h  a  D o l l a r  P r i c e  i n  t h e  I n i t i a l  C o n v e r s a t i o n .

I t ’s  human nature  to  respond to  an offer .  The tower leasing rep may throw out  a  number

$500,  $600,  $700,  and the property owner  says $1,000 or  $2,000 hoping to  meet  somewhere

in the middle ,  without  doing any research into the company or  carr ier  making the offer  or

without  the tower company spending any money on your  property on things l ike a  survey

or  other  i tems.  Well ,  the  cel l  tower  company's  s i te  acquis i t ion representat ive told me they

needed an answer immediately or  they would go to  another  locat ion,  so I  threw out  a

number.

S i g n i n g  a n  O f f e r  L e t t e r ,  D e a l  M e m o r a n d u m ,  L e t t e r  A g r e e m e n t  o r  T e r m  S h e e t  t h a t  i s  U s e d

t o  L o c k  y o u  i n t o  c e r t a i n  b u s i n e s s  t e r m s .

Even i f  they said,  “don ’ t  worry,  i t ’s  non-binding”  th is  document  wil l  s t i l l  be  used to  shame

you and discourage you from seeking addi t ional  advice on the t rue value of  the s i te .  In

some states  a  term sheet  is  actual ly  a  legal  document  and can be used to  force you to

accept  than favorable  terms and at  the very least  i t  i s  an at tempt  for  the wireless

acquis i t ion consul tant  to  gui l t  you into taking a  less  valuable .  I t ’s  our  pol icy that  nothing

is  complete  unt i l  i t ’s  s igned.

T e l l i n g  t h e  t o w e r  l e a s i n g  r e p r e s e n t a t i v e  a t  t h e  o n s e t  t h a t  y o u  w a n t  t o  h a v e  a  s h a r e  i n

t h e  t o w e r  l e a s e  r e v e n u e  f r o m  a d d i t i o n a l  t e n a n t s .

Do not ,  I  repeat ,  do not  blur t  out  that  you want  to  receive a  revenue share  of  the potent ia l

tenants  subleasing revenue.  I t  i s  of ten a  deal  ki l ler .  They are  t ra ined to  te l l  you “no” .  Is  i t

possible  to  obtain co-locat ion,  subleasing revenue or  rental  revenue share? Absolutely!

When should you discuss  this?  Only af ter  they have provided you with a  survey or  “ lease

ext  asking the lease buyout  consul tant  why they want  to  buy their  lease when they are

trying to  convince you that  technology advances increases  your  r isk of  obsolescence.
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Negotiating a New Cell Tower Lease - Common Mistakes
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T r y  t o  n e g o t i a t e  a  c e l l  t o w e r  l e a s e  r a t e  b a s e d  o n  a  p r i c e  p e r  s q u a r e  f o o t  o r  b y  t h e

n u m b e r  o f  a n t e n n a s  o n  t h e  r o o f t o p ,  o r  o n  t h e  “r a n g e ”  o f  r e n t a l  p r i c e s  i n  t h e  a r e a .

Cell  tower lease rates  are  determined on a  s i te  by s i te  basis .  One needs to  understand al l

aspects  of  s i te  development  to  be able  to  determine the cost  of  developing a  s i te  and what

i ts  value is  to  the network the s i te  wil l  be made a  par t  of .  I f  a  consul tant  ta lks  in  terms of

lease pr ice  ranges for  an area or  t ry  basing the pr ice  on a  per  square foot  basis ,  they are

ei ther  lying to  you or  ignorant .  Factors  such as  radio frequency engineer ing,  ini t ia l

construct ion costs ,  avai lable  competing propert ies ,  zoning regulat ions,  e tc . . .  a l l  need to  be

brought  into the equat ion to  accurately determine fair  market  pr ic ing of  a  specif ic  s i te .

G o i n g  i n t o  a  n e g o t i a t i o n  ( b l i n d l y )  w h i l e  n o t  u n d e r s t a n d i n g  t h e  d i f f e r e n c e  b e t w e e n  a

L e a s e  D i r e c t l y  w i t h  a  c e l l  c a r r i e r  v s  a  T o w e r  d e v e l o p e r  l e a s e .

Developer  leases  usual ly  do not  have as  much meat  on the bone as  a  direct  carr ier  lease.

When a  carr ier  bui lds  a  tower,  they are  generat ing revenues from both the ver t ical  real

estate  subleasing and the cel l  phone use of  the tower.  Tower developers  are  only

generat ing revenue through ver t ical  real  es ta te  subleasing.  Tradi t ional ly  you can expect  to

receive more rental  income from a carr ier  than you can from a tower developer .

S i g n  a  l e a s e  o r  o p t i o n  i n  e x c e s s  o f  3 0  y e a r s .

Longer  is  not  bet ter  for  landlords .  Do not  accept  a  90,  80,  70,  60 or  50-year  lease.  That ’s

crazy.  I f  they want  40 years  they bet ter  make i t  worth your  while .  The industry s tandard is

a  25-year  lease with a  f ive-year  ini t ia l  term and 4 addi t ional  automatic  renewal  terms of

f ive years  each and three percent  annual  rental  escalat ions.

T r u s t i n g  t h e  S i t e  A c q u i s i t i o n  R e p r e s e n t a t i v e  a n d  f a l s e l y  b e l i e v i n g  t h a t  t h e y  a r e  y o u r

f r i e n d  a n d  w o r k i n g  i n  y o u r  B e s t  i n t e r e s t .

Some property owners  actual ly  make the huge mistake of  thinking that  the leasing

representat ive al though fr iendly can be t rusted.  They don ’ t  work for  you,  they work for

their  c l ients ,  the carr iers  and tower companies .  Just  l ike in  sales  jobs,  the company doing

the sel l ing doesn ’ t  h i re  bel l igerent  nasty people  to  represent  them. They hire  charming,

affable  individuals  to  accomplish their  goals .  They are  incent ivized to  lower your  and get

other  provis ion and terms for  their  employer  that  are  not  desirable  for  your  posi t ion.  They

are also t ra ined to  sow doubt  in  your  mind regarding guidance that  has  been provided by

professionals  that  you have hired to  look out  for  your  best  interest .  The best  pol icy for

landlords  is  to  remove themselves  f rom direct  negot ia t ions with the s i te  acquis i t ion

representat ives  and le t  your  hired professionals  deal  with them direct ly .

"N O  E N E M Y  I S  W O R S E  T H A N  B A D  A D V I C E . "  -  S O P H O C L E S



N e g o t i a t i n g  w i t h o u t  k n o w i n g  w h o  t h e  t e n a n t s  a n d  s u b t e n a n t s  a r e  o n  t h e  t o w e r .

Knowledge is  power.  And assume that  the tower company never  wants  you to  have enough

knowledge about  the value of  the tower lease they are  t rying to  extend.  You should t ry  to

f ind out  who the anchor  tenant  is  and i f  they have added any addi t ional  tenants  to  the

tower.  The more tenants ,  the more revenue is  being generated.  Does your  tower look l ike i t

is  loaded or  is  i t  k ind of  empty looking? You can research at  your  local  bui lding

department  to  see who has  pul led electr ical  permits  or  look to  see at  the base of  the tower

if  any of  the cabinets ,  shel ters  or  e lectr ical  meters  are  labeled? A single  carr ier  cel l  tower

does not  have as  much meat  on the bone as  a  mult i - tenant  cel l  tower  when i t  comes t ime to

extend or  renegot ia te  the lease.

S i g n  a  r e n t  g u a r a n t e e  o r  l e a s e  o p t i m i z a t i o n  t e r m  s h e e t .

There is  a lmost  no good reason whatsoever  to  s ign a  rent  guarantee or  lease opt imizat ion

term sheet .  The company that  convinces  you to  agree to  a  rent  reduct ion wil l  receive a

residual  payment  aka kickback for  helping the carr ier  save money.  The carr ier  is  never

going to  guarantee you beyond the normal  l i fecycle  of  the cel l  s i te  i tself .  Networks are

driven by the technical  design and they are  not  going to  “ lock in”  for  any s i te  that  would

be obsolete  in  the future .  This  is  nothing more than an at tempt  to  lower your  rent  or  to

agree to  terms for  a  per iod that  they know that  wil l  remain in  that  locat ion anyway for  that

t ime per iod.  The carr iers  and tower companies  refer  to  such programs a  “ lease

opt imizat ion”  when in  real i ty  i t  should be cal led “manipulat ing landlords  through fear”

programs.  Enjoy col lect ing as  much rent  as  you can for  as  long as  you can,  i f  a  s i te

becomes f inancial ly  unviable  le t  them send you a  terminat ion not ice  and decommission

your  tower.

E x t e n d i n g  a  l e a s e  A g r e e m e n t  i n  e x c e s s  o f  3 0  y e a r s .

A longer  extension is  not  bet ter  for  landlords .  I f  they want  to  extend your  lease,  use the

f ive-year  increments  as  bargaining chips .  I f  they want  40 years  they bet ter  make i t  worth

your  while .  The goal  is  to  give the tower company enough t ime to  market  your  tower

locat ion without  giving them too much t ime.

A D V I C E . "  -  S O P H O C L E S
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RENEWING a Cell Tower Lease - Common Mistakes



N o t  c h e c k i n g  t o  s e e  i f  t h e  c a r r i e r  i s  i n  c o m p l i a n c e  w i t h  t h e i r  l e a s e .

Cell  s i te  landlords  with rooftop cel l  s i tes  of ten never  pul l  out  their  tape measures  to  see i f

the carr ier  is  actual ly  taking up the 150 square feet  or  200 square feet  they are  supposed to

be occupying in  their  lease agreement ,  or  have they been using more space or  have they

added more equipment  than permit ted by the lease? We est imate  that  approximately 30

percent  of  rooftop cel l  s i tes  and 5 percent  of  tower locat ions are  not  in  compliance and

could be renegot ia ted for  bet ter  terms i f  landlords  took the t ime to  ver i fy  what  is  actual ly

on their  property.  In  a lmost  every instance,  when negot ia t ing a  lease amendment ,  carr iers

and tower companies  wil l  t ry  to  s l ide in  language that  s ta te  that  “no defaul ts  exis t ,  and

that  they lease is  in  compliance with al l  terms.”  This  would el iminate  any abi l i ty  for  the

landlord in  the future  to  force them to correct  any deviat ions in  design in  the exhibi ts  f rom

what  has  actual ly  been bui l t  on the property.  IMPORTANT…  Having the knowledge

regarding the carr iers ’  non-compliance per ta ining to  the s i te  design can give you the

leverage that  you need to  maximize the revenues generated from any amendment  to  the

lease.

G i v e  t h e  t o w e r  c o m p a n y  a  R i g h t  o f  F i r s t  R e f u s a l .

The ROFR provis ion is  one of  those leasing terms that  the tower companies  want  to  impose

on cel l  tower  landlords  without  giving up much in  re turn,  hoping they wil l  “ just  accept  i t”

using euphemisms l ike “ l imited r ight  of  f i rs t  refusal .”  A l imited r ight  of  f i rs t  refusal  is

just  l ike put t ing the word “sl ight ly”  in  f ront  of  the word “pregnant” .  The carr iers  and

tower developers  l ike to  have these provis ions to  protect  their  investment  as  they are

afraid a  s i te  could be sold out  f rom underneath them to a  potent ia l  compet i tor .  The real

reason they place the ROFR language in  the amendments  is  that  i t  wi l l  substant ia l ly  lower

the values  that  cash-f low companies  are  wil l ing to  pay for  such a  s i te .  The reason the lease

buyout  f i rms shy away from leases  with ROFR provis ions is  based on human nature  as  the

people  buying these are  working on commission and they are  not  going to  place t ime and

effor t  in  negot ia t ing a  fa i r  purchase pr ice  with you knowing that  a  tower company would

simply match their  pr ice  e l iminat ing their  abi l i ty  to  earn a  commission.  There are  ways to

give the tower companies  what  they need to  have a  level  of  comfort  without  dr iving down

the value of  your  lease agreement ,  and save you t ime and money in  the event  you wish to

sel l  your  parent  parcel  without  their  interference.  Landlords  should also never  accept

Confident ia l i ty  or  Non-Disclosure provis ions as  these are  just  a t tempts  to  l imit  your

abi l i ty  to  share  your  lease with any third par ty  who may be interested in  purchasing the

rental  s t ream cash f low or  advis ing you in  the future .

A D V I C E . "  -  S O P H O C L E S
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I m p r o p e r  m a n a g e m e n t  o f  e l e c t r i c a l  s u b m e t e r  b i l l i n g  r e i m b u r s e m e n t s .

On many rooftop cel l  s i te  instal la t ions for  one reason or  another ,  the carr ier  was unable  to

obtain a  direct  e lectr ical  meter  f rom the ut i l i ty  company and they instal led an electr ical

submeter  which the bui lding owner  was supposed to  monitor  and reconci le  with the carr ier

for  re imbursement .  Over  the years  we have seen many instances of  wireless  landlords  who

completely forgot  to  bi l l  the  carr ier  or  neglected to  bi l l  the  carr ier  and ended up

subsidizing their  presence for  years  and even for  decades.  Carr iers  wil l  of ten argue a

statute  of  l imitat ions exis ts  for  recovering lost  re imbursements .  I f  you are  a  cel l  tower

landlord we know you are  probably weal thy and can afford to  lose $100,000,  $200,000 or

even up to  $800,000 in  money that  you spent  to  pay for  the carr ier ’s  e lectr ical  expenses ,

and you should probably disregard everything we are  saying here .

L e t t i n g  t h e  c l o c k  t i c k  d o w n  b e l o w  t w o  y e a r s  b e f o r e  n e g o t i a t i n g  a  t o w e r  l e a s e  e x t e n s i o n .

There ’s  a  difference between rooftop cel l  s i tes  and tower leases  when i t  comes to

extending the leases .  I t  typical ly  takes  about  two years  for  a  carr ier  to  f ind,  lease,  zone

and bui ld  a  typical  rooftop cel l  s i te ,  so they wil l  probably contact  you when you have less

than 5 years  to  extend the agreement .  Typical ly ,  the wireless  carr iers  wil l  f i rs t  come to

you via  a  third par ty  rent  reduct ion company to  get  a  “ rent  guarantee”  or  rent  reduct ion

while  threatening to  “exercise  their  terminat ion r ights”  i f  you don ’ t  “optimize your  lease”

to  make the s i te  “ f inancial ly  viable”  to  their  network.  Yes…  there  is  a  r isk that  many of

the urban rooftop cel l  s i tes  could become obsolete  in  the next  5-10 years  i f  mil l ions of  5G

small  cel ls  are  deployed in  the heavi ly  populated ci t ies .  There is  nothing you as  a  landlord

can do about  that .  But  giving a  rent  reduct ion won ’ t  ensure that  your  s i te  wil l  remain a

viable  par t  of  their  network in  the future .  That  is  solely determined by their  Radio

Frequency and Network Engineers ,  not  by their  account ing department .  With that  said,

there  is  no need to  extend a  rooftop lease for  more than three terms.  Now cel l  tower

landlords  are  a  different  s tory s ince most  are  not  direct  carr ier  leases  l ike rooftop but

rather  leases  with large tower management  companies  whose sole  revenue source is

ver t ical  real  es ta te .  As a  cel l  tower  landlord,  the biggest  mistake you could make is

thinking that  you are  helping your  s i tuat ion by al lowing the lease to  t ick town below two

years  unt i l  expirat ion before  you s tar t  negot ia t ing ser iously.  You are  actual ly  put t ing

yourself  in  a  worse posi t ion by not  extending the lease sooner .  The “sweet  spot”  for  cel l

tower lease extensions is  when you have between 10 years  and 5 years  remaining pr ior  to

lease expirat ion.

A D V I C E . "  -  S O P H O C L E S

“If you know the enemy and know yourself, you need not fear the result of a hundred battles. If you know

yourself but not the enemy, for every victory gained you will also suffer a defeat. If you know neither

the enemy  nor yourself, you will succumb in every battle." - Sun Tzu
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SELLING A CELL SITE RENTAL STREAM - Common Mistakes

N o t  a s k i n g  t h e  l e a s e  b u y o u t  c o n s u l t a n t  w h y  t h e y  w a n t  t o  b u y  t h e i r  l e a s e  w h e n  t h e y  a r e

t r y i n g  t o  c o n v i n c e  y o u  t h a t  t e c h n o l o g y  a d v a n c e s  i n c r e a s e s  y o u r  r i s k  o f  o b s o l e s c e n c e .

When you argue with a  cel l  tower  lease buyout  consul tant  you are  forget t ing that  most  of

the sales  agents  who keep cal l ing you know l i t t le  or  nothing about  cel l  towers  and they are

reading a  scr ipt .  Most  of  them have never  been to  a  cel l  tower  and know nothing other  than

what  their  companies  te l l  them to say.  The CEOs of  those companies  are  most ly  bankers

and have l i t t le  or  no wireless  industry experience and do not  understand how wireless

networks are  bui l t  and operated.  Don ’ t  waste  your  breath t rying to  argue with s tupid

people .  Just  te l l  them to give you their  best  offer .

N o t  k n o w i n g  w h o  i s  w h o  i n  t h e  m a r k e t  a n d  i f  t h e s e  c o m p a n i e s  w h a t  t h e y  c l a i m  t o  b e .

The cash f low purchase business  has  a t t racted many unscrupulous people  over  the years .

While  there  is  an endless  number of  companies  portraying themselves  as  f inancial

powerhouses  who have the depth of  knowledge to  make sure  that  your  are  get t ing a  great

deal ,  they are  real ly  just  a  small  group of  people  with a  fancy websi te  t rying to  get

between you and the real  end purchaser .  Many of  these f i rms have deals  where s i tes  are

instant ly  f l ipped back to  the carr ier  or  tower developer  as  a  set  mult iple .  In  some cases ,

these f i rms appear  to  be competing against  each other  when in  real i ty  they are  working

together  to  get  you to  sel l  a  lease cash f low.  You need the guidance of  an industry

professional  who can guide you through this  maze of  unholy al l iances  and offers  that  are

meant  to  confuse you.

U n d e r s t a n d  t h e  P r o c e s s  o f  H a n d l i n g  S i t e  M a i n t e n a n c e  I s s u e s  L i k e  R o o f t o p

D a m a g e  o r  W a t e r  D a m a g e  A f t e r  t h e  L e a s e  R e n t a l  S t r e a m  i s  s o l d .

Okay so you ’ve sold your  rooftop rental  s t ream for  a  half  mil l ion dol lars  and there  is  a

major  s torm,  and one of  the carr ier  subcontractors  punctured your  roof  and half  of  your

tenants  are  f looded.  Who are  you going to  cal l?  Though you are  sel l ing the cash f low and

or  the lease to  a  third par ty ,  you s t i l l  need to  have “ the  f lavor”  of  the lease terms s t i l l  be

enforceable  in  the easement  sale .  You need to  be able  to  direct ly  go af ter  the tower

company or  carr ier  in  the event  of  damage being done to  your  property.  We have seen

many instances where landlords  have cal led us  af ter  they have sold their  lease where there

were unable  to  reach to  the third par ty  that  purchased their  lease due to  the fact  that  the

company had sold the lease to  another  par ty .  What  complicated the deal  was that  there  was

no provis ion regarding damages and the carr ier  refused to  deal  with the owner  because

they had been not i f ied by the or iginal  purchase that  they were now the ent i ty  to  deal  with.

Craf t ing the language properly is  essent ia l .



TOWER GENIUS LLC PAGE  8

N o t  W a t c h i n g  Y o u r  T a x  I m p l i c a t i o n s  &  T a x  l a n g u a g e .

This  is  a  real ly  big issue that  can haunt  you for  as  long as  you own the property i f  not

handled properly.  Many cel l  tower  landlords  l ive for  years  with substandard tax language

in their  leases  and then think nothing about  sel l ing an easement  for  a  lump sum and not

addressing issues  that  can impact  them long af ter  the money from the cel l  s i te  has  been

spent .  In  many cases  the cashflow company representat ive wil l  make claims regarding tax

benefi ts  of  cer ta in  types of  deals .  They are  not  your  CPA and they do not  know your

personal  f inancial  s i tuat ion.  General  ideas  are  thrown out  and they and should be t reated as

such and you should always seek advice from a tax professional  as  far  as  what  can be done

with the sale  of  a  cel l  tower  rental  s t ream. Regarding your  property taxes ,  pass- through

taxes must  be maintained in  the event  of  a  lease /  easement  sale .  Such a  provis ion must  be

clear ly  def ined in  any tower lease sales  agreement  or  you could be s tuck paying for

assessed taxes  a t t r ibuted to  the cel l  tower  long af ter  you have sold the rental  s t ream.

C l e a r l y  D e f i n e d  R e m o v a l  a n d  R e s t o r a t i o n  L a n g u a g e .

One of  the biggest  mistakes sel lers  make is  assuming that  the cel l  tower  wil l  be there

indefini te ly .  In  the future  i f  carr iers  abandon a  tower due to  technical  obsolescence who is

responsible  and who wil l  enforce the removal  of  a  tower? In many municipal i t ies  their

ordinances clear ly  s ta te  that  any tower abandoned for  more than a  one-year  interval  must

be removed.  Most  easement  purchase contracts  e i ther  don ’ t  address  this  mat ter  or  they

al low for  the cashflow purchase company to  cont inue operat ions af ter  a  s i te  has  been

abandoned for  a  per iod of  up to  f ive years ,  so they can work to  a t t ract  more tenants  to  keep

the s i te  viable .  I t  must  be expressly s ta ted that  in  the event  that  they are  forced by the

municipal i ty  to  remove the s i te  that  they wil l  do so,  and instead of  t rying to  market  the

abandoned tower,  such a  provis ion wil l  force them to exercise  any r ight  that  may have

exis ted in  the ini t ia l  lease to  force the tower company or  carr ier  to  remove and restore  the

locat ion.  I f  the language is  not  properly craf ted,  the landlord could be held responsible  by

the municipal i ty  for  f ines  re la ted to  the s i te  not  being dismantled,  and the cost  of  removal

and restorat ion of  a  s i te  could cost  as  much as  $50,000 in  today ’s  values .  This  is  a  l iabi l i ty

that  a  landlord does not  want  to  assume.

S e l l i n g  t h e  r e n t a l  s t r e a m  p r i o r  t o  r e n e g o t i a t i n g .

Leaving money on the table  is  one of  the biggest  errors  cel l  tower  landlords  make when

sel l ing a  cel l  tower  lease rental  s t ream. Not  having the r ight  s t ra tegy or  thinking through

your  sale  can easi ly  cost  you $50,000 to  $100,000 in  lost  revenue.  I f  you leave a  potent ia l

arbi t rage play on the table  and don ’ t  take advantage of  i t ,  somebody else  wil l  gladly take i t

off  your  hand.  Unfortunately,  many cel l  tower  landlords  don ’ t  real ize  how to approach

these t ransact ions to  maximize their  offers  and the buyout  industry knows this .

A D V I C E . "  -  S O P H O C L E



T r u s t i n g  t h a t  y o u r  a t t o r n e y  h a s  d o n e  o n e  o f  t h e s e  b e f o r e .

Just  because somebody has  an “ESQ.”  af ter  their  name doesn ’ t  mean that  they understand

the nuts  and bol ts  of  cel l  tower  lease easement  t ransact ions and what  the important

components  are  in  the easement  document  and purchase and sales  agreement  that  property

owners  need to  protect  themselves  long af ter  they have cashed out  but  the tower or  cel l

s i te  wil l  remain on their  property or  bui lding.  Technological  issues ,  that  your  a t torney

does not  understand,  can break your  back down the road.  What  is  perfect ly  acceptable  in  a

commercial  lease purchase could present  major  problems for  a  te lecom lease easement

sale .

G e t t i n g  o f f e r s  f o r  P e r p e t u a l  E a s e m e n t  v s  S h o r t e r  T e r m .

Not al l  cel l  tower  lease buyout  offers  are  the same.  You don ’ t  have to  sel l  your  lease

rental  s t ream forever ,  but  don ’ t  expect  the tower companies  or  lease buyout  f i rms to  come

out  point  blank and te l l  you that .  In  fact ,  they wil l  usual ly  offer  you mult iple  types of

offer  to  purposely t ry  to  confuse you.  One of  the models  the prefer  to  use is  to  make a

transact ion look larger  by paying you over  and 8 to  10-year  per iod,  when in  real i ty  a l l  they

are doing is  offer ing you a  buyout  that  is  basical ly  accomplishing the task of  the

purchasing i t  f rom you using the same rental  payments  you would have already been

receiving.

A D V I C E . "  -  S O P H O C L E
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Florida 32548

 

Kevin is  a  te lecom infrastructure  professional  who has  held

various execut ive posi t ions with both major  Fortune 500 wireless

telecom firms as  wel l  as  developing mult i -mil l ion dol lar  consul t ing

firms that  have serviced the top names in  the te lecommunicat ions

industry throughout  the United States .  He is  one of  the top experts

in  both the Wireless  Telecom Infrastructure  Industry as  wel l  as  the

Vert ical  Real  Estate  Business .    

His expert ise  has  been sought  by major  publ icat ions such as  the

Wall  Street  Journal ,  The New York Times,  Crain ’s  NY Business

and the Gannet t  Newspapers  regarding changing market  t rends in

wireless  infrastructure  as  wel l  as  wri t ing municipal  codes that  are

used nat ionwide.  Mr.  Donohue is  a  graduate  of  Iona College,  with

a Degree in  Market ing with concentrat ions in  Finance and

Psychology.  

Kevin Donohue began his  wireless  infrastructure  career  in  1987,

working for  NYNEX Mobile  (now Verizon)  where he held

numerous Management  posi t ions including being responsible  for

the Real  Estate ,  Zoning,  Construct ion and Equipment  Engineer ing

Departments  for  the New York metropol i tan area.  Kevin was also a

leader  of  the NYNEX Mobile  Emergency Response Team that

handled set t ing up emergency cel l  phone coverage to  ass is t  rescue

personnel  in  t imes of  emergency s i tuat ions.

In 1996,  Mr.  Donohue formed Integrated Wireless  All iance (IWA)

and served as  i ts  Execut ive Vice President  of  Network

Development ,  to  meet  the growing needs of  the new wireless

carr iers  that  were looking to  implement  their  networks.  Kevin has

bui l t  networks for  Verizon,  T-Mobile ,  Bel l  South Mobil i ty ,  Cricket

and Sprint  PCS throughout  the United States .  In  addi t ion,  IWA

was contracted to  work with many Fortune 500 companies  to  ass is t

them with var ious wireless  projects .

In  2008 he lef t  IWA     to  become a par tner  in  Airwave Management

LLC, which     evolved into Tower Genius ,  LLC, the premiere

wireless  landlord advocacy company in  the United States .     In  his

posi t ion he is  involved in  a l l  aspects  of  the business  re la t ing to

represent ing property owners  and maximizing the value of  their

te lecommunicat ions related real  es ta te  holdings He is  a lso

responsible  for  providing guidance to  municipal i t ies  and

government  agencies  regarding te lecom ordinance development

and valuat ions of  exis t ing and/or  proposed te lecom si tes
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Stephen  has  worked in  the wireless  infrastructure  industry s ince

the year  2000.  He is  a  te lecommunicat ions professional  who

special izes  in  mobile  te lecommunicat ions development ,  project

management ,  tower  leasing,  cel l  s i te  valuat ions and rooftop s i te

management .  Spending s ix  years  l iving in  Hungary,  he has

previously been employed by Habi ta t  for  Humanity Internat ional

as  an Internat ional  Par tner  in  Budapest ,  to  develop new Habitat

aff i l ia tes  throughout  that  country.  He is  a  f luent  Hungarian

speaker ,  and has  interpreted for  President  J immy Carter ,  the  US

Secret  Service,  Hungarian pol i t ical  f igures ,  and mult iple  Fortune

500 CEO's  in  Hungary and Central  Europe.  Mr.  Kazel la  has  been

quoted in   The New York Times   and mult iple  publ icat ions on

matters  per ta ining to  the cel l  tower  industry and graduated from

Montclair  State  Col lege with a  Bachelor  of  Science Degree in

1993.

Mr.  Kazel la  joined Integrated Wireless  All iance in  2000 as  a  Real

Estate  Project  Manager ,  providing consul t ing services  for  Sprint

PCS in Westchester ,  Rockland and Putnam Counties ,  for  Verizon

Wireless  in  Bronx,  Queens and Manhat tan,  and for  T-Mobile  in

Northern New Jersey,  Orange and Ulster  Count ies .     He was

responsible  for  the ident i f icat ion,  procurement ,  report ing and

ini t ia l  zoning coordinat ion for  wireless  communicat ion s i tes

involving Radio Frequency and Archi tectural  Engineers ,

Construct ion Managers  and Attorneys,  and s taff ing of  outsourced

telecommunicat ions projects .

Mr.  Kazel la  conducted wireless  infrastructure  s i te  surveys on 95

si tes  in  San Diego and Houston.  Between 2000-2002,  Steve

negot ia ted over  100 cel l  tower  leases  in  the New York

Metropol i tan area worth between $600,000 and $2,000,000 each,

managing s i tes  f rom ini t ia l  search and negot ia t ion through s i te

design,  environmental  assessment ,  zoning,  through construct ion

of  cel lular  s i te .

In  2008 he co-founded Airwave Management  LLC which morphed

into Tower Genius ,  LLC, the premier  cel l  tower  lease consul tancy

for  wireless  landlords  in  the United States .  Mr.  Kazel la  has

reviewed thousands of  new cel l  tower  lease proposals ,  rooftop

lease compliance audi ts ,  lease valuat ions,  lease extensions,

antenna modif icat ions,  lease purchase agreements ,  has  provided

expert  witness  tes t imony per ta ining to  te lecom lease values  and

has successful ly  ass is ted thousands of  cel l  tower  landlords  in

maximizing the value of  their  wireless  te lecommunicat ion leases

in al l  50 s ta tes .

STEPHEN L. KAZELLA

M A N A G I N G  P A R T N E R

TOWER GENIUS, LLC

550 Mary Esther Cutoff

Suite 18-223,

Fort Walton Beach,

Florida 32548
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