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Some of the statements made by Level 3 Communications, Inc. in this Annual Report to Stockholders are forward-looking in
nature. Actual results may differ materially from those projected in forward-looking statements. Level 3 believes that its
primary risk factors include, but are not limited to: changes in the overall economy relating to, among other things, the
September 11 attacks and subsequent events, substantial capital requirements; development of effective internal processes and
systems; the ability to attract and retain high quality employees; technology; the number and size of competitors in its markets;
law and regulatory policy; and the mix of products and services offered in the company’s target markets. Additional information
concerning these and other important factors can be found within Level 3’s filings with the Securities and Exchange
Commission. Statements in this Annual Report should be evaluated in light of these important factors. See “Cautionary Factors
That May Affect Future Results” in the Annual Report on Form 10-K that is a part of this Annual Report to Stockholders.




T0 OUR STOCKHOLDERS:

eginning early last year, as we were transitioning from a network

B construction and development enterprise to a network services
company, it became clear that the communications and information
technology industries were experiencing historic chalienges and
changes. No company was immune.

Because of those challenges, we made changes. We shifted our focus
and developed new strategies and tactics to enabie us to stay the course.
We were determined not only to survive, but to position ourselves to
capitalize on the opportunities that would emerge from the industry
shakeout and inevitable economic recovery. And although it has been
a difficult year by any measure, we believe that the opportunity before
us remains significant and could be, arguably, even larger. We have

fewer competitors and a strengthening customer base, while demand

for communications services continues to grow across the industry.
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We are financially sound, our business plan
remains fully funded to free cash flow breakeven and
we have substantial available capital and liquidity at a
time many others do not. We are in a strong financial
position for several reasons. We have been conservative
in our financial planning and projections. We prefunded
our business plan, raising the necessary capital before
beginning construction of our network. We have taken
challenges and substantial issues head on and, where
appropriate, have made difficult decisions and taken
action earlier than many of our competitors.

In this letter, we want to explain the steps we have
taken, the opportunities we see and what we are doing

to capitalize on them.

IN 2¢01:
® WE CHANGED QUR BUSINESS PLAN.

Early in the year, we began restructuring Level 3’s
sales strategy. The company’s initial approach had
been designed to capitalize on the high demand for
bandwidth from Internet-focused enterprises.
Bandwidth was lifeblood for these companies, and
their need for it was growing exponentially, month
over month. But the market downturn had a
disproportionate impact on that customer set.

So we sharpened our marketing focus to
concentrate on the world’s top 300 consumers of
bandwidth. We assembled account teams to focus on
the major local phone companies, international
communications enterprises, cable television providers,
long distance carriers, established and well-financed
competitive local exchange carriers, and major

Internet Service Providers.

Level 3 now has a solid, growing customer base
consisting of the most sophisticated and significant
buyers of bandwidth and communications services
in the world. More than three-quarters of them use
three or more Level 3 services as part of their working
infrastructure.

During the year, we continued to announce a
series of new customer contracts with leading
communications companies that included AOL, AT&T
Wireless, Cox Communications, DIRECTV, EarthLink,
France Telecom, Microsoft, Prodigy, SBC, Sony and
Verizon. We expect to continue to add new customers
to this list during 2002, and to grow our business with

existing customers.

® WE REDUCED OUR DEBT.

The company began the year with approximately
$8 billion in long-term debt. Incurring this debt had
been necessary and appropriate in order to fund the
construction of our network, which cost more than
$10 billion to build and is, in our view, the most
advanced communications platform in the world.

In the summer of 2001, however, we realized that,
given market conditions, we had an opportunity to
reduce a significant portion of this debt at attractive
prices. Over the remainder of the year, we retired debt
through a combination of a tender offer by one of our
subsidiaries and a series of cashless debt-for-equity
exchanges. We did so at an average of $400 per $1,000
face amount of debt. These actions not only reduced
our long-term debt by almost $2 billion, but also

reduced our cash interest expenses by approximately

$155 million per year.




@ WE REDUCED OUR COSTS.

In addition to the debt reduction program, we
undertook a series of initiatives designed to reduce
costs by approximately 30 percent.

We initiated a company-wide cost management
program designed to reduce overhead and personnel-
related expenses (referred to as Selling, General and
Administrative or SG&A expenses). We went through
a difficult series of workforce reductions that lowered
the company’s headcount by almost half — from 6,200
in January 2001 to 3,700 at the end of the year. In total,
we reduced our annual SG&A expense, excluding
stock-based compensation expense, by approximately
$350 million during the past year.

This was done in concert with a significant
cutback of planned capital expenditures. We lowered
planned capital spending by approximately $900
million during 2001, to approximately $2.5 billion. Our
fixed capital expenditures for 2002 are expected to be
only $200 million. Expenditures above this amount
will be “success-based,” meaning they will be tied to
incremental sales.

In December, we agreed to sell our Asian
operations to Reach Ltd., reducing our future funding
requirements by approximately $300 million.

‘Combined with our debt buyback, we expect these
measures to result in approximately $5 billion in total
cost savings between the beginning of last year and the

time the company reaches free cash flow breakeven.

® WE ACHIEVED A HIGHER LEVEL OF
OPERATIONAL EXCELLENCE.

We have adjusted our expenses and capital

structure to ensure we remain financially strong and are
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recognized as a reliable business partner. However,

we understand that no company can achieve greatness
by simply cutting costs. Rather, a company must
continually strive to exceed its customers’ expectations.

Nowhere have we seen greater success in this
regard than with ONTAP;” our revolutionary and
proprietary bandwidth provisioning process. ONTAP
(On-Net Transport Activation Process) has given us
what we believe is unmatched provisioning ability and
a key competitive advantage in the marketplace. It
allows us to turn up service for customers in days or
even hours — as opposed to the industry average of
approximately three months.

For decades, long provisioning intervals have been
a reality in the communications business. It is not
uncommon for the process — designing, testing and
turning up end-to-end capacity, including local
connections — to stretch out over several months
because of network data integrity issues, limitations
imposed by legacy systems and the general complexity
of communications networks. Indeed, when Level 3
was operating on leased capacity during our network
construction phase, our own average provisioning time
for private lines was right in the middle of the pack,
ranging between 120 and 140 days.

Toward the end of 2000, we made a decision to
find a way to solve this longstanding industry problem.
A team of more than 100 people, drawn from across
the company with a range of software, engineering and
technical expertise, was assigned to the project. The
result was ONTAP, a proprietary system that allows us
to see our network inventory instantly and to design,

activate and test wavelength and private line circuits in
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near real time. Customers can decide which endpoints
they want to connect, and we can determine and assign
the capacity without delay. CNTAP allows customers
to tie their network purchases directly to firm demand,
rather than basing their orders on speculative long term
projections.

Using this unique process, we can now deliver
capacity to customers in less than 10 business days —
a provisioning time reduction of nearly 90 percent —
and we have been recognized as industry leaders in
this regard.

ONTAP has garnered considerable praise recently
from both customers and industry observers. Cne
customer called the process “phenomenal” in an
interview with Telephony Magazine. “The ability to
query a route between city pairs and find out whether
capacity exists virtually instantaneously and then to be
able to order it and receive it within 10 days is a huge
advantage,” the customer said. Frost & Sullivan, the
well-known industry analyst firm, recently awarded
ONTAP its “Market Engineering Award for Customer
Service Innovation.” In a press announcement Frost &
Sullivan said: “Both Level 3 and its customers improve
their time-to-revenue through ONTAP, a critical
capability in today’s challenging market environment.”

We made other operational strides as well.
Customer Commitment Dates (the time by which we
promise to deliver service to the customer) are being
achieved close to 95 percent of the time. This compares
with 63 percent in Febrﬁary of last year. Qur average
time to restore service outages is only 2.5 hours, and

our managed modem dial-up service for ISPs has a call

success rate that exceeds 93 percent.

We have also greatly reduced our total sales cycle
times (the time elapsed between the customer’s
contract signature date and the bill start date initiated
by service activation). Our average cycle time of 64
days in February 2001 improved to a 26 day average
in December of 2001.

And we have accomplished these improvements
at the same time that we have increased our industry
leading gross margins (revenue minus third party
network expense, divided by revenue) to 68 percent
in the fourth quarter of 2001, up from 27 percent
during 2000.

All these metrics stand as testament to the power
of the Level 3 Network — and to the daily commitment
we see from our employee-owners to harness its full

power on behalf of our customers.

® WE CAPITALIZED ON OPPORTUNITIES WITH
A SERIES OF STRATEGIC ACQUISITIONS.

Because of our strong cash position, we were able
to execute a number of transactions during the year that
further strengthened our competitive position in the
marketplace.

We aquired assests and added wholesale dial-up
customers from two companies. Doing so enhanced
our increasingly strong market position in the managed
modem business and enabled us to add important new
customers such as SBC Internet Services, a wholly
owned subsidiary of SBC Communications Inc.
Additionally, we purchased transatlantic network
capacity at a fraction of its original cost, an acquisition
that will allow us to offer lower cost services between

Europe and North America.




In early 2002, we completed the acquisition of
CorpSoft, Inc., which conducts its business under the
name Corporate Software™ Corporate Software is a
major distributor, marketer and reseller of business
software. Based in Norwood, Massachusetts, Corporate
Software is.an industry leader in the field of software
marketing, procurement and license management. t
is a leading distributor of software products from
Microsoft; IBM/Lotus$ Novell; Sun Microsystems$
Computer Associates? Symantec® and 200 other
software publishers. It serves more than 5,000 business
customers in 128 countries.

This acquisition results from our long-held belief
that, given the rapid improvements in IP and optical
technologies, communications price-performance will
improve more rapidly than computing and data storage
price-performance and, as a result, companies will,
over time, seek to gain operating efficiency by purchasing
software functionality and data storage as commercial
services purchased over broadband networks.

We believe that the combination of Level 3’s
network infrastructure, and Corporate Software’s
expertise in software lifecycle management and
marketing, as well as stroné customer relationships,
will position Level 3 to benefit as companies change
the manner in which they buy and use software
capability.

In addition, we expect our (i)Structure subsidiary
will benefit from the opportunity to leverage Corporate

Software’s blue chip, Fortune 500 customer base.

© WE MAINTAINED A STRONG CASH POSITION.

Many of the actions we took in 2001 — which we

believe will deliver significant long-term benefits to
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Level 3 — would not have been possible without our
strong cash position. When we founded the company,
we made a decision to prefund our business plan to
free cash flow breakeven. As a result, we raised the
money we needed not just to build the network, but to
prefund all our operations to the point where we begin
to generate more cash than we use. Today, our strong
cash position remains one of our strongest competitive
advantages. We ended 2001 with available liquidity of
approximately $2.1 billion, consisting of $1.5 billion in
cash and marketable securities and approximately $650

million in available credit.

BUSINESS OUTLCOK

What will 2002 bring? We believe that the outlook,
while still difficult to foresee with any degree of
certainty, is a bit clearer than a year ago. And we think
two trends are becoming apparent.

First, underlying demand for bandwidth continues
to grow. Even conservative estimates put annual
unit growth on IP networks at between 60 and 100
percent. Many industries would welcome this kind of
demand growth.

Second, there has been a dearth of investment in
new network capacity because of a perceived oversupply
and because of the turmoil in the capital markets.

This combination of growing demand and lack of
investment in new capacity means that surplus will
inevitably turn to shortage. While it is difficult to
predict the timing of this process, we believe — as do
others in the industry — that we will begin to see signs
of capacity shortages sometime late this year or early

next year.
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Level 3’s goal has not only been to remain
financially strong until the economic recovery occurs,
but to be in position to benefit from opportunities that
we believe will continue to present themselves. The
measures we have outlined in this letter were designed
to position us to capitalize on the opportunities that are
beginning to emerge.

We finished the year with approximately
$2.1 billion in available liquidity. Even if our most
conservative assumptions would come to pass — that
our current rate of sales does not improve or that the
market does not recover — we expect to reach free
cash flow breakeven without the need for any
additional capital.

Very few other new-entrant communications

companies can make that claim. Indeed, we believe we

are in a unique position to emerge as an industry
leader. We believe we have designed and built the
industry’s most technically advanced and only
continuously upgradeable network. We believe we
have the best portfolio of services and an exceptional
operational capability. We continue to add quality
customers and to expand on existing relationships.
With fewer competitors, a strengthening customer
base and growing demand, we believe we are well
positioned for the coming year. We appreciate your
support and trust, and look forward to continuing to

report our progress to you in the coming quarters.

Walter Scott, Jr. James Q. Crowe
Chairman of the Board Chief Executive Officer

ONTAP® is a service mark of Leve! 3 Communications, Inc.
Corporate Software™ is a trademark of CorpSoft, Inc.
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Cautionary Factors That May Affect Future Results
(Cautionary Statements Under the Private Securities Litigation Reform Act of 1995)

This report contains forward looking statements and information that are based on the beliefs of
management as well as assumptions made by and information currently available to Level 3 Communications, Inc.
and its subsidiaries (“Level 3” or the “Company”). When used in this report, the words “anticipate”, “believe”,
“plans”, “estimate” and “expect” and similar expressions, as they relate to the Company or its management, are
intended to identify forward-looking statements. Such statements reflect the current views of the Company with

respect to future events and are subject to certain risks, uncertainties and assumptions.

Should one or more of these risks or uncertainties materialize, or should underlying assumptions prove
incorrect, actual results may vary materially from those described in this document. These forward-looking
statements include, among others, statements concerning:

® the Company’s communications and information services business, its advantages and the
Company’s strategy for implementing the business plan;

® anticipated growth and recovery of the communications and information services industry;

® plans to devote significant management time and capital resources to the Company’s business;

e expectations as to the Company’s future revenues, margins, expenses and capital requirements;

° anticipated dates on which the Company will begin providing certain services or reach specific

milestones in the development and implementation of its business; and

° other statements of expectations, beliefs, future plans and strategies, anticipated developments and
other matters that are not historical facts.

These forward-looking statements are subject to risks and uncertainties, including financial, regulatory,
environmental, industry growth and trend projections, that could cause actual events or results to differ materially
from those expressed or implied by the statements. The most important factors that could prevent Level 3 from
achieving its stated goals include, but are not limited to, the Company’s failure to:

° achieve and sustain profitability based on the implementation of its advanced, international,
facilities based communications network based on optical and Internet Protocol technologies;

° overcome significant early operating losses;

® produce sufficient capital to fund its business;

& develop financial and management controls, as well as additional controls of operating expenses as
well as other costs;

° attract and retain qualified management and other personnel;

. successfully complete commercial testing of new technology and Company information systems
to support new products and services, including voice transmission services;

® ability to meet all of the terms and conditions of the Company’s debt obligations;

® negotiate new and maintain existing peering agreements; and

® develop and implement effective business support systems for processing customer orders and
provisioning.

The Company undertakes no obligation to publicly update any forward-looking statements, whether as a
result of new information, future events or otherwise. Further disclosures that the Company makes on related
subjects in its additional filings with the Securities and Exchange Commission should be consulted. For further
information regarding the risks and uncertainties that may affect the Company’s future results, please review our
Current Report on Form 8-K/A filed with the Securities and Exchange Commission on November 9, 1999.




ITEM 1. BUSINESS

Level 3 Communications, Inc. and its subsidiaries (“Level 3” or the “Company”) engage in the
communications, information services and coal mining businesses through ownership of operating subsidiaries and
substantial equity positions in public companies. In late 1997, the Company announced the business plan to increase
substantially its information services business and to expand the range of services it offers by building an advanced,
international, facilities based communications network based on Internet Protocol technology (the “Business Plan”).

The Company is a facilities based provider (that is, a provider that owns or leases a substantial portion of
the plant, property and equipment necessary to provide its services) of a broad range of integrated communications
services. The Company has created, generally by constructing its own assets, but also through a combination of
purchasing and leasing of facilities, the Level 3 Network — an advanced, international, facilities based
communications network. The Company has designed the Level 3 Network to provide communications services,
which employ and leverage rapidly improving underlying optical and Internet Protocol technologies.

Market and Technology Opportunity. The Company believes that ongoing technology advances in both
optical and Internet Protocol technologies are revolutionizing the communications industry and will facilitate rapid
decreases in unit costs for communications service providers that are able to most effectively leverage these
technology advances. Service providers that can effectively leverage technology advances and rapidly reduce unit
costs will be able to offer significantly lower prices, which, the Company believes, will drive substantial increases in
the demand for communications services. The Company believes that there are two primary factors driving this
market dynamic, which it refers to as “Silicon Economics™:

® Rapidly Improving Technologies. Over the past few years, both optical and Internet Protocol based
networking technologies have undergone extremely rapid innovation, due, in large part, to market
based development of underlying technologies. This rapid technology innovation has resulted in
both a rapid improvement in price-performance for optical and Internet Protocol systems, as well
as rapid improvement in the functionality and applications supported by these technologies. The
Company believes that this rapid innovation will continue well into the future.

. High Demand Elasticity. The Company believes rapid decreases in communication services costs
and prices causes the development of new bandwidth-intensive applications, which drive even
more significant increases in bandwidth demand. In addition, communications services are direct
substitutes for other, existing modes of information distribution such as traditional broadcast
entertainment and distribution of software, audio and video content using physical media delivered
over motor transportation systems. The Company believes that as communications services
improve more rapidly than these alternative content distribution systems, significant demand will
be generated from these sources. The Company believes that high elasticity of demand from both
these new applications and substitution for existing distribution systems will continue for the
foreseeable future.

In connection with the Company’s belief that communications services are direct substitutes for
other, existing modes of information distribution, on March 13, 2002, the Company completed the
acquisition of CorpSoft, Inc., which conducts its business under the name Corporate Software™™.
Corporate Software is a major distributor, marketer and reseller of business software. Based in
Norwood, Massachusetts, Corporate Software is an industry leader in the field of software
marketing, procurement and license management. It is a leading distributor of software products
from Microsoft®, IBM/Lotus®, Novell®, Sun Microsystems®, Computer Associates®,
Symantec® and 200 other software publishers, and serves more than 5,000 business customers in
128 countries.

The Company believes that communications price performance will improve more rapidly than
computing and data storage price performance and, as a result, companies will, over time, seek
information technology operating efficiency by purchasing software functionality and data storage
as commercial services procured over a broadband networks such as the Level 3 Network.




Level 3 believes that the combination of Level 3’s network infrastructure, and Corporate
Software’s expertise in software lifecycle management and marketing, as well as strong customer
relationships, will position Level 3 to benefit as companies change the manner in which they buy
and use software capability.

The Company also believes that there are several significant implications that result from this Silicon
Economics market dynamic:

e Incorporating Technology Changes. Given the rapid rate of improvement in optical and Internet
Protocol technologies, those communications service providers that are most effective at rapidly
deploying new technologies will have an inherent cost and service advantage over companies that
are less effective at deploying these new technologies.

e Capital Intensity. The rapid improvements in these technologies and the need to move to new
technologies more quickly results in shortened economic lives of underlying assets. To achieve the
rapid unit cost reductions and improvements in service capabilities, service providers must deploy
new generations of technology sooner, resulting in a more capital-intensive business model. Those
providers with the technical, operational and financial ability to take advantage of the rapid
advancements in these technologies are expected to have higher absolute capital requirements,
shortened asset lives, rapidly decreasing unit costs and prices, rapidly increasing unit demand and
higher cash flows and profits.

e Industry Structure. As a result of the rapid innovation in the underlying technology, the
communications industry is visibly shifting from a utility model to a technology model. Just as in
the computing industry, where market-based standards and rapid price performance improvements
have existed for over 20 years, it is extremely difficult for a single communications company to be
best-of-class across a wide variety of disciplines in a rapidly changing environment. Rather, an
opportunity exists for companies to focus on areas in which they have significant competitive
advantages and develop significant market share in a disaggregated industry structure.

Level 3’s Strategy. The Company is seeking to capitalize on the opportunities presented by significant
advancements in optical and Internet Protocol technologies by pursuing its Business Plan. Key elements of the
Company’s strategy include:

i © Become the Low Cost Provider of Communications Services. Level 3’s network has been designed
to provide high quality communications services at a lower cost. For example, the Level 3
Network is constructed using multiple conduits to allow the Company to cost-effectively deploy
future generations of optical networking components (both fiber and transmission electronics and
optronics) and thereby expand capacity and reduce unit costs. In addition, the Company’s strategy
is to maximize the use of open, non-proprietary interfaces in the design of its network software
and hardware. This approach is intended to provide Level 3 with the ability to purchase the most
cost-effective network equipment from multiple vendors and allow Level 3 to deploy new
technology more rapidly and effectively.

° Combine Latest Generations of Fiber and Optical Technologies. In order to achieve unit cost
reductions for transmission capacity, Level 3 has designed its network with multiple conduits to
deploy successive generations of fiber to exploit improvements in optical transmission technology.
Optimizing optical transmission systems to exploit specific generations of fiber optic technology
currently provides transmission capacity on the new fiber more cost effectively than deploying
new optical transmission systems on previous generations of fiber.

o Offer a Comprehensive Range of Communications Services. The Company provides a
comprehensive range of communications services over the Level 3 Network. The Company is
offering broadband transport services under the brand name (3)Link™, colocation services under
the brand name (3)Center™™ Colocation, MPLS based private networks under the brand name




(3)Packet™ MPN, Internet access services under the brand name (3)Crossroads®™, and Softswitch
based services under the brand names (3)Connect®™ Modem and (3)Voice™™. The availability of
these services varies by location.

Provide Upgradeable Metropolitan Backbone Networks. Level 3’s significant investment in
metropolitan optical networks enables the Company to connect directly to points of traffic
aggregation. These traffic aggregation facilities are typically locations where Level 3’s customers
wish to interconnect with the Level 3 Network. Level 3’s metropolitan backbone networks allow
Level 3 to extend its network services to these aggregation points at low costs. The Company has
constructed metropolitan networks totaling approximately 14,200 conduit miles and
approximately 777,000 fiber miles in the United States, and approximately 3,500 conduit miles
and approximately 154,000 fiber miles in Europe. The Company believes that these metropolitan
networks are a significant strategic advantage versus other intercity communications companies
that must connect to customers using potentially high cost, low capacity, legacy facilities provided
by former local monopoly providers. This difficult situation is sometimes referred to as the “local
loop bottleneck”.

Provide Colocation Facilities. Level 3 believes that providing colocation services on its network
attracts communications intensive customers by allowing Level 3 1o offer those customers reduced
bandwidth costs, rapid provisioning of additional bandwidth, interconnection with other third-
party networks and improved network performance. Therefore, Level 3 believes that controlling
significant colocation facilities in its Gateways provides it with a competitive advantage.

As of December 31, 2001, Level 3 had secured approximately 5.8 million square feet of space for
its Gateway and colocation facilities and had completed the buildout of approximately 3.3 million
square feet of this space.

Target Communications Intensive Customers. The Company’s distribution strategy is to utilize a
direct sales force focused on communications intensive businesses. These businesses include both
traditional and next generation carriers, ISPs, application service providers, content providers,
systems integrators, web-hosting companies, media distribution companies, web portals,
eCommerce companies, streaming media companies, storage providers and wireless
communications providers. Providing communications services at continually declining bandwidth
costs and prices is at the core of the Company’s market enabling strategy since bandwidth
generally represents a substantial portion of these businesses’ costs.

Utilize Optimization Technologies. In order to effectively manage its business in a rapidly
changing environment, Level 3 has assembled an operations research team that has developed and
continues to refine a set of sophisticated non-linear, mixed integer optimization models. The
objective for these models is to maximize the net present value of the Company’s cash flows given
relevant constraints. These tools are designed to assist Level 3 in determining optimal pricing for
its services, in determining demand forecasts based on price elasticity, in optimizing network
design based on optimal topology and optronics configuration, in optimizing network
implementation based on optimal timing of capacity installation, in optimizing the timing of
introducing new technologies and in determining long-term network requirements. The Company
believes that its optimization proficiency and technology provides the Company a competitive
advantage.

Provide Seamless Interconnection to the Public Switched Telephone Network (the “PSTN”’). The
Company offers (3)Voice®™ long distance service, which allows the seamless interconnection of
the Level 3 Network with the PSTN for long distance voice transmissions. Seamless
interconnection allows customers to use Level 3’s Internet Protocol based services without
modifying existing telephone equipment or dialing procedures (that is, without the need to dial
access codes or follow other similar special procedures). The Company’s (3)Connect®™ Modem




turnkey modem infrastructure service uses similar Softswitch technology to seamlessly
interconnect to the PSTN and to the public Internet.

° Develop Advanced Business Support Systems. The Company has developed and continues to
develop a substantial, scalable and web-enabled business support system infrastructure specifically
designed to enable the Company to offer services efficiently to its targeted customers. The
Company believes that this system will reduce its operating costs, give its customers direct control
over some of the services they buy from the Company and allow the Company to grow rapidly
while minimizing redesign of its business support systems.

e Attract and Motivate High Quality Employees. The Company has developed programs designed to
attract and retain employees with the technical skills necessary to implement the Business Plan.
The programs include the Company’s Shareworks stock purchase plan and its Outperform Stock
Option program.

Competitive Advantages. The Company believes that it has the following competitive advantages that,
together with its strategy, will assist it in implementing the Business Plan:

° Experienced Management Team. Level 3 has assembled a management team that it believes is
well suited to implement the Business Plan. Level 3’s senior management has substantial
experience in leading the development and marketing of communications and information
technology products and services and in designing, constructing and managing intercity,
metropolitan and international networks.

e A More Readily Upgradeable Network Infrastructure. Level 3’s network design takes advantage
of recent technological innovations, incorporating many of the features that are not present in
older communication networks, and provides Level 3 flexibility to take advantage of future
developments and innovations. Level 3 has designed the transmission network to optimize all
aspects of fiber and optronics simultaneously as a system to deliver the lowest unit cost to its
customers. As fiber and optical transmission technology changes, Level 3 expects to realize new
unit cost improvements by deploying the latest fiber in available empty or spare conduits in the
multiple-conduit Level 3 Network. Each new generation of fiber enables associated optical
transmission equipment to be spaced further apart and carry more traffic than the same equipment
deployed on older generations of fiber. The Company believes that the spare conduit design of the
Level 3 Network will enable Level 3 to lower costs and prices while enjoying higher margins than
its competitors.

° Integrated End-to-End Network Platform. Level 3’s strategy is to deploy network infrastructure in
major metropolitan areas and to link these networks with significant intercity networks in North
America and Europe. The Company believes that the integration of its metropolitan and intercity
networks with its colocation facilities will expand the scope and reach of its on-net customer
coverage, facilitate the uniform deployment of technological innovations as the Company manages
its future upgrade paths and allow the Company to grow or scale its service offerings rapidly.
Level 3 believes that it is the only global communications service provider with the unique
combination of large fiber-count, multi-conduit metropolitan networks, uniformly deployed multi-
conduit intercity networks and substantial colocation facilities.

s On-Net Transport Activation Process (“ONT. AP"™”). Level 3 has developed ONTAP —an
automated process to significantly shorten the time period between receipt of a customer’s order
and the installation of that order. Most industry participants install a customer’s order over a
several week and often several month process. Through the use of ONTAP, Level 3 is able to
reduce that installation time interval significantly. Level 3 is able to provision or install a
customer’s capacity order in a matter of days rather than the industry standard of weeks or even
months. In general, using ONTAP, Level 3 is able to install a customer’s private line or
wavelength service that is on the Level 3 network within 10 calendar days. In addition, ONTAP




provides a customer with: immediate verification that the requested capacity is available on the
Level 3 network and a confirmed delivery date. As a result, a customer can more closely tie its
capacity purchases to its actual demand rather than having to forecast future demand in advance to
meet a competitor’s much longer installation interval.

° Online Customer Service Center. Level 3 provides its customers with access to a web-enabled,
self service application — the Online Customer Service Center or Online CSC. The Online CSC
provides Level 3’s customers with online direct access to the same internal systems used by Level
3’s staff. The Online CSC features include: ability to request new or additional services, review
order status, review and modify the customer’s profile and review the most up to date Level 3
product information. The Online CSC also provides various reports for Level 3’s
(3)Crossroads™, (3)Connect Modem®" and (3)Packet™ Usage reports. In addition, through the
Online CSC, a customer is able to create new repair tickets, view open repair tickets and view a
90-day history of closed repair tickets.

® Prefunded Business Plan. Level 3 believes that it has prefunded its Business Plan through free
cash flow breakeven through approximately $14 billion in cumulative debt and equity capital
raised to date. As a result, Level 3 believes that it has lower financial risk relative to certain other
communications service providers.

The Level 3 Network.

The Level 3 Network is an advanced, international, facilities based communications network. Today, the
Company provides its services over its own facilities. Through 2000, the Company primarily offered its
communications services using local and intercity facilities that had been leased from third parties. This enabled the
Company to develop and offer certain of its services during the construction of its own facilities. Today, the
Company’s network encompasses:

® an intercity network covering nearly 16,000 miles in North America;

) leased or owned local networks in 57 North American markets;

e an intercity network covering approximately 3,600 miles across Europe;

° leased or owned local networks in 9 European markets;

o approximately 5.8 million square feet of Gateway and transmission facilities in North America and
Europe; and

o - al.28 Tbps transatlantic cable system.

Intercity Networks. The Company’s nearly 16,000 mile fiber optic intercity network in North America
consists of the following:

® Multiple conduits connecting approximately 200 North American cities. In general, Level 3 has
installed groups of 10 to 12 conduits in its intercity network. The Company believes that the
availability of spare conduit will allow it to deploy future technological innovations in optical
networking components as well as providing Level 3 with the flexibility to offer conduit to other
entities.

® Initial installation of optical fiber strands designed to accommodate dense wave division
multiplexing transmission technology. In addition, the Company believes that the installation of
newer optical fibers will allow a combination of greater wavelengths of light per strand, higher
transmission speeds and longer physical spacing between network electronics. The Company also




believes that each new generation of optical fiber will allow increases in the performance of these
aspects network design and will therefore enable lower unit costs.

e High speed SONET transmission equipment employing self-healing protection switching and
designed for high quality and reliable transmission. The Company expects that over time, SONET
equipped networks will be replaced with network designs that employ a “mesh” architecture made
possible by advances in optical technologies. A mesh architecture allows carriers to establish
alternative protection schemes that reduce the amount of capacity required to be reserved for
protection purposes.

e A design that maximizes the use of open, non-proprietary hardware and software interfaces to
allow less costly upgrades as hardware and software technology improves.

North America. During the first quarter of 2001, the Company completed its construction activities relating
to its North American intercity network. Also during 2001, the Company completed the migration of customer
traffic from its original leased capacity network to the Company’s completed North America intercity network.
During 2000, the Company had substantially completed the construction of this intercity network. Deployment of
the North American intercity network was accomplished through simultaneous construction efforts in multiple
locations, with different portions being completed at different times. The Company has completed construction of
15,889 route miles of its North American intercity network. All route miles of the North American intercity
network are operational.

Europe. In Europe, the Company has completed construction of, its approximately 3,600 route mile fiber
optic intercity network with characteristics similar to those of the North American intercity network in a two Ring
architecture. During 2000, the Company completed the construction of both Ring 1 and Ring 2 of its European
network. Ring 1, which is approximately 1,800 miles, connects the major European cities of Paris, Frankfurt,
Amsterdam, Brussels and London and was operational at December 31, 2000. Ring 2, which is approximately 1,600
miles, connects the major German cities of Berlin, Cologne, Dusseldorf, Frankfurt, Hamburg, Munich and Stuttgart.
Ring 2 became operational during the first quarter of 2001.

During 2001, the Company announced an expansion of its European operations to 8 additional cities. The
additional European cities include: Karlsruhe, Cologne and Stuttgart, Germany; Milan, Italy; Zurich and Geneva,
Switzerland; Madrid, Spain; and Stockholm, Sweden. The Company anticipates that it will be operational in these
additional cities by the end of the second quarter 2002. The Company intends to expand to these additional
locations through the acquisition of available capacity from other carriers in the region.

Level 3’s European network is linked to the Level 3 North American intercity network by the Level 3
transatlantic 1.28 Tbps cable system, which was also completed and placed into service during 2000. The
transatlantic cable system — referred to by the Company as the Yellow system — has an initial capacity of 320 Gbps
and is upgradeable to 1.28 Tbps. The deployment of Yellow was complete pursuant to a co-build agreement
announced in February 2000, whereby Global Crossing Ltd. participated in the construction of, and obtained a 50%
ownership interest in, Yellow. Under the co-build agreement, Level 3 and Global Crossing Ltd. each now separately
own and operate two of the four fiber pairs on Yellow. Level 3 also acquired additional capacity on Global Crossing
Ltd.’s transatlantic cable, Atlantic Crossing 1, during 2000 to serve as redundant capacity for its fiber pairs on
Yellow.

Asia. The Company established an Asia Pacific headquarters in Hong Kong in 1999, and during 2000 the
Company completed and opened Gateway facilities in Tokyo and Hong Kong. In January 2000, Level 3 announced
its intention to develop and construct a Northern Asia undersea cable system initially connecting Hong Kong and
Japan. The Hong Kong-Japan cable was intended to be the first stage of the Company’s construction of an undersea
network in the region. At that time, the Company indicated its intention to share construction and operating expenses
of the system with one or more industry partners. In December 2000, the Company signed an agreement to
collaborate with FLAG Telecom on the development of the Northern Asia undersea cable system connecting Hong
Kong, Japan, Korea and Taiwan.




During the fourth quarter of 2001 the Company announced the disposition of its Asian operations in a sale
transaction with Reach, Ltd. Although the Company believed that Asia represented an attractive longer-term
investment opportunity, given current volatile market and economic conditions the Company determined that it was
necessary to focus its resources, both capital and managerial on the immediate opportunities provided by the
Company’s operational assets in North America and Europe. This transaction closed on January 18, 2002. Asa
result of the Reach transaction, the Company expects to reduce its future cash obligations by approximately $300
million.

As part of the agreement, the Reach and the Company agreed that Level 3 will provide capacity and
services to Reach over Level 3’s North American intercity network, and Level 3 will buy capacity and services from
Reach in Asia. This arrangement will allow Level 3 to continue to service its customer base with capacity needs in
Asia and provide Reach access to a the Level intercity networks in North America and Europe. Additionally, the
Company is maintaining a sales group in Asia to serve its global customers and Asian-based carriers with capacity
needs in North America and Europe.

Local Market Infrastructure. The Company’s local facilities include fiber optic networks connecting
Level 3’s intercity network Gateway sites to ILEC and CLEC central offices, long distance carrier points-of-
presence (“POPs”), buildings housing communication-intensive end users and Internet peering and transit facilities.
Level 3°s high fiber count metropolitan networks allow the Company to extend its services directly to its customers’
locations at low costs, because the availability of this network infrastructure does not require extensive multiplexing
equipment to reach a customer location, which is required in ordinary fiber constrained metropolitan networks.

The Company had secured approximately 5.8 million square feet of space for its Gateway and transmission
facilities as of December 31, 2001 and had completed the buildout of approximately 3.3 million square feet of this
space. The Company’s initial Gateway facilities were designed to house local sales staff, operational staff, the
Company’s transmission and Internet Protocol routing and Softswitch facilities and technical space to accommodate
(3)Center*™ Colocation services — that is, the colocation of equipment by high-volume Level 3 customers, in an
environmentally controlled, secure site with direct access to the Level 3 Network generally through dual, fault
tolerant connections. The Company’s newer facilities are typically larger than the Company’s initial facilities and
were designed to include a smaller percentage of total square feet for the Company’s transmission and Internet
Protocol routing/Softswitch facilities and a larger percentage of total square feet for the provision of (3)Center™™
Colocation services. The Company is offering its (3)Link®™ Transport services, (3)Center™ Colocation services,
(3)Crossroads™™ services, (3)Connect™ Modem services and (3)VoiceSM services at its Gateway sites. The
availability of these services varies by location.

As of December 31, 2001, the Company had operational, facilities based local metropolitan networks in 27
U.S. markets and nine European markets. Also as of December 31, 2001, the Company had entered into
interconnection agreements with RBOCs covering 58 North American markets.

The Company has negotiated master leases with several CLECs and ILECs to obtain leased capacity from
those providers so that the Company can provide its customers with local transmission capabilities before its own
local networks are complete and in locations not directly accessed by the Company’s owned facilities.




At March 8, 2002, the Company had a total of 66 markets in service: 57 in the United States and nine in
Europe. In the United States, the Company markets in service include:

Albany Hartford New York Salt Lake City
Atlanta Houston Newark San Antonio
Austin Indianapolis Oakland San Diego
Baltimore Jacksonville Omaha San Francisco
Boston Jersey City Orlando San Jose
Buffalo Kansas City Orange County San Luis Obispo
Charlotte Las Vegas Philadelphia Seattle

Chicago Long Island Phoenix St. Louis
Cincinnati Los Angeles Pittsburgh Stamford
Cleveland Louisville Portland Tampa

Dallas Manchester Princeton Washington, D.C.
Denver Memphis Providence Wilmington
Detroit Miami Raleigh

El Paso Nashville Richmond

Fort Worth New Orleans Sacramento

[n Europe, the markets in service include:

Amsterdam Hamburg
Berlin London
Brussels Munich
Dusseldorf Paris
Frankfurt

Products and Services
Level 3 offers a comprehensive range of communications services, including the following:

° Transport Services. The Company’s transport services are branded “(3)Link>™” and consist of
(3)Link™ Global Wavelengths, (3)Link®™ Private Line services, (3)Link™ Dark Fiber and
(3)Packet™ MPN.

O (3)Link™ Global Wavelength. Level 3 is offering (3)Link Global Wavelengths — a point-to-point
connection of a fixed amount of bandwidth on a particular wavelength or color of light.
Currently,(3)Link Global Wavelength is available at 2.5GBps and 10GBps. This product is
targeted to those customers that require both significant amounts of bandwidth and desire to
provide their own traffic protection schemes. The approach enables customers to build and
manage a network by deploying their own SONET, ATM or IP equipment at the end points where
the wavelength is delivered. (3)Link Global Wavelength services are typically offered through
short term, annual and long-term pre-paid leases.

Q  (3)Link™" Private Line services. (3)Link Private Line services consist of a fixed amount of
dedicated bandwidth between fixed locations for the exclusive use of the customer. These services
are offered with committed levels of quality and with network protection schemes included.
(3)Link Private Line services are currently priced at a fixed rate depending upon the distance
between end points and the amount of bandwidth required. These services are typically offered
through short term, annual and long-term pre-paid contracts. The Company is offering the
following types of private line services:




o (3)Link™ Private Line - U.S. Intercity Services. Level 3 provides this transport service over
its North American intercity network. Available transmission speeds include DS-3, OC-3,
OC-12 and OC-48.

o (3)Link™ Private Line — Metro Services. Level 3 provides this service within a metropolitan
area. This service is provided in three categories: Metro Access Stand-alone — a metro circuit
is installed from a customer site to a colocation cabinet in a Level 3 Gateway in that city;
Metro Point to Point — a circuit is installed between two of a customers’ sites by passing
through the Level 3 Gateway in that city; and Metro Access — a circuit is installed from the
customer’s location to access backbone services that are located within the Level 3 Gateway.
Available transmission speeds include DS-3, OC-3, OC-12 and OC-48.

o (3)Link™ Private Line — International Services. Level 3 provides this private line service
between two locations on a point to point basis that cross an international boundary. This
service can be installed between two customer points-of-presence where each point is located
within a Level 3 Gateway facility. The service is available between mainland Europe and the
United Kingdom and the United States. Available transmission speeds depends upon the
country locations, but range from DS-1 to OC-48.

o (3)Link™ Unprotected Private Line. Level 3 provides this private line service between two
locations on a point to point basis on an unprotected basis — that is, without any network
protection scheme. As this product is offered as an unprotected service, (3)Link Unprotected
Private Line provides a customer with cost advantages when a customer desires to purchase
private line capacity without a network protection scheme for purposes of creating a meshed
network or for adding additional capacity or protection to the customer’s existing network.
Available transmission speeds for this product are either OC-3/STM-1 or OC-12/STM-4.

Q  (3)Link™ Dark Fiber. Level 3 offers long-term leases of dark fiber and conduit along its local and
intercity networks on a long-term basis. Customers can lease dark fiber and conduit in any
combination of three ways: (1) segment by segment, (2) full ring or (3) the entire Level 3
Network. Level 3 offers colocation space in its Gateway and intercity re-transmission facilities to
these customers for their transmission electronics.

° Colocation and Gateway Services.

Q  (3)Center™ Colocation. The Company offers high quality, data center grade space where
customers can locate servers, content storage devices and communications network equipment in a
safe and secure technical operating environment.

At its colocation sites, the Company offers high-speed, reliable connectivity to the Level 3
Network and to other networks, including both local and wide area networks, the PSTN and
Internet. Level 3 also offers customers AC/DC power, emergency back-up generator power,
HVAC, fire protection and security. These sites are monitored and maintained 24 hours a day,
seven days a week.

As of December 31, 2001, Level 3 offered (3)Center Colocation in 74 facilities in 66 markets
located in the United States and Europe. Level 3 believes that its ability to offer both metropolitan
and intercity communications services to its (3)Center Colocation customers provides it with an
advantage over its competitors, because(3)Center Colocation customers often spend a substantial
portion of their operating expenses on communications services. This service is typically offered
through annual and long-term contracts.

o (3)Packer™ MPN. (3)Packet MPN or (3)Packet MPLS Private Networks is an MPLS-based data
transport service that offers Ethernet access into Level 3’s managed wide area network. The
Company is currently developing (3)Packet MPN to allow for ATM and Frame Relay access as well.




Customers can purchase ports in any Level 3’s markets in North America or Europe to build virtual
connections between ports and create a customized network solution. (3)Packet MPN, which is a
product that is billed based on a customer’s usage, is designed to allow communications-intensive
customers to deploy and manage traffic over a virtual private network, enabling them to access
capacity as usage demand dictates. This flexibility can decrease network costs and is a highly
scaleable alternative to traditional transport services. These services are typically offered through
short-term or annual contracts.

(3)CrossRoads™. (3)CrossRoads is a high quality, high speed Internet access product offering. The
service is offered in a variety of capacities — 100BaseT, GigE, DS-1, DS-3, OC-3 and OC-12 — using
a variety of interfaces including Ethernet and SONET. A unique feature of the service is Destination
Sensitive Billing or DSB. Through DSB, (3)CrossRoads customers pay for bandwidth based on the
destination of their traffic. DSB customers pay for either “Sent” or “Received” bandwidth, but not
both.

Level 3 believes that the combination of Destination Sensitive Billing with metropolitan and intercity
networks and significant colocation space is a competitive advantage and that this accounts for the
rapid market acceptance of (3)CrossRoads to date. These services are typically offered through
short-term and annual contracts.

Softswitch Services. Level 3 has pioneered and developed the Softswitch ~ a distributed computer
system that emulates the functions performed by traditional circuit switches enabling Level 3 to
control and process telephone calls over an Internet Protocol network. Currently, Level 3 is offering
two Softswitch based services: (3)Connect™ Modem and (3)Voice®™. These services are typically
offered through short-term, annual and long-term contracts.

Q  (3)Connecr’™ Modem. The Company is offering to its (3)Connect Modem customers an
outsourced, turn-key infrastructure solution for the management of dial up access to either the
public Internet or a corporate data network. (3)Connect Modem was the first service offered by the
Company that used Softswitch technology to seamlessly interconnect to the PSTN. ISPs comprise
a majority of the customer base for (3)Connect Modem and are provided a fully managed dial up
network infrastructure for access to the public Internet. Corporate customers that purchase
(3)Connect Modem services receive connectivity for remote users to support data applications
such as telecommuting, e-mail retrieval, and client/server applications.

As part of this service, Level 3 arranges for the provision of local network coverage, dedicated
local telephone numbers (which the (3)Connect Modem customer distributes to its customers in
the case of an ISP or to its employees in the case of a corporate customer), racks and modems as
well as dedicated connectivity from the customer’s location to the Level 3 Gateway facility. Level
3 also provides monitoring of this infrastructure 24 hours a day, seven days a week. By providing
a turn-key infrastructure modem solution, Level 3 believes that this product allows its customers
to save both capital and operating costs associated with maintaining the infrastructure.

At end of the fourth quarter 2001, the Company’s (3)Connect Modem product was processing
approximately 11.3 billion minutes per month, representing an approximately 31% increase from
the end of the third quarter 2001.

Q  (3)Voice™ Services. The Company also offers (3)Voice, an Internet Protocol based long distance
service, which uses Softswitch technology. This long distance service is currently available for
originating long distance calls in 24 markets and is generally targeted at carriers. The end users of
the Company’s (3)Voice carrier customers place a long distance call by using existing telephone
equipment and dialing procedures. The local service provider transfers the call to the Level 3
Softswitch where it is converted to Internet Protocol format. The call is then transmitted along the
Level 3 Network to another Level 3 Gateway facility closest to the receiving city where it is sent
to the called party in whatever format is desired, including a standard telephone call. Calls on the
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Level 3 Softswitch network can be terminated or completed anywhere in North America. The
(3)Voice long distance service is offered at a quality level equal to that of the traditional telephone
network.

Corporate Software. On March 13, 2002, Level 3 announced that it had completed the previously
disclosed acquisition of CorpSoft, Inc., which conducts its business under the name Corporate Software®™.
Corporate Software is a major distributor, marketer and reseller of business software. Based in Norwood,
Massachusetts, Corporate Software is an industry leader in the field of software marketing, procurement and license
management. It is a leading distributor of software products from Microsoft®, IBM/Lotus®, Novell®, Sun
Microsystems®, Computer Associates®, Symantec® and 200 other software publishers, and serves more than 5,000
business customers in 128 countries.

Corporate Software uses a Software Asset Management (“SAM”) approach to maximize a customer’s
return on its software investments. Corporate Software provides its customers with the following software
management services:

° License Contract Management Services. This service includes: central coordination of license
agreements; contract management business practices and back-office capabilities to unify and
coordinate volume purchasing and enterprise wide software agreements including Microsoft EA and
Select agreements; ability to process and manage contract to meet cyclical increases in demand
through the year; the ability to measure, report and monitor worldwide contacts in support of
contractual obligations of clients to Microsoft; and manage commitment levels, product pools,
pricing and contract dates and renewals.

° Management Tracking & Reporting. This service includes: fundamental reporting abilities that
directly support license management and sales activities; order management system allowing the
tracking of procurement from most general (parent company) to most specific (ship-to-location);
combined with cost-allocation data, reports can be inputted directly into customer’s data warehouse
for optimal software asset management.

e Order Management. This service includes: state-of-the-art ordering system to minimize ordering
errors and help ensure compliance; and systems to assist a customer to order the correct right version
of a software title on the correct operating system platform.

° E-Procurement Services — CorpSoft Central. These services include: customized, Web-commerce
solution that provides Microsoft customers immediate access to Microsoft software; features that
include product pricing and availability based on site-specific enrollment, online ordering capability,
real-time order status and tracking, customer reports, reduced returns, tracking of existing and
deployed licenses reconciled to EA agreements, online invoices and license proofs, special order
research capability, and online help and documentation; and visibility of license milestone for
Microsoft Select agreements and “true up” counts for Microsoft EA agreements.

Level 3 believes that, in part, the information technology industry has been shaped by data processing and
data storage price-performance improvement rates that, until recently, have improved much more rapidly than
communications price-performance improvement rates. As a result, enterprises have generally located computing
and storage resources at the point of use. The Company believes that, over time, significant economies of scale can
be obtained by commercial entities, which manage computing, operating system and software application resources,
and which offer access to these resources to enterprises on a commercial basis.

The Company believes that the combination of its continuously upgradeable network, and Corporate
Software’s expertise in software lifecycle management and strong customer relationship position, over time, will
permit the Company to offer companies software functionality as a service available over the Level 3 network.
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(i)Structure, Inc. Level 3 currently offers, through its subsidiary (i)Structure, Inc. (formerly PKS
Information Services, Inc.), computer operations outsourcing and systems integration services to customers located
throughout the United States as well as abroad.

The Company’s systems integration services help customers define, develop and implement cost-effective
information services. The computer outsourcing services offered by the Company include networking and
computing services necessary for older mainframe-based systems and newer client/server-based systems. The
Company provides its outsourcing services to clients that want to focus their resources on core businesses, rather
than expend capital and incur overhead costs to operate their own computing environments. (/)Structure believes
that it is able to utilize its expertise and experience, as well as operating efficiencies, to provide its outsourcing
customers with levels of service equal to or better than those achievable by the customers themselves, while at the
same time reducing the customers’ cost for such services. This service is particularly useful for those customers
moving from older computing platforms to more modern client/server networks.

(H)Structure offers reengineering services that allow companies to convert older legacy software systems to
modern networked computing systems, with a focus on reengineering software to enable older software application
and data repositories to be accessed by web browsers over the Internet or over private or limited access Internet
Protocol networks. ({)Structure also provides customers with a combination of workbench tools and methodologies
that provide a complete strategy for converting mainframe-based application systems to client/server architecture.

Distribution Strategy

Communications Services. Level 3’s sales strategy is to utilize a direct sales force focused on
communications intensive businesses. These targeted businesses include both traditional and next generation
carriers, 1SPs, application service providers, content providers, systems integrators, web-hosting companies,
streaming media companies, storage providers and wireless communications providers. Level 3 believes that these
companies are the most significant drivers of bandwidth demand. The past distinctions between retail and wholesale
have been blurred as these communications intensive businesses purchase Level 3 services, add value and then
market to end-users. Bandwidth constitutes a significant portion of these companies’ cost structure and their needs
for bandwidth in many cases are growing at an exponential rate. Providing continually declining bandwidth costs to
these companies is at the core of Level 3’s market enabling strategy.

Beginning in 2001, Level 3 changed its customer focus to the top 300 global users of bandwidth capacity.
These top 300 global users tend to be financially more viable than certain Internet start-ups. The Company has in
place policies and procedures to review the financial condition of potential and existing customers and concludes
that collectibility is probable prior to commencement of services. If the financial condition of an existing customer
deteriorates to a point where payment for services is in doubt, the Company will not recognize revenue attributable
to that customer until cash is received. Based on these policies and procedures, the Company believes its exposure
to credit risk within the communications business and effect to the financial statements is limited. The Company is
not immune from the affects of the downturn in the economy and specifically the telecommunications industry;
however, the Company believes the concentration of credit risk with respect to receivables is mitigated due to the
dispersion of the Company’s customer base among geographic areas and remedies provided by terms of contracts
and statutes. The Company estimates that approximately 25% of its recurring revenue base as of December 31,
2001, consists of financially weaker customers. Approximately 80% of this amount is expected to disconnect
services during the first half of 2002.

For the year ended December 31, 2001, approximately 53% of the Company’s sales were to carriers, 30%
were to internet service providers or ISPs, 11% were to content providers and 6% were to other types of customers.
For the year ended December 31, 2001, no single customer accounted for more than 10% of the Company’s
consolidated total revenues.

Corporate Software. In 2001, Corporate Software had more than 5,000 active customer accounts.
Corporate Software’s customer base includes corporations, government agencies, educational institutions, non-profit
organizations and other business entities. Sales contracts with large customers for the procurement of products
generally cover a one to three year period subject to the customers’ rights to terminate the contract upon notice.
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These contracts usually include provisions regarding price, availability, payment terms and return policies. Standard
payment terms with Corporate Software’s customers are generally net 30 days from the date of invoice.

(i)Structure. (i)Structure’s outsourcing sales are relationship oriented and (/)Structure has a team of ten
Sales Directors within the United States. Sales activities are focused on new sales in geographic territories, major
accounts, sales to existing customers and channel sales. To support outsourcing sales, ({)Structure partners with
companies that provide integration and application services. The marketing activities of the company include:
collateral, web marketing, industry conferences and direct marketing programs.

(i)Structure also sells application software and related services through a small sales force that is
geographically focused. Sales activities are focused on new sales in geographic territories, major accounts, sales to
existing customers and channel sales. To support these sales (¢/)Structure partners with companies that provide
integration and application services. The marketing activities of the company include: collateral, web marketing,
industry conferences and direct marketing programs.

Business Support Systems

In order to pursue its sales and distribution strategies, the Company has developed and is continuing to
develop and implement a set of integrated software applications designed to automate the Company’s operational
processes. Through the development of a robust, scalable business support system, the Company believes that it has
the opportunity to develop a competitive advantage relative to traditional telecommunications companies. Whereas
traditional telecommunications companies operate extensive legacy business support systems with
compartmentalized architectures that limit their ability to scale rapidly and introduce enhanced services and features,
Level 3 has developed a business support system architecture intended to maximize both reliability and scalability.

Key design aspects of the business support system development program are:

° integrated modular applications to allow the Company to upgrade specific applications as new
products are available;

° a scalable architecture that allows certain functions that would otherwise have to be performed by
Level 3 employees to be performed by the Company’s alternative distribution channel participants;

° p‘hased completion of software releases designed to allow the Company to test functionality on an
incremental basis;

® “web-enabled” applications so that on-line access to all order entry, network operations, billing, and
customer care functions is available to all authorized users, including Level 3°s customers and
resellers;

® use of a tiered, client/server architecture that is designed to separate data and applications, and is
expected to enable continued improvement of software functionality at minimum cost; and

° use of pre-developed or “shrink wrapped” applications, where applicable, which will interface to
Level 3’s internally developed applications.

Interconnection and Peering

As a result of the Telecom Act, properly certificated companies may, as a matter of law, interconnect with
ILECs on terms designed to help ensure economic, technical and administrative equality between the interconnected
parties. The Telecom Act provides, among other things, that ILECs must offer competitors the services and facilities
necessary to offer local switched services. See “— Regulation.”

As of December 31, 2001, the Company had entered into interconnection agreements covering 58 markets.
The Company may be required to negotiate new or renegotiate existing interconnection agreements as Level 3
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expands its operations in current and additional markets in the future and as existing agreements expire or are
terminated.

Peering agreements between the Company and ISPs are necessary in order for the Company to exchange
traffic with those ISPs without having to pay transit costs. The Company is considered a Tier 1 Internet Service
Provider and has settlement free peering arrangements with all ISPs in North America. In Europe, the Company has
settlement free peering arrangements with all ISPs except one major Tier 1 ISP. The Company is currently
negotiating settlement free peering arrangements with this ISP. The basis on which the large national ISPs make
peering available or impose settlement charges is evolving as the provision of Internet access and related services
has expanded.

Employee Recruiting and Retention

As of December 31, 2001, Level 3 had 3,178 employees in the communications portion of its business and
(i)Structure had approximately 549 employees, for a total of 3,727 employees. These numbers do not include the
employees of Corporate Software, since this transaction closed on March 13, 2002. Corporate Software has
approximately 800 employees worldwide. The Company believes that its ability to implement the Business Plan
will depend in large part on its ability to attract and retain substantial numbers of additional qualified employees.

In order to attract and retain highly qualified employees, the Company believes that it is important to
provide (i) a work environment that encourages each individual to perform to his or her potential, (ii) a work
environment that facilitates cooperation towards shared goals and (iii) a compensation program designed to attract
the kinds of individuals the Company seeks and to align employees’ interests with the Company’s. The Company
believes that its policies and practices help provide such a work environment. With respect to compensation
programs, while the Company believes financial rewards alone are not sufficient to attract and retain qualified
employees, the Company believes a properly designed compensation program is a necessary component of
employee recruitment and retention. In this regard the Company’s philosophy is to pay annual cash compensation,
which, if the Company’s annual goals are met, is moderately greater than the cash compensation paid by
competitors. The Company’s non-cash benefit programs (including medical and health insurance, life insurance,
disability insurance, etc.) are designed to be comparable to those offered by its competitors. As economic
conditions dictate, the Company reviews the structure of its compensation plans and may make adjustments to these
plans as these conditions warrant.

The Company believes that the qualified candidates it seeks place particular emphasis on equity-based long
term incentive (“LTT”) programs. The Company currently has two complementary programs: (i) the equity-based
“Shareworks” program, which helps ensure that all employees have an ownership interest in the Company and are
encouraged to invest risk capital in the Company’s stock; and (ii) an innovative Outperform Stock Option (“OSQO”)
program applicable to the Company’s employees. The Shareworks program currently enables employees to
contribute up to 7% of their compensation toward the purchase of restricted common stock, which purchases are
matched one for one by the Company. If an employee remains employed by the Company for three years from the
date of purchase, the shares that are contributed by the Company will vest. The shares that are purchased by the
employee are vested at the time of purchase. The Shareworks program also provides that, subject to satisfactory
Company performance, the Company’s employees will be eligible annually for grants by the Company of its
restricted common stock of up to a set percentage determined by the Compensation Committee of the Board of
Directors of the employees’ compensation, which shares will vest three years from the employee’s initial grant date.
For the year ended December 31, 2001, the Company granted to its eligible employees a 5% grant.

The Company has adopted the OSO program, which differs from LTI programs generally adopted by the
Company’s competitors that make employees eligible for conventional non-qualified stock options (“NQSOs”).
While widely adopted, the Company believes such NQSO programs reward employees when company stock price
performance is inferior to investments of similar risks, dilute public stockholders in a manner not directly
proportional to performance and fail to provide a preferred return on stockholders’ invested capital over the return to
option holders. The Company believes that the OSO program is superior to an NQSO-based program with respect to
these issues while, at the same time, providing employees a success-based reward balancing the associated risk.
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The Company’s OSO program is the primary component of Level 3°s long term incentive, stock based
compensation programs. The OSO program was designed by the Company so that its stockholders receive a market
related return on their investment before OSO holders receive any return on their options. The Company believes
that the OSO program better aligns employees’ and stockholders’ interests by basing stock option value on the
Company’s ability to outperform the market in general, as measured by the S&P 500 Index. The value received for
options under the OSO plan is based on a formula involving a multiplier related to how much the Company’s
common stock outperforms the S&P 500 Index. Participants in the OSO program do not realize any value from
options unless our common stock price outperforms the S&P 500 Index. To the extent that the Level 3 common
stock outperforms the S&P 500, the value of OSOs to an option holder may exceed the value of NQSOs.

In July 2000, the Company adopted a convertible outperform stock option program, (“C-OSO”) as an
extension of the existing OSO plan. The program is a component of the Company’s ongoing employee retention
efforts and offers similar features to those of an OSO, but provides an employee with the greater of the value of a
single share of the Company’s common stock at exercise, or the calculated OSO value of a single OSO at the time of
exercise.

C-08S0 awards were made to eligible employees employed on the date of the grant. The awards were made
in September 2000 and December 2000. Each award vests over three years as follows: 1/6 of each grant at the end of
the first year, a further 2/6 at the end of the second year and the remaining 3/6 in the third year. Each award is
immediately exercisable upon vesting. Awards expire four years from the date of the grant. In September 2001, the
Company granted Special Convertible Qutperform Stock Option (“Special COSO”) to certain employees on the date
of grant. Each Special COSO vests in equal quarterly installments over three years and is immediately exercisable
upon vesting. Special COSOs expire four years from the date of grant.

Subsequent to March 31, 1998 (the effective date of the separation of the Company’s former construction
business), the Company adopted the recognition provisions of SFAS No, 123. Under SFAS No. 123, the fair value
of an OSO (as computed in accordance with accepted option valuation models) on the date of grant is amortized
over the vesting period of the OSO. The recognition provisions of SFAS No. 123 are applied prospectively upon
adoption. As a result, they are applied to all stock awards granted in the year of adoption and are not applied to
awards granted in previous years unless those awards are modified or settled in cash after adoption of the
recognition provisions. The adoption of SFAS No. 123 resulted in non-cash charges to operations of $314 million in
2001, $236 million in 2000 and $125 million in 1999 and will continue to result in non-cash charges to operations
for future periods that the Company believes will also be material. The amount of the non-cash charge will be
dependent upon a number of factors, including the number of options granted and the fair value estimated at the time
of grant.

Competition

Communications. The communications industry is highly competitive. Many of the Company’s existing
and potential competitors in the communications industry have financial, personnel, marketing and other resources
significantly greater than those of the Company, as well as other competitive advantages including larger customer
bases. Increased consolidation and strategic alliances in the industry resulting from the Telecom Act, the opening of
the U.S. market to foreign carriers, technological advances and further deregulation could give rise to significant
new competitors to the Company. .

In recent years, competition has increased in all areas of Level 3’s communications services market. The
increased number of competitors and resulting investment in telecommunications networks has created a substantial
oversupply of network capacity in the industry. While the Company believes that this oversupply condition is
temporary, the oversupply has resulted in an intensely competitive environment forcing numerous competitors to
curtail their business plans and, in a number of cases, to file for protection under bankruptcy or protection from
creditor statutes. The Company’s primary competitors are IXCs, ILECs, CLECs, ISPs and other companies that
provide communications products and services. The following information identifies key competitors for each of the
Company’s product offerings.

For transport services, Level 3’s key competitors in the United States are other facilities based
communications companies including Williams Communications, Global Crossing, Qwest Communications, and

- 15 -




Broadwing. In Europe, the Company’s key competitors are other carriers such as KPNQwest N.V., Telia
International, Colt Telecom Group plc, WorldCom, and Global Crossing.

The Company’s key competitors for its (3)Connect Modem services are other providers of dial up Internet
access including WorldCom, Genuity, Sprint, Qwest, ICG and AT&T. In addition, the key competitors for the
Company’s (3)Voice service offering are other providers of wholesale long distance communications services
including AT&T, WorldCom, Sprint and certain RBOCs. The RBOCs are seeking authorizations to provide certain
long distance services which will further increase competition in the long distance services market. See “ —
Regulation.”

Level 3°s key competitors for its (3)Center Colocation services are other facilities based communications
companies, and other colocation providers such as web hosting companies and third party colocation companies.
These companies include Cable & Wireless, Equinix, Switch & Data, Qwest Communications and Broadwing.

For the Company’s (3)Crossroads Internet access service, Level 3 competes with companies that include
WorldCom, Genuity, Sprint, AT&T, Cable & Wireless, and Qwest.

The communications industry is subject to rapid and significant changes in technology. For instance, recent
technological advances permit substantial increases in transmission capacity of both new and existing fiber, and the
introduction of new products or emergence of new technologies may reduce the cost or increase the supply of
certain services similar to those which the Company plans on providing. Accordingly, in the future the Company’s
most significant competitors may be new entrants to the communications and information services industry, which
are not burdened by an installed base of outmoded or legacy equipment.

Corporate Software. The personal computer software market is intensely competitive. With respect to its
business, Corporate Software faces competition from a wide variety of sources, including “software-only” resellers,
hardware resellers and manufacturers and large systems integrators. Current competitors from the software-only
reseller category would include Software Spectrum, ASAP Software and Softwarehouse International.

Competitors also include hardware resellers and manufacturers. These companies compete in the large and
mid-size organization markets with marketing efforts to provide customers with software and hardware services.
Such competitors include Dell Computer Corporation and Compaq Computer Corporation, hardware manufacturers
that also sell software, and systems integrators such as Compucom Systems, Inc. Many of these companies do have
a global presence.

The manner in which personal computer software products are distributed and sold is continually changing
and new methods of distribution may emerge or expand. Software publishers may intensify their efforts to sell their
products directly to end-users, including current and potential customers of Corporate Software, without utilizing
services such as those provided by Corporate Software. In the past, direct sales from software publishers to end-
users have not been significant, although end-users have traditionally been able to purchase upgrades directly from
publishers. From time to time, some publishers have instituted programs for the direct sale of large order quantities
of software to major corporate accounts, and Corporate Software anticipates that these types of transactions will
continue to be used by various publishers in the future. Corporate Software could be adversely affected if major
software publishers successfully implement or expand programs for the direct sale of software through volume
purchase agreements or other arrangements intended to exclude the resale channel. The licensing program changes
recently announced by Microsoft are not expected to reduce the role of the reseller channel in the sale of Microsoft
products. Corporate Software believes that the total range of services it provides to its customers cannot be easily
substituted by publishers, particularly because publishers do not offer the scope of services or product offerings
required by most of Corporate Software’s customers. However, there can be no assurance that publishers will not
increase their efforts to sell substantial quantities of software directly to end-users without engaging Corporate
Software to provide value-added services. If the resale channel’s participation in volume license and maintenance
agreements is reduced or eliminated, or if other methods of distribution of software become common, Corporate
Software’s business and financial results could be materially adversely affected. Corporate Software currently
delivers a limited amount of software through electronic software distribution and intends to continue to participate
in this method of software distribution as demand for this service by large organizations emerges and as
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communications technology improvements permit electronic software distribution to be made securely and
efficiently.

(1)Structure. The information technology infrastructure outsourcing market is highly competitive. There
are few barriers to entry for new entrants with access to capital. Companies compete on reliability of their data
centers, knowledge and competency of technical staff, quality of service and price. Large competitors have many
resources available to them including longer operating history, name recognition, greater financial resources, large
installed customer base and established industry relationships. These competitors may also be able to provide
services outside of the data center, which can be used in pricing negotiations. (7)Structure prices competitively, but
larger companies may be able to more effectively compete on price to obtain the potential customer’s business.

At present, (§)Structures’s competitors in the information technology infrastructure outsourcing market
include:

° larger established computer outsourcing companiés such as IBM Global Services, EDS, and
Computer Sciences Corporation (CSC);

° midsize companies or divisions of larger companies such as ACS, Acxiom, and Lockheed; and
° enterprises that maintain their computer processing environments in-house.

()Structure expects to offer application software services primarily in Europe. The market for these
services is highly competitive and there are few barriers to entry. Companies are competing on the usefulness of
their intellectual property, knowledge and competency of technical staff, quality of service and price. Large
competitors have many resources available to them including longer operating history, name recognition, greater
financial resources, large installed customer base and established industry relationships. At present, (i)Structure’s
competitors in the application software services market include European software development businesses and IT
service companies such as S1 Inc., Bottomline Technologies, Inc. and Eontec.

Regulation

The Company’s communications and information services business will be subject to varying degrees of
federal, state, local and international regulation.

Pending Legislation

On February 27, 2002, the U.S. House of Representatives approved The Internet Freedom and Broadband
Deployment Act of 2001 (H.R. 1542), also known as the Tauzin-Dingell bill, by a count of 273-157. The legislation
allows the Bell Operating Companies to offer in-region long distance data services without meeting the requirements
of Section 271 of the Telecommunications Act of 1996. In addition, the legislation removes requirements that the
RBOC:s sell certain network elements, including line-sharing and fiber-fed local loops to competitive carriers. The
Telecommunications Act of 1996 (1996 Act) requires RBOCs to open their networks to competitors before the
incumbent carriers may enter the long-distance voice market and provide nondiscriminatory access to unbundled
network elements. It is unclear whether the legislation will be approved by the United States Senate. If Tauzin-
Dingell becomes law, it could materially alter how the company provides it services, to whom it sells it services and
how the company prices those services.

Federal Regulation

The FCC regulates interstate and international telecommunications services. The FCC imposes extensive
regulations on common carriers such as ILECs that have some degree of market power. The FCC imposes less
regulation on common carriers without market power, such as the Company. The FCC permits these nondominant
carriers to provide domestic interstate services (including long distance and access services) without prior
authorization; but it requires carriers to receive an authorization to construct and operate telecommunications
facilities, and to provide or resell telecommunications services, between the United States and international points.
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The Company has recently obtained FCC approval to land its transatlantic cable in the U.S. The Company has
obtained FCC authorization to provide international services on a facilities and resale basis. The Company has filed
tariffs for its access and international long distance services with the FCC.

Under the Telecom Act, any entity, including cable television companies, and electric and gas utilities, may
enter any telecommunications market, subject to reasonable state regulation of safety, quality and consumer
protection. Because implementation of the Telecom Act is subject to numerous federal and state policy rulemaking
proceedings and judicial review, there is still uncertainty as to what impact it will have on the Company. The
Telecom Act is intended to increase competition. The Telecom Act opens the local services market by requiring
ILECs to permit interconnection to their networks and establishing ILEC obligations with respect to:

® Reciprocal Compensation. Requires all ILECs and CLECs to complete calls originated by competing
carriers under reciprocal arrangements at prices based on a reasonable approximation of incremental
cost or through mutual exchange of traffic without explicit payment.

® Resale. Requires all ILECs and CLECs to permit resale of their telecommunications services without
unreasonable restrictions or conditions. In addition, ILECs are required to offer wholesale versions of
all retail services to other telecommunications carriers for resale at discounted rates, based on the
costs avoided by the ILEC in the wholesale offering.

e Interconnection. Requires all ILECs and CLECs to permit their competitors to interconnect with
their facilities. Requires all ILECs to permit interconnection at any technically feasible point within
their networks, on nondiscriminatory terms and at prices based on cost (which may include a
reasonable profit). At the option of the carrier seeking interconnection, colocation of the requesting
carrier’s equipment in an ILEC’s premises must be offered, except where the ILEC can demonstrate
space limitations or other technical impediments to colocation.

® Unbundled Access. Requires all ILECs to provide nondiscriminatory access to specified unbundled
network elements (including certain network facilities, equipment, features, functions, and
capabilities) at any technically feasible point within their networks, on nondiscriminatory terms and
at prices based on cost (which may include a reasonable profit).

® Number Portability. Requires all ILECs and CLECs to permit, to the extent technically feasible,
users of telecommunications services to retain existing telephone numbers without impairment of
quality, reliability or convenience when switching from one telecommunications carrier to another.

e Dialing Parity. Requires all ILECs and CLECs to provide “1+” equal access to competing providers
of telephone exchange service and toll service, and to provide nondiscriminatory access to telephone
numbers, operator services, directory assistance, and directory listing, with no unreasonable dialing
delays.

® Access to Rights-of-Way. Requires all ILECs and CLECs to permit competing carriers access to
poles, ducts, conduits and rights-of-way at regulated prices.

[LECs are required to negotiate in good faith with carriers requesting any or all of the above arrangements.
If the negotiating carriers cannot reach agreement within a prescribed time, either carrier may request binding
arbitration of the disputed issues by the state regulatory commission. Even when an agreement has not been reached,
TLECs remain subject to interconnection obligations established by the FCC and state telecommunications
regulatory commissions.

In August 1996, the FCC released a decision (the “Interconnection Decision”) establishing rules
implementing the above-listed requirements and providing guidelines for review of interconnection agreements by
state public utility commissions. The United States Court of Appeals for the Eighth Circuit (the “Eighth Circuit”)
vacated certain portions of the Interconnection Decision. On January 25, 1999, the Supreme Court reversed the
Eighth Circuit with respect to the FCC’s jurisdiction to issue regulations governing local interconnection pricing
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(including regulations govering reciprocal compensation). The Supreme Court also found that the FCC had
authority to promulgate a “pick and choose” rule and upheld most of the FCC’s rules governing access to unbundled
network elements. The Supreme Court, however, remanded to the FCC the standard by which the FCC identified the
network elements that must be made available on an unbundled basis.

On November 5, 1999, the FCC released an order largely retaining its list of unbundled network elements
but eliminating the requirement that ILECs provide unbundled access to local switching for customers with four or
more lines in the densest portion of the top 50 Metropolitan Statistical Areas, and the requirement to unbundle
operator services and directory assistance. In its decision, the FCC reaffirmed that network elements should be
priced using a total element long run incremental pricing (“TELRIC”) methodology. A number of parties challenged
the FCC’s TELRIC finding. On Jan. 22, 2001, the U.S. Supreme Court agreed to hear those appeals. Oral argument
took place on Oct. 10, 2001. The Supreme Court’s decision could effect some pricing terms in the Company’s
existing interconnection agreements and may require the renegotiation of existing interconnection agreements. The
Supreme Court’s decision could also result in new rules being promulgated by the FCC. Given the general
uncertainty surrounding the effect of these decisions and appeals, the Company may not be able to continue to
obtain or enforce interconnection terms that are acceptable to it or that are consistent with its business plans.

The Telecom Act also codifies the [ILECs’ equal access and nondiscrimination obligations and preempts
inconsistent state regulation. The Telecom Act contains special provisions that modify previous court decrees that
prevented RBOC:s from providing long distance services and engaging in telecommunications equipment
manufacturing. These provisions permit a RBOC to enter the long distance market in its traditional service area if it
satisfies several procedural and substantive requirements, including obtaining FCC approval upon a showing that the
RBOC has entered into interconnection agreements (or, under some circumstances, has offered to enter into such
agreements) in those states in which it seeks long distance relief, the interconnection agreements satisfy a 14-point
“checklist” of competitive requirements, and the FCC is satisfied that the RBOC’s entry into long distance markets
is in the public interest. To date, the FCC has approved petitions to provide long distance service by Verizon in New
York, Massachusetts, Connecticut, Pennsylvania, and Rhode Island. Verizon has applications pending in New
Jersey, and Vermont Southwestern Bell has received approval for Texas, Oklahoma Kansas, Arkansas and
Missouri.. BellSouth has applications pending for Georgia and Louisiana. The Telecom Act permitted the RBOC:s to
enter the out-of-region long distance market immediately upon its enactment.

In October 1996, the FCC adopted an order in which it eliminated the requirement that non-dominant
carriers such as the Company maintain tariffs on file with the FCC for domestic interstate services. On February 13,
1997, the U.S. Court of Appeals for the District of Columbia stayed implementation of the FCC order. On April 28,
2000, all litigation with respect to the FCC’s order was resolved in favor of the FCC. As a result, a deadline of
August 1, 2001 was established for non-dominant carriers, such as Level 3, to eliminate tariffs for interstate services.
In March 2001, the FCC also ordered that all nondominant interexchange carriers detariff international
interexchange services by January 28, 2002. Pursuant to these orders, the Company cancelled its tariff for domestic
interstate and international private line services effective July 31, 2001. The Company’s state tariffs remain in
place. While tariffs provided a means of providing notice of prices as well as terms and conditions for the provision
of service, the Company has historically relied primarily on its sales force and marketing activities to provide
information to its customers regarding these matters and expects to continue to do so. Further, in accordance with
the FCC’s orders the Company maintains a schedule of its rates, terms and conditions for its domestic and
international private line services on its website at www.level3.com.

In 2001, the FCC adopted its CLEC access charge order adopting a benchmark rate for CLEC access
charges. The order became effective in June 2001. The rules establish a conclusive presumption that CLEC access
rates at or below the benchmark are just and reasonable. The FCC adopted a three-year transition period until the
rates reach the rates charged by the ILEC in the same area. In addition, the FCC clarified that an interexchange
carrier’s refusal to serve customers of a CLEC that tariffs access rates at or below the benchmark rate, when the
interexchange carrier serves ILEC end users in the same area, generally constitutes a violation of their duty to
provide service upon reasonable request. The CLEC access charge order is subject to both petitions for
reconsideration at the FCC and appeals in the U.S. Court of Appeals. In addition, CLEC access charges are among
the intercarrier compensation issues addressed in the FCC’s Notice of Proposed Rulemaking regarding a unified
intercarrier compensation regime. The Company’s long standing policy has been to mirror the access rates charged
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by the ILECs. Because the rates established by the FCC in the CLEC access charge order are consistent with the
ILEC rates, the Company is not required to change the manner in which access charges are assessed or collected.

Beginning in June 1997, every RBOC advised CLECs that they did not consider calls in the same local
calling area from their customers to CLEC customers, who are ISPs, to be local calls under the interconnection
agreements between the RBOCs and the CLECs. The RBOCs claim that these calls are exchange access calls for
which exchange access charges would be owed. The RBOCs claimed, however, that the FCC exempted these calls
from access charges so that no compensation is owed to the CLECs for transporting and terminating such calls. As a
result, the RBOCs threatened to withhold, and in many cases did withhold, reciprocal compensation for the transport
and termination of such calls. To date, thirty-six state commissions have ruled on this issue in the context of state
commission arbitration proceedings or enforcement proceedings. In thirty- three states, to date, the state commission
has determined that reciprocal compensation is owed for such calls. Several of these cases are presently on appeal.
Reviewing courts have upheld the state commissions in eight decisions rendered to date on appeal. Decisions in the
Fourth, Fifth and Seventh U.S. Circuit Courts of Appeal have upheld state determinations that reciprocal
compensation is owed for ISP bound traffic. A decision is pending before the U.S. Circuit Court of Appeals for the
District of Columbia. On February 25, 1999, the FCC issued a Declaratory Ruling on the issue of inter-carrier
compensation for calls bound to ISPs. The FCC ruled that the calls are largely jurisdictionally interstate calls, not
local calls. The FCC, however, determined that this issue was not dispositive of whether inter-carrier compensation
is owed.

The FCC noted a number of factors which would allow the state commissions to leave their decisions
requiring the payment of compensation undisturbed. That decision was appealed to the Court of Appeals for the
District of Columbia Circuit which held on appeal that the FCC had failed to adequately support its conclusions
under the requirements of the Telecommunications Act. On April 18, 2001, the FCC adopted an new order
regarding intercarrier compensation for ISP-bound traffic. In that Order, the Commission set out to address the
issues raised by the Court of Appeals and established a new intercarrier compensation mechanism for ISP-bound
traffic. In addition to establishing a new rate structure, the Commission capped the amount of traffic that would be
“compensable” and prohibited payment for ISP-traffic to carriers entering new markets. The April 2001 order was
appealed and on Feb. 12, 2002, the Court of Appeals for the District of Columbia Circuit heard oral argument. A
decision is expected in the summer of 2002.

Although there is a fair amount of uncertainty surrounding the regulatory and economic treatment of ISP-
bound traffic, the Company has over the past two years entered into agreements with Verizon, formerly Bell
Atlantic, that provides for payment for ISP bound traffic in the 14-state Verizon territory, the SBC Corporation for
the 13-state operating territory that includes its affiliates Pacific Bell, Southwestern Bell, Ameritech and Southern
New England Telephone and BellSouth in its nine-state operating territory. Given the general uncertainty
surrounding the effect of these decisions and appeals, the Company may have to change how it treats the
compensation it receives for terminating calls bound for Internet Service Providers if the agreements under which
compensation is paid incorporate changes in FCC rules and regulations.

The FCC has to date treated ISPs as “enhanced service providers,” exempt from federal and state
regulations governing common carriers, including the obligation to pay access charges and contribute to the
universal service fund. Nevertheless, regulations governing disclosure of confidential communications, copyright,
excise tax, and other requirements may apply to the Company’s provision of Internet access services. The Company
cannot predict the likelihood that state, federal or foreign governments will impose additional regulation on the
Company’s Internet business, nor can it predict the impact that future regulation will have on the Company’s
operations.

In December 1996, the FCC initiated a Notice of Inquiry regarding whether to impose regulations or
surcharges upon providers of Internet access and information services (the “Internet NOI”). The Internet NOI sought
public comment upon whether to impose or continue to forebear from regulation of Internet and other packet-
switched network service providers. The Internet NOI specifically identifies Internet telephony as a subject for FCC
consideration. On April 10, 1998, the FCC issued a Report to Congress on its implementation of the universal
service provisions of the Telecom Act. In that Report, the FCC stated, among other things, that the provision of
transmission capacity to ISPs constitutes the provision of telecommunications and is, therefore, subject to common
carrier regulations. The FCC indicated that it would reexamine its policy of not requiring an ISP to contribute to the
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universal service mechanisms when the ISP provides its own transmission facilities and engages in data transport
over those facilities in order to provide an information service. Any such contribution by a facilities based ISP
would be related to the ISP’s provision of the underlying telecommunications services. In the Report, the FCC also
indicated that it would examine the question of whether certain forms of “phone-to-phone Internet Protocol
telephony” are information services or telecommunications services. It noted that the FCC did not have an adequate
record on which to make any definitive pronouncements on that issue at this time, but that the record the FCC had
reviewed suggests that certain forms of phone-to-phone Internet Protocol telephony appear to have similar
functionality to non-Internet Protocol telecommunications services and lack the characteristics that would render
them information services. If the FCC were to determine that certain Internet Protocol telephony services are subject
to FCC regulations as telecommunications services, the FCC noted it may find it reasonable that the ISPs pay access
charges and make universal service contributions similar to non-Internet Protocol based telecommunications service
providers. The FCC also noted that other forms of Internet Protocol telephony appear to be information services.
The Company cannot predict the outcome of these proceedings or other FCC proceedings that may effect the
Company’s operations or impose additional requirements, regulations or charges upon the Company’s provision of
Internet access services.

The Communications Act requires that every telecommunications carrier contribute, on an equitable and
non-discriminatory basis, to federal universal service mechanisms established by the FCC, and the FCC also
requires providers of non-common carrier telecommunications to contribute to universal service, subject to some
exclusions and limitations. At present, these contributions are calculated based on contributors’ interstate and
international revenues derived from U.S. domestic end users for telecommunications or telecommunications
services, as those terms are defined under FCC regulations. Level 3, pursuant to federal regulations, pays these
contributions. The amount of Level 3’s contributions can vary based upon the total amount of federal universal
service support being provided under the FCC’s federal mechanisms and associated administrative expenses, the
methodology used by the FCC to calculate each carrier’s contributions, and, at present, the proportion of Level 3’s
assessable interstate and international revenues derived from its domestic end users for telecommunications or
telecommunications services to, for all contributors, the total amount of assessable interstate and international
revenues derived from domestic end users for telecommunications or telecommunications services. The extent to
which Level 3°s services are viewed as telecommunications/ telecommunications services or as information services
will also affect Level 3’s contributions. The FCC has pending several proceedings that could affect the total amount
of universal service support, including proceedings related to the types of service that receive subsidy support, the
extent of subsidies for rural, insular and high cost areas. The FCC is also considering whether to change its
methodology for assessing a carrier’s contributions from a revenue based methodology to an end-user connection
based methodology. Level 3 is unable to predict which of these proposed changes, if any, the FCC will adopt and
the cumulative effect of any such changes on Level 3s total subsidy contribution payments.

In 1999, the FCC strengthened its existing colocation rules to encourage competitive deployment of high-
speed data services. The order, among other things, restricted the ability of ILECs to prevent certain types of
equipment from being colocated and required ILECs to offer alternative colocation arrangements that will be less
costly. Early in 2000, the D.C. Circuit struck down several aspects of the colocation order and remanded it back to
the FCC for further consideration. In response to the remand, the FCC released an order in August 2001. In that
order, the FCC found that multifunctional equipment could be collocated only if the primary purpose and function of
the equipment is for the CLEC to obtain “equal in quality” interconnection or nondiscriminatory access to UNEs.
The FCC also eliminated its rules that gave CLECs the option of picking their physical collocation space. Following
this remand order, several ILEC:s filed petitions for review with the D.C. Circuit. The oral argument is scheduled for
May 10, 2002,

In recent months, the FCC has initiated a number of proceedings that may have an effect on how the FCC
regulates local competition and broadband services as well as how it assesses universal service contribution
requirements. Because these proceedings are in the early stages of the rulemaking process, the Company is unable
to assess the potential effect at this time.

Performance Measurements and Standards for UNEs and Interconnection. In November 2001, the FCC
released a Notice of Proposed Rulemaking seeking comment on the proposal to adopt performance measurements
and standards for evaluating ILEC performance in the provision of UNEs
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Performance Measurements and Standards for Interstate Special Access Services. In November 2001, the
FCC released a Notice of Proposed Rulemaking seeking comment on whether it should adopt specific performance
measurements and standards for evaluating the ILECs’ performance in the provision of special access services.

Triennial Review of the Commission’s UNE Rules. In December 2001, the FCC released a Notice of
Proposed Rulemaking to undertake a comprehensive review of the unbundling rules. This rulemaking address
consolidates issues pending in various other proceedings, including access to high capacity loops and dedicated
transport, local switching, and next-generation networks.

Examination of Regulatory Treatment of Incumbent Carriers’ Broadband Telecommunications Services.
On December 20, 2001, the FCC released a Notice of Proposed Rulemaking proposing to declare ILECs non-
dominant in the provision of broadband services, and thereby reduce the regulatory requirements they must comply
with, on grounds that sufficient competition from cable, satellite, and terrestrial wireless providers exists to check
ILEC market power.

Appropriate Framework for Broadband Access to the Internet over Wireline Facilities. On February 15,
2002, the FCC released a Notice of Proposed Rulemaking proposing to deregulate ILEC provision of broadband
services by declaring them “information services” exempt from Title II regulation under the Communications Act.
The NPRM further solicits comments on whether a reclassification of ILEC broadband Internet services would
eliminate the unbundling and interconnection rules that currently apply to such services. Finally, the NPRM also
asks whether wireline facilities-based providers of broadband Internet access services — including cable, wireless
and satellite providers — should contribute to the Universal Service subsidy funds.

State Regulation

The Telecom Act is intended to increase competition in the telecommunications industry, especially in the
local exchange market. With respect to local services, ILECs are required to allow interconnection to their networks
and to provide unbundled access to network facilities, as well as a number of other procompetitive measures.
Because the implementation of the Telecom Act is subject to numerous state rulemaking proceedings on these
issues, it is currently difficult to predict how quickly full competition for local services, including local dial tone,
will be introduced.

State regulatory agencies have jurisdiction when Company facilities and services are used to provide
intrastate services. A portion of the Company’s traffic may be classified as intrastate and therefore subject to state
regulation. The Company expects that it will offer more intrastate services (including intrastate switched services) as
its business and product lines expand. To provide intrastate services, the Company generally must obtain a
certificate of public convenience and necessity from the state regulatory agency and comply with state requirements
for telecommunications utilities, including state tariffing requirements. The Company currently is authorized to
provide telecommunications services in all fifty states and the District of Columbia. The Company is seeking
expanded authority in the states of Alaska, California, Georgia, Idaho, Maine, Minnesota, Missouri, North Carolina,
Ohio, Oklahoma, Oregon, Pennsylvania, South Dakota, Tennessee, Utah, West Virginia and Wisconsin. In addition,
the Company will be required to obtain interconnection agreements with independent telephone companies in each
state where it wishes to expand its network coverage. States also often require prior approvals or notifications for
certain transfers of assets, customers or ownership of certificated carriers and for issuances by certified carriers of
equity or debt.

Local Regulation

The Company’s networks will be subject to numerous local regulations such as building codes and
licensing. Such regulations vary on a city-by-city, county- by-county and state-by-state basis. To install its own fiber
optic transmission facilities, the Company will need to obtain rights-of-way over privately and publicly owned land.
Rights-of-way that are not already secured may not be available to the Company on economically reasonable or
advantageous terms.
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Canadian Regulation

The Canadian Radio-television and Telecommunications Commission (the “CRTC”) generally regulates
long distance telecommunications services in Canada, Regulatory developments over the past several years have
terminated the historic monopolies of the regional telephone companies, bringing significant competition to this
industry for both domestic and international long distance services, but also lessening regulation of domestic long
distance companies. Resellers, which, as well as facilities-based carriers, now have interconnection rights, but which
are not obligated to file tariffs, may not only provide transborder services to the U.S. by reselling the services
provided by the regional companies and other entities but also may resell the services of the former monopoly
international carrier, Teleglobe Canada (“Teleglobe”), including offering international switched services provisioned
over leased lines. Although the CRTC formerly restricted the practice of “switched hubbing” over leased lines
through intermediate countries to or from a third country, the CRTC recently lifted this restriction. The Teleglobe
monopoly on international services and undersea cable landing rights terminated as of Cctober 1, 1998, although the
provision of Canadian international transmission facilities-based services remains restricted to “Canadian carriers”
with majority ownership by Canadians. Ownership of non-international transmission facilities are limited to
Canadian carriers but the Company can own international undersea cables landing in Canada. The Company cannot,
under current or foreseen law, enter the Canadian market as a provider of transmission facilities-based domestic
services. Recent CRTC rulings address issues such as the framework for international contribution charges payable
to the local exchange carriers to offset some of the capital and operating costs of the provision of switched local
access services of the incumbent regional telephone companies, in their capacity as ILECs, and the new entrant
CLECs.

While competition is permitted in virtually all other Canadian telecommunications market segments, the
Company believes that the regional companies continue to retain a substantial majority of the local and calling card
markets. Beginning in May 1997, the CRTC released a number of decisions opening to competition the Canadian
local telecommunications services market, which decisions were made applicable in the territories of all of the
regional telephone companies except SaskTel (although Saskatchewan has subsequently allowed local service
competition in that province). As a result, networks operated by CLECs may now be interconnected with the
networks of the ILECs. Transmission facilities-based CLECs are subject to the same majority Canadian ownership
“Canadian carrier” requirements as transmission facilities-based long distance carriers. CLECs have the same status
as ILECs, but they do not have universal service or customer tariff-filing obligations. CLECs are subject to certain
consumer protection safeguards and other CRTC regulatory oversight requirements. CLECs must file
interconnection tariffs for services to interexchange service providers and wireless service providers. Certain ILEC
services must be provided to CLECs on an unbundled basis and subject to mandatory pricing, including central
office codes, subscriber listings, and local loops in small urban and rural areas. For a five-year period, certain other
important CLEC services must be provided on an unbundled basis at mandated prices, notably unbundled local
loops in large, urban areas. ILECs, which, unlike CLECs, remained fully regulated, will be subject to price cap
regulation in respect of their utility services for an initial four-year period beginning May 1, 1997, and these services
must not be priced below cost. Interexchange contribution payments are now pooled and distributed among ILECs
and CLECs according to a formula based on their respective proportions of residential lines, with no explicit
contribution payable from local business exchange or directory revenues. CLECs must pay an annual
telecommunications fee based on their proportion of total CLEC operating revenues. All bundled and unbundled
local services (including residential lines and other bulk services) may now be resold, but ILECs need not provide
these services to resellers at wholesale prices. Transmission facilities-based local and long distance carriers (but not
resellers) are entitled to colocate equipment in ILEC central offices pursuant to terms and conditions of tariffs and
intercarrier agreements. Certain local competition issues are still to be resolved. The CRTC has ruled that resellers
cannot be classified as CLECs, and thus are not entitled to CLEC interconnection terms and conditions.

The Company’s Other Businesses

The Company was incorporated as Peter Kiewit Sons’, Inc. in Delaware in 1941 to continue a construction
business founded in Omaha, Nebraska in 1884. In subsequent years, the Company invested a portion of the cash
flow generated by its construction activities in a variety of other businesses. The Company entered the coal mining
business in 1943, the telecommunications business (consisting of MFS and, more recently, an investment in C-TEC
Corporation and its successors RCN Corporation, Commonwealth Telephone Enterprises, Inc. and Cable Michigan,
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Inc.) in 1988, the information services business in 1990 and the alternative energy business, through an investment
in MidAmerican, in 1991. Level 3 also has made investments in several development-stage ventures.

In 1995, the Company distributed to the holders of Class D Stock all of its shares of MFS. In the seven
years from 1988 to 1995, the Company invested approximately $500 million in MFS; at the time of the distribution
to stockholders in 1995, the Company’s holdings in MFS had a market value of approximately $1.75 billion. In
December 1996, MFS was purchased by WorldCom in a transaction valued at $14.3 billion. In December 1997, the
Company’s stockholders ratified the decision of the Board to effect the split-off separating the Construction Group.
As a result of the split-off, which was completed on March 31, 1998, the Company no longer owns any interest in
the Construction Group. In conjunction with the split-off, the Company changed its name to “Level 3
Communications, Inc.,” and the Construction Group changed its name to “Peter Kiewit Sons’, Inc.”

In January 1998, the Company completed the sale to MidAmerican of its energy investments, consisting
primarily of a 24% equity interest in MidAmerican. The Company received proceeds of approximately $1.16 billion
from this sale, and as a result recognized an after-tax gain of approximately $324 million in 1998, In November
1998, Avalon Cable of Michigan, Inc. acquired all the outstanding stock of Cable Michigan. Level 3 received
approximately $129 million in cash for its interest in Cable Michigan and recognized a pre-tax gain of
approximately $90 million.

The Company’s other businesses include its investment in the C-TEC Companies (as defined), coal mining,
the SR91 Tollroad (as defined) and certain other assets. In 1998, the Company completed the sale of its interests in
United Infrastructure Company, MidAmerican and Kiewit Investment Management Corp.

@

C-TEC Companies

On September 30, 1997, C-TEC completed a tax-free restructuring, which divided C-TEC Corporation into
three public companies (the “C-TEC Companies”): C-TEC, which changed its name to Commonwealth Telephone
Enterprises, Inc. (“Commonwealth Telephone”), RCN Corporation (“RCN”) and Cable Michigan, Inc. (“Cable
Michigan”). The Company’s interests in the C-TEC Companies are held through a holding company (the “C-TEC
Holding Company™). The Company owns 100% of the capital stock of the C-TEC Holding Company. Prior to
February 2002, a portion of the common stock of the C-TEC Holding Company, that is, 10%, was held by David C.
McCourt, a director of the Company who was formerly the Chairman of C-TEC. In February 2002, Mr. McCourt
sold his interest in the C-TEC Holding Company to a subsidiary of the Company for a total of $15 million.

Commonwealth Telephone. Commonwealth Telephone is a Pennsylvania public utility providing local
telephone service to a 19-county, 5,191 square mile service territory in Pennsylvania. Commonwealth Telephone
also provides network access and long distance services to [XCs. Commonwealth Telephone’s business customer
base is diverse in size as well as industry, with very little concentration. A subsidiary, Commonwealth
Communications Inc. provides telecommunications engineering and technical services to large corporate clients,
hospitals and universities in the northeastern United States. Another subsidiary, Commonwealth Long Distance
operates principally in Pennsylvania, providing switched services and resale of several types of services, using the
networks of several long distance providers on a wholesale basis. As of December 31, 2001, the C-TEC Holding
Company owned approximately 45% of the outstanding common stock of Commonwealth Telephone.

On Cctober 23, 1998, Commonwealth Telephone completed a rights offering of 3.7 million shares of its
common stock. In the offering, Level 3 exercised all rights it received and purchased approximately 1.8 million
additional shares of Commonwealth Telephone common stock for an aggregate subscription price of $37.7 million.

On February 7, 2002, Commonwealth Telephone filed a registration statement on Form S-3 with respect to
the sale by a subsidiary of the Company in an underwritten public offering of up to 3,162,500 shares of common
stock (including 412,500 shares of common stock subject to the underwriters’ over-allotment option) as a result of
the exercise of certain demand registration rights held by the Company. The filing of the registration statement is
consistent with the Company’s public statements that the Company would consider the possible sale of certain of its
non-core assets, which include holdings in public co;npanies such as Commonwealth Telephone. On March 8§,
2002, the Company filed an amendment to its registration statement (SEC File No. 333-82366) to increase the
number of shares to be sold by the Company’s subsidiary in an underwritten public offering to up to 4,025,000

a
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shares of common stock (including 525,000 shares of common stock subject to the underwriters’ over-allotment
option).

RCN. RCN is a full service provider of local, long distance, Internet and cable television services primarily
to residential users in densely populated areas in the Northeast. RCN operates as a competitive telecommunications
service provider in New York City and Boston. RCN also owns cable television operations in New York, New
Jersey and Pennsylvania; a 49% interest in Megacable, S.A. de C.V., Mexico’s second largest cable television
operator; and has long distance operations (other than the operations in certain areas of Pennsylvania). RCN is
developing advanced fiber optic networks to provide a wide range of telecommunications services, including local
and long distance telephone, video programming and data services (including high speed Internet access), primarily
to residential customers in selected markets in the Boston to Washington, D.C. and San Francisco to San Diego
corridors and Chicago. As of December 31, 2001, the C-TEC Holding Company owned approximately 27% of the
outstanding common stock of RCN.

Cable Michigan. Cable Michigan was a cable television operator in the State of Michigan. On June 4, 1998,
Cable Michigan announced that it had agreed to be acquired by Avalon Cable. Level 3 received approximately $129
million in cash when the transaction closed on November 6, 1998,

Coal Mining

The Company is engaged in coal mining through its subsidiary, KCP, Inc. (“KCP”). KCP has a 50%
interest in two mines, which are operated by a subsidiary of Peter Kiewit Sons’, Inc. (“New PKS”). Decker Coal
Company (“Decker”) is a joint venture with Western Minerals, Inc., a subsidiary of The RTZ Corporation PLC.
Black Butte Coal Company (“Black Butte”) is a joint venture with Bitter Creek Coal Company, a subsidiary of
‘Anadarko Petroleurn Corporation. The Decker mine is located in southeastern Montana and the Black Butte mine is
in southwestern Wyoming. The coal mines use the surface mining method.

In September 2000, the Company sold its entire 50% ownership interest in the Walnut Creek Mining
Company to a subsidiary of Peter Kiewit Sons’,Inc. for cash of $37 million.

The coal produced from the KCP mines is sold primarily to electric utilities, which burn coal in order to
produce steam to generate electricity. Approximately 89% of sales are made under long-term contracts, and the
‘remainder are made on the spot market. Approximately 60%, 75% and 77% of KCP’s revenues in 2001, 2000 and
1999, respectively, were derived from long-term contracts with Commonwealth Edison Company (with Decker and
Black Butte) and The Detroit Edison Company (with Decker). KCP also has other sales commitments, including
those with Sierra Pacific, Idaho Power, Solvay Minerals, Pacific Power & Light and Minnesota Power, that provide
for the delivery of approximately 8 million tons through 2005. The level of cash flows generated in recent periods
by the Company’s coal operations will not continue after the year 2000 because the delivery requirements under the
Company’s current long- term contracts decline significantly. Under a mine management agreement, KCP pays a
subsidiary of New PKS an annual fee equal to 30% of KCP’s adjusted operating income. The fee for 2001 was $5
million.

The coal industry is highly competitive. KCP competes not only with other domestic and foreign coal
suppliers, some of whom are larger and have greater capital resources than KCP, but also with alternative methods
of generating electricity and alternative energy sources. In 2000, the most recent year for which information is
available, KCP’s production represented 1.3% of total U.S. coal production. Demand for KCP’s coal is affected by
economic, political and regulatory factors. For example, recent “clean air” laws may stimulate demand for low
sulfur coal. KCP’s western coal reserves generally have a low sulfur content (less than one percent) and are
currently useful principally as fuel for coal-fired, steam-electric generating units.

KCP’s sales of its western coal, like sales by other western coal producers, typically provide for delivery to
customers at the mine. A significant portion of the customer’s delivered cost of coal is attributable to transportation
costs. Most of the coal sold from KCP’s western mines is currently shipped by rail to utilities outside Montana and
Wyoming. The Decker and Black Butte mines are each served by a single railroad. Many of their western coal
competitors are served by two railroads and such competitors’ customers often benefit from lower transportation
costs because of competition between railroads for coal hauling business. Other western coal producers, particularly
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those in the Powder River Basin of Wyoming, have lower stripping ratios (that is, the amount of overburden that
must be removed in proportion to the amount of minable coal) than the Black Butte and Decker mines, often
resulting in lower comparative costs of production. As a result, KCP’s production costs per ton of coal at the Black
Butte and Decker mines can be as much as four and five times greater than production costs of certain competitors.
KCP’s production cost disadvantage has contributed to its agreement to amend its long-term contract with
Commonwealth Edison Company to provide for delivery of coal from alternate source mines rather than from Black
Butte. Because of these cost disadvantages, KCP does not expect that it will be able to enter into long-term coal
purchase contracts for Black Butte and Decker production as the current long-term contracts expire. In addition,
these cost disadvantages may adversely affect KCP’s ability to compete for spot sales in the future.

The Company is required to comply with various federal, state and local laws and regulations concerning
protection of the environment. KCP’s share of land reclamation expenses for the year ended December 31, 2001 was
approximately $4 million. KCP’s share of accrued estimated reclamation costs was $96 million at December 31,
2001. The Company did not make significant capital expenditures for environmental compliance with respect to the
coal business in 2001. The Company believes its compliance with environmental protection and land restoration
laws will not affect its competitive position since its competitors in the mining industry are similarly affected by
such laws. However, failure to comply with environmental protection and land restoration laws, or actual
reclamation costs in excess of the Company’s accruals, could have an adverse effect on the Company’s business,
results of operations, and financial condition.

SR91 Tollroad

The Company has invested $13.3 million for a 65% equity interest and lent $8.8 million to California
Private Transportation Company L.P. (“CPTC”), which developed, financed, and currently operates the 91 Express
Lanes, a ten mile, four-lane tollroad in Orange County, California (the “SR91 Tollroad™). The fully automated
highway uses an electronic toll collection system and variable pricing to adjust tolls to demand.

Capital costs at completion were $130 million, $110 million of which was funded with debt that was not
guaranteed by Level 3. Revenue collected over the 35-year franchise period is used for operating expenses, debt
repayment, and profit distributions. The SR91 Tollroad opened in December 1995 and achieved operating break-
even in 1996. Approximately 96,800 customers have registered to use the tollroad as of December 31, 2001, and
weekday volumes typically exceed 26,000 vehicles per day during December 2001.

Other

In December 1990, Continental Holdings, Inc., an indirect, wholly owned subsidiary of the Company
(“Continental”), pursuant to a Stock Purchase Agreement (the “Agreement”), sold 100% of the issued and
outstanding shares of its wholly owned subsidiary Continental PET Technologies, Inc.(“PET”) to BTR Nylex
Limited (“BTR™). At the time of the sale, PET was a named defendant in Pechiney Plastic Packaging, Inc. (as
successor in interest to American National Can Company) vs. Continental PET Technologies, Inc., a patent
infringement action, filed in the United States District Court for the District of Connecticut. Pechiney asserts that
certain bottles made by PET since 1990 infringe claims contained in Pechiney’s United States Patent No. 4,554,190
and that all multi-layer barrier bottles made by PET since November 1993 infringe claims of its United States Patent
No. 4,526,821. PET asserts a number of defenses, including non-infringement, invalidity of the patents in suit,
laches and equitable estoppel. Pechiney is seeking to enjoin PET from further infringement of the ‘190 and ‘821
patents, and seeks damages, including interest, in excess of $130 million for alleged infringement through October
31,2001. Pechiney is further seeking, under a theory of willful infringement, to recover enhanced damages of up to
three times any actual damage award. PET asserts that Pechiney is not entitled to injunctive relief and can recover
no damages because of the invalidity of the patents, improper claims construction, non-infringement, and that it has
not willfully infringed either patent. PET further asserts that, if damages are recoverable, they do not exceed $3
million, exclusive of interest. Neither the Company nor PET are named defendants in the lawsuit.

Subject to the provisions of the Agreement, Continental agreed to defend PET with respect to the litigation
and, under certain circumstances, agreed to be responsible for damages. No trial date has been set in the matter, and
the outcome cannot be predicted with reasonable certainty at this time. Any exposure that Continental might have
pursuant to the Agreement is not determinable or predictable at this time. If the outcome of the litigation is adverse
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to PET, it is uncertain whether a claim of indemnity will be made. Continental believes that it has substantial
defenses to an indemnity claim, and intends to contest any such claim vigorously.

Glossary of Terms

ACCESS .ovverieeiisiee st s sre sttt Telecommunications services that permit long distance carriers to use
local exchange facilities to originate and/or terminate long distance
service.

ACCESS CHATZES ...vovvvvivererireere et The fees paid by long distance carriers to LECs for originating and

terminating long distance calls on the LECs’ local networks.

DACKDONE ......ceriiir e A centralized high-speed network that interconnects smaller,
independent networks. It is the through-portion of a transmission
network, as opposed to spurs which branch off the through-portions.

CAP ot Competitive Access Provider. A company that provides its customers
with an alternative to the local exchange company for local transport of
private line and special access telecommunications services.

10721 o - Y71 SRR The information catrying ability of a telecommunications facility.

(61 5. [ U PO ORI PRI A provider of communications transmission services by fiber, wire or
radio.

Central Office .....oooeevviivenirneniieeeiniees Telephone company facility where subscribers’ lines are joined to

switching equipment for connecting other subscribers to each other,
locally and long distance.

CLEC ...t e Competitive Local Exchange Carrier. A company that competes with
LECs in the local services market.

COMINON CAITIET ..vssvrerreenersrsinsirssssssesnssssnnses A government-defined group of private companies offering
telecommunications services or facilities to the general public on a non-
discriminatory basis.

CONAUIL ..ot A pipe, usually made of metal, ceramic or plastic, that protects buried
cables.

DS-3 e A data communications circuit capable of transmitting data at 45 Mbps.

dark fiber.....cccvviiinee Fiber optic strands that are not connected to transmission equipment.

dedicated lines .......cccoverrviireicnineenreeens Telecommunications lines reserved for use by particular customers.

dialing parity ..o The ability of a competing local or toll service provider to provide

telecommunications services in such a manner that customers have the
ability to route automatically, without the use of any access code, their
telecommunications to the service provider of the customers’
designation.

EqUAL BCCESS .uvveivrereiieeeve s e s siesrnesnesreees The basis upon which customers of interexchange carriers are able to
obtain access to their Primary Interexchange Carriers’ (PIC) long
distance telephone network by dialing “17; thus eliminating the need to
dial additional digits and an authorization code to obtain such access.

facilities based carriers.........ccoovvrevecriincnnn, Carriers that own and operate their own network and equipment.
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fIDET OPHCS veveevrerecirririieerre e A technology in which light is used to transport information from one
: point to another. Fiber optic cables are thin filaments of glass through
which light beams are transmitted over long distances carrying
enormous amounts of data. Modulating light on thin strands of glass
produces major benefits including high bandwidth, relatively low cost,
low power consumption, small space needs and total insensitivity to
electromagnetic interference.

GBPS it Gigabits per second. A transmission rate. One gigabit equals 1.024
billion bits of information.

ILEC .ot [ncumbent Local Exchange Carrier. A company historically providing
local telephone service. Often refers to one of the Regional Bell
Operating Companies (RBOCs). Often referred to as “LEC” (Local
Exchange Carrier).

Interconnection .........ccovvevecceivnicieniinenionene Interconnection of facilities between or among local exchange carriers,
including potential physical colocation of one carrier’s equipment in
the other carrier’s premises to facilitate such interconnection.

InterLATA ccoiiee e, Telecommunications services originating in a LATA and terminating
outside of that LATA.

INternet.....cccovvevviiiiccinecn e A global collection of interconnected computer networks which use a
specific communications protocol.

Intral ATA oo Telecommunications services originating and terminating in the same
LATA.

ISDN oottt Integrated Services Digital Network. An information transfer standard
for transmitting digital voice and data over telephone lines at speeds up
to 128 Kbps.

ISPS e Internet Service Providers. Companies formed to provide access to the

Internet to consumers and business customers via local networks.

IXC oot e Interexchange Carrier. A telecommunications company that provides
telecommunications services between local exchanges on an interstate
or intrastate basis.

KPS ittt Kilobits per second. A transmission rate. Cne kilobit equals 1,024 bits
of information.
LATA .ot Local Access and Transport Area. A geographic area composed of

contiguous local exchanges, usually but not always within a single
state. There are approximately 200 LATAs in the United States.

leased [ine ......coocevveveeeevriinirnneccercieene Telecommunications line dedicated to a particular customer along
predetermined routes.

LEC . et Local Exchange Carrier. A telecommunications company that provides
telecommunications services in a geographic area in which calls
generally are transmitted without toll charges. LECs include both
ILECs and CLECs.

local exchange .......c.cccooeviveinenenn. evreeraennees A geographic area determined by the appropriate state regulatory
authority in which calls generally are transmitted without toll charges
to the calling or called party.
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A circuit that connects an end user to the LEC central office within a
LATA. long distance carriers Long distance carriers provide services
between (interexchange carriers) local exchanges on an interstate or
intrastate basis. A long distance carrier may offer services over its own
or another carrier’s facilities.

Megabits per second. A transmission rate. One megabit equals 1.024
million bits of information.

MultiProtocol Label Switching. A switching standard for the
transmission of data at increased speeds. The concept is based on
having routers at the edge of a communications network and switches
at the core of the network for the faster transmission of data
communications.

An electronic or optical process that combines a large number of lower
speed transmission lines into one high speed line by splitting the total
available bandwidth into narrower bands (frequency division), or by
allotting a common channel to several different transmitting devices,
one at a time in sequence (time division).

Network Access Point. A location at which ISPs exchange each other’s
traffic.

A data communications circuit consisting of three DS-3s capable of
transmitting data at 155 Mbps.

A data communications circuit consisting of twelve DS-3s capable of
transmitting data at 622 Mbps.

A data communications circuit consisting of forty-eight DS-3s capable
of transmitting data at approximately 2.45 Gbps.

The commercial practice under which [SPs exchange each other’s
traffic without the payment of settlement charges. Peering occurs at
both public and private exchange points.

Point of Presence. Telecommunications facility where a
communications provider locates network equipment used to connect
customers to its network backbone.

A dedicated telecommunications connection between end user
locations.

Public Switched Telephone Network. That portion of a local exchange
company’s network available to all users generally on a shared basis
(i.e., not dedicated to a particular user). Traffic along the public
switched network is generally switched at the local exchange
company’s central offices.

Regional Bell Operating Companies. Originally, the seven local
telephone companies (formerly part of AT&T) established as a result of
the AT&T Divestiture. Currently consists of four local telephone
companies as a result of the mergers of Bell Atlantic with NYNEX and
SBC with Pacific Telesis and Ameritech.

The compensation of a CLEC for termination of a local call by the
ILEC on the CLEC’s network, which is the same as the compensation
that the CLEC pays the ILEC for termination of local calls on the
ILEC’s network.

_29.




special aCCesS SErVICES ..cecvvrerinvrarererarrenenns

Resale by a provider of telecommunications services (such as a LEC)
of such services to other providers or carriers on a wholesale or a retail
basis.

Equipment placed between networks that relays data to those networks
based upon a destination address contained in the data packets being
routed.

Synchronous Optical Network. An electronics and network
architecture for variable bandwidth products which enables
transmission of voice, data and video (multimedia) at very high speeds.
SONET ring architecture provides for virtually instantaneous
restoration of service in the event of a fiber cut by automatically
rerouting traffic in the opposite direction around the ring.

The lease of private, dedicated telecommunications lines or “circuits”
along the network of a local exchange company or a CAP, which lines
or circuits run to or from the long distance carrier POPs. Examples of
special access services are telecommunications lines running between
POPs of a single long distance carrier, from one long distance carrier
PCP to the POP of another long distance carrier or from an end user to
a long distance carrier POP.

A device that selects the paths or circuits to be used for transmission of
information and establishes a connection. Switching is the process of
interconnecting circuits to form a transmission path between users and
it also captures information for billing purposes.

Terabits per second. A transmission rate. One terabit equals 1.024
trillion bits of information.

A data communications circuit capable of transmitting data at 1.544
Mbps.

Services, programs, software and training sold separately from the
hardware.

Access to unbundled elements of a telecommunications services
provider’s network including network facilities, equipment, features,
functions and capabilities, at any technically feasible point within such
network.

A server connected to the Internet from which Internet users can obtain
information.

A communications system that operates without wires. Cellular service
is an example.

A collection of computer systems supporting a communications
protocol that permits multimedia presentation of information over the
Internet.

A term referring to a variety of new Digital Subscriber Line
technologies. Some of these new varieties are asymmetric with
different data rates in the downstream and upstream directions. Others
are symmetric. Downstream speeds range from 384 Kbps (or “SDSL”)
to 1.5 to 8 Mbps (*“ADSL”).
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Directors and Executive Officers

Set forth below is information as of March 8, 2002, about each director and each executive officer of the
Company. The executive officers of the Company have been determined in accordance with the rules of the SEC.

Name Age Position
Walter Scott, Jr. ..oooveiiiiriiieeie, 70 Chairman of the Board
James Q. Crowe......ccccveevevvvinennnen. 52 Chief Executive Officer and Director
KevinJ. O’Hara.....c.ccooevnverecrnnan 41 President, Chief Operating Officer and Director
R. Douglas Bradbury .......cccoovnnnn. 51 Vice Chairman of the Board and Executive Vice President
Charles C. Miller, T ......covvvvoenennn.. 49 Vice Chairman of the Board and Executive Vice President
Sureel A. ChokSi........cccoovvrvvecrirenen, 29 Group Vice President and Chief Financial Officer
Thomas C. Stortz..........ceeveevveeceneans 50 Group Vice President, General Counsel and Secretary
John F. Waters, Jr. ...ooecveeccrcncnnnne. 37 Group Vice President and Chief Technology Officer
Colin V.K. Williams............cccou..o.. 62 Director
Mogens C. Bay .....cccccovvivviecrinenecnns 53 Director
William L. Grewcock ......coeeeeveenenn 76 Director
Richard R. Jaros.........cccccceeveerenenenns 50 Director
Robert E. Julian .........c.occeveeinnnenn, 62 Director
David C. McCourt ....cc.occeeverennennne 45 Director
Kenneth E. Stinson .........cccoceeennnnn. 59 Director
Michael B. Yanney........c.ccoceevrunne. 68 Director
Other Management

Set forth below is information as of March 8, 2002, about the following members of senior management of

the Company.

Name Age Position

Linda J. Adams.....ccccovmeivcnnnnenn. 45 Group Vice President
Daniel P. Caruso.....cccceveeceiencnnnnn 38 Group Vice President
Donald H. GIps.....c.cooveeriicecninenn 42 Group Vice President
John Neil Hobbs .......cccccoovvvcrinnnnn, 42 Group Vice President
Joseph M. Howell, II.......cccoonnenn. 55 Group Vice President
Michael D. Jones ......occoceviincennnnne 44 Chief Executive Officer (i)Structure, Inc.
Brady Rafuse .......ccovvuviencnveceneennn. 38 Group Vice President
Edward Van Macatee...........cc..ce..... 47 Group Vice President
Ronald J. Vidal .......cccooeerin 42 Group Vice President

Walter Scott, Jr. has been the Chairman of the Board of the Company since September 1979, and a director
of the Company since April 1964. Mr. Scott has been Chairman Emeritus of Peter Kiewit Sons’, Inc. (“PKS”) since
the split-off. Mr. Scott is also a director of PKS, Berkshire Hathaway Inc., Burlington Resources Inc., MidAmerican,
ConAgra Foods, Inc., Commonwealth Telephone Enterprises, Inc. (“Commonwealth Telephone”), RCN
Corporation (“RCN”), Kiewit Materials Company and Valmont Industries, Inc.

James Q. Crowe has been the Chief Executive Officer of the Company since August 1997, and a director of
the Company since June 1993. Mr. Crowe was also President of the Company until February 2000. Mr. Crowe was
President and Chief Executive Officer of MFS Communications Company, Inc. (“MFS”) from June 1993 to June
1997. Mr. Crowe also served as Chairman of the Board of WorldCom from January 1997 until July 1997, and as
Chairman of the Board of MFS from 1992 through 1996. Mr. Crowe is presently a director of PKS, Commonwealth
Telephone and RCN.

Kevin J. O’Hara has been President of the Company since July 2000 and Chief Operating Officer of the
Company since March 1998. Mr. O’Hara was also Executive Vice President of the Company from August 1997
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until July 2000. Prior to that, Mr. O’Hara served as President and Chief Executive Officer of MFS Global Network
Services, Inc. from 1995 to 1997, and as Senior Vice President of MFS and President of MFS Development, Inc.
from October 1992 to August 1995. From 1990 to 1992, he was a Vice President of MFS Telecom, Inc. (“MFS
Telecom™).

R. Douglas Bradbury has been Vice Chairman of the Board since February 2000 and Executive Vice
President since August 1997. Mr. Bradbury was also Chief Financial Officer of the Company from August 1997
until July 2000. Mr. Bradbury has been a director of the Company since March 1998. Mr. Bradbury served as Chief
Financial Officer of MFS from 1992 to 1996, Senior Vice President of MFS from 1992 to 1995, and Executive Vice
President of MFS from 1995 to 1996. Mr. Bradbury is also a director of LodgeNet Entertainment Corporation.

Charles C. Miller, III has been Vice Chairman of the Board and Executive Vice President of the Company
since February 15, 2001. Prior to that, Mr. Miller was President of Bellsouth International, a subsidiary of Bellsouth
Corporation from 1995 until December 2000. Prior to that, Mr. Miller held various senior level officer and
management position at BellSouth from 1987.

Sureel A. Choksi has been Group Vice President and Chief Financial Officer of the Company since July
2000. Prior to that, Mr. Choksi was Group Vice President Corporate Development and Treasurer of the Company
from February 2000 until August 2000. Prior to that, Mr. Choksi served as Vice President and Treasurer of the
Company from January 1999 to February 1, 2000. Prior to that, Mr. Choksi was a Director of Finance at the
Company from 1997 to 1998, an Associate at TeleSoft Management, LL.C in 1997 and an Analyst at Gleacher &
Company from 1995 to 1997.

Thomas C. Stortz has been Group Vice President, General Counsel and Secretary of the Company since
February 2000. Prior to that, Mr. Stortz served as Senior Vice President, General Counsel and Secretary of the
Company from September 1998 to February 1, 2000. Prior to that, he served as Vice President and General Counsel
of Peter Kiewit Sons’, Inc. and Kiewit Construction Group, Inc. from April 1991 to September 1998. He has served
as a director of Peter Kiewit Sons’, Inc., RCN, C-TEC, Kiewit Diversified Group Inc. and CCL Industries, Inc.

John F. Waters, Jr. has been Group Vice President and Chief Technology Cfficer of the Company since
February 2000. Prior to that, Mr. Waters was Vice President, Engineering of the Company from November 1997
until February 1, 2000. Prior to that, Mr. Waters was an executive staff member of MCI Communications from 1994
to November 1997.

Mogens C. Bay has been a director of the Company since November 2000. Since January 1997, Mr. Bay
has been the Chairman and Chief Executive Officer of Valmont Industries, Inc., a company engaged in the
infrastructure and irrigation businesses. Prior to that, Mr. Bay was President and Chief Executive Officer of Valmont
Industries from August 1993 to December 1996 as well as a director of Valmont since October 1993. Mr. Bay is
also a director of PKS and ConAgra Foods, Inc.

William L. Grewcock has been a director of the Company since January 1968. Prior to the split-off, Mr.
Grewcock was Vice Chairman of the Company for more than five years. He is presently a director of PKS.

Richard R. Jaros has been a director of the Company since June 1993 and served as President of the
Company from 1996 to 1997. Mr. Jaros served as Executive Vice President of the Company from 1993 to 1996 and
Chief Financial Officer of the Company from 1995 to 1996. He also served as President and Chief Operating Officer
of CalEnergy from 1992 to 1993, and is presently a director of MidAmerican, Commonwealth Telephone, RCN and
Homeservices.com, Inc.

Robert E. Julian has been a director of the Company since March 31, 1998. Mr. Julian was also Chairman
of the Board of (i)Structure from 1995 until 2000. From 1992 to 1995 Mr. Julian served as Executive Vice President
and Chief Financial Officer of the Company. Mr. Julian is the Chairman of the Audit Committee of the Board of
Directors.
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David C. McCourt has been a director of the Company since March 31, 1998. Mr. McCourt has also served
as Chairman of Commonwealth Telephone and RCN since October 1997. In addition, Mr. McCourt has been the
Chief Executive Officer of RCN since 1997 and Chief Executive Officer of Commonwealth Telephone from
October 1997 until November 1998. From 1993 to 1997 Mr. McCourt served as Chairman of the Board and Chief
Executive Officer of C-TEC.

Kenneth E. Stinson has been a director of the Company since January 1987. Mr. Stinson has been
Chairman of the Board and Chief Executive Officer of Peter Kiewit Sons’, Inc. since the Split-Off. Prior to the
Split-Off, Mr. Stinson was Executive Vice President of the Company for more than the last five years. Mr. Stinson is
also a director of Kiewit Materials Company, ConAgra Foods, Inc. and Valmont [ndustries, Inc.

Colin VK. Williams has been a director of the Company since August 2000. From July 1998 until
December 31, 2000, Mr. Williams was Executive Vice President of the Company and President of Level 3
International, Inc. Prior to joining the company, Mr. Williams was Chairman of WorldCom International, Inc.,
where he was responsible for the international communications business and the development and operation of
WorldCom’s fiber networks overseas. In 1993 Mr. Williams initiated and built the international operations of MFS.
Prior to joining MFS, Mr. Williams was Corporate Director, Business Development at British Telecom from 1988
until 1992.

Michael B. Yanney has been a director of the Company since March 31, 1998. He has served as Chairman
of the Board, President and Chief Executive Officer of America First Companies L.L.C. for more than the last five
years. Mr. Yanney is also a director of Burlington Northern Santa Fe Corporation, RCN and Forest Oil Corporation.

Linda J. Adams has been Group Vice President Human Resources of the Company since February 2000.
Prior to that, Ms. Adams was Vice President Human Resources of the Company from November 1998 to February
2000. Prior to that, Ms. Adams was initially Vice President of Human Resources Rent-A-Center, a subsidiary of
Thorn Americas, Inc., and then Senior Vice President of Human Resources for Thorn Americas, Inc. from August
1995 until August 1998. Prior to that, Ms. Adams was Vice President of Worldwide Compensation & Benefits for
PepsiCo, Inc. from August 1994 to August 1995.

Daniel P. Caruso has been Group Vice President since June 2001 and prior to that was Group Vice
President Transport Services of the Company from January 2001 to June 2001. Prior to that Mr. Caruso was Group
Vice President Global Customer Operations of the Company from February 2000. Prior to that, Mr. Caruso served
as Senior Vice President, Network Services of the Company from October 1997 to February 2000, Prior to that, Mr.
Caruso was Senior Vice President, Local Service Delivery of WorldCom from December 1992 to September 1997
and was a member of the senior management of Ameritech from June 1986 to November 1992.

Donald H. Gips has been Group Vice President Corporate Strategy of the Company since January 2001.
Prior to that, Mr. Gips was Group Vice President Sales and Marketing of the Company from February 2000. Prior to
that, Mr. Gips served as Senior Vice President, Corporate Development of the Company from November 1998 to
February 2000. Prior to that, Mr. Gips served in the White House as Chief Domestic Policy Advisor to Vice
President Gore from April 1997 to April 1998. Before working at the White House, Mr. Gips was at the Federal
Communications Commission as the International Bureau Chief and Director of Strategic Policy from January 1994
to April 1997. Prior to his government service, Mr. Gips was a management consultant at McKinsey and Company.

John Neil Hobbs has been Group Vice President Global Sales, Distribution and Marketing Operations since
September 2000. Prior to that, Mr. Hobbs was President, Global Accounts for Concert, a joint venture between
AT&T and British Telecom from July 1999 until September 2000. Prior to that, Mr. Hobbs was Director Transition
and Implementation for the formation of Concert representing British Telecom from June 1998 until July 1999.
From April 1997 until June 1998, Mr. Hobbs was British Telecom’s General Manager for Global Sales & Service
and from April 1994 until April 1997, Mr. Hobbs was British Telecom’s General Manager for Corporate Clients.

Joseph M. Howell, III has been Group Vice President Corporate Marketing of the Company since February
2000. Prior to that, Mr. Howell served as Senior Vice President, Corporate Marketing of the Company from October
1997 to February 1, 2000. Prior to that, Mr. Howell was a Senior Vice President of MFS/WorldCom from 1993 to
1997.
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Michael D. Jones has served Chief Executive Officer of (i)Structure, Inc. since August 2000. Prior to that,
Mr. Jones served as Group Vice President and Chief Information Officer of the Company from February 2000 to
August 2000 and as Senior Vice President and Chief Information Officer of the Company from December 1998 to
February 1, 2000. Prior to that, Mr. Jones was Vice President and Chief Information Officer of Corporate Express,
Inc. from May 1994 to May 1998.

Brady Rafuse has been Group Vice President of the Company President of the Company’s European
operations since August 2001 and Senior Vice President of European Sales and Marketing since December 2000.
Prior to that, Mr. Rafuse served as Head of Commercial Operations for Concert, a joint venture between AT&T and
British Telecom, from September 1999 to December 2000, and in a variety of positions with British Telecom from
1987 until December 2000. His last position was as General Manager, Global Energy Sector which he held from
August 1998 to September 1999 and prior to that he was Deputy General Manager, Banking Sector from April 1997
to August 1998.

Edward Van Macatee has served as Group Vice President of Global Cperations of the Company since
January 2001. Prior to that, Mr. Macatee was Group Vice President of Giobal Customer Operations of the Company
from September 1999 until January 2001. Prior to that Mr. Macatee was Vice President, Network Operations of the
Company from April 1998 until September 1999 and Vice President of Managed Network Services for TCI
Communications, Inc.

Ronald J. Vidal has been Group Vice President Investor Relations of the Company since February 1, 2000.
Prior to that, Mr. Vidal served as Senior Vice President, New Ventures of the Company from October 1997 to
February 1, 2000. Prior to that, Mr. Vidal was a Vice President of MFS/WorldCom from September 1992 to October
1997. Mr. Vidal joined the Company in construction project management in July 1983.

The Board is divided into three classes, designated Class I, Class 1I and Class II1, each class consisting, as
nearly as may be possible, of one-third of the total number of directors constituting the Board. The Class I Directors
consist of Walter Scott, Jr., James Q. Crowe, Mogens C. Bay, Charles C. Miller, III and Colin V.K. Williams; the
Class II Directors consist of William L. Grewcock, Richard R. Jaros, Robert E. Julian and David C. McCourt; and
the Class III Directors consist of R. Douglas Bradbury, Kevin J. O’Hara, Kenneth E. Stinson and Michael B.
Yanney. The term of the Class I Directors will terminate on the date of the 2004 annual meeting of stockholders; the
term of the Class II Directors will terminate on the date of the 2002 annual meeting of stockholders; and the term of
the Class III Directors will terminate on the date of the 2003 annual meeting of stockholders. At each annual
meeting of stockholders, successors to the class of directors whose term expires at that annual meeting will be
elected for three-year terms. The Company’s officers are elected annually to serve until each successor is elected
and qualified or until his death, resignation or removal.

Employees

As of December 31, 2001, Level 3 had 3,178 employees in the communications portion of its business and
{i)Structure had approximately 549 employees, for a total of 3,727 employees. These numbers do not include the
employees of Corporate Software, since this transaction closed on March 13, 2002. Corporate Software has
approximately 800 employees worldwide.

ITEM 2. PROPERTIES

The Company’s headquarters are located on 46 acres in the Northwest corner of the Interlocken Advanced
Technology Environment within the City of Broomfield, Colorado, and within Broomfield County, Colorado. The
campus facility encompasses over 850,000 square feet of office space. In addition, the Company has leased
approximately 40,000 square feet of temporary office space in the Broomfield, Colorado area. In Europe, the
Company has approximately 211,000 square feet of office space in the United Kingdom, approximately 59,000
square feet of office space in Germany, and approximately 14,000 square feet of office space in France. In addition,
the Company is in the process of selling 340,000 square feet of excess office space located in the City of
Broomfield, Colorado.
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Properties relating to the Company’s coal mining segment are described under “ITEM 1. BUSINESS — The
Company’s Other Businesses” above. In connection with certain existing and historical operations, the Company is
subject to environmental risks.

The Company’s Gateway facilities are being designed to house local sales staff, operational staff, the
Company’s transmission and IP routing/switching facilities and technical space to accommodate colocation of
equipment by high-volume Level 3 customers. The Company has approximately 5.8 million square feet of space for
its Gateway and transmission facilities and has completed construction on approximately 3.3 million square feet of
this space. (i)Structure also maintains its corporate headquarters in approximately 25,000 square feet of office space
in the Broomfield, Colorado area and leases approximately 16,000 square feet of office space in Omaha, Nebraska.
The computer outsourcing business of (i}Structure is located at an 89,000 square foot office space in Omaha and at a
60,000 square foot computer center in Tempe, Arizona. ()Structure maintains additional office space in Bangalore,
India (approximately 18,000 square feet) and several locations in the United Kingdom (approximately 21,000 square
feet) for its systems integration business.

The Company has announced that it is evaluating its requirements for office and technical space and may
seek to dispose of excess office and technical space in the future.

ITEM 3. LEGAL PROCEEDINGS

In May 2001, a subsidiary of the Company was named as a defendant in Bauer, et. al. v. Level 3
Communications, LLC, et al., a purported multi-state class action, filed in the U.S. District Court for the Southern
District of 1llinois and in July 2001, the Company was named as a defendant in Koyle, et. al. v. Level 3
Communications, Inc., et. al., a purported multi-state class action filed in the U.S. District Court for the District of
Idaho. Both of these actions involve the Company’s right to install its fiber optic cable network in easements and
right-of-ways crossing the plaintiffs’ land. In general, the Company obtained the rights to construct its network from
railroads, utilities, and others, and is installing its network along the rights-of-way so granted. Plaintiffs in the
purported class actions assert that they are the owners of lands over which the Company’s fiber optic cable network
passes, and that the railroads, utilities, and others who granted the Company the right to construct and maintain its
network did not have the legal ability to do so. The action purports to be on behalf of a class of owners of land in
multiple states over which the Company’s network passes or will pass. The complaint seeks damages on theories of
trespass, unjust enrichment and slander of title and property, as well as punitive damages. The Company has also
received, and may in the future receive, claims and demands related to rights-of-way issues similar to the issues in
the these cases that may be based on similar or different legal theories. Although it is too early for the Company to
reach a conclusion as to the ultimate outcome of these actions, management believes that the Company has
substantial defenses to the claims asserted in all of these actions (and any similar claims which may be named in the
future), and intends to defend them vigorously.

The Company and its subsidiaries are parties to many other legal proceedings. Management believes that
any resulting liabilities for these legal proceedings, beyond amounts reserved, will not materially affect the
Company’s financial condition, future results of operations, or future cash flows.

ITEM 4. SUBMISSION OF MATTERS TO A VOTE OF SECURITY HOLDERS

No matters were submitted during the fourth quarter of the fiscal year covered by this report to a vote of
security holders, through the solicitation of proxies or otherwise.
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ITEM 5. MARKET FOR REGISTRANT’S COMMON EQUITY AND RELATED STOCKHOLDER
MATTERS :

Market Information. The Company’s common stock is traded on the Nasdaq National Market under the
symbol “LVLT.” As of March 8, 2002, there were approximately 6,220 holders of record of the Company’s
common stock, par value $.01 per share. The table below sets forth, for the calendar quarters indicated, the high and
low per share closing sale prices of the common stock as reported by the Nasdaq National Market.

High Low

Year Ended December 31, 2001 '

FAESt QUAITET ..oeoveoeoeereeeee e seeese s s eeee e seee e R $49.69 $15.50
SeCONd QUATTET .....coiriiiiiiiitetete sttt st 18.44 4.53
Third Quarter.........cccorvens OSSOSO 5.48 3.14
FOUrth QUATTET ...ttt ettt sttt st 7.32 1.98
Year Ended December 31, 20600

FAESE QUAITET...c....oveeeeeseeeeoeesesseeeeseseseseeeeseeeeeseseesesessensssesesereesenees $130.19 $73.81
Second QUATET .....ceeviiiiiiierieri et 98.50 66.50
Third Quarter-................... et ereeb ettt eer e b ereets et e bt etbe b erberrenrenranes 92.44 59.50
Fourth QUarter ... 75.23 - 26.88

Dividend Policy. The Company’s current dividend policy, in effect since April 1, 1998, is to retain future
earnings for use in the Company’s business. As a result, management does not anticipate paying any cash dividends
on shares of Common Stock in the foreseeable future. In addition, the Company is effectively restricted under
certain debt covenants from paying cash dividends on shares of its Common Stock.
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ITEM 6. SELECTED FINANCIAL DATA

The Selected Financial Data of Level 3 Communications, Inc. and its Subsidiaries appears below.

Fiscal Year Ended (1)
2001 2000 1999 1998 1997
{dollars in millions, except per share amounts)

Results of Operations:

Revenmue ..o fererrtren e e $ 1,533 $ 1,184 § 515 § 392 § 332

Earnings (loss) from continuing operations (2) ........cccerereenenan. (5,448) (1,407) (482) (128) 33

Net earnings (1088) (3) vovvverrverierieiierere et (4,978) (1,455) (487) 804 248
Per Common Share:

Earnings (loss) from continuing operations (2) .......c.cceevevcrennne (14.58) (3.88) (1.44) (043 0.33

Net earnings (1088) (3) veveevevovevrreveirisriinrsesssvsssresssseresssssessosens (13.32)  (4.01) (146) 266 0.37

Dividends (4) .....eiieeiiiieeneecne e — — — — —

Financial Position:

M

2

(€))

TOAL ASSEES ..vevveveeiiirereeeiteieeeietere et cebere et bere st b e s b st ssansaneersanes 9,316 14,919 8,906 5,522 2,776
Current portion of Jong-term debt...........cocvverciviiccnnnene orenes 7 7 6 5 3
Long-term debt, less current portion (5)......ocecveeervrvencevenrencnnnnne 6,209 7,318 3,989 2,641 137
Stockholders’ equity (deficit) (6) .....coovvvvvvriieiiesienerrerererieiees (65) 4,549 3,405 2,165 2,230

The financial position and results of operations of the former construction and mining management businesses
("Construction Group”) of Level 3 have been classified as discontinued operations due to the March 31, 1998
split-off of Level 3's Construction Group from its other businesses.

Level 3 sold its energy segment to MidAmerican Energy Holdings Company ("MidAmerican") in 1998 and
classified it as discontinued operations within the financial statements.

The operating results of the Company’s Asian operations for all periods are included in discontinued operations
in the statement of operations due to the sale to Reach Ltd. in January 2002.

Certain prior year amounts have been reclassified to conform to current year presentation.

Level 3 incurred $ignificant expenses in conjunction with the expansion of its communications and information
services business beginning in 1998,

In 2000, 1999 and 1998, RCN Corporation issued stock in public offerings and for certain transactions. These
transactions reduced the Company's ownership in RCN to'31%, 35% and 41% at December 31, 2000, 1999 and
1998, respectively, and resulted in pre-tax gains to the Company of $95 million, $117 million and $62 million
in 2000, 1999 and 1998, respectively.

In 1998, Level 3 acquired XCOM Technologies, Inc. and its developing telephone-to-IP network bridge
technology. Level 3 recorded a $30 million nondeductible charge against earnings for the write-off of in-
process research and development acquired in’the transaction.

In 1998, Cable Michigan, Inc. was acquired by Avalon Cable of Michigan, Inc. Level 3 received approximately
$129 million for its shares of Cable Michigan, Inc. in the disposition and recognized a pre-tax gain of
approximately $90 million.

In 2001, Level 3 recorded a $3.2 billion impairment charge to reflect the reduction in the carrying amount of
certain of its communications assets in accordance with SFAS No. 144 “Accounting for the Impairment or
Disposal of Long-Lived Assets”.

In 1998, Level 3 recognized a gain of $608 million equal to the difference between the carrying value of the
Construction Group and its fair value. No taxes were provided on this gain due to the tax-free nature of the
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(6)

split-off. Level 3 also recognized in 1998 an after-tax gain of $324 million on the sale of its energy segment to
MidAmerican.

In 2001, the Company recorded an impairment charge of $516 million related to its discontinued Asian
operations sold in January 2002. Losses attributable to the Asian operations were $89 million, $48 million, $5
million, $- million and $- million for fiscal 2001, 2000, 1999, 1998 and 1997, respectively.

In 2001, Level 3 also recognized an extraordinary gain of $1.1 billion as a result of the early extinguishment of
long-term debt.

The Company's current dividend policy, in effect since April 1998, is to retain future earnings for use in the
Company's business. As a result, management does not anticipate paying any cash dividends on shares of
common stock in the foreseeable future. In addition, the Company is effectively restricted under certain
covenants from paying cash dividends on shares of its common stock.

In 1998, Level 3 issued $2 billion of 9.125% Senior Notes due 2008 and received net proceeds of $500 million
from the issuance of $834 million principal amount at maturity of 10.5% Senior Discount Notes due 2008.

In 1999, Level 3 received $798 million of net proceeds from an offering of $823 million aggregate principal
amount of its 6% Convertible Subordinated Notes Due 2009. In addition, Level 3 and certain Level 3
subsidiaries entered into a $1.375 billion senior secured credit facility. Level 3 borrowed $475 million in 1999
under the senior secured credit facility.

In 2000, Level 3 received net proceeds of approximately $3.2 billion from the offering of $863 million in
convertible subordinated notes, $1.4 billion in three tranches of U.S. dollar denominated senior debt securities,
$780 million from two tranches of Euro denominated senior debt securities and $233 million from mortgage
financings.

In 2001, the Company negotiated an increase in the total amount available under its senior secured credit
facility to $1.775 billion and borrowed $650 million under the facility. Also in 2001, the Company
repurchased, using cash and common stock, approximately $1.9 billion face amount of its long-term debt and
recognized an extraordinary gain of approximately $1.1 billion as a result of the early extinguishment of debt.

In 1999, the Company received approximately $1.5 billion of net proceeds from the sale of 28.75 million shares
of its Common Stock.

In 2000, the Company received approximately $2.4 billion of net proceeds from the sale of 23 million shares of
its Common Stock.

In 2001, the Company issued approximately 15.9 million shares of common stock, valued at approximately $72
million, to repurchase long-term debt.
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ITEM 7. MANAGEMENT’S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION AND
RESULTS OF OPERATIONS

This document contains forward looking statements and information that are based on the beliefs of
management as well as assumptions made by and information currently available to Level 3 Communications, Inc.
and its subsidiaries ("Level 3" or the "Company'"). When used in this document, the words "anticipate", "believe",
"plans", "estimate" and "expect” and similar expressions, as they relate to the Company or its management, are
intended to identify forward-looking statements. Such statements reflect the current views of the Company with
respect to future events and are subject to certain risks, uncertainties and assumptions. Should one or more of these
risks or uncertainties materialize, or should underlying assumptions prove incorrect, actual results may vary
materially from those described in this document. See "Cautionary Factors That May Affect Future Results."

The following discussion and analysis of financial condition and results of operations should be read in
conjunction with the Consolidated Financial Statements and accompanying notes beginning on page F-1 of this
annual report.

Critical Accounting Policies

The Company has identified the policies below as critical to its business operations and the understanding
of its results of operations. The effect and any associated risks related to these policies on the Company’s business
operations is discussed throughout Management's Discussion and Analysis of Financial Condition and Results of
Operations where these policies affect the Company’s reported and expected financial results.

Revenue

Revenue for communications services, including private line, wavelengths, colocation, Internet access,
managed modem and dark fiber revenue from contracts entered into after June 30, 1999, is recognized monthly as
the services are provided. Reciprocal compensation revenue is recognized only when an interconnection agreement
is in place with another carrier, and the relevant regulatory authorities have approved the terms of the agreement.
Revenue attributable to leases of dark fiber pursuant to indefeasible rights-of-use agreements ("IRUs") that qualify
for sales-type lease accounting, and were entered into prior to June 30, 1999, is recognized at the time of delivery
and acceptance of the fiber by the customer. Certain sale and long-term IRU agreements of dark fiber and capacity
entered into after June 30, 1999 are required to be accounted for in the same manner as sales of real estate with
property improvements or integral equipment which results in the deferral of revenue recognition over the term of
the agreement (currently up to 20 years).

Accounting practice and guidance with respect to the accounting treatment of the above transactions is
evolving. Any changes in the accounting treatment could affect the manner in which the Company accounts for

revenue and expenses associated with these agreements in the future.

Non-Cash Compensation

The Company applies the expense recognition provisions of SFAS No. 123, "Accounting for Stock Based
Compensation" ("SFAS No. 123"). Most companies do not follow the expense recognition provisions of SFAS No.
123: rather, they disclose the information only on a pro-forma basis. As a result, these pro-forma disclosures must
be considered when comparing the Company’s results of operations to that reported by other companies. Under
SFAS No. 123, the fair value of an option or other stock-based compensation (as computed in accordance with
accepted option valuation models) on the date of grant is amortized over the vesting periods of the options in
accordance with FASB Interpretation No. 28 "Accounting for Stock Appreciation Rights and Other Variable Stock
Option or Award Plans" ("FIN 28"). Although the recognition of the value of the instruments results in
compensation or professional expenses in an entity's financial statements, the expense differs from other
compensation and professional expenses in that these charges, though permitted to be settled in cash, are generally
settled through issuance of common stock, which would have a dilutive impact upon per share net income or loss, if
and when such shares are exercised.
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Long-Lived Assets

Property and equipment is stated at cost, reduced by provisions to recognize economic impairment in value
when management determines that events have occurred that require an analysis of potential impairment. Costs
associated directly with the uncompleted network and the development of business support systems, including
employee related costs, and interest expense incurred during the construction period are capitalized. Intercity
network segments, gateway facilities, local networks and operating equipment that have been placed in service are
being depreciated over their estimated useful lives, primarily ranging from 3-25 years. The total cost of a business
support system is amortized over a useful life of three years. When assets are sold, retired or otherwise disposed of;
the cost and related accumulated depreciation are eliminated from the accounts and the gain or loss is recognized.

The Company evaluates the carrying value of long-lived assets, including property and equipment,
whenever events or changes in circumstances indicate that the carrying amount of an asset may not be recoverable.
An impairment loss exists when estimated undiscounted cash flows attributable to the assets are less than their
carrying amount. If an asset is deemed to be impaired, the amount of the impairment loss recognized represents the
excess of the asset's carrying value as compared to its estimated fair value, based on management’s assumptions and
projections. The Company recorded an impairment charge of $3.2 billion in 2001 to write down the carrying amount
of its North American and European conduits, its colocation assets and its transoceanic cable systems to their
estimated fair value as these telecommunications assets were identified as being excess, obsolete or carried at values
that may not be recoverable due to an adverse change in the extent in which these assets were being utilized caused
by the unfavorable business climate within the telecommunications industry.

New Accounting Pronouncements

In June 1998, the Financial Accounting Standards Board, (“FASB”), issued SFAS No. 133, “Accounting
for Derivative Instruments and Hedging Activities” (“SFAS No. 133”). SFAS No. 133, as amended by SFAS Nos.
137 and 138, is effective for fiscal years beginning January 1, 2001. SFAS No. 133 requires that all derivative
instruments be recorded on the balance sheet at fair value. Changes in the fair value of derivatives are recorded each
period in current earnings or other comprehensive income, depending on whether a derivative is designated as part
of a hedge transaction and, if it is, the type of hedge designated by the transaction. The Company currently makes
minimal use of derivative instruments as defined by SFAS No. 133. Derivative instruments, as defined by SFAS
No. 133, held by the Company at December 31, 2001 include an interest rate cap with a market value of less than $1
million. The Company did not designate the interest rate cap as part of a hedge transaction. The adoption of SFAS
No. 133 has not had a material effect on the Company’s results of operations or its financial position.

In June 2001, the FASB issued SFAS No. 141, “Business Combinations” (“SFAS No. 141”). SFAS No.
141 requires all business combinations initiated after June 30, 2001, to be accounted for using the purchase method
of accounting. Prior to the issuance of SFAS No. 141, companies accounted for mergers and acquisitions using one
of two methods; pooling of interests or the purchase method. Level 3 has accounted for acquisitions using the
purchase method and does not believe the issuance of SFAS No. 141 will have a material effect on the Company’s
future results of operations or financial position.

In June 2001, the FASB also issued SFAS No. 142, “Goodwill and Other Intangible Assets” (“SFAS No.
1427). SFAS No. 142 is effective for fiscal years beginning January 1, 2002. SFAS No. 142 requires companies to
segregate identifiable intangible assets acquired in a business combination from goodwill. The remaining goodwill is
no longer subject to amortization over its estimated useful life. However, the carrying amount of the goodwill must
be assessed at least annually for impairment using a fair value based test. Goodwill attributable to equity method
investments will also no longer be amortized but is still subject to impairment analysis using existing guidance for
equity method investments. For the goodwill and intangible assets in place as of December 31, 2001, the Company
does not believe the adoption of SFAS No. 142 will have a material effect on the Company’s results of operations or
its financial position. The Company believes the impact of SFAS No. 142 will not have a material impact on
accounting for future acquisitions as the new standard generally results in more amortized intangible assets and less
non-amortized goodwill. ’

In June 2001, the FASB also approved SFAS No. 143, “Accounting for Asset Retirement Obligations
(“SFAS No. 143”)”. SFAS No. 143 establishes accounting standards for recognition and measurement of a liability
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for an asset retirement obligation and the associated asset retirement cost. The fair value of a liability for an asset
retirement obligation is to be recognized in the period in which it is incurred if a reasonable estimate of fair value
can be made. The associated retirement costs are capitalized and included as part of the carrying value of the long-
lived asset and amortized over the useful life of the asset. SFAS No. 143 will be effective for the Company
beginning on January 1, 2003. The Company expects that its coal mining business will be affected by this standard
and is currently evaluating the impact of SFAS No. 143 on its future results of operations and financial position.

In August 2001, the FASB issued SFAS No. 144 “Accounting for the Impairment or Disposal of Long-
Lived Assets” (“SFAS No. 144”), which the Company elected to early adopt during the fourth quarter of 2001 with
retroactive application as of January 1, 2001. SFAS No. 144 supersedes SFAS No. 121, but retains its requirements
to (a) recognize an impairment loss only if the carrying amount of a long-lived asset is not recoverable from its
undiscounted cash flows and (b) measure an impairment loss as the difference between the carrying amount and the
estimated fair value of the asset. It removes goodwill from its scope and, therefore, eliminates the requirement to
allocate goodwill to long-lived assets to be tested for impairment. It also describes a probability-weighted cash flow
estimation approach to deal with situations in which alternative courses of action to recover the carrying amount of a
long-lived asset are under consideration or a range is estimated for possible future cash flows. It requires that a
long-lived asset to be abandoned, exchanged for a similar productive asset, or distributed to owners in a spin-off be
considered held and used until it is disposed of. In these situations, SFAS No. 144 requires that an impairment loss
be recognized at the date a long-lived asset is exchanged for a similar productive asset or distributed to owners in a
spin-off if the carrying amount of the asset exceeds its fair value. The Company monitored and reviewed long-lived
assets for possible impairment in accordance with SFAS No. 121 prior to the adoption of SFAS No. 144. Since
SFAS No. 144 retains similar requirements as SFAS No. 121 for recognizing and measuring any impairment loss,
the adoption of SFAS No. 144 did not have a significant effect on the Company's procedures for monitoring and
reviewing long-lived assets for possible impairment. SFAS No. 144 also retains the basic provisions of APB
Opinion No. 30 “Reporting the Results of Operations” for the presentation of discontinued operations in the income
statement but broadens the definition of a discontinued operation such that a component of an entity (rather than a
segment of a business) would be considered to be a discontinued operation if the operations and cash flows of the
component will be eliminated from the ongoing operations of the company and the company will not have any
significant continuing involvement in the operations of the component. A component of an entity comprises
operations and cash flows that can be clearly distinguished, operationally and for financial reporting purposes, from
the rest of the entity. The adoption of SFAS No. 144 in 2001 had a significant impact on the accounting
presentation of the sale of the Asian communications business as this business would not have qualified for
treatment as a discontinued operation under APB Opinion No. 30, since it would not have qualified as a business
segment.

Results of Operations 2001 vs. 2000
The operating results of the Company’s Asian operations are included in discontinued operations for all
periods presented due to their sale to Reach Ltd. in January 2002. Certain prior year amounts have been reclassified

to conform to current year presentation.

Revenue for 2001 and 2000 is summarized as follows (in millions):

2001 200
COMMUNICATIONS ......eiittee ettt eeee et e e e et esee e s e eeee s e sneeenenesoreserarenees $1,298 $ 857
INfOrMAtioN SEIVICES ..vvveveeiiie et eee ettt eetaae s s s tre e e eesanee e 123 115
€Al MINING coeririienriciietireeteesrere ettt ettt et e e rae e see e serenrre e 87 190
L0114 1=; SO PSPPSR 25 22

$1.533 $1.184

Communications revenue increased in 2001 by 51% compared to 2000. Included in total communications
revenue of $1.298 billion for 2001 was $876 million of services revenue which includes private line, wavelengths,
colocation, managed modem and amortized dark fiber revenue, $288 million of non-recurring revenue from dark
fiber contracts entered into before June 30, 1999 for which sales- type lease accounting was used and $134 million
attributable to reciprocal compensation. Communications revenue for 2000 was comprised of $593 million of
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services revenue, $209 million of non-recurring revenue from dark fiber and $55 million of reciprocal
compensation. The increase in services revenue from 2000 was primarily due to growth in both existing customers
as well as new customer contracts. Services revenue in 2000 includes revenue of $105 million related to submarine
systems, primarily from the completion of the Company’s transatlantic submarine cable and subsequent sale to
Viatel Inc. in November of 2000. Due to the current economic conditions of the telecommunications industry, the
Company has experienced a significant increase in the number of customers disconnecting or terminating service
and believes that as much as 25% of its recurring revenue base as of December 31, 2001, consists of financially
weaker customers. Approximately 80% of these customers are expected to disconnect services during the first six
months of 2002. These terminations, if they occur, will result in slower growth of services revenue for 2002. For
some of these customers, Level 3 is able to negotiate and collect termination penalties. Level 3 recognized $57
million of revenue in 2001 for early termination of services. Level 3 recorded in services revenue in 2001, $35
million of revenue for construction management services provided to other communications companies. The dark
fiber revenue reflects the substantial completion of the intercity network. Dark fiber revenue under sales-type lease
accounting is expected to be insignificant in 2002 as the last remaining segments sold prior to June 30, 1999 were
delivered to and accepted by customers in the fourth quarter of 2001. The increase in reciprocal compensation in
2001 is a result of increased managed modem usage and the Company receiving regulatory approval from several
states regarding its agreements with SBC Communications Inc. and BellSouth. These agreements established a rate
structure for transmission and switching services provided by one carrier to complete or carry traffic originating on
another carrier’s network. It is the Company’s policy not to recognize revenue from these agreements until the
relevant regulatory authorities approve the agreements. Certain interconnection agreements with carriers expire in
the second half of 2002 and in 2003. To the extent that the Company is unable to sign new interconnection
agreements, reciprocal compensation revenue may decline significantly over time.

Level 3 was a party to seven non-monetary exchange transactions in 2001 whereby it sold IRUs, other
capacity, or other services to a company from which Level 3 received communications assets or services. In total
these exchanges accounted for $24 million or less than 2% of total communications revenue in 2001 and in each
case, provided needed network capacity or redundancy on unprotected transmission routes. The value of these non-
monetary transactions was determined using similar transactions for which cash consideration was received.

Level 3 recognized no revenue from non-monetary exchange transactions in 2000.

Information services revenue, which is comprised of applications and outsourcing businesses, increased
from $115 million in 2000 to $123 million in 2001. The increase is primarily attributable to outsourcing revenue
which increased to $85 million for the year ended December 31, 2001 compared to $65 million for the same period
in 2000. The increase in outsourcing revenue is primarily due to new long-term contracts signed in the second half
of 2000. Revenue attributable to the applications business declined due to the expiration of certain contracts. If the
applications business is unable to generate new sales in 2002, revenue is expected to decline further as a significant
customer has notified the Company that it will not be extending its contract beyond June 30, 2002. Revenue
attributable to this customer represented approximately 61% of total applications revenue in 2001.

The communications business generated Cash Revenue of $2.097 billion during 2001 compared to $1.261
billion in 2000. The Company defines Cash Revenue as communications revenue plus changes in cash deferred
revenue (deferred revenue adjusted for changes in related accounts receivable) during the respective period.
Communications Cash Revenue primarily reflects cash or other communications assets received for dark fiber and
other capacity sales where revenue is deferred and then recognized over the term of the contract under GAAP. This
increase is a result of growth in services revenue provided to existing customers, new customer contracts and cash
collections from those customers. At December 31, 2001, deferred revenue increased by approximately 103% to
$1.459 billion from $720 million at December 31, 2000. The amount of deferred revenue billed, but not collected as
of the end of the year decreased from $205 million in 2000 to $145 million in 2001. For fiscal 2000, deferred
revenue increased by $585 million and the amount not collected increased by $181 million. Communications Cash
Revenue is not intended to represent revenue under GAAP.
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2001 2000

Communications REVEINUE. ........c.ooviiiviirecicriicceccre ittt eenesreeeveens $1,298 $ 857
Change in Deferred Revenue.........cccoviveviiiiiiniinnccienc e 739 585
Change in Deferred Revenue Billed but not Collected.........ccccoeevveeevecnnnen. 60 (181)
Communications Cash Revenue $2,097 $ 1,261

Coal mining revenue decreased $103 million in 2001 compared to 2000. The decrease in revenue is
primarily attributable to the expiration of long-term coal contracts with Commonwealth Edison Company
(“Commonwealth Edison”) and the sale of the Company’s interest in Walnut Creek Mining Company in September
2000.

Other revenue for 2001 was comparable to 2000 and is primarily attributable to California Private
Transportation Company, L.P. (“CPTC”), the owner-operator of the SR91 tollroad in southern California.

Cost of Revenue for 2001 was $742 million, representing a 6% decrease over 2000 cost of revenue of $792
million. This decrease is a result of the continued migration of customers off of leased capacity to the Company’s
network and a decrease in the costs associated with transoceanic sales, specifically costs attributable to the Viatel
transaction in 2000. Cost of revenue includes costs attributable to dark fiber and transoceanic sales and leased
capacity, right-of-way costs, access charges and other third party costs directly attributable to the network. Overall
the cost of revenue for the communications business, as a percentage of revenue, decreased significantly from 73%
during 2000 to 46% during 2001. The decrease can again be attributed to the migration of customer traffic from a
leased network to the Company’s owned network and increased margins resulting from recent sales efforts focused
on “on-net” services. Cost of revenue for the communications business, as a percentage of revenue, is expected to
decline from 2001 levels.

The cost of revenue for the information services businesses, as a percentage of its revenue, in 2001 was
73% and approximated the 2000 figure of 77%. The cost of revenue for the coal mining business, as a percentage of
revenue, was 68% for 2001 up from 40% in 2000. The increase related to coal mining is attributable to the
expiration of high margin long-term coal contracts in 2000.

Depreciation and Amortization expenses were $1.122 billion in 2001, a 94% increase from 2000
depreciation and amortization expenses of $579 million. The majority of the increase is a direct result of the
communications assets placed in service in the latter part of 2000 and 2001, including gateways, local networks and
intercity segments. In addition, inctuded in 2001 depreciation expense is $45 million for the impairment charge on a
corporate facility the Company designated as held-for-sale in June of 2001.

Depreciation expense is expected to decrease significantly in 2002 as a result of the impairment charges
taken in 2001 against the colocation assets, conduits in North America and European intercity and metropolitan
networks, and certain transoceanic assets. The Company will continue to review the depreciable lives of its existing
telecommunications assets in order to verify that they correspond to the period of the estimated future benefits.

Selling, General and Administrative expenses were $1.297 billion in 2001, a 17% increase over 2000.
Excluding non-cash compensation expenses of $314 million and $236 million for 2001 and 2000, respectively,
operating expenses increased 12% from the prior year. This increase is attributable to higher payroll expenses,
professional fees, facilities related costs, and systems maintenance expenses, partially offset by declines in travel,
mine management services and recruiting expenses. The increase in non-cash compensation is predominantly due to
the convertible outperform stock options granted in 2000 and 2001. Selling, general and administrative costs for
2002 are expected to decline from 2001 levels due to the workforce reductions and cost savings initiatives
implemented in 2001.

Restructuring and Impairment Charges were $3.35 billion in 2001. The Company announced that due to
the duration and severity of the economic slowdown for the telecommunications industry, it would be necessary to
reduce operating expenses as well as reduce and reprioritize capital expenditures in an effort to be in a position to
benefit when the economy recovers. As a result of these actions, the Company reduced its global work force by
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approximately 2,200 employees in 2001, primarily in the communications business in the United States and Europe.
Restructuring charges of approximately $10 million, $40 million and $58 million were recorded in the first, second
and fourth quarters of 2001, respectively, of which $66 million related to staff reduction and related costs and $42
million to real estate lease termination costs. In total, the Company has paid $49 million in severance and related
fringe benefit costs and $1 million in lease termination costs as of December 31, 2001 for these actions. The
remaining $17 million of expenditures for workforce reductions primarily relate to approximately 200 European
employees terminated in the first quarter of 2002. Lease termination obligations of $41 million are expected to be
substantially paid by June 30, 2002. The Company believes that after these restructuring charges, its cost structure
will be better aligned with estimated future revenue streams.

The economic slowdown and the related capital reprioritization discussed above resulted in certain
telecommunications assets being identified as excess, obsolete or carried at values that may not be recoverable due
to an adverse change in the extent in which the telecommunication assets were being utilized caused by the
unfavorable business climate within the telecommunications industry. As a result, in the second quarter of 2001 the
Company recorded a non-cash impairment charge of $61 million, representing the excess of the carrying value over
the fair value of these assets. The fair value of the spare equipment was based on recent cash sales of similar
equipment. The impaired assets were written-off, as the Company does not expect to utilize them to generate future
cash flows.

In the fourth quarter of 2001, in light of the continued economic uncertainty, continued customer
disconnections at higher rates than expected, increased difficulty in obtaining new revenue, and the overall slow
down in the communications industry, the Company again reviewed the carrying value of its long-lived assets for
possible impairment in accordance with SFAS No. 144, The Company determined based upon its projections,
giving effect to the continuing economic slowdown and continued over-capacity in certain areas of the
telecommunications industry, the estimated future undiscounted cash flows attributable to certain assets or assets |
groups would not exceed the current carrying value of the assets. The Company, therefore, recorded an impairment
charge of $3.2 billion to reflect the difference between the estimated fair value of the assets on a discounted cash
flow basis and their current carrying value as further described below.

The impairments primarily relate to colocation assets, excess conduits in North America and European
intercity and metropolitan networks, and certain transoceanic assets. Geographically, approximately 74% of the
charges are attributable to North America, 17% are attributable to Europe and 9% attributable to transatlantic assets.

The financial problems of many of the “dot-coms”, emerging carriers and competitors, a weakening
economy, and changing customer focus, have led to an over-capacity of colocation space in several U.S. and
European markets. Level 3 is attempting to sell or sublease its excess colocation space; however, current market
rates for much of the space are below its carrying values. As a result, the Company recorded an impairment charge
of approximately $1.6 billion related to its colocation assets, which includes owned facilities, leasehold
improvements and related equipment.

Level 3 constructed its networks in North America and Europe in such a way that they could be
continuously upgraded to the most current technology without affecting its existing customers. Level 3 also
installed additional conduits with the intention of selling them to other carriers. To date, the Company has sold one
conduit in its North American network and, due to the current economic environment and decreasing capital
expenditure budgets of potential buyers, does not expect additional sales in the foreseeable future. For this reason
the Company has recorded an impairment charge of approximately $1.2 billion for the conduits that were previously
determined to be available for sale to third parties based on estimated cash flows from the disposition of the
conduits.

The completion of several transoceanic cable systems in the second half of 2001 and the expected
completion of additional systems in 2002, have resulted in an over abundance of transoceanic capacity. This excess
capacity, combined with limited demand, have adversely affected the transoceanic capacity markets. At current
pricing levels, the Company does not believe it will recover its investment in transoceanic capacity from the future
cash flows of these assets. As a result, the Company has recorded an impairment charge of approximately $320
million for its transatlantic submarine assets.
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The Company also recorded an impairment charge of approximately $65 million for spare equipment write-downs
and abandoned lateral builds in the fourth quarter of 2001.

EBITDA, as defined by the Company, consists of earnings (losses) before interest, income taxes,
depreciation, amortization, non-cash operating expenses (including stock-based compensation and impairment
charges) and other non-operating income or expenses. The Company excludes non-cash stock compensation due to
its adoption of the expense recognition provisions of SFAS No. 123. EBITDA improved to a loss of $300 million in
2001 from a loss of $482 million in 2000. Excluding the $108 million of restructuring charges recorded in 2001,
EBITDA would have been a loss of $192 million for 2001. The improvement in EBITDA is predominantly due to
revenue growth and higher margins earned by the communications business.

Adjusted EBITDA, as defined by the Company, is EBITDA as defined above plus the change in cash
deferred revenue and excluding the non-cash cost of goods sold associated with certain capacity sales and dark fiber
contracts. For 2001, Adjusted EBITDA was $659 million compared to $118 million for 2000. The increase, in
addition to the higher margins noted above, can be attributed to up-front cash payments received from customers for
contracts that require revenue to be recognized over the term of the contract.

2001 2000
EBITDA .ottt stees et ere et s et se etttk st ntaanesaeaanesbeiens $ (300) $ (482)
Change in Deferred REVENUE........ccviriiircrnieniee et 739 585
Change in Deferred Revenue Billed but not Collected...........ccvceeiiiircveenninnns, 60 (181)
Non-cash Cost 0f Goods SOId.....ccvevviieiorieieieeeeeeeevsevsetre e 160 196
Adjusted EBITDA $ 659 $ 118

EBITDA and Adjusted EBITDA are not intended to represent operating cash flow or profitability for the
periods indicated and are not calculated in accordance with GAAP. See Consolidated Statement of Cash Flows.

Interest Income declined from $328 million in 2000 to $161 million in 2001. The decrease is primarily
attributable to the average cash and marketable securities balance declining from $5.7 billion during 2000 to $3.1
billion for 2001. In February 2000, the Company raised approximately $5.5 billion in cash through debt and equity
offerings. The Company has subsequently utilized these proceeds to fund its business plan and repurchase
outstanding debt. In addition, the weighted average interest rate earned on the portfolio decreased by approximately
120 basis points for 2001 versus 2000. The Company expects interest income to continue to decline in 2002 due to
utilization of funds to repurchase debt, pay operating and interest expenses, and fund capital expenditures, as well as
lower interest rates. Pending utilization of the cash, cash equivalents and marketable securities, the Company
invests the funds primarily in government and government agency securities. The investment strategy will provide
lower yields on the funds, but is expected to reduce the risk to principal in the short term prior to using the funds in
implementing the Company’s business plan.

Interest Expense, net increased to $646 million from $282 million in 2001 compared to 2000. The
interest expense and amortization of debt issuance costs associated with the debt raised in late February 2000, the
commercial mortgages entered into during the latter half of 2000, and the increase in the size of the Senior Secured
Credit Facility in the first quarter of 2001 all contributed to the increase in interest expense. Additionally, the
increase can be attributed to a decrease in the amount of interest capitalized in 2001 as compared to 2000. The
Company completed a significant portion of the network and other communications related facilities during 2001,
therefore reducing the amount of interest capitalized. Capitalized interest was $58 million in 2001 versus $353
million in 2000. Partially offsetting these increases was the retirement of approximately $1.9 billion face amount of
debt in the third and fourth quarters of 2001 and lower variable interest rates attributable to the senior secured credit
facility and GMAC mortgage.

Interest expense is expected to decline in future periods as a result of the convertible subordinated debt
repurchased during the third quarter of 2001 and the senior debt and convertible subordinated debt securities
repurchased in the “Modified Dutch Auction” completed in October of 2001. These transactions are expected to
reduce annualized interest expense and annualized cash interest expense by approximately $175 million and $160
million, respectively.
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Equity in Earnings (Losses) of Unconsolidated Subsidiaries was earnings of $16 million in 2001,
compared to loss of $284 million in 2000. The equity losses in 2000 are predominantly attributable to RCN
Corporation (“RCN”). RCN is a facilities-based provider of communications services to the residential markets
primarily on the East and West coasts as well as in Chicago. RCN is also the largest regional Internet service
provider in the Northeast. RCN is incurring significant costs in developing its business plan. The Company’s
proportionate share of RCN’s losses exceeded the remaining carrying value of Level 3°s investment in RCN during
the fourth quarter of 2000. Level 3 does not have additional financial commitments to RCN; therefore it only
recognized equity losses equal to its investment in RCN. The Company will not record any equity in RCN’s future
profits, until unrecorded equity losses have been offset. The Company did not recognize $249 million and $20
million of equity losses attributable to RCN in 2001 and 2000, respectively. Level 3 recorded equity losses
attributable to RCN of $260 million for the twelve months ended December 31, 2000.

Equity in earnings/losses of Commonwealth Telephone Enterprises, Inc. (“Commonwealth Telephone”)
were earnings of $16 million in 2001 and losses of $24 million in 2000. In 2000, Commonwealth Telephone
recognized losses primarily due to a charge for the restructuring of its CTCI subsidiary. As a result, Level 3
recorded a $27 million charge, in equity in earnings (losses) of unconsolidated subsidiaries, for its proportionate
share of this charge. In 2001, Commonwealth Telephone, in addition to improved operating results, was also able to
recognize a one-time benefit related to the settlement of certain restructuring liabilities recorded in 2000.

Gain on Equity Investee Steck Tramnsactions was $100 million for the twelve months ended December
31, 2000. Specifically, RCN issued stock for certain transactions, which diluted the Company’s ownership interest.
The pre-tax gains resulted from the increase in the Company’s proportionate share of RCN’s net assets related to
these transactions. The Company did not record any gains on equity investee stock transactions during 2001 due to
the suspended equity losses attributable to RCN.

Other, net increased from a loss of $21 million for 2000 to a gain of $2 million for 2001. In 2001, Other,
net includes a charge for an other-than temporary decline in the value of investments of $37 million and $27 million
of gains when divine, inc. agreed to release Level 3 from a deferred revenue obligation. Additionally, the Company
recorded losses of $19 million in 2001 related to losses on certain fixed asset disposals and $31 million of other
items, primarily $17 million of realized gains from the sale of Furo denominated marketable securities. In 2000,
Other, net is primarily comprised of a $22 million gain from the sale of the Company’s 50% ownership interest in
the Walnut Creek Mining Company and a loss of $37 million from the other-than temporary decline in the value of
investments.

Level 3 announced in March 2002, that it intends to sell 4,025,000 shares of Commonwealth Telephone
that it currently holds. If this sale occurs, Level 3 will recognize a significant gain on the disposition of these shares.

Income Tax Benefit for 2001 was zero as a result of the Company exhausting the taxable income in the
carryback period in 2000. As of December 31, 2001, Level 3 had approximately $1.8 billion of net operating loss
carryforwards available to offset future taxable income. At this time, the Company is unable to determine when it
will have taxable income to offset the loss carryforwards. The tax benefit for 2000 differs from the statutory rate
due to the limited availability of taxable income in the carryback period for which current year losses can be offset.

On March 9, 2002, legislation was enacted that will enable the Company to carry its taxable net operating
losses back five years. As a result, the Company expects to receive a Federal income tax refund of approximately
$120 million after it files its 2001 Federal income tax return carrying back the taxable loss to 1996. This benefit will
be reflected in the first quarter 2002 financial statements in accordance with SFAS No. 109 “Accounting for Income
Taxes”.

Discontinued Operations includes the results of operations and the estimated loss on the disposal of
Level 3’s Asian assets. On December 19, 2001, Level 3 announced that it had agreed to sell its Asian
telecommunications business to Reach Ltd. for no cash consideration. The agreement covers subsidiaries that
include the Asian network operations, assets, liabilities and future financial obligations. This includes Level 3’s
share of the Northern Asian cable system, capacity on the Japan-US cable system, capital and operational expenses
related to these two systems, gateways in Hong Kong and Tokyo, and existing customers on Level 3’s Asian
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network. Level 3 estimates that this transaction will reduce its future funding requirements by approximately $300
million through a combination of reductions in capital expenditures, network and operating expenses, taxes and
working capital.

The transaction closed on January 18, 2002. As of December 31, 2001, the net carrying value of Level 3’s
Asian assets was approximately $465 million. In accordance with SFAS No. 144, Level 3 recorded an impairment
loss, within discontinued operations, equal to the difference between the carrying value of the assets and their fair
value. Based upon the terms of the sale agreement, the Company also accrued $51 million in certain remaining
capital obligations it assumed for the two submarine systems to be sold to Reach, and estimated transaction costs.
The losses from the discontinued Asian operating activities in 2001 and 2000 were $89 million and $48 million,
respectively. The higher losses are primarily attributable to increases in depreciation expense and selling, general
and administrative expenses.

Extraerdinary Gain on Debt Extinguishment was $1.1 billion for the twelve months ended
December 31, 2001. The Company recognized gains of approximately $117 million, after transaction and debt
issuance costs, when it exchanged approximately 15.9 million shares of common stock, valued at approximately $72
million, for $194 million of its convertible subordinated notes in several private transactions. The Company also
recognized gains of approximately $967 million when it repurchased approximately $1.7 billion of debt for
approximately $731 million in cash, including accrued interest, through the Modified Dutch Auction completed in
October of 2001. Offsetting these gains were losses of $9 million from the write-off of debt issuance costs and
prepayment expenses CPTC incurred to refinance its long-term debt.

Level 3 continued to repurchase debt in January and February of 2002 using cash and equity. The
Company expects to recognize an extraordinary gain of approximately $130 million in the first quarter of 2002 as a
result of the transactions completed through March 13, 2002.

Results of Operations 2000 vs. 1999

Revenue for the years ended December 31, 2000 and December 31, 1999 is summarized as follows (in
millions):

2000 1599
COMMUNICALIONS....cverveeeiieiee e seeirese s st sevest s etes e ste s eevensossesesereoneoneons $ 857 $ 159
INOIMAtion SEIVICES cvviveriiiieeieeiieien e seertrer et srsenereessesesesesannnns 115 130
C0al MINUINE .ottt ettt st 190 207
L0 11 1= SO U UUURURPT 22 19

$1,184 $ 515

Communications revenue increased by 439% to $857 million in 2000. In 2000, the Company generated
services revenue, including private line, wavelengths, colocation, managed modem, and dark fiber revenue
associated with contracts entered into after June 30, 1999, of $593 million compared to $100 million in 1999. The
completion of several metropolitan networks and Gateways in the United States and Europe are primarily
responsible for the increase. At December 31, 2000, Level 3 had local networks in 32 domestic and international
cities and Gateway facilities in 60 markets. This compares to 25 local networks and 31 Gateways at the end of
1999. Level 3 also recognized revenue of $105 million related to submarine systems, primarily from the
completion of its transatlantic submarine cable and subsequent sale to Viatel Inc. in November of 2000. Dark fiber
sales for contracts entered into before June 30, 1999 increased from $35 million in 1999 to $209 million in 2000.
This is a result of a significant portion of Level 3’s North American intercity network being completed in 2000.
Also included in 2000 communications revenue was $55 million of reciprocal compensation revenue from executed
and approved interconnection agreements compared to $24 million in 1999. Level 3 reached an agreement with
SBC Communications, Inc. in January 2001 which establishes a rate structure for transmission and switching
services provided by one carrier to complete or carry traffic originating on another carrier’s network. The
implementation of the rate structure and reciprocal compensation billing settlement is contingent upon certain
conditions including approval by relevant regulatory authorities. Level 3 did not recognize any revenue related to
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this agreement in 2000. Information services revenue declined by $15 million in 2000 to $115 million. This decline
is primarily attributable to Year 2000 computer processing and consulting work completed in 1999.

The communications business generated Cash Revenue of $1.26 billion in 2000. In addition to revenue, the
Company includes the change in the cash portion of deferred revenue in its definition of Cash Revenue. The
increase in cash deferred revenue for the communications business for the year was $404 million and is in part due
to the implementation of FIN 43 which requires the Company to defer the recognition of certain dark fiber contracts
and IRU sales over the term of the agreement, typically 10-20 years. For these types of agreements, the Company
normally receives a deposit at the time the contract is signed and the remainder when the fiber is delivered and
accepted by the customer. In 1999, Cash Revenue for the communications business was $243 million.

2000 1999

CommuNICations REVEINUE ....cc.ooiiiiiieeiiirieeee ettt sre e ere e ses v eee $ 857 $ 159

Change in Deferred REVENUE........ccccevviiiinevceine et st 585 108
Change in Deferred Revenue Billed but not Collected..........ccoovnerievcenncnnes (181) (24)

Communications Cash Revenue $1.261 § 243

Coal Mining revenue declined approximately 8% in 2000 from $207 million in 1999 to $190 million in
2000. Coal revenue was expected to decline in 2000 as a result of the reduced shipments under long-term coal
contracts and the sale of the Company’s entire interest in Walnut Creek Mining Company.

Other revenue in 2000 approximated 1999 revenue and is primarily attributable to California Private
Transportation Company, L.P.

Cost of Revenue for 2000 was $792 million, representing a 120% increase over 1999 cost of revenue of
$360 million as a result of the expanding communications business. Overall the cost of revenue for the
communications business, as a percentage of revenue, decreased significantly from 115% during 1999 to 73% for
2000. This decrease is attributed to the expanding communications business. The Company recognized $196
million of costs associated with dark fiber and transoceanic cable sales in 2000. The cost of revenue for the
information services businesses, as a percentage of its revenue, was 77% for 2000 compared to 65% for 1999.
Lower margins on new contracts and the omission of Year 2000 related work resulted in the decline in margins. The
cost of revenue for the coal mining business, as a percentage of revenue, was 40% for 2000 and 45% in 1999. In
December 1999, Commonwealth Edison and the Company renegotiated certain coal contracts whereby
Commonwealth Edison was no longer required to take delivery of its coal commitments but still must pay Level 3
the margins Level 3 would have earned had the coal been delivered.

Depreciation and Amortization expenses for 2000 were $579 million, a 154% increase over 1999
deprecation and amortization expenses of $228 million. This increase is a direct result of the communications assets
placed in service in the later half of 1999 and throughout 2000, including Gateways, local metropolitan networks
and domestic international and submarine networks.

Selling, General and Administrative expenses were $1.1 biilion in 2000, representing a 67% increase over
1999. This increase primarily results from the Company’s addition of over 2,350 employees during 2000. There
was a substantial increase in compensation, travel and facilities costs due to the additional employees. The
Company also recorded $236 million in non-cash compensation expense for the year ended December 31, 2000, for
expenses recognized under SFAS No. 123 related to grants of stock options and warrants; $125 million of non-cash
compensation was recorded for the same period in 1999. The increase in non-cash compensation is due
predominantly to an increase in the number of employees. Communications, insurance, bad debt, data processing
and marketing costs also contributed to the higher selling, general and administrative expenses. In addition to the
expenses noted above, the Company capitalized $162 million and $116 million of selling, general and administrative
expenses in 2000 and 1999, respectively, which consisted primarily of compensation expense for employees and
consultants working on capital projects.

EBITDA, as defined by the Company, decreased to a loss of $482 million for the year ended December 31,
2000 from a $383 million loss for 1999. This decrease was predominantly due to the increase in selling, general and
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administrative expenses resulting from the rapid expansion of the communications business. EBITDA is commonly
used in the communications industry to analyze companies on the basis of operating performance.

Adjusted EBITDA, as defined by the Company, was a $118 million gain compared to a loss of $282
million in 1999. An increase in cash deferred revenue of $404 million and non-cash cost of goods sold related to
transoceanic and dark fiber sales of $196 million are primarily responsible for the improved Adjusted EBITDA
figures.

2000 1999
EBITDA ..ottt ettt e bbbt s nb e $ (482) $ (383)
Change in Deferred ReVenUe..........covvierveeiienicice e 585 108
Change in Deferred Revenue Billed but not Collected.........cccooviniieiiierneennn. (181) (24)
Non-cash Cost of GOods SOId......cc.ceiviiriiinierrie e e 196 17
Adjusted EBITDA $ 118 $ (282)

EBITDA and Adjusted EBITDA are not intended to represent operating cash flow for the periods indicated
and are not GAAP. See Consolidated Statements of Cash Flows.

Interest Tncome was $328 million for 2000 compared to $212 million in 1999. This 55% increase was
predominantly due to the Company’s increased average cash, cash equivalents and marketable securities balances.
Average cash balances increased largely due to the approximately $5.4 billion in proceeds received from the
February 29, 2000 debt and equity offerings. The Company’s average cash balance also increased as a result of the
September 1999 6% Convertible Subordinated Notes offering and the Senior Secured Credit Facility agreement. The
increase in interest income is also due to increasing yields on the Company’s investments due to increased market
rates.

Interest Expense, net for 2000 of $282 million represents a 62% increase from 1999. The substantial
increase was due to the 6% Convertible Subordinated Notes issued in September 1999, the Senior Secured Credit
Facility entered into in September 1999, as well as the approximately $3 billion in debt securities issued on February
29, 2000. The amortization of the related debt issuance costs also contributed to the increased interest expense in
2000. Partially offsetting this increase was an increase in capitalized interest to $353 million in 2000 from $116
million in 1999,

Equity in Losses of Unconsolidated Subsidiaries was $284 million in 2000 compared to $127 million in
1999. The equity losses are predominantly attributable to the Company’s investment in RCN. RCN is incurring
significant costs in developing its business plan. The Company’s share of RCN’s losses, increased to $260 million in
2000 from $135 million in 1999. During the fourth quarter of 2000, Level 3’s proportionate share of the RCN’s
fourth quarter losses exceeded the remaining carrying value of Level 3’s investment in RCN. Level 3 does not have
additional financial commitments to RCN; therefore it can only recognize equity losses equal to its investment in
RCN. As of December 31, 2000, Level 3 had not recorded approximately $20 million of equity losses attributable
to RCN’s fourth quarter losses. Equity losses for 2000 also include $24 million of losses attributable to
Commonwealth Telephone. In December 2000, Commonwealth Telephone announced that it was going to record a
charge to earnings for the restructuring of its CTCI subsidiary. Therefore, Level 3 recorded $27 million of equity
losses, representing its proportionate share of the restructuring charge.

Gains on Equity Investee Stock Transactions was $100 million for 2000 compared to $118 million for
1999. RCN issued stock for the acquisition of 21st Century Telecom Group, Inc. and for certain transactions in
early 2000, which diluted the Company’s ownership of RCN from 35% at December 31, 1999 to 31% at December
31, 2000. These transactions diluted Level 3’s ownership in RCN but increased its proportionate share of RCN’s
common equity. As a result, Level 3 recognized $95 million of pre-tax gains related to RCN stock activity in 2000.
In 1999, RCN issued stock in a public offering and for certain transactions, which resulted in a pre-tax gain of $117
million to the Company. The Company does not expect to recognize future gains on RCN stock activity unless the
gains exceed the accumulated net equity losses not recognized by the Company. Level 3 also recognized pre-tax
gains of $5 million and $1 million in 2000 and 1999, respectively, for Commonwealth Telephone stock activity that
diluted the Company’s ownership to 46% at December 31, 2000.
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Gain (Loss) on Sale of Assets decreased to a $19 million loss in 2000. In the second half of 2000, market
conditions and the valuations assigned to companies in certain Internet related sectors and the Company’s view of
the business prospects of such entities declined dramatically. Therefore, the Company recorded a $37 million pre-tax
charge for an other-than-temporary decline in the value of a publicly traded investment. Partially offsetting this
charge was a $21 million pre-tax gain on the sale of the Company’s entire interest in the Walnut Creek Mining to
Peter Kiewit Sons’ Inc. Also included are gains and losses on the sale of construction and other operating
equipment.

Other, net decreased to a loss of $2 million in 2000 from a $7 million gain in 1999. The decrease is
predominately due to foreign exchange losses recorded in 2000.

Income Tax Benefit for 2000 differs from the prior year and the statutory rate primarily due to limited
availability of taxable income in the carryback period to offset current year losses. The income tax benefit for 1999
differs from the statutory rate of 35% primarily due to losses incurred by the Company’s international subsidiaries
which cannot be included in the consolidated U.S. federal return, nondeductible goodwill amortization expense and
state income taxes. For fiscal 2000, Level 3 recognized a benefit equal to the amount of refund available due to
utilization of net operating loss carrybacks. As of December 31, 2000, Level 3 had approximately $638 million of
net operating loss carryforwards available to offset future taxable income.

Discontinued Operations increased from a loss of $5 million in 1999 to a loss of $48 million in 2000.
Level 3 began operations in Asia in the latter half of 1999 and continued to expand them throughout 2000.
Employee compensation and facility related costs primarily account for the increased losses.

Financial Condition — December 31, 2001

The Company’s working capital decreased from $3.1 billion at December 31, 2000 to $0.6 billion at
December 31, 2001 due primarily to the use of available funds in payment of selling, general and administrative
expenses, interest expense, construction of the Level 3 network and debt repurchases by Level 3 Finance, LLC.
Proceeds from the Senior Secured Credit Facility borrowings in the first quarter of 2001 increased working capital.

Cash provided by operations decreased from $1.0 billion in the twelve months ended December 31, 2000 to
$141 million in 2001. Fluctuations in the components of working capital are primarily responsible for the decline.
Reductions in accounts payable and lower income tax refunds were partially offset by an increase in deferred
revenue and lower receivable balances.

Investing activities include using the proceeds from the first quarter Senior Secured Credit Facility term
loan borrowing and cash on hand to purchase $1.2 billion of marketable securities and complete approximately $2.4
billion of capital expenditures, primarily for the communications network. The Company also realized $3.7 billion
of proceeds from the sales and maturities of marketable securities and $67 million of proceeds from the sale of
certain operating assets and construction equipment, and spent $110 million on assets held for sale.

Financing activities in 2001 consisted primarily of the net proceeds of $636 million from the first quarter
2001 Senior Secured Credit Facility term loan borrowing for the telecommunications business. CPTC received $125
million of net cash from its refinancing and repaid long-term debt of $114 million. Level 3 Finance, LLC
repurchased approximately $1.7 billion face amount of debt and accrued interest for approximately $695 million and
$36 million, respectively. In addition, Level 3, in non-cash transactions, exchanged approximately $194 million of
its convertible subordinated notes for approximately $72 million of its common stock.

The Company invested approximately $226 million in its discontinued Asian operations in 2001 including
approximately $178 million for capital expenditures.

Liquidity and Capital Resources

The Company is a facilities-based provider (that is, a provider that owns or leases a substantial portion of
the property, plant and equipment necessary to provide its services) of a broad range of integrated communications
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services. The Company has created, through a combination of construction, purchase and, to a lesser extent, leasing
of facilities and other assets, an advanced, international, end-to-end, facilities-based communications network. The
Company has designed its network based on optical and Internet Protocol technologies in order to leverage the
efficiencies of these technologies to provide lower cost communications services.

The further development of the communications business will continue to require significant expenditures.
These expenditures may result in substantial negative operating cash flow and substantial net operating losses for the
Company for the foreseeable future. The Company’s capital expenditures in connection with its business plan were
approximately $2.3 billion during 2001. The majority of the spending was for construction of the U.S. and
European intercity networks, certain local networks in the U.S. and Europe, and the transoceanic cable network.
Through December 31, 2001, the total cost of the Level 3 network by region, including intercity and metropolitan
networks, optronic and other transmission equipment, transmission facilities including gateway facilities and the
regions allocated portion of undersea cables was $9.2 billion for North America and $1.7 billion for Europe. The
Company'’s capital expenditures are expected to decline significantly since construction of its North American and
European networks are now substantially complete. The substantial majority of the Company’s ongoing capital
expenditures are expected to be success-based, or tied to incremental revenue. The Company estimates that its base
capital expenditures, excluding success-based capital expenditures, will total approximately $200 million in 2002.

. The cash and marketable securities already on hand and the undrawn commitments of approximately $650
million at December 31, 2001 under the expanded Senior Secured Credit Facility (see below), provided Level 3 with
approximately $2.1 billion of available funds at the end of 2001. Based on information available at this time,
management of the Company believes that the Company’s current liquidity and anticipated future cash flows from
operations will be sufficient to fund its business plan through free cash flow breakeven.

The Company currently estimates that the implementation of the business plan from its inception through
free cash flow breakeven will require approximately $13 billion to $14 billion on a cumulative basis. The Company
also currently estimates that its operations will reach free cash flow breakeven without a requirement for additional
financing. The timing of free cash flow breakeven will be a function of revenue and cash revenue growth as well as
the Company’s management of network, selling, general and administrative, and capital expenditures. The
Company’s successful debt and equity offerings have given the Company the ability to implement the business plan.
However, if additional opportunities should present themselves, the Company may be required to secure additional
financing in the future. In order to pursue these possible opportunities and provide additional flexibility to fund its
business plan, in January 2001 the Company filed a “universal” shelf registration statement for an additional $3
billion of common stock, preferred stock, debt securities, warrants, stock purchase agreements and depositary
shares. This shelf filing, in combination with the remaining availability under a previously existing universal shelf
registration statement, will allow Level 3 to offer an aggregate of up to $3.2 billion of additional securities to fund
its business plan.

In addition to raising capital through the debt and equity markets, the Company may sell or dispose of
existing businesses or investments to fund portions of the business plan. In February 2002, Level 3 announced that
Commonwealth Telephone had filed a registration statement allowing the Company to sell 3,165,500 shares of
Commonwealth Telephone in a public offering. On March 8, the registration statement was amended to increase the
number of shares to be sold by the Company up to 4,025,000. In addition, the Company has announced that it will
seek to sell or sublease excess real estate. The Company may also sell or lease fiber optic capacity, or access to its
conduits.

The Company may not be successful in producing sufficient cash flow, raising sufficient debt or equity
capital on terms that it will consider acceptable, or selling or leasing fiber optic capacity or access to its conduits. In
addition, proceeds from dispositions of the Company’s assets may not reflect the assets’ intrinsic values. Further,
expenses may exceed the Company’s estimates and the financing needed may be higher than estimated. Failure to
generate sufficient funds may require the Company to delay or abandon some of its future expansion or
expenditures, which could have a material adverse effect on the implementation of the business plan.

In connection with the implementation of the Company’s business plan, management continues to review
the existing businesses, including portions of its communications and information services businesses, to determine
how those businesses will assist with the Company’s focus on delivery of communications and information services
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and reaching cash flow breakeven. To the extent that certain businesses are not considered to be compatible with
the delivery of communication and information services or with obtaining cash flow objectives, the Company may
exit those businesses. It is possible that the decision to exit these businesses could result in the Company not
recovering its investment in the businesses, and in those cases, a significant charge to earnings could result. For
example, the Company sold its Asian operations to Reach Ltd. and incurred a loss of $516 million.

On July 26, 2001, Level 3 announced that it had amended its Senior Secured Credit Facility to permit the
Company to acquire certain of its outstanding indebtedness in exchange for shares of common stock. During 2001,
various issuances of Level 3’s outstanding senior notes, senior discount notes and convertible subordinated notes
traded at discounts to their respective face or accreted amounts. As of December 31, 2001, the Company had
exchanged, in private transactions, approximately $194 million of its convertible subordinated notes for shares of its
common stock valued at approximately $72 million.

Cn October 23, 2001, the Company announced that its first tier, wholly owned subsidiary, Level 3 Finance,
LLC had completed a “Modified Dutch Auction” tender offer for a portion of the Company’s senior notes and
convertible subordinate notes. Level 3 Finance repurchased debt with a face value of approximately $1.7 billion,
plus accrued interest, if applicable, for a total purchase price of approximately $731 million. The net gain on the
extinguishment of the debt, including transaction costs and unamortized debt issuance costs, was approximately
$967 million and was recorded as an extraordinary item in the consolidated statement of operations.

Through March 13, 2002, Level 3 had retired an additional $195 million face amount of debt securities, by
issuing 7.4 million shares of common stock, valued at $32 million, and using approximately $34 million of cash.
Level 3 expects to recognize a gain of approximately $130 million, after transaction and debt issuance costs, from
these transactions in the first quarter of 2002.

Level 3 is aware that the various issuances of its outstanding senior notes, senior discount notes and
convertible subordinated notes continue to trade at discounts to their respective face or accreted amounts. In order to
continue to reduce future cash interest payments, as well as future amounts due at maturity, Level 3 or its affiliates
may, from time to time, purchase these outstanding debt securities for cash or exchange shares of Level 3 common
stock for these outstanding debt securities pursuant to the exemption provided by Section 3(a)(9) of the Securities
Act of 1933, as amended, in open market or privately negotiated transactions. Level 3 will evaluate any such
transactions in light of then existing market conditions. The amounts involved in any such transactions, individually
or in the aggregate, may be material.

The Company has a $1.775 billion Senior Secured Credit Facility. As of March 13, 2001, $1.125 billion of
the $1.775 billion senior secured credit facility was drawn. The balance represents the approximately $650 million
revolving credit facility.

The Senior Secured Credit Facility has customary covenants, or requirements that the company and certain
of its subsidiaries must meet to remain in compliance with the contract, including a financial covenant that measures
minimum revenues (Minimum Telecom Revenue). The subsidiaries of the Company that must comply with the
terms and conditions of the credit facility are referred to as Restricted Subsidiaries.

The Minimum Telecom Revenue covenant generally requires that the Company meet or exceed specified
levels of cash revenue from communications and information services businesses generated by the Restricted
Subsidiaries. The Minimum Telecom Revenue covenant is calculated quarterly on a trailing four-quarter basis and
must exceed $1.5 billion for the first quarter of 2002, increasing to $2.3 biilion in the fourth quarter of 2002, $3.375
billion in the fourth quarter of 2003, and $4.75 billion in the fourth quarter of 2004. The Restricted Subsidiaries
currently include those engaged in the Company's communications businesses and certain subsidiaries of
()Structure engaged in the Company's information services businesses.

Those subsidiaries of the Company= that are not subject to the limitations of the Credit Agreement are
referred to as Unrestricted Subsidiaries. The Unrestricted Subsidiaries include Level 3's coal mining and toll road
properties and its holdings in RCN and Commonweaith Telephone.

If the Company does not remain in compliance with this financial covenant, as well as certain other
covenants, it could be in default of the terms of the Senior Secured Credit Facility. Under this scenario, the lenders
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could take actions to require repayment. The Company believes it is in full compliance with all covenants as of
December 31, 2001.

On January 29, 2002, the Company stated that it was in compliance with all of the terms, conditions, and
covenants under the Senior Secured Credit Facility and expected to remain in compliance through the end of the first
quarter 2002 based on its publicly disclosed financial projections. However, the Company stated that if sales,
disconnects and cancellations were to continue at the levels experienced during the second half of 2001, the
Company may violate the Minimum Telecom Revenue covenant as early as the end of the second quarter 2002. The
Company also stated that to the extent the Company's operational performance improves or it completes acquisitions
that generate sufficient incremental revenue, a potential violation of the covenant could be delayed beyond the
second quarter of 2002 or eliminated entirely.

Level 3 announced on February 25, 2002 that it had signed a definitive agreement to acquire CorpSoft, Inc.,
a Norwood, Massachusetts based marketer, distributor and reseller of business software, which conducts its business
under the name Corporate Software. Corporate Software had 2001 revenues of approximately $1.1 billion.
Corporate Software had 2001 EBITDA of approximately $18 million, excluding stock-based compensation expense,
one-time restructuring charges and other non-recurring employee costs. Level 3 expects the acquisition will enable
its information services business to leverage CorpSoft’s customer base, worldwide presence and relationships to
expand its portfolio of services. In addition, Level 3 expects to utilize its network infrastructure to facilitate the
deployment of software to CorpSoft’s customers. The transaction closed on March 13, 2002. Since closing, revenues
as measured by the Minimum Telecom Revenue covenant include Corporate Software revenues.

As a result of this transaction, the Company believes it will remain in compliance with the terms and
conditions of the Senior Secured Credit Facility until the second half of 2003. The Company’s expectation assumes
that it takes no other actions, its sales levels do not improve beyond those experienced during the second half of
2001, and disconnects and cancellations continue to decrease during the second half of 2002 in accordance with the
Company's customer credit analysis.

Given other actions the Company may take, and based on its longer term expectations for improvements in
its rate of sales, disconnects and cancellations, new product and service introductions and the potential for additional
acquisitions, the Company believes it will continue to remain in compliance with the terms and conditions of the
Senior Secured Credit Facility over the term of that agreement.

Current economic conditions of the telecommunications and information services industry, combined with
Level 3’s strong financial position, have created potential opportunities for Level 3 to acquire telecommunications
assets at attractive prices. Level 3 continues to evaluate these opportunities and could make acquisitions in addition
to the Corporate Software transaction, and the McLeodUSA acquisition described below, in 2002.

On January 24, 2002 Level 3 completed the acquisition of the wholesale dial-up access business assets of
McLeodUSA Incorporated (formerly Splitrock Services) for approximately $50 million in cash consideration and
the assumption of certain operating liabilities related to that business. The acquisition includes customer contracts,
approximately 350 PGPs (Points of Presence) across the U.S. and the related facilities, equipment and underlying
circuits. In addition, the parties entered into certain operating agreements enabling McLeodUSA to continue to
support its in-region customers. The acquisition enables Level 3 to provide managed modem service in all 50 states
with a coverage area that includes 80 percent of the U.S. population, up from 37 states, and 57 percent of the U.S.
population.

In December 2000, the Company entered into a sales-leaseback transaction involving two corporate
aircraft. The Company is amortizing the $8 million gain recognized on the transaction over the ten year term of the
lease. Annual lease payments of approximately $1.9 million are included in the operating lease disclosures below.
The Company has not entered into any bandwidth commodity contracts through the date of this report.
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The following tables summarize the contractual obligations and commercial commitments of the Company
at December 31, 2001, as further described in the notes to the financial statements.

Payments Due by Period

Less than 4-5 After 5
Total 1 Year 1-3Years Years Years
Contractual Obligations
Long-Term Debt, including current portion $ 6,216 $ 7 $ 279 § 265 § 5665
Reclamation 96 4 9 9 74
Operating Leases 566 54 104 102 306
Other Commercial Commitments
Letters of Credit 48 38 7 5 1

On March 9, 2002, legislation was enacted that will enable the Company to carry its taxable net operating
losses back five years. As a result, the Company expects to receive a Federal income tax refund of approximately
$120 million after it files its 2001 Federal income tax return carrying back the taxable loss to 1996.

ITEM 7A. QUANTITATIVE AND QUALITATIVE DISCLOSURES ABOUT MARKET RISK

Level 3 is subject to market risks arising from changes in interest rates, equity prices and foreign exchange
rates. The Company's exposure to interest rate risk increased due to the $1.375 billion Senior Secured Credit
Facility entered into by the Company in September 1999, the additional $400 million added to the Senior Secured
Credit Facility during the first quarter of 2001 and the commercial mortgages entered into in 2000. As of December
31, 2001, the Company had borrowed $1.125 billion under the Senior Secured Credit Facility and $233 million
under the commercial mortgages. Amounts drawn on the debt instruments bear interest at the alternate base rate or
LIBOR rate plus applicable margins. As the alternate base rate and LIBOR rate fluctuate, so too will the interest
expense on amounts borrowed under the credit facility and mortgages. The weighted average interest rate based on
outstanding amounts under these variable rate instruments of $1.4 billion at December 31, 2001, was approximately
5.4%. A hypothetical increase in the variable portion of the weighted average rate by 1% (i.e. a weighted average
rate of 6.4%), would increase annual interest expense of the Company by approximately $14 million. In an effort to
reduce the risk of increased interest rates related to the Lehman commercial mortgage, the Company entered into an
interest rate cap agreement in January 2001. The terms of the agreement provide that the net interest expense related
to the Lehman commercial mortgage will not exceed 8% plus the original spread. The agreement therefore caps the
LIBOR portion of the interest rate at 8%. At December 31, 2001, the Company had $4.85 billion of fixed rate debt
bearing a weighted average interest rate of 9.05%. A decline in interest rates in the future will not benefit the
Company due to the terms and conditions of the loan agreements which require the Company to repurchase the debt
at specified premiums. The Company was able to reduce its exposure to interest rate risk by acquiring certain
outstanding indebtedness in exchange for shares of common stock and cash. As a result of the additional debt
repurchases in 2002, the Company was able to reduce its fixed rate debt outstanding to $4.65 billion. The Company
continues to evaluate other alternatives to limit interest rate risk.

Level 3 continues to hold positions in certain publicly traded entities, primarily Commonwealth Telephone
and RCN. The Company accounts for these two investments using the equity method. The market value of these
investments was approximately $563 million at December 31, 2001, which is significantly higher than their carrying
value of $121 million. The Company has registered with the Securities and Exchange Commission to sell a portion
of its holdings in Commonwealth Telephone. Level 3 has also stated that it may dispose of all or part of the
remaining investments in the next 12-18 months. The value received for the investments would be affected by the
market value of the underlying stock at the time of any such transaction. A 20% decrease in the price of
Commonwealth Telephone and RCN stock would result in approximately a $113 million decrease in fair value of
these investments. The Company does not currently utilize financial instruments to minimize its exposure to price
fluctuations in equity securities.

The Company’s business plan included developing and operating a telecommunications network in Europe.
As of December 31, 2001, the Company had invested significant amounts of capital in that region and will continue
to expand its presence in Europe in 2002. The Company issued €800 million (€453 million outstanding at
December 31, 2001) in Senior Euro Notes in February 2000 as an economic hedge against its net investment in its
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European subsidiaries. Due to the historically low exchange rates involving the U.S. Dollar and the Euro, during the
fourth quarter of 2000, Level 3 elected to set aside the remaining Euros received from the debt offerings. During the
third quarter of 2001, Level 3 elected to start funding its current European investing and operating activities with the
Euros that had previously been set aside. Other than the issuance of the Euro denominated debt and the holding of
the Euros, the Company has not made significant use of financial instruments to minimize its exposure to foreign
currency fluctuations. The Company continues to analyze risk management strategies to reduce foreign currency
exchange risk.

The change in interest rates and equity security prices is based on hypothetical movements and are not
necessarily indicative of the actual results that may occur. Future earnings and losses will be affected by actual
fluctuations in interest rates, equity prices and foreign currency rates.

ITEM 8. FINANCIAL STATEMENTS AND SUPPLEMENTARY DATA

Financial statements and supplementary financial information for Level 3 Communications, Inc. and
Subsidiaries begin on page F-1.

The financial statements of an equity method investee (RCN Corporation) are required by Rule 3.09 and
will be filed as a part of this Report by an amendment to this Report upon the filing by RCN of their Form 10-X for
the year ended December 31, 2001. RCN’s filing of their Form 10-K is not yet due.

ITEM 9. CHANGES IN AND DISAGREEMENTS WITH ACCOUNTANTS ON ACCOUNTING AND
FINANCIAL DISCLOSURE

Not Applicable.

ITEM 10. DIRECTORS AND EXECUTIVE OFFICERS OF THE REGISTRANT.

The information required by this Item 10 is incorporated by reference to the Company’s definitive proxy
statement for the 2002 Annual Meeting of Stockholders to be filed with the Securities and Exchange Commission,
however certain information is included in Item 1. Business above under the caption “Directors and Executive
Officers.”

ITEM 11. EXECUTIVE COMPENSATION

The information required by this Item 11 is incorporated by reference to the Company’s definitive proxy
statement for the 2002 Annual Meeting of Stockholders to be filed with the Securities and Exchange Commission.

ITEM 12. SECURITY OWNERSHIP OF CERTAIN BENEFICIAL OWNERS AND MANAGEMENT

The information required by this Item 12 is incorporated by reference to the Company’s definitive proxy
statement for the 2002 Annual Meeting of Stockholders to be filed with the Securities and Exchange Commission.

ITEM 13. CERTAIN RELATIONSHIPS AND RELATED TRANSACTIONS

The information required by this Item 13 is incorporated by reference to the Company’s definitive proxy
statement for the 2002 Annual Meeting of Stockholders to be filed with the Securities and Exchange Commission.

ITEM 14. EXHIBITS, FINANCIAL STATEMENT SCHEDULES, AND REPORTS ON FORM 8-X
(a) Financial statements and financial statement schedules required to be filed for the registrant under

Items 8 or 14 are set forth following the index page at page F-l. Exhibits filed as a part of this report are listed
below. Exhibits incorporated by reference are indicated in parentheses.
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3.5

4.1
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4.3.1

43.2

433

4.4

4.5

4.6

4.7

Restated Certificate of Incorporation dated March 31, 1998 (Exhibit 1 to Registrant’s Form 8-A filed on
April 1,1998).

Certificate of Amendment of Restated Certificate of Incorporation of Level 3 Communications, Inc.
(Exhibit 3.1 to the Registrant’s Current Report on Form 8-K dated June 3, 1999).

Specimen Stock Certificate of Common Stock, par value $.01 per share (Exhibit 3 to the Registrant’s Form
8-A filed on March 31, 1998).

Amended and Restated By-laws as of May 23, 2001 (Exhibit 3 to Registrant’s Quarterly Report on Form
10-Q for the three months ended June 30, 2001).

Rights Agreement, dated as of May 29, 1998, between the Registrant and Norwest Bank Minnesota, N.A.,
as Rights Agent, which includes the Form of Certificate of Designation, Preferences, and Rights of Series
A. Junior Participating Preferred Stock of the Registrant, as Exhibit A, the Form of Rights Certificate as
Exhibit B and the Summary of Rights to Purchase Preferred Stock, as Exhibit C (Exhibit 1 to the
Registrant’s Form 8-A Amendment No. 1 filed on June 10, 1998).

Indenture, dated as of April 28, 1998, between the Registrant and IBJ Schroder Bank & Trust Company as
Trustee relating to the Registrant’s 9'% % Senior Notes due 2008 (Exhibit 4.1 to the Registrant’s
Registration Statement on Form S-4 File No. 333-56399).

Indenture, dated as of December 2, 1998, between the Registrant and IBJ Schroder Bank & Trust Company
as Trustee relating to the Registrant’s 10%2% Senior Discount Notes due 2008 (Exhibit 4.1 to the
Registrant’s Registration Statement on Form S-4 File No. 333-71687).

Form of Senior Indenture (incorporated by reference to Exhibit 4.1 to Amendment 1 to the Registrant’s
Registration Statement on Form S-3 (File No. 333-68887) filed with the Securities and Exchange
Commission on February 3, 1999).

First Supplemental Indenture, dated as of September 20,1999, between the Registrant and IBJ Whitehall
Bank & Trust Company as Trustee relating to the Registrant’s 6% Convertible Subordinated Notes due
2009 (Exhibit 4.1 to the Registrant’s Current Report on Form 8-K dated September 20, 1999).

Second Supplemental Indenture, dated as of February 29, 2000, between the Registrant and The Bank of
New York as Trustee relating to the Registrant’s 6% Convertible Subordinated Notes due 2010 (Exhibit 4.1
to the Registrant’s Current Report on Form 8-K dated February 29, 2000).

Indenture, dated as of February 29, 2000, between the Registrant and The Bank of New York as Trustee
relating to the Registrant’s 11% Senior Notes due 2008 (Exhibit 4.1 to the Registrant’s Registration
Statement on Form S-4 File No. 333-37362).

Indenture, dated as of February 29, 2000, between the Registrant and The Bank of New York as Trustee
relating to the Registrant’s 11%% Senior Notes due 2010 (Exhibit 4.2 to the Registrant’s Registration
Statement on Form S-4 File No. 333-37362).

Indenture, dated as of February 29, 2000, between the Registrant and The Bank of New York as Trustee
relating to the Registrant’s 12% % Senior Discount Notes due 2010 (Exhibit 4.3 to the Registrant’s
Registration Statement on Form S-4 File No. 333-37362).

Indenture, dated as of February 29, 2000, between the Registrant and The Bank of New York as Trustee
relating to the Registrant’s 10%% Senior Euro Notes due 2008 (Exhibit 4.1 to the Registrant’s Registration
Statement on Form S-4 File No. 333-37364).
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4.8 Indenture, dated as of February 29, 2000, between the Registrant and The Bank of New York as Trustee
relating to the Registrant’s 11'4% Senior Euro Notes due 2010 (Exhibit 4.2 to the Registrant’s Registration
Statement on Form S-4 File No. 333-37364).

10.1 Separation Agreement, dated December 8, 1997, by and among Peter Kiewit Sons’, Inc., Kiewit
Diversified Group Inc., PKS Holdings, Inc. and Kiewit Construction Group Inc. (Exhibit 10.1 to the
Registrant’s Form 10-K for 1997).

10.2 Amendment No. 1 to Separation Agreement, dated March 18, 1997, by and among Peter Kiewit Sons’, Inc.,
Kiewit Diversified Group Inc., PKS Holdings, Inc. and Kiewit Construction Group Inc. (Exhibit 10.1 to the
Registrant’s Form 10-K for 1997).

103 Credit Agreement dated as of September 30,1999 among Level 3 Communications, LLC, the Borrowers
named therein, the Lenders Party thereto and The Chase Manhattan Bank, as Agent (Exhibit 10.1 to the
Registrant’s Quarterly Report on Form 10-Q for the three months ended September 30, 1999).

104 Stock Purchase Agreement dated as of February 21, 2002 between Level 3 Holdings, Inc. and David C.
McCourt.

10.5 Warrant Agreement, dated as of March 11, 2002 between the Registrant and William L. Grewcock.
10.6 Form of Promissory Note with certain officers of the Registrant.

10.7 Form of Aircraft Time-Share Agreement

21 List of subsidiaries of the Company

23.1 Consent of Arthur Andersen LLP

23.2 Consent of PriceWaterhouseCoopers LLP

(b) Reports on Form 8-K filed by the Registrant during the fourth quarter of 2002.

On October 10, 2001, the Registrant filed a Current Report on Form 8-K relating relating to the amendment
by its wholly owned subsidiary Level 3 Finance, LLC of “Modified Dutch Tender” offers for a portion of the
Registrant’s outstanding debt and convertible debt securities. In addition, such Current Report on Form 8-K
reported the issuance of a press release by the Registration relating to the actions taken by Level 3 Finance, LLC.

On October 23, 2001, the Registrant filed a Current Report on Form 8-K relating to the completion by its
wholly owned subsidiary Level 3 Finance, LLC of “Modified Dutch Tender” offers for a portion of the Registrant’s

outstanding debt and convertible debt securities.

On October 25, 2001, the Registrant filed a Current Report on Form §-K relating to third quarter 2001
financial results and proposed cost management initiatives.

On December 19, 2001, the Registrant filed a Current Report on Form 8-K relating to execution of a
definitive agreement with Reach Ltd. concerning the disposition of the Registrant’s operations in Asia.
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SIGNATURES

Pursuant to the requirements of Section 13 or 15(d) of the Securities Exchange Act of 1934, the registrant has
duly caused this report to be signed on its behalf by the undersigned, thereunto duly authorized, this 18™ day of March,
2002.

LEVEL 3 COMMUNICATIONS, INC.
/s/ James Q. Crowe

By: Name: James Q. Crowe
Title: Chief Executive Officer

Pursuant to the requirements of the Securities Exchange Act of 1534, this report has been signed below by the
following persons on behalf of the registrant and in the capacities and on the dates indicated.

/s/ Walter Scott, Jr. Chairman of the Board March 18, 2002
Walter Scott, Jr.

/s/ James Q. Crowe Chief Executive Officer and March 18, 2002
James Q. Crowe Director

/s/ Kevin J. O’Hara President, Chief Operating March 18, 2002
Kevin J. O’Hara Officer and Director

/s/ R. Douglas Bradbury Vice Chairman and March 18, 2002
R. Douglas Bradbury Executive Vice President

/s/ Charles C. Miller, II1 Vice Chairman and March 18, 2002
Charles C. Miller, III Executive Vice President

/s/ Sureel A. Choksi Group Vice President March 18, 2002
Sureel A. Choksi and Chief Financial Officer

(Principal Financial Officer)

/s/ Eric J. Mortensen Vice President and Controller March 18, 2002
Eric J. Mortensen (Principal Accounting Officer)
/s/ Mogens C. Bay Director March 18, 2002

Mogens C. Bay

/s/ William L. Grewcock Director March 18, 2002
William L. Grewcock

/s./ Richard R. Jaros Director March 18, 2002
Richard R. Jaros
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/s/ Robert E. Julian

Robert E. Julian

/s/ David C. McCourt

David C. McCourt

/s/ Kenneth E. Stinson

Kenneth E. Stinson

/s/ Colin V.K. Williams

Colin V.X. Williams

/s/ Michael Yanney

Michael Yanney

Director

Director

Director

Director

Director
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REPORT OF INDEPENDENT PUBLIC ACCOUNTANTS

To the Stockholders and Board of
Directors of Level 3 Communications, Inc.:

We have audited the consolidated balance sheets of Level 3 Communications, Inc. (a Delaware corporation) and
subsidiaries as of December 31, 2001 and 2000, and the related consolidated statements of operations, cash flows,
changes in stockholders’ equity (deficit) and comprehensive income (loss) for each of the three years in the period
ended December 31, 2001. These consolidated financial statements are the responsibility of the Company’s
management. Our responsibility is to express an opinion on these financial statements based on our audits.

We conducted our audits in accordance with auditing standards generally accepted in the United States. Those
standards require that we plan and perform the audit to obtain reasonable assurance about whether the financial
statements are free of material misstatement. An audit includes examining, on a test basis, evidence supporting the
amounts and disclosures in the financial statements. An audit also includes assessing the accounting principles used
and significant estimates made by management, as well as evaluating the overall financial statement presentation.
We believe that our audits provide a reasonable basis for our opinion.

In our opinion, the financial statements referred to above present fairly, in all material respects, the consolidated
financial position of Level 3 Communications, Inc. and subsidiaries as of December 31, 2001 and 2000, and the
consolidated results of their operations and their cash flows for each of the three years in the period ended
December 31, 2001 in conformity with accounting principles generally accepted in the United States.

/s/ ARTHUR ANDERSEN LLP

Denver, Colorado
January 29, 2002, except with respect to the matters
discussed in Note 17, as to which the date is March 13, 2002.




LEVEL 3 COMMUNICATIONS, INC. AND SUBSIDIARIES
CONSCLIDATED STATEMENTS OF OPERATIONS
For each of the three years ended December 31, 2601
2001 2060 3999

(doliars in milliens, except
per share data)

REVENUE ..ottt sttt ettt st eatena s st e e e ane s et s et e eataesasssatana e ennasens $ 1,533 § 1,184 § 515
Costs and Expenses:
COSt OF TEVEIIUE ...ttt st e st et s eb et sesee e e sreenees (742) (792) (360)
Depreciation and amoOrtiZation ...........ccevceeriiviiiiiiieirreeseseternenresrnsraesiee e ssenesenenens (1,122) (579) (228)
Selling, general and admMiNISITAtIVE .......cccecvirviiiiirirenine et eees (1,297) (1,110) (663)
Restructuring and impairment Charges..........ccocveevvierieieniennariieesseseeseeesesessssssenns (3.353) — —
Total COStS aANd EXPENSES ...c.coveiuieeririiniirreriesie et ereses st rre et sie b s e seseseeens (6,514) (2.481) (1.251)
L0SS fTOM OPETALIONS ....covervreiriiiriectiiriiiii st e st eeteeree st e eteeseresreesreesaesressreesseerareensensns (4,981) (1,297) (736)
Other Income (Expense):
INEETESE INCOTNE .....oueeiiiiereietirie ettt ettt e e es e e bt ae e e e e see e s r e s reseesbens 161 328 212
INtETESt EXPENSE, NEL......eueeiiietirteie ettt st b et et e se ettt r e sbe e (646) (282) (174)
Equity in earnings (losses) of unconsolidated subsidiaries, net .........c.ccoceeerienne, 16 (284) (127)
Gain on equity investee Stock transSaCtions ..........ovcevervrienreriiiereereeseneneseene: — 100 118
011 1= JN 1 =1 SO OO PO T SO RN UTSTOTUPOTRURRON 2 21 5
Total other INCOME (EXPEIISE) ...vvvvverveerrrriiriiirireieenreserestrerraesrsrsesssessesresrnnansnenses (467) (159) 34
Loss from Continuing Operations Before Income TaX......cccovveeveeinieneinriieninenenens, (5,448) (1,456) (702)
Income Tax Beneflt ......cccccciviiiiiiiinrciecie sttt srr st sen e e saae e — 49 220
Net Loss from Continuing OPerations..........coeveeeeeeieeereeeeeainirenseesseseesesesssessessen: (5,448) (1,407) (482)
Loss from Discontinued OPerations ...........cevevvireerreereerreesoreneseressesrnesressseesnnasnnees (605) (48) &)
Extraordinary Gain on Debt Extinguishment, net..........ccccocvvvininnenenenceneninnnncnne, 1.075 — —
INEE LLOSS ettt ettt ettt ettt etk b e era ettt $(4,978) $(1.455) §_ (487)

Earnings (Loss) Per Share of Level 3 Common Stock
(Basic and Diluted):

ContinUiNg OPEIAtIONS. ........vuevrreerriercereierereereeereseterererssesere s seseseseseseressssessnsssne $(14.58) § (3.88) § (1.44)
DiScONtINUEd OPETALIONS .....cvevverereeeieereeiatereseressrersieteserenursnsansesesesseseasesessesmensens $ 162)8 (13)3 (02)
Extraordinary gain on debt extinguishment, net.........cccococrieinnininiinnnenn, $§ 288 8 — § —
INEE LOSS 1.ttt ettt s s sttt b st b kb sntetae $(1332) § (4.01) $_(1.46)

See accompanying notes to consolidated financial statements.
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LEVEL 3 COMMUNICATIONS, INC. AND SUBSIDIARIES
CONSOLIDATED BALANCE SHEETS
December 31, 2001 and 2000
2001 2009

{doliars in millions,
except per share

data)
Assets
Current Assets:
Cash and cash €QUIVAIEILS...........ccv.cuieeereeereeereerisiseestriere st rensresesbeseebebeseseasesassssnsesssesirsens $ 1,297 $ 1,255
MATKEtADIE SECUITLIES ..vviiiiiieeie ittt eecee e rrte et e e etaeeatesesrreessebesebesessaesbssaseeeetnesneens 206 2,742
RESITICEEA SECUITLIES ..ooveuievreriereiitesteie et er e s e saeesasee e e enreraessassesaesseessessestnseereastatassessseseensan 155 215
Receivables, less allowances for doubtful accounts of $46 and $33, respectively...........c...... 239 526
Current assets of discontinued Asian OPETAtiONS............e..cvvvrvrverevseseererseeeseeeeesessesessensesneas 74 107
L0111 OO U OO O TP 63 200
TOtA]l CUITEINE ASSELS ..uvviivieiteietiterotererir et eeseteesteeseaesereasee e raresabeaetsesssbane sseserenesstesasssessasssnseossas s 2,034 5,045
Net Property, Plant and EQUIPIIENT .......covverereeiieteiriieeccererneeses e e esc e seeanan e eneens 6,890 9,014
Noncurrent Assets of Discontinued Asian OpPerations .........ccccoeeceereinirinrenieieninienese e — 382
OHRET ASSELS, T1ET . eivviiiiiree e et eeetee it e cere e e et e ee et esssaareeerreeesarteeessabeae s saasbeseesmsresssaneeesararesesnrens 392 478
$ 9316 §$14919
Liabilities and Stockholders’ Equity (Deficit)
Current Liabilities:
ACCOUNES PAYADIE ......ovviviiitiitisictiitctete ettt te e et aaasre et st et atasae st atsaneebeseans st assannatasaasessesensens $ 714 § 1370
Current portion of 1ong-term debt.........c.cocvievriiiiinirrnee et e e 7 7
Accrued payroll and employee Denefits .........ooovvriieiciiniieeir e 162 90
ACCIUEA INLETESE .. .vecveeeie e cieittesteesce e e eree e staesteeeae s sesreessesaessaesasasssaesbnesreessesseesssssnsorsessnenns 86 124
DEfeITEd TEVEIUE ... c.eeiiiieereie et sttt e et et e st e e s ebesbaebe e s b s bs et ssbesaenaessassaseenbeseen 124 68
Current liabilities of discontinued Asian OPETatiONS ........cccvvereeiriernirceererrirseseee e srereneeneene 74 117
OHRET .ottt et s ea e es e bes et et et e bt es s e s et e se e et ea b et e e R e neets et esseanens 225 146
Total Current LIaDilItIES ......ccovieieiiiiiiieeccieeeeieeeeer e cetee et e e ette e e eaeasaeeasesaasessbsaesnneenserseaearnns 1,392 1,922
Long-Term Debt, less CUITENt POITION ......covuiriiiriirririieveneeerteeteeterraas et seeeseeatesabenrarsessneserens 6,209 7,318
Deferred REVENUE ......coeieieieeee ettt s s r e e e tb e e ene v e e s etreses s esabeesesatnseennnesesssaeeaesbens 1,335 652
Accrued Reclamation CoStS.......c.cviiiiriiiieciriiie ettt saetssceasas s sesesse e ssasaasassssessesesses 92 94
Other LIDILITIES .. .vvevveie ettt ettt ettt e e stebe b e sb st ebe st s saesaessasae esbenbansereansesssseassenseseensnn 353 384

Commitments and Contingencies

Stockholders’ Equity (Deficit):
Preferred stock, $.01 par value, authorized 10,000,000 shares: no shares outstanding............ — _
Common stock:
Common stock, $.01 par value, authorized 1,500,000,000 shares: 384,703,922

outstanding in 2001 and 367,599,870 outstanding in 2000 ...........ccccccevvennnniinieienenencene 4 4
Class R, $.01 par value, authorized 8,500,000 shares: no shares outstanding ..................... — —
Additional paid-in capital. ..ot 5,602 5,167
Accumulated other comprehensive 1088 . .....ooiivr it e (144) (73)
) AcCUMUIAEd AETICIE ..o.ecvveviririiieceictce et ettt sa et e et (5.527) (549)
Total Stockholders’” Equity (Deficit) ......cocoviiiiriiriiiiiiiin et ccereniss e (65) 4,549

3§ 9316 314919

See accompanying notes to consolidated financial statements.




LEVEL 3 COMMUNICATIONS, INC. AND SUBSIDIARIES
CONSQLIDATED STATEMENTS OF CASH FLOWS
For the three years ended December 31, 2001

2001 2000 1999
(dollars in millions)

Cash Flows from Operating Activities:

INEE 0SS vt reetiie ettt st sttt et sttt ennets e bersnan $ (4978) $ (1,455 § (487)
Loss from discontinued Operations............cuveereeeeeereecoenieinineseeeraesreseeseenesvenns 605 48 5
Extraordinary gain on debt extinguishment, net........cccccoooevivniernieereninee e (1.075) — —
Loss from continuing OPerations .........ccoceveeeeriererierineenneiersesie s sseesesseonsesneenns (5.,448) (1,407) (482)

Adjustments to reconcile loss from continuing operations to
net cash provided by operating activities:

Equity (€arnings) 10SSE8, NEL........ovueceeieireriiiioieireiiinnirnieneenseseersensaressenns (16) 284 127
Depreciation and amortization ...........ccccvceeerceieireeiinniininnrinreinsseesseseeeesesens 1,122 579 228
L 0SS ON IMPAITIENLS ...evviverirereririrreiriereereetee et eriaese s sressessasseseens 3,245 — —
Dark fiber and submarine cable non-cash cost of revenue..........cococcervenen. 160 196 17
Amortization of premiums (discounts) on marketable securities................ 5 (41) 10
Amortization of debt 1SSUANCE COSLS ....ooeriiiiriiriniieiiiicecre e 27 21 9
(Gain) loss on sale of property, plant and equipment and other
BSSEES L.ttt e e 3 (19) 2
Gain on equity investee Stock transactions........cccecevvvevveveseseserersceeevesnens — (100) (118)
Non-cash compensation expense attributable to stock awards................... 314 236 126
Federal income tax refunds ... 73 246 81
Deferred NCOME tAXES.....cueiviiiiiie sttt erniae st e saeesaeenens 8 — (56)
Deferred rEVENUE .......ccvvveereiieiriiieeeee ettt et s 706 586 121
DEPOSIES ...t viivieiiieesie et et sttt e ettt skttt et a e e st esr st e e e enaeenaeanens 100 24 (64)
Accrued interest on marketable SECUTItIES ....c.vvverriniiiiececrierer e 36 (5) (7
Accrued interest on long-term debt........cococevineinnniininnien e 79 176 69
Change in working capital items:
ReECEIVADLES . cuiiiiiii et e 275 (384) (83)
Other CUITENE SSELS.viuveueerereererieeirieiniiieire e sresresressaessesssssesnsssrsnes 4) (175) (170)
Payables ....ocoooiiieiei e e e (666) 644 521
Other Tabilities .. .vovieiice et annas 115 157 86
L 14T, SRR PPSTRR 7 18 16
Net Cash Provided by Continuing Operations.......c.cceceeeeeeinnieniiiesenessceesnessesveses 141 1,036 433
Cash Flows from Investing Activities:
Proceeds from sales and maturities of marketable securities ...........covevvervevirvnnenn 3,670 7,822 5,169
Purchases of marketable securities..................... ettt e e e e eb e r et e e st eren (1,162) (8,284) (4,555)
Decrease (increase) in reStricted SECUTITIES .....everieerineriiiieireiretesseeseseeeeeee e 56 (150) (16)
Capital EXPENAITUIES. .. ..cocieuiiieieie sttt eee et eab e e e aebeneens (2,325) (5,576) (3,385)
Purchase of assets held for sale, net.......c.cveverevieiieniiniieeii e e (110) (52) —
Investments and acquisitions, net of cash acquired.........cccccevvvereverercenenieenennnn, — (34) 3)
Proceeds from sale of property, plant and equipment, and other investments ...... 67 99 12
Net Cash Provided by (Used in) Investing ACHVItIES ......cooviviereririieiesirrere e $ 196 $ (6,175 $ (2,778)
(continued)

See accompanying notes to consolidated financial statements.
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LEVEL 3 COMMUNICATIONS, INC. AND SUBSIDIARIES
CONSOLIDATED STATEMENTS OF CASH FLOWS—(Continued)

For the three years ended December 31, 2001

2001 2000 1939
(dollars in millions)

Cash Flows from Financing Activities:

Long-term debt borrowings, net of iSSUANCE COSS ....vvvrvrerirreninirenre e reeeeenes . $ 761 $ 3,195 § 1,249

Payments and repurchases of long-term debt, including current portion............ . (812) 21 6)

Issuances of common stock, net of 1SSUANCE COSLS .....vvemrreicriaviniiiirrree e . — 2,406 1,498

Stock options eXerciSed.........cccuiiiiiriiece e . 2 16 22
Net Cash (Used in) Provided by Financing Activities.........cccvevevenininnniniiniinenn . (49) 5,596 2,763
Net Cash Used in Discontinued Operations...........c.oovervrerereriererseerenseeoneressieseens . (226) (358) (49)
Effect of Exchange Rates on Cash and Cash Equivalents ..........cccocooovenccninenne . (20) (56) 1
Net Change in Cash and Cash Equivalents........c.ccocooeieniiininicennn e . 42 43 370
Cash and Cash Equivalents at Beginning of Year ..........ccccvvvviiniiiininicnnnienennn . 1,255 1,212 842
Cash and Cash Equivalents at End of Year .......cccccocooiiiiniinncn e .08 1297 § 1255 § 1212
Supplemental Disclosure of Cash Flow Information:

Income taxes Paid......c.ccoiiiciiiiicccccr s .8 — 5 2 8 2

INLETESt PAI.....cvieririetiiiec et et e . 471 461 104
Noncash Investing and Financing Activities:

Common stock issued in exchange for long term debt.......cooveeeeveneniirnenn. .3 7% — & —

Warrants issued in exchange for construction Services .......c.ccoevvrererrerercreecnnene . 32 — —

Equity securities received in exchange for Services......cccoovvvrevreniinnencencnennne . — 43 5

Issuances of stock for Businessnet acqUiSItion.........ocoveeeveneiininnciicicensereeneans . — 3 8

See accompanying notes to consolidated financial statements.
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LEVEL 3 COMMUNICATIONS, INC. AND SUBSIDIARIES
CONSOLIDATED STATEMENTS OF CHANGES IN STOCKHOLDERS’ EQUITY (DEFICIT)

For the three years ended December 31, 2001

Accumulated Retained
Additional Other Earnings
Common Paid-in  Comprehensive (Accumulated
Stock Capital Income (L.oss) Deficit) Total
(doliars in millions)

Balances at December 31, 1998........cocecveuen.. $ 3 % 765 $ 4 $ 1,393 $§ 2,165
Common Stock:

Issuances, net of offering costs .................. — 1,506 — — 1,506

Stock options exercised...........ocveverinarinns — 22 — — 22

Stock plan grants...........ccoeoevveveereereerenenes — 129 — — 129

Shareworks plan........cccecvvenevvinneniennens — 1 — — 1

Income tax benefit from exercise of

OPLIONS c.veeervreieevieneirerenreeressnereesnereensees — 78 — — 78

NEt LOSS.cccvvieeeeerriiererrireveieeeeseeerrae e svreee e — — — (487) (487)
Other Comprehensive LoSS.......cccocvcvrerereeennn. — — ) — 9)
Balances at December 31, 1999...........oee...... 3 2,501 %) 906 3,405
Common Stock:

Issuances, net of offering costs .................. 1 2,409 — — 2,410

Stock options exercised.........cooveriecenennenn, — 15 — — 15

Stock plan grants.........ecveeereecriiencnenene — 237 — — 237

Shareworks plan............coceevvvrivnieeirenenennn — 5 — — S
Net LOSS it — — — (1,455) (1,455
Other Comprehensive Loss........c..ccccveeienen. — — (68) — (68)
Balances at December 31, 2000..................... 4 5,167 (73) (549) 4,549
Common Stock:

Issued to extinguish long-term debt........... — 72 — — 72

Warrants issued for capital assets .............. — 32 — — 32

Stock options exercised..........ccevevveeeennnnnn — 2 — — 2

Stock plan grants........ccceevevevceerirececiienieenns — 312 — — 312

Shareworks plan........cccccoeveveviniciniinnnnn, — 17 — — 17
NEE LOSS. i viiiiiiiieeieriiie et e e snesreanes — — — (4,978) (4,978)
Other Comprehensive Loss......cooeeeveivirirvenene — — 71) — (71)
Balances at December 31, 2001..........ccou.... $ 4 § 5602 § (149 $ (5527) $ (65)

See accompanying notes to consolidated financial statements.
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LEVEL 3 COMMUNICATIONS, INC. AND SUBSIDIARIES
CONSOLIDATED STATEMENTS OF COMPREHENSIVE INCOME (L.OSS)
For the three years ended December 31, 2001

2001 PALLILY 1999
(dollars in millions)

NEE LSS . cueviereeeeiirectereceteteerestete sttt et etesbest st e s st st e s esessesestssesbesestsabesantasbaesaeenens . $(4978) % (1,455) $ (487)
Other Comprehensive Income (Loss) Before Tax:

Foreign currency translation adjustments .........cccceevvvrinreeerreerercnarenerensnsnens . 84 (73 (10)

Unrealized holding gains (losses) arising during period..........cccvevvvveeceennnns . ) 5 3)

Reclassification adjustment for gains included in net earnings (loss)............ . 17 — (1)
Other Comprehensive Loss, Before Tax.......cocoooieniiinienniencceie, . (7D) 68 - (14
Income Tax Benefit Related to Items of Other Comprehensive Loss ............... . — — 5
Other Comprehensive Loss Net of Taxes....... et et e et erenareterarreeonnaaneaen . (71) (68) (9
Comprehensive LOSS.......cocriiiiceiencieiieie e ettt . $. (5049 § (1,523) $_(496)

See accompanying notes to consolidated financial statements.
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LEVEL 3 COMMUNICATICNS, INC. AND SUBSIDIARIES
NOTES TO CONSOLIDATED FINANCIAL STATEMENTS
(1) Summary of Significant Accounting Policies
Principles of Consolidation

The consolidated financial statements include the accounts of Level 3 Communications, Inc. and subsidiaries (the
“Company’” or ““Level 3°*) in which it has control, which are engaged in enterprises primarily related to
communications, information services, and coal mining. Fifty-percent-owned mining joint ventures are consolidated
on a pro rata basis. Investments in other companies in which the Company exercises significant influence over
operating and financial policies or has significant equity ownership are accounted for by the equity method. All
significant intercompany accounts and transactions have been eliminated.

In 2001, the Company agreed to sell its Asian telecommunications business to Reach Ltd. (‘‘Reach’”). Therefore,
the assets, liabilities, results of operations and cash flows for this business have been classified as discontinued
operations in the consolidated financial statements (See note 3).

Communications and Information Services Revenue and Cost of Revenue

Revenue for communications services, including private line, wavelengths, colocation, Internet access, managed
modem and dark fiber revenue from contracts entered into after June 30, 1999, is recognized monthly as the services
are provided. Reciprocal compensation revenue is recognized only when an interconnection agreement is in place
with another carrier, and the relevant regulatory authorities have approved the terms of the agreement. Revenue
attributable to leases of dark fiber pursuant to indefeasible rights-of-use agreements (‘‘IRUs’”) that qualify for sales-
type lease accounting, and were entered into prior to June 30, 1999, are recognized at the time of delivery and
acceptance of the fiber by the customer.

Effective July 1, 1999, the Financial Accounting Standards Board (‘‘FASB’’) issued Interpretation No. 43, ‘‘Real
Estate Sales, an interpretation of FASB Statement No. 66" (*‘FIN 43”). Under FIN 43, certain sale and long-term
right-of-use agreements of dark fiber and capacity entered into after June 30, 1999, are required to be accounted for
in the same manner as sales of real estate with property improvements or integral equipment. Dark fiber is
considered integral equipment and accordingly, a lease must include a provision allowing title to transfer to the
lessee in order for that lease to be accounted for as a sales-type lease. Failure to satisfy the requirements of FIN 43
results in revenue being recognized ratably over the term of the agreement (currently up to 20 years).

The adoption of FIN 43 did impact revenue recognition, but did not have an effect on the Company’s cash flows.
Dark fiber IRUs generally require the customer to make a down payment due upon execution of the agreement with
the balance due upon delivery and acceptance of the fiber. These long-term dark fiber contracts and the issuance of
FIN 43 have, however, resulted in a substantial amount of deferred revenue being recorded on the Company’s
balance sheet.

On July 19, 2001, the Emerging Issues Task Force (“EITF”) of the FASB reached a consensus on Issue No. 00-11
“Meeting the Ownership Transfer Requirements of FASB Statement No. 13 for Leases of Real Estate”, (“EITF 00-
117). EITF 00-11 specifically addresses the transfer of ownership requirements for leases involving integral
equipment or property improvements for which no formal title registration system exists and was effective for all
transactions occurring after July 19, 2001. The EITF stated in order to meet the criteria for sales-type lease
accounting, the lease agreement must obligate the lessor to deliver to the lessee documents that convey ownership to
the lessee by the end of the lease term.

Telecommunications companies have historically applied sales-type lease accounting to certain contracts that,
among other required criteria, contained a provision that permitted the lessee the option to obtain ownership to the
rights of way and/or the integral equipment at the end of the lease term in exchange for a nominal fee. Under EITF
00-11, the lessee must obtain title or its equivalent to the asset if sales-type lease accounting is to be used. Level 3
treated certain transoceanic capacity agreements that met the accounting requirements as sales-type leases. The
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Company does not believe the issuance of EITF 00-11 will have a significant effect on its future operating results or
financial condition.

It is the Company’s policy to recognize termination revenue when certain conditions have been met. These
conditions include: 1) Customer has accepted all or partial delivery of asset or service, 2) Level 3 has received
consideration for the service provided, and 3) Level 3 is not legally obligated to provide additional product or
services to the customer or their successor. Termination revenue is typically recognized in situations where a
customer and Level 3 mutually agree to terminate service or the customer and its assets fail to emerge from
bankruptcy protection. If the conditions above are met, the Company will recognize termination revenue equal to
the fair value of consideration received, less any amounts previously recognized. Termination revenue is reported in
the same manner as the original product or service provided.

Level 3 entered in to joint build arrangements during the construction of its North American and European networks
in which it was the sponsoring partner. These arrangements are generally characterized as fixed fee or cost sharing
arrangements. For fixed fee joint build arrangements in which Level 3 is the sponsor, the Company assumes the
cost risk of completing the work for a fixed price agreed upon at the inception of the arrangement between the
parties. Level 3 recognizes revenue equal to the value of the contract when construction is complete and payment is
received from the joint build partner. For cost sharing arrangements each of the joint build parties shares the cost
risk of completing the work. These contracts typically include provisions in which the sponsoring partner receives a
management fee for construction services provided. Level 3 recognizes this management fee as revenue in the
period when the contract is completed and payment is received from the joint build partner.

Level 3 was a party to seven non-monetary exchange transactions in 2001 whereby it sold IRUs, other capacity, or
other services to a company from which Level 3 received communications assets or services. In each case, the
transaction provided Level 3 needed network capacity or redundancy on unprotected transmission routes. The value
of these non-monetary transactions was determined using similar transactions for which cash consideration was
received.

The Company is obligated under dark fiber IRUs and other capacity agreements to maintain its network in efficient
working order and in accordance with industry standards. Customers are obligated for the term of the agreement to
pay for their allocable share of the costs for operating and maintaining the network. The Company recognizes this
revenue monthly as services are provided.

Cost of revenue for the communications business includes leased capacity, right-of-way costs, access charges and
other third party circuit costs directly attributable to the network as well as actual costs of assets sold pursuant to
sales-type leases. The cost of revenue associated with sales-type leases of dark fiber agreements entered into prior
to June 30, 1999, was determined based on an allocation of the total estimated costs of the network to the dark fiber
provided to the customers. The allocation takes into account the service capacity of the specific dark fiber provided
to customers relative to the total expected capacity of the network. Changes to total estimated costs and network
capacity are included prospectively in the allocation in the period in which they become known. Cost of revenue
associated with the sale of transoceanic capacity that meet the accounting requirements as sales-type leases, is also
determined based on taking into account service capacity and actual costs incurred by Level 3 and its contractors to
construct such assets.

Accounting practice and guidance with respect to the treatment of submarine dark fiber sales and terrestrial IRU
agreements continue to evolve. Any changes in the accounting treatment could affect the way the Company accounts
for revenue and expenses associated with these transactions in the future.

Information services revenue is primarily derived from the computer outsourcing business and the systems
integration business. Level 3 provides outsourcing services, typically through contracts ranging from 3-5 years, to
firms that desire to focus their resources on their core businesses. Under these contracts, Level 3 recognizes revenue
in the month the service is provided. The systems integration business helps customers define, develop and
implement cost-effective information systems. Revenue from these services is recognized on a time and materials
basis or percentage of completion basis depending on the extent of the services provided. Cost of revenue includes
costs of consultants’ salaries and other direct costs for the information services businesses.
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Liquidity and Capital Resources

The communications and information services industry is highly competitive. Additionally, the communications
industry is currently operating in a difficult economic environment. Many of the Company’s existing and potential
competitors in the communications industry have financial, personnel, marketing and other resources significantly
greater than those of the Company, as well as other competitive advantages including larger customer bases.
Increased consolidation and strategic alliances in the industry resulting from the Telecommunications Act of 1996,
the opening of the U.S. market to foreign carriers, technological advances and further deregulation could give rise to
significant new competitors to the Company. Furthermore, as discussed in Note 9, the Company has certain
covenants under its debt and senior secured credit facility agreements, including one related to minimum telecom
revenues, as defined, that could affect the future liquidity of the Company if such covenants are not met.
Management believes it will be able to take appropriate actions to ensure that the Company will continue as a going
concern for the foreseeable future, beyond one year.

Concentration of Credit Risk

The Company provides telecommunications services to a wide range of customers, ranging from well capitalized
national carriers to local Internet start-ups. Beginning in 2001, Level 3 changed its customer focus to the top 300
global users of bandwidth capacity. These top 300 global users tend to be financially more viable than certain
Internet start-ups. The Company has in place policies and procedures to review the financial condition of potential
and existing customers and concludes that collectibility is probable prior to commencement of services. If the
financial condition of an existing customer deteriorates to a point where payment for services is in doubt, the
Company will not recognize revenue attributable to that customer until cash is received. Based on these policies
and procedures, the Company believes its exposure to credit risk within the communications business and the related
effect on the financial statements is limited. The Company is not immune from the affects of the downturn in the
economy and specifically the telecommunications industry; however, management believes the concentration of
credit risk with respect to receivables is mitigated due to the dispersion of the Company’s customer base among
geographic areas and remedies provided by terms of contracts and statutes.

Coal Sales Contracts

Historically, Level 3’s coal is sold primarily under long-term contracts with electric utilities, which burn coal in
order to generate steam to produce electricity. A substantial portion of Level 3’s coal revenue was earned from long-
term contracts during 2001, 2000, and 1999. The remainder of Level 3’s sales are made on the spot market where
prices are substantially lower than those in the long-term contracts. Beginning in 2001, a higher proportion of Level
3’s sales occurred on the spot market as long-term contracts began to expire. Costs of revenue related to coal sales
include costs of mining and processing, estimated reclamation costs, royalties and production taxes.

The coal industry is highly competitive. Level 3 competes not only with other domestic and foreign coal suppliers,
some of whom are larger and have greater capital resources than Level 3, but also with alternative methods of
generating electricity and alternative energy sources. Many of Level 3’s competitors are served by two railroads and,
due to the competition, often benefit from lower transportation costs than Level 3 which is served by a single
railroad. Additionally, many competitors have more favorable geological conditions than Level 3, often resulting in
lower comparative costs of production.

Level 3 is also required to comply with various federal, state and local laws concerning protection of the
environment. Level 3 believes its compliance with environmental protection and land restoration laws will not affect
its competitive position since its competitors are similarly affected by these laws.

Level 3’s coal sales contracts are concentrated with several electric utility and industrial companies. In the event that
these customers do not fulfill contractual responsibilities, Level 3 could pursue the available legal remedies.




Depreciation and Amortization

Property, plant and equipment are recorded at cost. Depreciation and amortization for the Company’s property, plant
and equipment are computed on accelerated and straight-line methods based on the following useful lives:

Facility and Leasehold Improvements 20—40 years
Network Infrastructure (including fiber).... 7—25 years
Operating EQUIPMENL ......occovoiiiiininieiiicccieecrereecone s eeerceneeennennsens 3—7 years
Network Construction EQUIPMENt .........ovveeeenevirenevirenercenrinie s 5—7 years
Furniture, Fixtures and Office Equipment .........cc.ceceriencrienenccviennennnn, 3—7 years

Depletion of mineral properties is provided using the units-of-extraction method based on the remaining tons of coal
committed under sales contracts.

Envestee Stock Activity

The Company recognizes gains and losses from the sale, issuance and repurchase of stock by its equity method
investees in the statements of operations unless the Company has unrecorded equity losses attributable to the
investee due to the lack of future financial commitments to the investee.

Earnings Per Share

Basic earnings per share have been computed using the weighted average number of shares during each period.
Diluted earnings per share is computed by including the dilutive effect of common stock that would be issued
assuming conversion or exercise of outstanding convertible subordinated notes, stock options, stock based
compensation awards and other dilutive securities.

Intangible Assets

Intangible assets primarily include amounts allocated upon acquisitions of businesses, franchises and subscriber
lists. These assets are amortized on a straight-line basis over the expected period of benefit.

For intangibles originating from communications or other information services related acquisitions, the Company is
amortizing these assets over a five year period. Intangibles attributable to other acquisitions and investments are
amortized over periods which do not exceed 40 years.

Long-Lived Assets

The Company reviews the carrying amount of long-lived assets or groups of assets for impairment whenever events
or changes in circumstances indicate that the carrying amount may not be recoverable. The determination of any
impairment includes a comparison of estimated undiscounted future operating cash flows anticipated to be generated
during the remaining life of the asset to the net carrying value of the asset.

Reserves for Reclamation

The Company follows the policy of providing an accrual for reclamation of mined properties, based on the estimated
total cost of restoration of such properties to meet compliance with laws governing strip mining, by applying per-ton
- reclamation rates to coal mined. These reclamation rates are determined using the remaining estimated reclamation
costs and tons of coal committed under sales contracts. The Company reviews its reclamation cost estimates
annually

and revises the reclamation rates on a prospective basis, as necessary.

Income Taxes
Deferred income taxes are provided for the temporary differences between the financial reporting and tax basis of

the Company’s assets and liabilities using enacted tax rates in effect for the year in which the differences are
expected to reverse. In 2000, Level 3 utilized a portion of its accumulated net operating tax losses to offset prior
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years’ taxable income. The remaining net operating losses not utilized can be carried forward far 20 years to offset
future taxable income. A valuation allowance has been recorded against deferred tax assets, as the Company is
unable to conclude under relevant accounting standards that it is more likely than not that deferred tax assets will be
realizable. See Note 17.

Comprehensive Income (Loss)

Comprehensive income (loss) includes net earnings (loss) and other non-owner related changes in equity not
included in net earnings (loss), such as unrealized gains and losses on marketable securities classified as available
for sale and foreign currency translation adjustments related to foreign subsidiaries.

Foreign Currencies

Generally, local currencies of foreign subsidiaries are the functional currencies for financial reporting purposes.
Assets and liabilities are translated into U.S. dollars at year-end exchange rates. Revenue, expenses and cash flows
are translated using average exchange rates prevailing during the year. Gains or losses resulting from currency
translation are recorded as a component of accumulated other comprehensive income (loss) in stockholders’ equity
(deficit) and in the statements of comprehensive income (loss).

Use of Estimates

The preparation of financial statements in conformity with generally accepted accounting principles requires
management to make estimates and assumptions that affect the reported amounts of assets and liabilities and
disclosure of contingent assets and liabilities at the date of the financial statements and the reported amounts of
revenues and expenses during the reporting period. Actual results could differ from those estimates.

Derivatives

In June 1998, the FASB issued Statement of Financial Accounting Standards (“SFAS”) No. 133, ‘‘Accounting for -
Derivative Instruments and Hedging Activities’’. SFAS No. 133 as amended by SFAS Nos. 137 and 138, is
effective for fiscal years beginning January 1, 2001. SFAS No. 133 requires that all derivative instruments be
recorded on the balance sheet at fair value. Changes in the fair value of derivatives are recorded each period in
current earnings or other comprehensive income, depending on whether a derivative is designated as part of a hedge
transaction, the type of hedge, and the extent of hedge ineffectiveness. The Company currently makes minimal use
of derivative instruments as defined by SFAS No. 133, so the adoption of SFAS No. 133 in 2001 did not have a
material effect on the Company’s results of operations or its financial position.

Recently Issued Accounting Pronouncements

In June 2001, the FASB issued SFAS No. 141, “Business Combinations” (“SFAS No. 141”). SFAS No. 141
requires all business combinations initiated after June 30, 2001, to be accounted for using the purchase method of
accounting. Prior to the issuance of SFAS No. 141, companies accounted for mergers and acquisitions using one of
two methods; pooling of interests or the purchase accounting method. Level 3 has accounted for acquisitions using
the purchase method and does not believe the issuance of SFAS No. 141 will have a material effect on the
Company’s future resuits of operations or financial position.

In June 2001, the FASB also issued SFAS No. 142, “Goodwill and Other Intangible Assets™ (“SFAS No. 142”).
SFAS No. 142 is effective for fiscal years beginning January 1, 2002. SFAS No. 142 requires companies to
segregate identifiable intangible assets acquired in a business combination from goodwill. The remaining goodwill is
no longer subject to amortization over its estimated useful life. However, the carrying amount of the goodwill must
be assessed at least annually for impairment using a fair value based test. Goodwill attributable to equity method
investments will also no longer be amortized but is still subject to impairment analysis using existing guidance for
equity method investments. For the goodwill and intangible assets in place as of December 31, 2001, the Company
does not believe the adoption of SFAS No. 142 will have a material impact on the Company’s results of operations
or its financial position. The Company believes the impact of SFAS No. 142 will not have a material effect on
accounting for future acquisitions as the new standard generally results in more amortized intangible assets and less
non-amortized goodwill.




In June 2001, the FASB also approved SFAS No. 143, “Accounting for Asset Retirement Obligations” (“SFAS No.
143”). SFAS No. 143 establishes accounting standards for recognition and measurement of a liability for an asset
retirement obligation and the associated asset retirement cost. The fair value of a liability for an asset retirement
obligation is to be recognized in the period in which it is incurred if a reasonable estimate of fair value can be made.
The associated retirement costs are capitalized and included as part of the carrying value of the long-lived asset and
amortized over the useful life of the asset. SFAS No. 143 will be effective for the Company beginning on January 1,
2003. The Company expects that its coal mining business will be affected by this standard and is currently
evaluating the potential effect of SFAS No. 143 on its future results of operations and financial position.

In August 2001, the FASB issued SFAS No. 144 “Accounting for the Impairment or Disposal of Long-Lived
Assets” (“SFAS No. 144”), which the Company elected to early adopt during the fourth quarter of 2002 retroactive
to January 1, 2001. SFAS No. 144 supersedes SFAS No. 121, but retains its requirements to (a) recognize an
impairment loss only if the carrying amount of a long-lived asset is not recoverable from its undiscounted cash flows
and (b) measure an impairment loss as the difference between the carrying amount and the estimated fair value of
the asset. It removes goodwill from its scope and, therefore, eliminates the requirement to allocate goodwill to long-
lived assets to be tested for impairment. It also describes a probability-weighted cash flow estimation approach to
deal with situations in which alternative courses of action to recover the carrying amount of a long-lived asset are
under consideration or a range is estimated for possible future cash flows. It requires that a long-lived asset to be
abandoned, exchanged for a similar productive asset, or distributed to owners in a spin-off be considered held and
used until it is disposed of. In these situations, SFAS No. 144 requires that an impairment loss be recognized at the
date a long-lived asset is exchanged for a similar productive asset or distributed to owners in a spin-off if the
carrying amount of the asset exceeds its fair value. The Company continued to monitor and review long-lived assets
for possible impairment in accordance with SFAS No. 121 prior to the adoption of SFAS No. 144. Since SFAS No.
144 retains similar requirements as SFAS No. 121 for recognizing and measuring any impairment loss, the adoption
of SFAS No. 144 did not have a significant effect on the Company’s procedures for monitoring and reviewing long-
lived assets for possible impairment. SFAS No. 144 also retains the basic provisions of APB Opinion No. 30
“Reporting the Results of Operations” for the presentation of discontinued operations in the income statement but
broadens the definition of a discontinued operation such that a component of an entity (rather than a segment of a
business) would be considered to be a discontinued operation if the operations and cash flows of the component will
be eliminated from the ongoing operations of the company and the company will not have any significant continuing
involvement in the operations of the component. A component of an entity comprises operations and cash flows that
can be clearly distinguished, operationally and for financial reporting purposes, from the rest of the entity. The
adoption of SFAS No. 144 in 2001 had a significant impact on the accounting presentation of the sale of the Asian
communications business as this business would not have qualified for treatment as a discontinued operation under
APRB OCpinion No. 30, since it did not meet the definition of a business segment.

Reclassifications
Certain prior year amounts have been reclassified to conform to the current year presentation.
(2) Restructuring and Impairment Charges

In 2001, the Company announced that due to the duration and severity of the slowdown in the economy and the
telecommunications industry, that it would be necessary to reduce operating expenses as well as reduce and
reprioritize capital expenditures in an effort to be in a position to benefit when the economy recovers. As a result of
these actions, the Company has reduced its global work force, primarily in the communications business in the
United States and Europe by approximately 2,200 employees, in 2001. Restructuring charges of approximately $10
million, $40 million and $58 million were recorded in the first, second and fourth quarters of 2001, respectively, of
which $66 million related to staff reduction and related costs and $42 million to real estate lease termination costs.
In total, the Company has paid $49 million in severance and related fringe benefit costs and $1 million in lease
termination costs as of December 31, 2001 for these actions. The remaining estimated cash expenditures of $17
million relating to the workforce reductions primarily relate to approximately 200 European employees terminated
in the first quarter of 2002. Lease termination obligations of $41 million are expected to be substantially paid by
June 30, 2002.
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The economic downturn and related capital reprioritization discussed above resulted in certain telecommunications
assets being identified as excess, obsolete or carried at values that may not be recoverable due to an adverse change
in the extent in which the telecommunications assets were being utilized caused by the unfavorable business climate
within the telecommunications industry. As a result, in the second quarter of 2001 the Company recorded a non-
cash impairment charge of $61 million, representing the excess of the carrying value over the estimated fair value of
these assets. The estimated fair value of these assets was based on recent cash sales of similar assets. The impaired
assets were written-off, as the Company does not expect to utilize them to generate future cash flows.

In the fourth quarter of 2001, in light of the continued economic uncertainty, continued customer disconnections at
higher rates than expected, increased difficulty in obtaining new revenue and the overall slow down in the
communications industry, the Company again reviewed the carrying value of its long-lived assets for possible
impairment in accordance with SFAS No. 144. The Company determined based upon its projections, giving effect
to the continuing economic slowdown and continued over-capacity in certain areas of the telecommunications
industry, the estimated future undiscounted cash flows attributable to certain assets would not exceed the current
carrying value of the assets. The Company, therefore, recorded an impairment charge of $3.2 billion to reflect the
difference between the estimated fair value of the assets on a discounted cash flow basis and their current carrying
value as further described below.

The impairments primarily relate to colocation assets, excess conduits in North America and European intercity and
metropolitan networks, and certain transoceanic assets. Geographically, approximately 74% of the charges are
attributable to North America, 17% are attributable to Europe and 9% attributable to transatlantic assets.

The financial problems of many of the “dot-coms”, emerging carriers and competitors, a weakening economy, and
changing customer focus, has led to an over-capacity of colocation space in several U.S. and European markets.
Level 3 is attempting to sell or sublease its excess colocation space; however, current market rates for much of the
space are below its carrying values. As a result, the Company recorded an impairment charge of approximately $1.6
billion related to its colocation assets, primarily owned facilities, leasehold improvements and related equipment.

Level 3 constructed its networks in North America and Europe in such a way that they could be continuously
upgraded to the most current technology without affecting its existing customers. Level 3 also installed additional
conduits with the intention of selling them to other carriers. To date, the Company has only sold one conduit in its
North American network and, due to the current economic environment and decreasing capital expenditure budgets
of potential buyers, does not expect additional sales in the foreseeable future. For this reason the Company has
recorded an impairment charge of approximately $1.2 billion for the five conduits that were previously determined
to be available for sale to third parties, based on estimated cash flows from the disposition of the conduits.

The completion of several transoceanic cable systems in the second half of 2001 and the expected completion of
additional systems in 2002, have resulted in an over abundance of transoceanic capacity. This excess capacity,
combined with limited demand, have adversely affected the transoceanic capacity markets. At current pricing
levels, the Company does not believe it will recover its investment from future cash flows. As a result, the
Company has recorded an impairment charge of approximately $320 million for its transatlantic submarine assets.

The Company also recorded an impairment charge of approximately $65 million for spare equipment write-downs
and abandoned lateral fiber builds in the fourth quarter of 2001.

(3) Discontinued Asian Operaticns

On December 19, 2001, Level 3 announced that it had agreed to sell its Asian telecommunications business to Reach
Ltd. for no cash consideration. The agreement covers subsidiaries that included the Asian network operations,
assets, liabilities and future financial obligations. This includes Level 3°s share of the Northern Asian cable system,
capacity on the Japan-US cable system, capital and operational expenses related to these two systems, gateways in
Hong Kong and Tokyo, and existing customers on Level 3’s Asian network.

The transaction closed on January 18, 2002. As of December 31, 2001, the net carrying value of Level 3’s Asian
assets was approximately $465 million. In accordance with SFAS No. 144, Level 3 recorded an impairment loss on
these assets held for sale within discontinued operations, equal to the difference between the carrying value of the
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assets and their fair value. Based upon the terms of the agreement, the Company also accrued $51 million in certain
capital obligations it retained for the two submarine systems to be sold to Reach, and estimated transaction costs.

The following is summarized financial information for the discontinued Asian operations for the three years ending
December 31, 2001:

Operations 2601 2000 1999
(dollars in millions)
REVETIUE ..v.vtvieieieeie s ra sttt sae bt be e e e sasasa e sabasase s st seseetes st eeer e b e s et s e basasabeseseasrsne $ 3 8§ 1 8§ —
Costs and Expenses:
COSt OF FEVEIIUE ...eeiieieiciie e ettt e ettt esaeesaesentaaneesrnesreens 17 (2) —
Depreciation and amoTtiZation .......c.coovvrererereerereeiniencercnerceenetete et enene, 27) (5) —
Selling, general and adminiSrative .........ccccvvrreieniineneercne e, (58) (42) (3)
Total COStS aNd EXPENSES ...oveirieieeireiriie ettt rreesre et e be et be e sree st omresneens _(102) (49) (5)
LSS frOmM OPETatiOns ........ecviiveieieceeie et eete st et sveeresbeseesiesmaeir et et aeseaesas e seenaeneens (89) (48) (5)
Loss on Impairment 0f ASIAN ASSELS ....ccceveevrrerieieiieriniesreeeerreeeee bt seeeesnesenns (516) — —
Loss from Discontinued OPerations .......cocvveeuiviieiiieeireseseneeresss e eenasssesessseesessesnn: $(6035) 3 (48) §. (%)

SFAS No. 144 requires that long-lived assets that have met the relevant criteria should be classified as “held for
sale” and shall be identified separately in the asset and liability sections of the balance sheet. The assets and
liabilities of the Asian operations met these criteria as of December 31, 2001 and are classified as current due to
their sale to Reach in January of 2002.

The following is summarized financial information for the discontinued Asian operations as of December 31, 2001
and 2000:

Financial Position 2001 2000
(dollars in millions)
Current Assets:

Cash and cash equIVAIENLS............ccocieriiiriiriic et eee e et ene e § 34 $ 13
RESITICIEA SECUTITIES .veeviiiiiiieriiie ettt ce ettt beebe e e sr et e e er e et e erbeeteesaessaesanearas 17 —
RECEIVADIES ...ttt et ettt ettt et etrs 21 91
L0151 OO ST U PRSP 2 3
TOtA]l CUITENT ASSELS 1.vviiiiieirer e ceiieeteeeriresbe st s etaecareeeteeerbeesrresstbeerataesebaasabeesaraesnneess 74 107
Net Property, Plant and EQUIPMENt .......cccocvnviriiiiiriinec e — 369
Other ASSEES, TIEL..iivvieriieiitic it ieee ettt ettt sttt ettt e st e e et e et s e st eebe e nt s nesenseabeersentns — 13

§ 74 $ 489

Current Liabilities:

ACCOUNES PAYADIE ....c.vinieeeieie ettt sb ettt et sb st p bbb renenens $ 58 § 116
Current portion of long-term debt ..ot 8 —
DefeITEA FEVEIMUE .. .vviiiri it re ettt e et eesere e bt e e eabeentesennaesssavessseesetbeearesans 6 —
ONET ettt ettt ettt e re b e nreerreereeas 2 |
Total Current Liabilities ...ooviiviiieciciicricic et re e e 74 117
INEE ASSEES .vvviiereieeiecre et er et es e e e eev et eetese s tesesaaeereenessse st s b e se s te s ereeasenesenenesareres $§ — § 372
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(4) Loss Per Share

The Company had a loss from continuing operations for the three years ended December 31, 2001. Therefore, the
dilutive effect of the approximately 15 million, 19 million and 13 million shares at December 31, 2001, 2000 and
1999, respectively, attributable to the convertible subordinated notes and the approximately 53 million, 21 million
and 23 million options and warrants outstanding at December 31, 2001, 2000 and 1999 respectively, have not been
included in the computation of diluted loss per share because their inclusion would have been anti-dilutive to the
computation.

The following details the earnings (loss) per share calculations for the Level 3 Common Stock.

Year Ended
2001 2800 1999

Loss from Continuing Operations (in MilHONS)........corvveeevrrreririnneeconrae e L $(5,448) $(1,407) $§ (482)
Discontinued OPEerations ..........cocovvreerearirieeiereneeiesreeransessessensesteseeorassesesnenes (603) (48) (5)
Extraordinary Gain on Debt Extinguishment, net.........ccoccocveveriinicvinnccrinnnne 1.075 — —
INEE 0SS et tuteere et et et et et et et e eee st estete st et et e et st raseeneaneeenenteaneseaeesnne s eeresaeane $(4,978) $(1455) $§ (487
Total Number of Weighted Average Shares Outstanding used to Compute

Basic and Dilutive Earnings Per Share (in thousands) ........cccocceeeeniiinvieenn, 373,792 362,539 334,348
Earnings (Loss) per Share (Basic and Diluted):

COoNtiNUING OPETALIONS ...ve.vevieveretereririeteseesestesesre e eresbesestesbesesresberesbesee e erens $(1458) § (3.88) § (1.44)

DiScontinUed OPETAtIONS. .......vcviviriierrerereiisesreveeeteieseseesesasere st asesessssasseseresenns, $ (1.62) $ (13) §_ (02

Extraordinary gain on debt extinguishment, net .........c.ccccocorverrrreisrccenne, s 28 § _ — § _—

NEL L0SS 1-vvevierieeetiiiri ettt ee e ee ettt rb e e s s s eaere s besnse stk esb s ebest st ar e s besessarate e sesens $(13.32) § (401) $ (1.46)
&) Disclosures about Fair Value of Financial Instruments

The following methods and assumptions were used to determine classification and fair values of financial
instruments:

Cash and Cash Equivalents

Cash equivalents generally consist of funds invested in highly liquid instruments purchased with an original maturity
of three months or less. The securities are stated at cost, which approximates fair value.

Marketable and Restricted Securities

Level 3 has classified all marketable and restricted securities as available-for-sale. Restricted securities primarily
include investments in mutual funds that are restricted to fund certain reclamation liabilities of its coal mining
ventures, cash deposits related to construction renovations for the New York Gateway facility, and cash to
collateralize letters of credit. The cost of the securities used in computing unrealized and realized gains and losses is
determined by specific identification. Fair values are estimated based on quoted market prices for the securities on
hand or for similar investments. Net unrealized holding gains and losses are included in accumulated other
comprehensive income (loss) within stockholders’ equity.
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At December 31, 2001 and 2000, the cost, unrealized holding gains and losses, and estimated fair values of
marketable and restricted securities were as follows:

Unrealized Unrealized
Holding  Holding Fair
Cost Gains Laosses Value
(dellars in millions)

2001
Marketable Securities:
U.S. Treasury SECUTItIES ......oevrvrrerererirrernerenieercrenierereresieensrsnesereneo $ 206 $ — $§ — § 206
Restricted Securities:
Cash and cash eqUIVAIENES........c..cooeruieireiieeei et $ 128 $ — § — § 128
Wilmington Trust:
Intermediate term bond fund ...........ccoeeeiviiiniiicee e 15 — — 15
Equity fund ....c..oocooiiiiiiiiii et 11 1 — 12
§ 154 $§ 1 8 — § 155

Unrealized Unrealized
Holding  Helding Fair
ost Gains Losses Value
(deotlars im millions)

2000
Marketable Securities:
CommMErcial PAPET..........coiieeviveiieieieeeeee et en e eeas $ 204 § — $ — 8 204
U.S. Treasury SECUTTLIES ....ccoveeeririirieerrirecnrierere e rercetenseseenennens 2.534 4 — 2,538
$ 2,738 $ 4 § — $27942
Restricted Securities:
Cash and cash equivalents...........ccocoeeiicceiiccercceas $ 173 $8 — 8 — 3§ 173
Wilmington Trust:
Intermediate term bond fund .....cccooovie v 14 — — 14
Equity fund........ccoovivinoiiiccn e 11 4 — 15
§ 198 3 4 § — § 202

For debt securities, costs do not vary significantly from principal amounts. The Company recognized $17 million of
gains in 2001 from the sale of marketable securities; all of which were attributable to foreign currency gains on
securities denominated in Euros. The Company did not recognize any realized gains and losses on sales of
marketable and equity securities in 2000. Realized gains and losses on sales of marketable and equity securities
were $17 million and $16 million in 1999.

At December 31, 2001, the contractual maturities of the debt securities are as follows:

Fair
Cost  Value
(dollars in millions)
U.S. Treasury Securities:
LeSS than 1 YEAT ....ccvouiriiire ettt ettt $ 206 206
Maturities for the restricted securities have not been presented, as the types of securities are either cash or mutual
funds which do not have a single date.
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Long-Term Debt

The fair value of long-term debt was estimated using the December 31, 2001 and 2000 average of the bid and ask
price for the publicly traded debt instruments. Amounts under the Tranche A and Tranche C of the Senior Secured
Credit Facility and the commercial mortgages are not publicly traded. The fair value for these instruments is
assumed to approximate their carrying value at December 31, 2001 as they are secured by underlying assets and are
at variable interest rates thus minimizing credit and interest rate risks.

The carrying amount and estimated fair values of Level 3’s financial instruments are as follows:

2001 2000
Carrying Fair Carrying Fair
Amount Value Amount Value

(deollars in millions)

Cash and Cash EQUIVALENLS..........ccoviviiviiieveeietiresrse et sea e esbesnee e $1,297 $1,297 $1,256 $1,256
Marketable SECUIIHIES .....ciiiiiiie i e ee e e sreeereeeeae et beserasssaessnsee s 206 206 2,742 2,742
RESTIICIEd SECUIIEIES 1.vvveviieiieie ettt et et et ere et e sese s eneenneetbeeabeeaeeeevees 155 155 215 215
INVestments (INOLE 8) ....ccviiiieieeeeeteeer e e ree e st enbe ettt ettt atbaataestnassnesnaesnsesenacs 127 569 146 569
Long-term Debt, including current portion (INOte 9) ......cccevvueriinnniiennnenire e 6,216 3,354 7325 5,766

(6) Receivables

Receivables at December 31, 2001 and 2000 were as follows:

Information
Communications Services Coal Other Total
(doliars in millions)

2001
Accounts Receivable — Trade:

SEIVICES. ..o coeeieeieeee e $ 151 $ 21 $ 11 $ 1 $ 184

Dark Fiber......ccooeeoiiviiiiiiieiens 40 — — — 40
Joint Build CostS.....cc..oooivvviiiieiiiens 20 — — — 20
Other Receivables.......cooocveveniiiinnnnenn. 41 — — — 41
Allowance for Doubtful Accounts..... (43) (3) — — (46)
Total $ 209 $ 18 $ 11 $ ] $ 239
2000
Accounts Receivable ~ Trade:

SEIVICES .vivvvivriirie ettt $ 141 $ 25 $ 19 $ 1 $ 186

Dark Fiber....cooocviieiieiiiiieiiieiin, 161 — — — 161
Joint Build Costs......cccoovvvviinriennn, 162 — — — 162
Other Receivables........ooocevveivivinenen. 49 1 — — 50
Allowance for Doubtful Accounts..... (29) (4) — — (33)
Total ) $ 484 $ 22 $ 19 $ 1 $ 526

Joint build receivables primarily relate to costs incurred by the Company for construction of network assets in which
Level 3 is partnering with other companies. Generally, under these types of agreements, the sponsoring partner will
incur 100% of the construction costs and bill the other party as certain construction milestones are accomplished.

The Company recognized bad debt expense in selling, general and administrative expenses of $42 million, $31
million and $11 million in 2001, 2000 and 1999, respectively. The Company decreased accounts receivable and
allowance for doubtful accounts by approximately $29 million and $7 million in 2001 and 2000, respectively, for
amounts the Company deemed as uncollectible.




(7  Property, Plant and Equipment

The Company has substantially completed the construction of its communications network. Costs associated directly
with the uncompleted network, including employee related costs, are capitalized, and interest expense incurred
during construction is capitalized based on the weighted average accumulated construction expenditures and the
interest rates related to borrowings associated with the construction (Note 9). Intercity segments, gateway facilities,
local networks and operating equipment that have been placed in service are being depreciated over their estimated
useful lives, primarily ranging from 3-25 years.

The Company continues to develop business support systems required for its business plan. The external direct costs
of software, materials and services, payroll and payroll related expenses for employees directly associated with the
project, and interest costs incurred when developing the business support systems are capitalized. Upon completion
of a project, the total cost of the business support system is amortized over a useful life of three years.

As noted previously, in 2001, the Company recorded a charge on the statement of operations for impairment of
certain assets. The impairments primarily relate to colocation assets ($1.6 billion), conduits in North America and
European intercity and metropolitan networks ($1.2 billion), and certain transoceanic assets ($320 million). For
those assets that are determined to be impaired, the fair value of the asset becomes the new basis or “cost” of the
asset and the accumulated depreciation that had previously been recorded, is eliminated.

Capitalized business support systems and network construction costs that have not been placed in service have been
classified as construction-in-progress within Property, Plant & Equipment below.

Accumulated Book
Cost  Depreciation Value
(dollars in millions)

2001
Land and Mineral PrOPerties .........c.ooocvveviviiiieeieeeeeecetceee e $ 218 $§ (6) $ 192
Facility and Leasehold Improvements .
COMMUNICALIONS ..evvirtierieiaieiireriee st ereeeeeseeaesseesaresaesseesteeneeeneesseesseassesansesnsenns 1,423 (22) 1,401
INfOrMAtION SEIVICES ....cviiiiieiiietier ettt ettt et ees et e e e e s e sraesnesse s 26 (5) 21
€08l MINING ...vevveiteeietieeeie e e e e te st st svesvae st et eaesseeeaeassneenseanne 65 (62) 3
CPTC ettt ettt st be st be st et 92 (14) 78
Network INfrastruCture ..o..cooeii e et a e e neas 4,111 (107) 4,004
Operating Equipment '
COMMUNICATIONS 1.eovvieiiiuiieiririenieeteeerercrsres e ereessasteassessrensresresaeeantaaseeassransrans 1,152 (367) 785
INfOTTNATION SEIVICES ...eiverieereriiieieteteete et cr e eeaeereeressesseeseseesraseetseseaessssaans 69 41 28
C0al MININE ..ottt et sae b 82 (72) 10
CPTC et et ettt ettt et st ene 18 (1) 7
Network Construction EQUIPMENt ............c.coueveeeiuerueeeeesceereneesesseseesesseseeeesesenen, 67 (17 50
Furniture, Fixtures and Office Equipment...........cccocevieren e, 180 (94) 86
CONStIUCHON-TN-PIOZIESS ... couteiiieiirieeierieie ettt svr st st eeenee st neebesseeseeans 225 — 225

$ 7728 $ (838) $ 6,890
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Accumulated Beok

ost  Depreciation Value
(doliars in miliions)

2660
Land and Mineral Properties ......civiovoeeioierrieirresiesesresceeetevesneseebssass e eeeeneans $§ 191 $§ @A $ 180
Facility and Leasehold Improvements
COMMUILCATIONS ...evviieuiieieeeieiieeteeeereeestes st estessrresssaeessresabesssesassessrreensesesn 1,280 3D 1,229
INfOrmation SEIVICES .....ccivrieetiiiririe e e e e e tre e e estesseesrbessneseresaessassaesens 25 4) 2]
€O MILNG ..evveieniieiierieseeniernii et nsssseeste et eresbeseseseessasabeseseenasnsnaneseranane 68 (64) 4
CPTIC ettt et sa st bbb o et st ne st s e s nnntonenenreen 92 (12) 80
Network INfrastrilCture .......oveciveiiiiniee ettt ee e eneseessaes 3,400 (43) 3,357
Operating Equipment
COMMUDNICALIONS ....ceeeveieiieiereeiiriereee ettt et s sae e s s 1,577 (554) 1,023
INfOrmMation SEIVICES ...l cvicrriirercerire et rtet e sttt et st se e e 50 (26) 24
COAL MITINE ..vovvviivieireicite e eete et ea e etesb e s ereebessnereastessesseevaeasesneneasssssrressses 93 (85) 8
CPTG oottt ettt st et s tnsa s et nen 17 (%) 8
Network Construction EGUIPMENt .....c...ccovvvevnniininiiiineiecee e 139 27) 112
Furniture, Fixtures and Office Equipment..........cvecvvinnvnniniiniicnnen, e 146 (44) 102
Construction-iN-PrOZIESS .....corvruvieirrreiicre e e e 2,866 — 2.866

$ 9,944 $ (930) $ 9,014

Depreciation expense was $1,082 million in 2001, $529 million in 2000 and $192 million in 1999. Depreciation
expense attributable to the network construction equipment is capitalized and included in Construction-in-Progress
until such time the constructed asset is placed in service.

(8) Other Assets
At December 31, 2001 and 2000 other non-current assets consisted of the following:

2801 2000
(in millions)

TNVESIINIENTS .....evieviiet et ete ettt ne s e saeereebeereareereeasesaensareasean prett et b et etere e teareettert et aeraabe s $ 127 § 146
Dbt ISSUANCE COSES, ML ..uvuviiii iiieeiiiiiee e veiir e e e seirr et e e e eesebraeeeaesessbbarsesessaeesssssansesesessensrrnreersees 113 161
Goodwill, net of accumulated amortization of $142 and $102........ccvvviiiivcecciiiiceee e 28 68
Prepaid NEtWOTK ASSEIS...cviiieeiieie ittt sttt sttt b st st beseebe b seebe ke st e e ebe b 21 35
CPTC Deferred Development and Financing CoOStS ........cviieriiieerrnsverinereniseesecereesseeseenesessenses 20 14
ASSES HEId £OT SAIE ..ocuiiiiiiiieictecie ettt ettt st et st ee e s e seesatsebesavtensa et e ereseneans 62 —
Employee and Officer Notes Receivable...... ..o 10 —
DIBPOSIES vttt e ettt e e e e e b e b — 40
1611115, S SO U RO O U O U U s U R OO RO PO RO _ 11 14
TOtA] OtRET ASSEES ...ivieiieiii ettt be et sessbesrae s ebe s s st esbesasatbeataesbaeernesreeerbens $ 392§ 478

The Company holds significant equity positions in two publicly traded companies: RCN Corporation (“RCN”) and
Commonwealth Telephone Enterprises, Inc. (“Commonwealth Telephone”). RCN is a facilities-based provider of
bundled local and long distance phone, cable television and Internet services to residential markets primarily on the
East and West coasts as well as Chicago. Commonwealth Telephone holds Commonwealth Telephone Company, an
incumbent local exchange carrier operating in various rural Pennsylvania markets, and CTS], Inc., a competitive
local exchange carrier which commenced operations in 1997.

On December 31, 2001, Level 3 owned approximately 27% and 45% of the outstanding shares of RCN and
Commonwealth Telephone, respectively, and accounts for each entity using the equity method. The market value of
the Company’s investment in RCN and Commonwealth Telephone was $78 million and $485 million, respectively,
on December 31, 2001.
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During the fourth quarter of 2000, Level 3’s proportionate share of RCN’s losses exceeded the remaining carrying
value of Level 3°s investment in RCN. Level 3 does not have additional financial commitments to RCN; therefore it
recognized equity losses only to the extent of its investment in RCN. If RCN becomes profitable, Level 3 will not
record its equity in RCN’s profits until unrecorded equity losses have been offset. The Company’s investment in
RCN, including goodwill, was zero at December 31, 2001 and December 2000, respectively. The Company did not
recognize approximately $249 million of suspended equity losses attributable to RCN in 2001, bringing the total
amount of suspended equity losses to approximately $269 million. Level 3 recorded equity losses attributable to
RCN of $260 million and $134 million for the twelve months ended December 31, 2000 and 1999, respectively.

The Company recognizes gains from the sale, issuance and repurchase of stock by its equity method investees in its
statements of operations. During 2000, RCN issued stock for the acquisition of 21st Century Telecom Group, Inc.,
completed in April, 2000, and for certain transactions which diluted the Company’s ownership of RCN from 35% at
December 31, 1999 to 31% at December 31, 2000. The increase in the Company’s proportionate share of RCN’s
net assets as a result of these transactions resulted in a pre-tax gain of $95 million for the Company for the year
ended December 31, 2000. The Company recognized a similar pre-tax gain of $117 million in 1999. The Company
did not recognize any gains in 2001 and does not expect to recognize future gains on RCN stock activity until the
suspended equity losses are recognized by the Company.

The following is summarized financial information of RCN for the year ended December 31, 2001 (unaudited) and
the years ended December 31, 2000 and 1999, and as of December 31, 2001 (unaudited) and December 31, 2000.

Year Ended December 31,
2001 2000 1999

Operations:
RCN Corporation:
REVEIIE ...oovcveieeieceeieree et e seeetet ettt bbb st s st st et eae e b s s s st bbbt ess s s ebes s es e e seas $ 456 § 333 § 276
Net loss available to common shareholders ..........occooeevviniiiininieiee, (836) (891) (369)

INELLOSS uiiuieiritietirr e ettt rr et esa et et b et et e est et b e st sab e eestanssr e beeveeneasassseaneseeeseeseneestesens — (260) (134)
GoodWill AMOTHZAION «.c.vvevveniirereecici e — 1) 1)
$§ — $(261) $(139)
December 31,
2001 2080
Financial Position
CUITENE ASSELS woevviiveerreiereirieritireecteseeesee et e e ettesteeseeeseesaresbeesaeessesstesensereanssessrsnssessens § 956 $ 1,854
T A BSOS . uritiriiieeisiieieeerreeeine e st b s e iaeeereeetreerae s teaesreesbaesabssearsesabseensreeantbeerreeenaean 2.647 2.922
TOLAl ASSEES ..eeeviievieeeccit ettt et str e sre et eesbecereetaesr e e bsaresressaeesaeseteebesnresanes 3,603 4,776
CUrrent LiabilitIes .. .ccveiiiiriecrecrecie ettt st er et eve b et ere s aeeereens 313 531
Oher LAADITIES ..ovi ettt creeere ettt et e st st esb e besabesreesebesebeestennbes 1,929 2,284
MINOTIEY TNEEIEST . ei viiiieeeire e eeei e rerettee ettt sre et estveete e s raesabeessreeeaneesareneseresenseenerens 51 75
Preferred SOCK ....oovioieiiicr ettt srvesre et er e s es e e saresenennne 2.142 1.991
Total liabilities and preferred StoCK...... oo e 4435 4,881
Common shareholders” defiCit.......ccoceiieriiiiviene et $ (832) $ (1095)
Level 3’s Investment:
EQUILY 10 NEE BSSES..vevvvereiiereeceiriiesieseretereesesreesbetesessssesasssseese e sresase s ssnsasnesasesns $ - $ —
GOOAWILL ..ottt ettt e e eate s te e e are s e beeeae e s benesatresernaraseas — —

$ - & =

The Company’s investment in Commonwealth Telephone, including goodwill, was $121 million and $105 million at
December 31, 2001 and 2000, respectively.
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The Company previously made investments in certain public and private companies in connection with those entities
agreeing to purchase various services from the Company. The Company originally recorded these transactions as
investments and deferred revenue on the balance sheet. The value of the investment and deferred revenue is equal to
the estimated fair value of the securities at the time of the transaction or the value of the services to be provided,
whichever was more readily determinable. Level 3 closely monitors the success of these investees in executing their
business plans. For those companies that are publicly traded, Level 3 also monitors current and historical market
values of the investee as it compares to the carrying value of the investment. The Company recorded a charge of $37
million during 2001 for an other-than temporary decline in the value of such investments, which is included in
Other, net on the consolidated condensed statements of operations. Future appreciation will be recognized only upon
sale or other disposition of these securities. The carrying amount of the investments was zero at December 31, 2001
and $37 million at December 31, 2000. The Company recognized revenue of approximately $13 million and less
then $1 million for actual services provided to other entities involved in the program for the twelve months ended
December 31, 2001 and 2000, respectively. As of December 31 2001, the Company had deferred revenue
obligations of $9 million with respect to these transactions.

In August, 2001, the Company and divine, inc., a company included in those described above, entered into an
agreement whereby divine would repurchase shares of common stock issued to Level 3 and absolve Level 3 of any
further obligations with respect to the deferred revenue recorded at the time of the original transaction. As a result,
Level 3 recorded a $27 million gain in Other, net on the consolidated statement of operations in 2001.

As of December 31, 2001, the goodwill identified in Other Assets is attributable to technology purchased in the
XCOM Technologies, Inc. acquisition in 1998. This technology was used by Level 3 to develop an interface
between its Internet protocol-network and the existing public switched telephone network. In accordance with
SFAS No. 142, the Company will continue to amortize this intangible asset over its remaining useful economic life.
Goodwill amortization expense, excluding amortization expense attributable to equity method investees, was $40
million in 2001, $50 million in 2000, and $36 million in 1999.

Assets held for sale includes certain corporate facilities that management of the Company has elected to dispose as
soon as practicable. The Company recorded an impairment charge in depreciation expense of $45 million in 2001,
representing the difference between the carrying value and adjusted market value of these facilities, as determined
through consultations with a commercial real estate broker. Also included in assets held for sale are certain
telecommunications equipment identified as excess and which management expects to sell within the next year due
to the Company’s decision in June 2001 to reprioritize its capital expenditures.

Loans were made to certain employees and officers of the Company. The loans are generally secured by Level 3
common stock or other personal assets of the borrower and bear interest at rates ranging from 6% to 9.5%.
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(9) Long-Term Debt
At December 31, 2001 and 2000, long-term debt was as follows:
2001 2000

(deollars in millions)
Senior Secured Credit Facility:

Term Loan Facility
Tranche A (4.69% dUE 2007 )....coeiviiiriiieciiciietee ettt $ 450 $ 200
Tranche B (5.69% due 2008) ......c.ccovviiiiieieiie et s e ae e eaes 275 275
Tranche C (6.08% due 2008) .....ccorrmieiriiirriiirct s 400 —
Senior Notes (9.125% due 2008)...c..couereiieirceiii ettt 1,430 2,000
Senior Notes (11% due 2008)........ocioiiieireieee et st 442 800
Senior Discount Notes (10.5% due 2008).......ccooiiiieiiiiieereire e riae e 583 619
Senior Euro Notes (10.75% due 2008) .......c.ooovvvieeicieiiiire e ceesie e crvsve e seennes 307 465
Senior Discount Notes (12.875% due 2010)...ccciviiioiviiiieerce et 386 399
Senior Euro Notes (11.25% due 2010) ..o 93 279
Senior Notes (11.25% Aue 2010) ..ot e 129 250
Commercial Mortgage:
GMAC (4.52% AUE 2003)....c e ceeiiite ettt st saesaeaseaas 120 120
Lehman (5.64% due 2004).....cccoiviiiiiie e st seeeens 112 113
Convertible Subordinated Notes (6.0% due 2010) ....ccccovricnnnicnrrecinrineeeae 728 863
Convertible Subordinated Notes (6.0% due 2009) .......cccoeeiiivriirieiiiecierereneenene 612 823
CPTC Long-term Debt (with recourse only to CPTC)
(7.63% due 2004-2028) ....ouoiiririii ettt nenes 140 115
L6111 USROS RSPUPURPR 9 4
6,216 7,325
Less CUITENE POTHION ..ecvviiiriieie e cceie et eae st e e e s rae e e ae e s reasae e eanaeaee s ) )
$ 6,209 § 7,318

In July 2001, Level 3 announced that it had amended its Senior Secured Credit Facility to permit the Company to
acquire certain of its outstanding indebtedness in exchange for shares of common stock. Various issuances of Level
3’s outstanding senior notes, senior discount notes and convertible subordinated notes have traded at discounts to
their respective face or accreted amounts.

The Company purchased $130 million of its 6% Convertible Subordinated Notes due in 2009 and $64 million of its
6% Convertible Subordinated Notes due in 2010 during the second half 0of 2001. The Company issued
approximately 15.9 million shares of its common stock worth approximately $72 million in exchange for the debt.
The net gain on the early extinguishment of the debt, including transaction costs and unamortized debt issuance
costs, was 5117 million and is classified as an extraordinary item in the consolidated statement of operations. Level
3 will continue to evaluate these transactions in the future. The amounts involved in any such transactions,
individually or in the aggregate, may be material.

In September 2001, the Company announced that its first tier, wholly owned subsidiary, Level 3 Finance, LLC was
commencing a “Modified Dutch Auction” tender offer for a portion of the Company’s senior debt and convertible
debt securities. Under the “Modified Dutch Auction” procedures, Level 3 Finance accepted tendered notes in each
offer in the order of the lowest to the highest tender prices specified by the tendering holders within the applicable
price range for the applicable series of notes (see table below.)

In October 2001, Level 3 Finance completed the purchase of Company debt with a face value of approximately $1.7
billion, plus accrued interest, for a total purchase price of approximately $731 million. The net gain on the
extinguishment of the debt, including transaction costs, foreign currency gains and unamortized debt issuance costs,
was approximately $967 million and was recorded as an extraordinary item in the consolidated statement of
operations.
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Maximum Actual

Principal Purchase Principal Actual

Amount at Price Range Amountat  Weighted

Maturity per Maturity Average

Sought $1,000 Repurchased [Purchase
(8 millions)  Principal (8§ milliens) Price/$1,000
Senior Notes (9.125%).....oevveiiiniiiiiniiieenns $ 725 $350-8450 § 570 $ 450
Senior Notes (11%).....ocoeviiviviiiiiiieeenn, 450  380- 480 359 480
Senior Discount Notes (10.5%)...........oeivninne 125 210- 250 125 210
Senior Euro Notes (10.75%)........cccooiivviinannnn, 267 370 - 440 136 440
Senior Discount Notes (12.875%)...........cveeen. 100 150- 180 100 150
Senior Euro Notes (11.25%)......coovcveviiinenennnn 178  370- 440 173 440
Senior Notes (11.25%).......cocooiviiiiiiiininnn. 150  370- 460 121 460
Convertible Subordinated Notes (due 2010)........ 325 190 - 220 71 220
Convertible Subordinated Notes (due 2009)........ 525 190 - 220 80 220

$2.845 $1,735

Assumes 1€ = .89 USD
Senior Secured Credit Facility

On September 30, 1999, Level 3 and certain Level 3 subsidiaries entered into a $1.375 billion secured credit facility
(*“‘Senior Secured Credit Facility’’). The facility was originally comprised of a senior secured revolving credit
facility in the amount of $650 million and a two-tranche senior secured term loan facility aggregating $725 million.
The secured term loan facility consists of a $450 million tranche A and a $275 million tranche B term loan facility,
respectively. At December 31, 2000, Level 3 had borrowed $200 million and $275 million under the tranche A and
tranche B secured term loan facility, respectively. On January 8, 2001, the Company borrowed the remaining $250
million available under the existing tranche A of the Senior Secured Credit Facility.

On March 22,2001, Level 3 entered into an amendment to increase the borrowing capacity under the Senior
Secured Credit Facility by $400 million, to $1.775 billion. As part of the agreement, Level 3 borrowed $400 million
under a new tranche C of the term loan facility. The net proceeds will be used for implementing the business plan,
including the purchase of telecommunications assets.

The obligations under the revolving credit facility are secured by substantially all the assets of Level 3 and, subject
to certain exceptions, its wholly owned domestic subsidiaries (other than the borrower under the term loan facility).
Such assets will also secure a portion of the term loan facility. Additionally, all obligations under the term loan
facility will be secured by the equipment that is purchased with the proceeds of the term loan facility.

Amounts drawn under the secured credit facility will bear interest, at the option of the Company, at an alternate base
rate or reserve-adjusted LIBOR plus applicable margins. The applicable margins for the revolving credit facility and
tranche A term loan facility range from 50 to 175 basis points over the alternate base rate and from 150 to 275 basis
points over LIBOR and are fixed for the tranche B term loan facility at 250 basis points over the alternate base rate
and 375 basis points over LIBOR. The tranche C applicable margins are fixed at 300 basis points over the alternate
base rate and 400 basis points over LIBOR. Interest and commitment fees on the revolving credit facility and the
term loan facilities are payable quarterly with specific rates determined by actual borrowings under each facility.
Debt issuance costs of $38 million were capitalized and will be amortized as interest expense over the terms of
Senior Secured Credit Facility.

The revolving credit facility provides for automatic and permanent quarterly reductions of the amount available for
borrowing under that facility, commencing at $17.25 million on March 31, 2004, and increasing to approximately
$61 million per quarter. The tranche A term loan facility amortizes in consecutive quarterly payments beginning on
March 31, 2004, commencing at $9 million per quarter and increasing to $58.5 million per quarter. The revolving
credit facility and tranche A term loan facility mature on September 30, 2007. The tranche B term loan facility
amortizes in consecutive quarterly payments beginning on March 31, 2004, commencing at less than $1 million and
increasing to $67 million in 2007. Tranche C of the term loan facility amortizes in consecutive quarterly payments
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beginning on June 30, 2004, commencing at $1 million per quarter and increasing to $97 million per quarter in
2007, with the final installment due January 30, 2008.

As of December 31, 2001, Level 3 had not borrowed any funds under the $650 million revolving credit facility. The
availability of funds and any requirement to repay previously borrowed funds is contingent upon the continued
compliance with the relevant debt covenants.

The Senior Secured Credit Facility has customary covenants, or requirements that the company and certain of its
subsidiaries must meet to remain in compliance with the contract, including a financial covenant that measures
minimum revenues (Minimum Telecom Revenue). The subsidiaries of the Company that must comply with the
terms and conditions of the credit facility are referred to as Restricted Subsidiaries.

The Minimum Telecom Revenue covenant generally requires that the Company meet or exceed specified levels of
cash revenue from communications and information services businesses generated by the Restricted Subsidiaries.
The Minimum Telecom Revenue covenant is calculated quarterly on a trailing four-quarter basis and must exceed
$1.5 billion for the first quarter of 2002, increasing to $2.3 billion in the fourth quarter of 2002, $3.375 billion in the
fourth quarter of 2003, and $4.75 billion in the fourth quarter of 2004. The Restricted Subsidiaries currently include
those engaged in the Company’s communications businesses and certain subsidiaries of (i)Structure engaged in the
company’s information services businesses.

Those subsidiaries of the Company that are not subject to the limitations of the Senior Secured Credit Facility are
referred to as Unrestricted Subsidiaries. The Unrestricted Subsidiaries include Level 3’s coal mining and toll road
properties and its holdings in RCN and Commonwealth Telephone.

1f the Company does not remain in compliance with this financial covenant, as well as certain other covenants, it
could be in default under the terms of the Senior Secured Credit Facility. Under this scenario, the lenders could take
actions to require repayment. The Company believes it is in full compliance with all covenants as of December 31,
2001.

On January 29, 2002, the Company stated that it was in compliance with all of the terms, conditions, and covenants
under its credit facility and expected to remain in compliance through the end of the first quarter based on its
publicly disclosed financial projections. However, the Company stated that if sales, disconnects and cancellations
were to continue at the levels experienced during the second half of 2001, it may violate the Minimum Telecom
Revenue covenant as early as the end of the second quarter 2002. The Company also stated that to the extent the
Company’s operational performance improves or it completes acquisitions that generate sufficient incremental
revenue, a potential violation of the covenant could be delayed beyond the second quarter of 2002 or eliminated
entirely. See Note 17 for additional information on actions taken to address covenant issues.

9.125% Semnior Notes

In April 1998, Level 3 Communications, Inc. received $1.94 billion of net proceeds from an offering of $2 billion
aggregate principal amount 9.125% Senior Notes Due 2008 (*‘9.125% Senior Notes’’). Interest on the notes accrues
at 9.125% per year and is payable on May 1 and November 1 each year in cash.

The 9.125% Senior Notes are subject to redemption at the option of Level 3 Communications, Inc., in whole or in
part, at any time or from time to time on or after May 1, 2003, plus accrued and unpaid interest thereon to the
redemption date, if redeemed during the twelve months beginning May 1, of the years indicated below:

Year Redemption Price
2003 e e 104.563%
2004 ..ot 103.042%
20005 ettt 101.521%
2006 and thereafter .......ccocevivviieie e 100.000%
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The 9.125% Senior Notes are senior, unsecured obligations of Level 3 Communications, Inc., ranking pari passu
with all existing and future senior unsecured indebtedness of the Company. The notes contain certain covenants,
which among other things, limit consolidated debt, dividend payments, and transactions with affiliates. Level 3
Communications, Inc. used the net proceeds of the note offering in connection with the implementation of its
business plan.

Debt issuance costs of $65 million were originally capitalized and are being amortized as interest expense over the
term of the Senior Notes. As a result of amortization and debt repurchases, the capitalized debt issuance costs have
been reduced to $30 million at December 31, 2001.

11% Semior Notes due 2008

In February 2000, Level 3 Communications, Inc. received $779 million of net proceeds, after transaction costs, from
a private offering of $800 million aggregate principal amount of its 11% Senior Notes due 2008 (“11% Senior
Notes”). Interest on the notes accrues at 11% per year and is payable semi-annually in arrears in cash on March 15
and September 15, beginning September 15, 2000. The 11% Senior Notes are senior, unsecured obligations of
Level 3 Communications, Inc., ranking pari passu with all existing and future senior debt. The 11% Senior Notes
cannot be prepaid by Level 3 Communications, Inc., and mature on March 15, 2008. The 11% Senior Notes contain
certain covenants, which among other things, limit additional indebtedness, dividend payments, certain investments
and transactions with affiliates.

Debt issuance costs of $21 million were originally capitalized and are being amortized as interest expense over the
term of the 11% Senior Notes. As a result of amortization and debt repurchases, the capitalized debt issuance costs
have been reduced to $9 million at December 31, 2001.

10.5% Senior Discount Notes due 2008

In December 1998, Level 3 Communications, Inc. sold $834 million aggregate principal amount at maturity of
10.5% Senior Discount Notes Due 2008 (‘10.5% Senior Discount Notes’’). The sales proceeds of $500 million,
excluding debt issuance costs, were recorded as long term debt. Interest on the 10.5% Senior Discount Notes
accretes at a rate of 10.5% per annum, compounded semiannually, to an aggregate principal amount of $834 million
($709 million after the Dutch auction conducted in October of 2001) by December 1, 2003. Cash interest will not
accrue on the 10.5% Senior Discount Notes prior to December 1, 2003; however, Level 3 Communications, Inc.
may elect to commence the accrual of cash interest on all outstanding 10.5% Senior Discount Notes on or after
December 1, 2001, in which case the outstanding principal amount at maturity of each 10.5% Senior Discount Note
will on the elected commencement date be reduced to the accreted value of the 10.5% Senior Discount Note as of
that date and cash interest shall be payable on that Note on June 1 and December 1 thereafter. Commencing June 1,
2004, interest on the 10.5% Senior Discount Notes will accrue at the rate of 10.5% per annum and will be payable in
cash semiannually in arrears. Accrued interest expense for the year ended December 31, 2001 on the 10.5% Senior
Discount Notes of $65 million was added to long-term debt.

The 10.5% Senior Discount Notes will be subject to redemption at the option of Level 3 Communications, Inc.,
in whole or in part, at any time or from time to time on or after December 1, 2003 at the following redemption prices
(expressed as percentages of accreted value) plus accrued and unpaid interest thereon to the redemption date, if
redeemed during the twelve months beginning December 1, of the years indicated below:

Year Redemption Price
20003 e et nnea e, 105.25%
2004 ... 103.50%
2005 e, 101.75%
2006 and thereafter .........cooeeiiovveeieieeeeiee e, 100.00%

These notes are senior unsecured obligations of Level 3 Communications, [nec., ranking pari passu with all existing
and future senior unsecured indebtedness of Level 3 Communications, Inc. The 10.5% Senior Discount Notes.
contain certain covenants which, among other things, restrict the Company’s ability to incur additional debt, make
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certain restricted payments, pay dividends, enter into sale and leaseback transactions, enter into transactions with
affiliates, and sell assets or merge with another company.

The net proceeds of $486 million were used to accelerate the implementation of its business plan, primarily the
funding for the increase in committed number of route miles of the Company’s U.S. intercity network.

Debt issuance costs of $14 million were originally capitalized and are being amortized over the term of the 10.5%
Senior Discount Notes. As a result of amortization and debt repurchases, the capitalized debt issuance costs have
been reduced to $8 million at December 31, 2001.

10.75% Senior Euro Notes due 2008

On February 29, 2000, Level 3 Communications, Inc. received €488 million ($478 million when issued) of net
proceeds, after debt issuance costs, from an offering of €500 million aggregate principal amount 10.75% Senior
Euro Notes due 2008 (10.75% Senior Euro Notes™). Interest on the notes accrues at 10.75% per year and is
payable in Euros semi-annually in arrears on March 15 and September 15 each year beginning on September 15,
2000. The 10.75% Senior Euro Notes are not redeemable by Level 3 Communications, Inc. prior to maturity. Debt
issuance costs of €12 million ($12 million) were originally capitalized and are being amortized over the term of the
10.75% Senior Euro Notes. As a result of the amortization and debt repurchases, the net capitalized debt issuance
costs had been reduced to $6 million at December 31, 2001.

The 10.75% Senior Euro Notes are senior, unsecured obligations of the Company, ranking pari passu with all
existing and future senior debt. The 10.75% Senior Euro Notes contain certain covenants, which among other
things, limit additional indebtedness, dividend payments, certain investments and transactions with affiliates.

The issuance of the €500 million 10.75% Senior Euro Notes has been designated as, and is effective as, an economic
hedge against the investment in certain of the Company’s foreign subsidiaries. Therefore, foreign currency gains
and losses resulting from the translation of the debt have been recorded in other comprehensive income (loss) to the
extent of translation gains or losses on such investment. The 10.75% Senior Euro Notes were valued, based on
current exchange rates, at $307 million in the Company’s financial statements at December 31, 2001. The
difference between the carrying value at December 31, 2000 and the value at issuance, after repurchases, was
recorded in other comprehensive income.

12.875% Senior Discount Notes due 2010

On February 29, 2000, Level 3 Communications, Inc. sold in a private offering $675 million aggregate principal
amount at maturity ($575 million after the Dutch auction conducted in October of 2001) of its 12.875% Senior
Discount Notes due 2010 (“12.875% Senior Discount Notes”). The sale proceeds of $360 million, excluding debt
issuance costs, were recorded as long-term debt. Interest on the 12.875% Senior Discount Notes accretes at a rate of
12.875% per year, compounded semi-annually, to an aggregate principal amount of $675 million by March 15,
2005. Cash interest will not accrue on the 12.875% Senior Discount Notes prior to March 15, 2005. However,
Level 3 Communications, [nc. may elect to commence the accrual of cash interest on all outstanding 12.875%
Senior Discount Notes on or after March 15, 2003. In that case, the outstanding principal amount at maturity of
each 12.875% Senior Discount Note will, on the elected commencement date, be reduced to the accreted value of
the 12.875% Senior Discount Note as of that date and cash interest shall be payable on the 12.875% Senior Discount
Notes on March 15 and September 15 thereafter. Commencing September 15, 2003, interest on the 12.875% Senior
Discount Notes will accrue at the rate of 12.875% per year and will be payable in cash semi-annually in arrears.
Accrued interest expense from the date of issuance through December 31, 2001 on the 12.875% Senior Discount
Notes of $52 million was added to long-term debt.

The 12.875% Senior Discount Notes are subject to redemption at the option of Level 3 Communications, Inc., in
whole or in part, at any time or from time to time on or after March 15, 2005, Level 3 Communications, Inc. may
redeem the 12.875% Senior Discount Notes at the redemption prices set for the below, plus interest, if any, to the
redemption date. The following prices are for 12.875% Senior Discount Notes redeemed during the 12-month
period commencing on March 15 of the years set forth below and are expressed as percentages of principal amount.
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Year Redemption Price

2005 1 ettt bt eeee e 106.438%
2006 ..ot 104.292%
2007 civiceeeeeeee e ettt eta e 102.146%
2008 and thereafter .......oovvvvvviiciiece et 100.000%

In addition, at any time and from time to time, prior to March 15, 2003, Level 3 Communications, Inc. may redeem
up to a maximum of 35% of the aggregate principal amount at maturity of the 12.875% Senior Discount Notes with
the proceeds of one or more private placements to persons other than affiliates of the Company or underwritten
public offerings of common stock of Level 3 Communications, Inc. resulting in gross proceeds of at least $100
million in the aggregate. Level 3 Communications, Inc. may redeem the 12.875% Senior Discount Notes at a
redemption price equal to 112.875% of the accreted value of the notes plus accrued interest, if any, to the
redemption date.

The 12.875% Senior Discount Notes are senior, unsecured obligations of the Company, ranking pari passu with all
existing and future senior debt. The 12.875% Senior Discount Notes contain certain covenants, which among other
things, limit additional indebtedness, dividend payments, certain investments and transactions with affiliates.

Debt issuance costs of §9 million were originally capitalized and are being amortized as interest expense over the
term of the 12.875% Senior Discount Notes. As a result of amortization and debt repurchases, the capitalized debt
issuance costs have been reduced to $6 million at December 31, 2001.

11.25% Senior Euro Notes due 2010

On February 29, 2000, Level 3 Communications, Inc. received €293 million ($285 million when issued) of net
proceeds, after debt issuance costs, from an offering of €300 million aggregate principal amount 11.25% Senior
Euro Notes due 2010 (*11.25% Senior Euro Notes™). Interest on the notes accrues at 11.25% per year and is
payable semi-annually in arrears in Euros on March 15 and September 15 each year beginning September 15, 2000.

The 11.25% Senior Euro Notes are subject to redemption at the option of Level 3 Communications, Inc., in whole or
in part, at any time or from time to time on or after March 15, 2005. The 11.25% Senior Euro Notes may be
redeemed at the redemption prices set forth below, plus accrued and unpaid interest, if any, to the redemption date.
The following prices are for 11.25% Senior Euro Notes redeemed during the 12-month period commencing on
March 15 of the years set forth below, and are expressed as percentages of principal amount.

Year Redemption Price
20005 e ettt e e 105.625%
2006 ..o e e sar e 103.750%
2007 e et 101.875%
2008 and thereafter ..........cocvvivvvvriiee e 100.000%

In addition, at any time and from time to time, prior to March 15, 2003, Level 3 Communications, Inc. may redeem
up to a maximum of 35% of the original aggregate principal amount of the 11.25% Senior Euro Notes. The Notes
may be redeemed at a redemption price equal to 111.25% of the principal amount thereof, plus accrued and unpaid
interest thereon, if any, to the redemption date. The redemption must be made with the proceeds of one or more
private placements to persons other than affiliates of the Company or underwritten public offerings of common
stock of Level 3 Communications, Inc. resulting in gross proceeds of at least $100 million in the aggregate.

Debt issuance costs of €7 million ($7 million) were originally capitalized and are being amortized over the term of
the 11.25% Senior Euro Notes. As a result of amortization and debt repurchases, the capitalized debt issuance costs
have been reduced to $3 million at December 31, 2001. The 11.25% Senior Euro Notes are senior, unsecured
obligations of the Company, ranking pari passu with all existing and future senior debt. The 11.25% Senior Euro
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Notes contain certain covenants, which among other things, limit additional indebtedness, dividend payments,
certain investments and transactions with affiliates.

The issuance of the €300 million 11.25% Senior Euro Notes has been designated as, and is effective as, an economic
hedge against the investment in certain of the Company’s foreign subsidiaries. Therefore, foreign currency gains
and losses resulting from the translation of the debt have been recorded in other comprehensive income (loss) to the
extent of translation gains or losses on such net investment. The 11.25% Senior Euro Notes were valued, based on
current exchange rates, at $93 million in the Company’s financial statements at December 31, 2001.

11.25% Senior Notes due 2010

In February 2000, Level 3 Communications, Inc. received $243 million of net proceeds, after transaction costs, from
a private offering of $250 million aggregate principal amount of its 11.25% Senior Notes due 2010 (“11.25% Senior
Notes”). Interest on the notes accrues at 11.25% per year and is payable semi-annually in arrears on March 15 and
September 15 in cash beginning September 15, 2000.

The 11.25% Senior Notes are subject to redemption at the option of Level 3 Communications, Inc., in whole or in
part, at any time or from time to time on or after March 15, 2005. Level 3 Communications, Inc. may redeem the
11.25% Senior Notes at the redemption prices set forth below, plus accrued and unpaid interest, if any, to the
redemption date. The following prices are for 11.25% Senior Notes redeemed during the 12-month period
commencing on March 15 of the years set forth below:

Year Redemption Price
2005 e 105.625%
2006 oottt 103.750%
2007 ettt et e 101.875%
2008 and thereafter .....oovvvvviviiviiieee e, 100.000%

In addition, at any time and from time to time, prior to March 15, 2003, Level 3 Communications, Inc. may redeem
up to a maximum of 35% of the original aggregate principal amount of the 11.25% Senior Notes. The redemption
must be made with the proceeds of one or more private placements to persons other than affiliates of the Company
or underwritten public offerings of common stock of Level 3 Communications, Inc. resulting in gross proceeds of at
least $100 million in the aggregate. Level 3 Communications, Inc. may redeem the 11.25% Senior Notes at a
redemption price equal to 111.25% of the principal amount of the notes plus accrued interest, if any, to the
redemption date.

The 11.25% Senior Notes are senior, unsecured obligations of the Company, ranking pari passu with all existing
and future senior debt. The 11.25% Senior Notes contain certain covenants, which among other things, limit
additional indebtedness, dividend payments, certain investments and transactions with affiliates.

Debt issuance costs of $7 million were originally capitalized and are being amortized as interest expense over the
term of the 11.25% Senior Notes. As a result of amortization and debt repurchases, the capitalized debt issuance
costs have been reduced to $3 million at December 31, 2001.

GMAC Commercial Mortgage due 2003

In June 2000, HQ Realty, Inc. (a wholly owned subsidiary of the Company) entered into a $120 million floating-rate
loan (“GMAC Mortgage™) providing secured, non-recourse debt to finance the Company’s world headquarters. HQ
Realty, Inc. is a single purpose entity organized solely to own, hold, operate and manage the world headquarters
which has been 100% leased to Level 3 Communications, LLC in Broomfield Colorado. Under the terms of the
loan agreement, HQ Realty, Inc., will not engage in any business other than the ownership, management,
maintenance and operation of the world headquarters. The assets of HQ Realty Inc. are not available to satisfy any
third party obligations other than those of HQ Realty, Inc. In addition, the assets of the Company are not available
to satisfy the obligations of HQ Realty, Inc. HQ Realty, Inc. received $119 million of net proceeds after transaction
costs. Level 3 was required to place $13 million of the net proceeds in a restricted account. The release of these
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funds is contingent upon Level 3’s debt rating increasing to BBB by S&P and Baa2? by Moody’s which did not occur
in 2001,

The initial term of the GMAC Mortgage is 36 months with two one-year no cost extension options. Interest varies
monthly with the 30 day London Interbank Offering Rate (“LIBOR”) for U.S. Dollar Deposits as follows:

The Index plus:

(1) 240 basis points during the Initial Term;
{2) 250 basis points during the First Extension Option; and
(3) 260 basis points during the Second Extension Option.

At December 31, 2001 the interest rate was 4.52%.

The GMAC Mortgage may not be prepaid during the first twenty four months. Thereafter, the GMAC Mortgage
may be prepaid at par in whole or in part in multiples of $100,000. The entire principal is due at maturity or at the
end of the elected extension period. Interest only is due during the initial three-year term. Interest and
amortization are due during the extension terms based on a 30 year amortization period with a balloon payment at
maturity.

Debt issuance costs of $1 million were capitalized and are being amortized as interest expense over the term of the
GMAC Mortgage.

Lehman Commercial Mortgage due 2004

In December 2000, 85 Tenth Avenue, LLC (a wholly owned subsidiary of the Company) entered into a $113 million
floating-rate loan (“Lehman Mortgage™) providing secured, non-recourse debt to finance the purchase and
renovations of the New York Gateway facility. 85 Tenth Avenue, LLC is a single purpose entity organized solely to
own, hold, sell, lease, transfer, exchange, operate and manage the New York Gateway facility. Under the terms of
the loan agreement, 85 Tenth Avenue, LLC will not engage in any business other than the ownership, management,
maintenance and operation of the New York Gateway facility. The New York Gateway facility has been 100%
leased to Level 3 Communications, LLC. The assets of 85 Tenth Avenue, LLC are not available to satisfy any third
party obligations other than those of 85 Tenth Avenue, LLC. In addition, the assets of the Company are not
available to satisfy the obligations of 85 Tenth Avenue, LLC.

85 Tenth Avenue, LLC received $105 million of net proceeds after transaction costs. Under the terms of the loan
agreement, the gross loan proceeds plus $32 million, deposited by 85 Tenth Avenue, LLC, are to be maintained in a
Renovation Reserve account. The reserve is held by 85 Tenth Avenue, LLC as restricted cash and is maintained
solely to perform the renovations of the New York Gateway facility. At December 31, 2001, approximately $57
million remained in the reserve account.

The initial term of the Lehman Mortgage is 36 months with two (2) one year no cost extension options. There is a
penalty if a principal payment is made prior to January 1, 2002. The entire principal is due at maturity or at the end
of the elected extension period. Interest varies monthly with the 30 day LIBOR for U.S. Dollar Deposits plus
approximately 350 basis points. Interest and amortization are due during the initial term based on a 20 year
amortization period. At December 31, 2001 the interest rate was 5.64%.

Debt issuance costs of $8 million were capitalized and are being amortized as interest expense over the term of the
Lehman Mortgage.

In an effort to reduce the risk of increased interest rates related to the Lehman commercial mortgage, in January
2001 the Company entered into an interest rate cap agreement. The interest rate cap notional amount is $113 million
and has a maturity date of January 31, 2004. The terms of the agreement provide that the net interest expense
related to the Lehman commercial mortgage will not exceed 8% plus 400 basis points. The Company has elected
not to account for this transaction as a hedge as permitted by SFAS No. 133, “Accounting for Derivative
Instruments and Hedging Activities” (“SFAS No. 133”). Upon inception of the agreement, the Company recorded
an asset equal to the fair value of the interest rate cap of less than $1 million. For twelve months ended December
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31, 2001, the Company recorded, in the statement of operations, less than $1 million in losses related to the change
in the fair value of the interest rate cap.

The Company has elected not to complete the build-out of the New York Gateway facility due to the excess capacity
in the local market. As a result, the Company is in negotiations with the lender to refinance the existing loan. The
refinancing will likely result in the reduction of long term debt and the reserve account balance included in restricted
securities. See Note 17.

6% Convertible Subordinated Notes due 2010

In February 2000, the Company received $836 million of net proceeds, after transaction costs, from a public offering
of $863 million aggregate principal amount of its 6% Convertible Subordinated Notes due 2010 (“Subordinated
Notes 2010”). The Subordinated Notes 2010 are unsecured and subordinated to all existing and future senior
indebtedness of the Company. Interest on the Subordinated Notes 2010 accrues at 6% per year and is payable semi-
annually in cash on March 15 and September 15 beginning September 15, 2000. The principal amount of the
Subordinated Notes 2010 will be due on March 13, 2010.

The Subordinated Notes 2010 may be converted into shares of common stock of Level 3 Communications, Inc. at
any time prior to the close of business on the business day immediately preceding maturity, unless previously
redeemed, repurchased or Level 3 Communications, Inc. has caused the conversion rights to expire. The conversion
rate is 7.416 shares per each $1,000 principal amount of Subordinated Notes 2010, subject to adjustment in certain
events.

Prior to March 18, 2003, Level 3 Communications, Inc. at its option, may redeem the Subordinated Notes 2010, in
whole or in part, at the redemption prices specified below plus accrued interest. Level 3 may exercise this option if
the current market price of its common stock equals or exceeds triggering levels specified below for at least 20
trading days within any period of 30 consecutive trading days, including the last trading day of the period.

Period Trigger Percentage Redemption Price
March 15, 2001 through March 14, 2002 .........ccccoeiiiiiieiiecrecee e 160% ($215.74) 105.4%
March 15, 2002 through March 17, 2003 ..o, 150% ($202.26) 104.8%

On or after March 18§, 2003, Level 3, at its option, may cause the conversion rights to expire. Level 3 may exercise
this option only if the current market price exceeds approximately $188.78 (which represents 140% of the
conversion price) for at least 20 trading days within any period of 30 consecutive trading days, including the last
trading day of that period. At December 31, 2001, no debt had been converted into shares of common stock.

Debt issue costs of $27 million were originally capitalized and are being amortized as interest expense over the term
of the Subordinated Notes. As a result of amortization and debt repurchases, the capitalized debt issuance costs
have been reduced to $18 million at December 31, 2001.

6% Convertible Subordinated Notes due 2009

On September 14, 1999, the Company received $798 million of proceeds, after transaction costs, from an offering of
$823 million aggregate principal amount of its 6% Convertible Subordinated Notes Due 2009 (‘*Subordinated Notes
2009°°). The Subordinated Notes 2009 are unsecured and subordinated to all existing and future senior indebtedness
of the Company. Interest on the Subordinated Notes 2009 accrues at 6% per year and is payable each year in cash on
March 15 and September 15. The principal amount of the Subordinated Notes 2009 will be due on September 13,
2009. The Subordinated Notes 2009 may be converted into shares of common stock of the Company at any time
prior to maturity, unless the Company has caused the conversion rights to expire. The conversion rate is 15.3401
shares per each $1,000 principal amount of Subordinated Notes 2009, subject to adjustment in certain
circumstances. On or after September 15, 2002, Level 3, at its option, may cause the conversion rights to expire.
Level 3 may exercise this option only if the current market price exceeds approximately $91.27 (which represents
140% of the conversion price) for 20 trading days within any period of 30 consecutive trading days including the
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last day of that period. At December 31, 2001, less than $1 million of debt had been converted into shares of
common stock.

Debt issuance costs of $25 million were originally capitalized and are being amortized as interest expense over the
term of the Subordinated Notes 2009. As a result of amortization and debt repurchases, the capitalized debt
1ssuance costs have been reduced to $14 million at December 31, 2001.

The debt instruments above contain certain covenants which the Company believes it is in compliance with as of
December 31, 2001.

Level 3 currently is using the proceeds from the senior securities, Senior Secured Credit Facility and subordinated
notes for working capital, capital expenditures and other general corporate purposes in connection with the
implementation of its business plan, including the acquisition of telecommunications assets.

The Company capitalized $58 million, $353 million and $116 million of interest expense and amortized debt
issuance costs related to network construction and business systems development projects for the years ended
December 31, 2001, 2000 and 1999, respectively.

CPTC

In July 2001, CPTC completed the refinancing of its development and construction debt. The $135 million
financing proceeds were used to repay CPTC’s original lenders, repay subordinated debt carried by Orange County
Transportation Authority and cover refinancing and prepayment costs. The prepayment costs and write-off of debt
issuance costs on the old debt of $9 million are reflected as an extraordinary loss, net of other gains, on early
extinguishment of debt in the 2001 consolidated statement of operations. The debt carries an interest rate of 7.63%
and requires principal payments in varying amounts through 2028. The debt is the obligation of CPTC and is
nonrecourse to Level 3 Communications, Inc.

Future Debt Maturities:

Scheduled maturities of long-term debt are as follows (in millions):
2002—387; 2003—$125; 2004—S$154; 2005—$121; 2006—S$144 and $5,665 thereafter.

(10) Employee Benefit Plans

The Company applies the recognition provisions of SFAS No. 123, ““Accounting for Stock Based Compensation’’
(*‘SFAS No. 123”"). Under SFAS No. 123, the fair value of an option or other stock-based compensation (as
computed in accordance with accepted option valuation models) on the date of grant is amortized over the vesting
periods of the options in accordance with FASB Interpretation No. 28 ‘Accounting for Stock Appreciation Rights
and Other Variable Stock Option or Award Plans’’(‘*‘FIN 28°"). Although the recognition of the value of the
instruments results in compensation or professional expenses in an entity’s financial statements, the expense differs
from other compensation and professional expenses in that these charges, though permitted to be settled in cash, are
generally settled through issuance of common stock.

The adoption of SFAS No. 123 has resulted in material non-cash charges to operations since its adoption in 1998,
and will continue to do so. The amount of the non-cash charge will be dependent upon a number of factors,
including the number of grants and the fair value of each grant estimated at the time of its award.

The Company recognized on the statement of operations a total of $314 million, $236 million and $125 million of
non-cash compensation in 2001, 2000 and 1999, respectively. Included in discontinued operations is non-cash
compensation expense of $7 million, $5 million and $1 million for fiscal 2001, 2000 and 1999, respectively. In
addition, the Company capitalized $17 million, $12 million and $10 million in 2001, 2000 and 1999, respectively, of
non-cash compensation for those employees directly involved in the construction of the network or development of
the business support systems.
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The following table summarizes non-cash compensation expense and capitalized non-cash compensation for the
three years ended December 31, 2001,

2001 2000 1999

Expense Capitalized Expense Capitalized Expense  Capitalized
NQSO...ooiiivieiiens $ 9 $ — S 9 § — $ 3 $ 1
Warrants...................... 10 32 1 — 4 —
OSO..oiiiiiiiiin, 221 10 189 9 111 7
C-OSO...coiiiiiiii, 55 4 17 1 — —
Restricted Stock............. 2 — 4 — 4 —
Stock Issued.................. — _— 5 — — —
Shareworks Match Plan.... i1 3 3 2 1 1
Shareworks Grant Plan..... 13 — 13 — 3 1
321 49 241 12 126 10

Discontinued Operations. .. (7 — (5) — (1) —
§ 314 3 49 § 236 $ 12 § 125 3 10

Non-qualified Stock Options and Warrants

The Company issued approximately 9.8 million warrants to Peter Kiewit Sons’ Inc (“Kiewit”) as payment for
certain construction services. The warrants, which allow Kiewit to purchase Common Stock at $8 per share, were
fully vested at issuance and will expire on June 30, 2009. The fair value of the warrants granted in 2001 was $32
million and calculated using the Black-Scholes valuation model with a risk free interest rate of 4.8% and an
expiration date of June 30, 2009. The Company used an expected volatility rate of 70% to reflect the longer
exercise period. Kiewit has pledged these warrants as collateral to Level 3 while the two parties resolve outstanding
claims with regard to the North American intercity network. If it is determined through the dispute resolution
process, that Kiewit is liable for certain claims, it may settle, at Level 3’s option, the obligation with cash or by
returning all or part of the outstanding warrants.

In addition to the warrants issued to Kiewit, the Company had approximately 2.8 million warrants outstanding at
December 31, 2001 ranging in prices from $18.50 to $29.00. Of these warrants, approximately 2.2 million are
exercisable at December 31, 2001 with a weighted average exercise price of $23.43 per warrant.
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Transactions involving NQSO stock options granted are summarized as follows:

Weighted
Exercise Price Average
Shares Per Share Exercise Price
Balance December 31, 1998 .. ..o eeeeeeeeeeveereeressen 18,979,319 $§ .12—8%41.25 $ 6.50
Options Eranted........ccooverieieiieiireeieieeereeieets e ete v eaenes 55,100 41.44— 84.75 58.61
Options cancelled..........ccoiiiiinniiinninie e (1,005,328) 12— 41.25 10.84
Options eXErciSed . .....ccvreriviireeereiierecrereninse et (3.950.528) 12— 41.25 5.60
Balance December 31, 1999 ...t 14,078,563 12— 84.75 6.64
Options Eranted.........cccoveevvivrovcvnrcanrrarieeereare e eeas e 230,000 21.69 21.69
Options cancelled.........cccoeiininninii e (228,029) 12— 61.75 9.58
OPpLions EXErCiSEd. ... ccceveriririeiiienc et eesee e (2.079.326) 12— 56.75 8.00
Balance December 31, 2000 ..........coovviviiiieeire v, 12,001,208 A2— 84.75 6.63
Options granted..........ccevieriierieirieeiiiieereere e evesereereessreneeas — — —
Options cancelled.........ocverieicirireeniieiree e, (348,956) 1.76— 56.75 10.18
Options eXerCiSEd......covrvvririiieirreercie e (460.546) 12— 3531 5.32
Balance December 31, 2001 ...oiooiiiiiiiiicce e 11,191,706 $__.12—$84.75 $_ 6.58
Options exercisable:
December 31, 1999 ..ottt enans 6,291,624 $§ .12—841.25 $ 613
December 31, 2000 .....oocoieiiirieiie e 7,166,636 12— 84.75 6.67
December 31, 2001 ...oooiiiiiiiiieecceee e 9,013,915 12— 84.75 6.70
Options Qutstanding Options Exercisable

Weighted
Number Average Weighted Number Weighted
Qutstanding Remaining Average Exercisable Average

: as of Life Exercise as of Exercise

Range of Exercise Prices 12/31/01 (vears) Price 12/31/01 Price
$012—8 012, i 82,807 6.27 $ .12 81,134 § .12
L76— 179 18,914 6.33 1.76 9,962 1.76
4.04— 543 7,965,203 5.33 5.11 6,638,203 5.05
6.20— 8.50.. . i 2,604,793 6.05 6.94 1,767,768 6.97
17.50— 25.03. . i 235,839 341 21.77 235,839 21.77
26.80— 39.13.. .. i 241,383 1.54 30.67 241,383 30.67
40.38— 51.88. i 25,667 1.70 4143 25,292 41.36
56.00— 5747 i 10,500 2.46 56.91 8,834 56.81
61.75— 84,75 i 6,600 2.28 84.75 5.500 84.75
11,191,706 3.37 $ 6.58 9.013915 § 6.70

Outperform Stock Option Plan

In April 1998, the Company adopted an outperform stock option (‘‘OSO’") program that was designed so that the
Company’s stockholders would receive a market return on their investment before OSO holders receive any return
on their options. The Company believes that the OSO program aligns directly management’s and stockholders’
interests by basing stock option value on the Company’s ability to outperform the market in general, as measured by
the Standard & Poor’s (*‘S&P’’) 500 Index. Participants in the OSO program do not realize any value from awards
unless the Common Stock price outperforms the S&P 500 Index. When the stock price gain is greater than the
corresponding gain on the S&P 500 Index (or less than the corresponding loss on the S&P Index), the value received
for awards under the OSO plan is based on a formula involving a multiplier related to the level by which the
Common Stock outperforms the S&P 500 Index. To the extent that the Common Stock outperforms the S&P 500,
the value of OSOs to a holder may exceed the value of nonqualified stock options.

0OSO awards are made quarterly to eligible participants on the date of the grant. Each award vests in equal quarterly
installments over two years and has a four-year life. Awards granted prior to December 2000 typically have a two-
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year moratorium on exercise from the date of grant. As a result, once a participant is 100% vested in the grant, the
two-year moratorium expires. Therefore, awards granted prior to December 2000 have an exercise window of two
years. Level 3 granted 3.1 million OCSOs to employees in December 2000. Included in the grant were 2.1 million
OSOs that vest 25% after six months with the remaining 75% vesting after 18 months. These OSOs and all
additional OSOs granted after March 1, 2001 are exercisable immediately upon vesting and have a four-year life.

The fair value under SFAS No. 123 for the approximately 15.8 million OSOs granted to employees for services
performed for the year ended December 31, 2001 was $225 million. As of December 31, 2001, the Company had
not yet recognized $108 million of unamortized compensation costs for OSOs granted in 1999, 2000 and 2001.

Transactions involving OSO stock awards granted are summarized below:

Weighted
Average
Option Price Per Option
Shares Share Price
Balance December 31, 1998 ..ot 2,092,513 $29.78—S8 37.13 $34.85
Options Granted.........cvvevrioreiriinerecereccrereeerenesee e 3,241,599 56.00— 78.50 66.58
Options cancelled. ... (157,623) 29.78— 78.50 51.31
Options eXrciSed.....ccocvvirriinirrirneerer e e (37.500) 29.78— 37.13 34.64
Balance December 31, 1999 . ..o 5,138,989 29.78— 78.50 54.15
Options Zranted........ccoccevveeiiiininieiiiee e 5,402,553 26.87— 113.87 52.96
Options cancelled ... (262,545) 26.87— 113.87 72.55
OpLions EXEICISE . ....orveuerveereniririiierieeneeeeerece et (214.409) 29.78— 37.13 36.28
Balance December 31, 2000 ......c.coovivnineneeeceneinereenceiein, 10,064,588 26.87— 113.87 53.50
Options granted.......c.coueiioiriiiririneneerreie e 15,757,972 3.82— 23531 9.52
Options cancelled.........ocooriieiiiiiininiiie e (1,758,725) 3.82— 113.87 25.69
Options eXPired......cccccvviriiriererierncneteerre ettt (406,387) 2531— 113.87 48.65
OpHions eXETCISed ....cvcvriieri st (96.031) 3.82— 3450 8.45
Balance December 31, 2001 ......ccoccenimiereninnii e 23,561,417 $ 382 $113.87 $26.43
Options vested as of:
December 31, 1999 ...t 2,098,337 $29.78—% 78.50 $ 44.69
December 31, 2000 ......ccooiiioeirriiecerccni e 4,237,277 29.78— 113.87 56.18
December 31, 2001 c..o.ooiiiiiriiniie e 8,738,516 3.82— 113.87 47.33
OS0s Qutstanding OS0s Vested
at December 31, 2001 At December 31, 2001
Weighted
Average Weighted Weighted
Remaining  Average Average
Number Life Option Number Option
Range of Exercise Prices Qutstanding  (vears) Price Vested Price
$ 382 — 558 8,231,134 3.79 § 4.67 503,088 $ 3.82
TL20. 4,160,329 342 11.20 1,034,762 11.20
2531 — 37020 6,518,000 245 28.17 3,102,087 30.19
56.00 — 7850, i 3,436,553 1.75 68.61 3,239,972 68.14
8723 — 113.87 i 1,215,401 2.48 97.34 858,607 99.76
23.561.417 2.99 § 2643 8738516 $ 4733

Of the approximately 8.7 million OSO units vested at December 31, 2001, approximately 7.0 million units are
exercisable due to the two year moratorium on OSCs granted prior to December 1, 2000.

In July 2000, the Company adopted a convertible outperform stock option program, (“C-OSC”) as an extension of
the existing OSO plan. The program is a component of the Company’s ongoing employee retention efforts and
offers similar features to those of an OSO, but provides an employee with the greater of the value of a single share
of the Company’s common stock at exercise, or the calculated OSO value of a single OSO at the time of exercise.
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C-0S0 awards were made to eligible employees employed on the date of the grant. The awards were made in
September 2000, December 2000, and September 2001. The awards granted in 2000 vest over three years as
follows: 1/6 of each grant at the end of the first year, a further 2/6 at the end of the second year and the remaining
3/6 in the third year. The September 2001 awards vest in equal quarterly installments over three years. Each award
is immediately exercisable upon vesting. Awards expire four years from the date of the grant.

The fair value of the OSOs and C-OSOs granted in 2001 was calculated by applying a modified Black-Scholes
formula with an S&P 500 expected dividend yield rate of 1.8% and an expected life of 2 years. The Company used
an S&P 500 expected volatility rate of 23% and the Level 3 Common Stock expected volatility rate of 55%. The
expected correlation factor of 0.81 was used to measure the movement of Level 3 stock relative to the S&P 500.

The fair value recognized under SFAS No. 123 for the approximately 5 million C-OSOs awarded to employees for
services performed for the year ended December 31, 2001 was approximately $37 million. As of December 31,
2001, the Company had not reflected $64 million of unamortized compensation expense in its financial statements
for C-OS8Q0s awarded in 2000 and 2001.

Transactions involving C-OSO stock awards are summarized below:

Weighted
Average
Option Price Per  Option
Shares Share Price
Balance December 31, 1999 ..ottt . -3 - b -
Options Granted........ccccoveiiirriiniii ettt . 1,965,509 2687 — 87.23 56.67
Options cancelled ... . _(25.522) 87.23 87.23
Balance December 31, 2000 .......c.cocviiiiniiniieeien e . 1,939,987 2687 — 87.23 56.67
Options Eranted.........ooiiiiireieceiiieire it e . 4,958,786 3.82 3.82
Options canCellEd .......cuooiioiiiiii et (890,057) 3.82— 87.23 28.07
Options expired............ et et e et e e et e er b ettt eraeereeen e eennes (7,822) 87.23 87.23
OPLioNS EXETCISEA .. ouveiveriirreireeeeeiiitirieecetre e e et st sib e e . _(35.366) 3.82— 87.23 46.56
Balance December 31, 2001 .....coiioiiiie it . 5965528 § 3.82 58723 $16.90
Options vested as of:
December 31, 2000 . ...t . - - -
December 31, 2001 ..o . 622,675 § 3.82 —§ 87.23 $24.70
C-0S0s Outstanding C-0S0s Exercisable
at December 31, 2001 at December 31, 2001
Weighted
Average Weighted Weighted
Remaining Average Average
Number Life Option  Number  Option
Range of Exercise Prices Qutstanding  (years) Price Exercisable Price
8 3B 4,458,961 3.7 $ 3.82 371,580 § 3.82
20,87 789,594 29 26.87 131,599 26.87
87 2 716,973 2.7 87.23 119.496 87.23
5,965,528 35 $16.90 622,675 $24.70

Restricted Stock

In 2001, 2000 and 1999, approximately 96 thousand, 116 thousand and 17 thousand shares, respectively, of
restricted stock were granted to employees. The restricted stock shares were granted to employees at no cost. The
shares typically vest over a one to three year period; however, the employees are restricted from selling these shares
for three years. The fair value of restricted stock granted in 2001, 2000 and 1999 of less than $1 million, $7 million
and $1 million, respectively, was calculated using the value of the Common Stock the day prior to the grant.
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As of December 31, 2001, the Company had not yet recognized $1 million of unamortized compensation costs for
restricted stock granted since 1998.

Shareworks

Level 3 has designed its compensation programs with particular emphasis on equity-based, long-term incentive
programs. The Company has developed two plans under its Shareworks program: the Match Plan and the Grant
Plan.

Match Plan — The Match Plan allows eligible employees to defer between 1% and 7% of their eligible
compensation to purchase Common Stock at the average stock price for the quarter. Any full time employee is
considered eligible on the first day of the calendar quarter after their hire. The Company matches the shares
purchased by the employee on a one-for-one basis. Stock purchased with payroll deductions is fully vested. Stock
purchased with the Company’s matching contributions vests three years after the end of the quarter in which it was
made.

The Company’s quarterly matching contribution is amortized to compensation expense over the vesting period of 36
months. The Company’s matching contributions were $16 million, $14 million and $10 million under the Match
Plan in 2001, 2000 and 1999, respectively.

As of December 31, 2001, the Company had not yet reflected unamortized compensation expense of $19 million
related to the Company’s matching contributions.

Grant Plan — The Grant Plan enables the Company to grant shares of Common Stock to eligible employees based
upon a percentage of employees eligible salary up to a maximum of 5%. Level 3 employees employed on December
31 of each year, who are age 21 or older with a minimum of 1,000 hours credited service are considered eligible.
The shares granted are valued at the fair market value as of the last business day of the calendar year. All prior and
future grants vest immediately upon the employee’s third anniversary of joining the Shareworks Plan.

Foreign subsidiaries of the Company adopted Shareworks programs in 2000. These programs primarily include a
grant plan and a stock purchase plan whereby employees may purchase Level 3 Common Stock at 80% of the share
price at the beginning of the plan year.

Other

The Company recorded approximately $5 million of non-cash compensation expense for stock issued to employees
during the year ended December 31, 2000. The non-cash compensation charge was based on the Company’s stock
price on the day prior to the grant. The Company did not issue stock to employees in 2001 and 1999.

401(k) Plan

The Company and its subsidiaries offer its qualified employees the opportunity to participate in a defined
contribution retirement plan qualifying under the provisions of Section 401(k) of the Internal Revenue Code. Each
employee was eligible to contribute, on a tax deferred basis, a portion of annual earnings not to exceed $10,500 in
2001. The Company does not match employee contributions and therefore does not incur any compensation expense
related to the 401(k) plan.
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(11) Income Taxes

An analysis of the income tax (provision) benefit attributable to earnings (loss) from continuing operations before
income taxes for the three years ended December 31, 2001 follows:

2001 2000 1999
(dollars in millions)

Current:

United States FEAEral .......oocvovveuvvveeiiieicievietceeeteeiveieveeisevesiresessestresesssesssnessensenenn $8 — $ 50 §$ 161
] 7 11T RO R U STRRORSTORTRT — 1) 3
— 49 164

Deferred:
United States FEATal ..ovivvviiiieiiieiei ettt sttt sba e b s sbne e 1,357 255 56
SEAEE .vieireieeiiee et rtte sttt e et e b e saae et b e eeree s b e et besen s e e aabe ettt aa b be e b aetbeaenbaenensseenneenseas — — —
1.357 255 56
Valuation ALOWAIICE ......ccuve ittt st e st es st e e seabn e s s sabenesassenesssrbenas (1.357) _(255) —
Income Tax Benefit $§ — $ 49 § 220

The United States and foreign components of earnings (loss) from continuing operations before income taxes -
follows:

2001 2000 1399
{dollars in millions)
UNIEEA SEALES.....ecvrericiiriiieieiiite sttt ettt et sttt et e b ne s b abess b e bssnnnas $(4,508) § (995) § (578)
FOIIGN ..ottt sttt sttt r et sttt sttt st et s eatsbesa e st ebesaana et saa et sanrens (940) (509) (129)

$(5,448) $(1,504) S (707)

A reconciliation of the actual income tax (provision) benefit and the tax computed by applying the U.S. Federal rate
(35%) to the earnings (loss) from continuing operations, before income taxes for the three years ended December 31,
2001 follows:

2001 2000 1999
(dollars in miilions)

Computed Tax Benefit at Statutory Rate.........c.ccoceveveeieiiicrieceeeeeeeeeeceee v $197 § 3526 $ 247
State INCOME TAXES.....cviiriirerieierieieerere ettt e se et s na e — 0 2
C0al DEPLEtION ......verceiiiiiciiriecti ettt st st s enens 1 2 2
GOoOdWIll AMOTEIZATION ..ccuiivieriiiiniiierete sttt et st st see (13) a7 (12)
Taxes on Unutilized Losses of Foreign Operations ........c.oeeecevivienieirenieierennesresenenne (63) (35 9)
Foreign Tax Credits ..ot — — (10)
OHRET ...ttt ettt st et e bttt se e s ae et nr et s neene (90) (D —

ValUAHION AHOWAIICE cenevevireeeie ettt et ettt ee e e st se st eae s e s tessnaseteeesesorntnebeneneses (1,742) (425) —

Tncome Tax Benefit........ccooiiiinriiie ettt st e e $  — $§ 49 § 220

For federal income tax reporting purposes, the Company has approximately $1.8 billion of net operating loss
carryforwards, net of previous carrybacks, available to offset future Federal taxable income. The net operating loss
carryforwards expire in 2021 and are subject to examination by the tax authorities.

The Internal Revenue Code contains provisions which may limit the net operating loss carryforwards available to be
used in any given year upon the occurrence of certain events, including significant changes in ownership interests.

For federal income tax reporting purposes, the Company has approximately $19 million of alternative minimum tax
credits available to offset future regular federal income tax. The credits can be carried forward until fully utilized.

The components of the net deferred tax assets (liabilities) for the years ended December 31, 2001 and 2000 were as
follows:
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20601 2000
(dollars in millions)

Deferred Tax Assets:

Net operating 108 CarTyfOrWards ...........cco.ovrirircersioerieiiees et ettt ees § 613 $ 223
Compensation and related benefits .........ccooieoiiiiieriiicec e 254 154
[nvestment in SUBSIAIATIES ........iviieeriiiiireeeree et e s 2 11
Provision for estimated EXPEMSES .....coo.viceriirerieirieiie et seee s eccrve sttt ete e reeeanens 189 94
INVesStment in JOINE VENIUTES .....ociiiiriiiiie ettt e et eni e st ere s sen oo 52 69
Asset bases ~ accumulated depreciation ........c.eceeereeiirenncriencn s 1,109 —
L0 77 1T S U U TSSO U UOOUSOUPSUU RSO SRSV DO RUUUROUOUROPPTUPRION 45 12
Total Deferred Tax ASSetS .ottt ette e ettt eee ettt e e er e e et e e e eertbeaesanbeeanereaaennes 2,264 563
Deferred Tax Liabilities:
[NVESIMENTS 11 SECUTTEIES 1.vvevieviirieiree e vttt e b e e sr e e e e b s 9 18
INvesStments in JOINt VENTUIES .......oo.eiiiriereririterieeereeeestesieeieriestesiee e este s seeseesseseenesrneneanens — 4
Asset bases—accumulated depreciation ........ccoeervecirereerinrenrierenteenrcereceresee e — 38
0L SALES ..ottt ettt et et s r skt eb et e et et n e 32 32
Provision for estimated EXPENSES ........ciriiireerecriiieierterrtee et sn s s e ens — 12
10711 1<) O OO OO OO SO PO O OO PO OT U PUUPUORN 22 22
Total Deferred Tax LIabilities .....ccoceiirririririiiisiiee ettt st s e 63 126
Net Deferred Tax Assets before valuation allowance........cveeeiveiiiiiiiciiiciee e 2,201 437
Valuation Allowance Components:
Net Deferred Tax ASSELS ...cviiii ettt et e e eebe s e (2,152) (410)
Stockholders’ Equity (primarily tax benefit from option eXercises)......c.cccvvreveeeiericrerenens (120) (92)
Net Deferred Tax Liabilities after Valuation Allowance..........cooveeeereevenniiinceienernnenne £§ (31 § (65)

The current net deferred tax assets at December 31, 2001 and 2000 are zero and $15 million, respectively, after
current valuation allowances of ($206) million and ($86) million and the non-current deferred tax liabilities are

($71) million and ($80) million, respectively, after non-current valuation allowance of ($2,066) million and ($416)

million respectively.
(12) Stockhelders’ Equity

During August and December 2001, the Company issued approximately 15.9 million shares, valued at
approximately $72 million, in exchange for $194 million in convertible subordinated notes. The Company

recognized an extraordinary gain, after transaction costs and unamortized debt issuance costs, of $117 million on

these transactions.

In February 2000, the Company raised $2.4 billion, after underwriting discounts and offering expenses, from an
offering of 23 million shares of its common stock through an underwritten public offering. In March 1999, the

Company raised $1.5 billion, after underwriting discounts and offering expenses, from the offering of 28.75 million

shares of its common stock through an underwritten public offering. The net proceeds from both offerings are

being used for working capital, capital expenditures, acquisitions and other general corporate purposes in connection

with the implementation of the Company’s business plan.
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Issuances of common stock, for sales, conversions, option exercises and acquisitions for the three years ended
December 31, 2001 are shown below. The Level 3 Stock Plan permits option holders to tender shares to the
Company to cover income taxes due on option exercises.

December 31, 1998 ....vevvereeeeeeeerererererereresereenen ettt et et r et r e se e 307,874,706
SRATES ISSUEH......eiiiiieeei ittt eee et e s e et eee e et v e s estbteesesane st sesnassesarestsesesaresseentssasssnssesassstneseere s 28,750,000
Option and ShareWorks ACHVILY .....ccuvirieiiiieeriierr ettt e sr e s ee b sr et aabese e s 4,371,578
Shares Issued fOr ACGUISTHON....c.ieriveriirirericereriiner et sesteea et esesteresessaseanereresesensenescessannenes . 396,379
6% Convertible Notes Converted t0 SHareS ........ccovvveiiiiiieiiie e ecttee s ee s seirr e eertee s e s reeeeeaseseeasreeeeans 4.064

December 31, 1009 ... ..o ettt rree bt rre et e e b e b e te s e ta e et s e be e e et ae e atbeaabe e e arbaeetbtaeertesinraens 341,396,727
SRATES ISSUCH. ...ttt et e e s et st e e s eeessaareeseaaseeestas et essesaetsssntrasesnssesesrnnessines 23,000,000
Option and Shareworks ACHVILY ... . 3,202,760
6% Convertible Notes Converted t0 Shares........ooocooviiereiiiicinree et esnesresteeveanee s 383

DECemDBEr 31, 2000......ccoreeioieieere et e et rb e s e st e s n e at e s r e e e an e e s et e e eeenaees . 367,599,870
Option and ShareWorks ACHIVILY .....ociririieriiii et e ee ettt ea e s 1,245,093
Debt for EQUILY EXCRANEES ....ooiiiiiiiie ettt e ettt e saa e n et s ._15.858.959

DCemMBEr 31, 2001 .. it s e s a e et se st e e eeetatae s erresanrneaeans 384,703,922

(13} Industry and Geographic Data

SFAS No. 131 “Disclosures about Segments of an Enterprise and Related Information” defines operating segments
as components of an enterprise for which separate financial information is available and which is evaluated regularly
by the Company’s chief operating decision maker, or decision making group, in deciding how to allocate resources
and assess performance. Operating segments are managed separately and represent strategic business units that offer
different products and serve different markets. The Company’s reportable segments include: communications,
information services, and coal mining. Other primarily includes the CPTC, equity investments, and other corporate
assets and overhead not attributable to a specific segment.

EBITDA, as defined by the Company, consists of earnings (loss) before interest, income taxes, depreciation,
amortization, non-cash operating expenses (including stock-based compensation and impairments) and other non-
operating income or expense. The Company excludes non-cash compensation due to its adoption of the expense
recognition provisions of SFAS No. 123. EBITDA is commonly used in the communications industry to analyze
companies on the basis of operating performance. EBITDA is not intended to represent cash flow for the periods
presented and is not recognized under Generally Accepted Accounting Principles (“GAAP”).

The information presented in the tables following includes information for twelve months ended December 31,
2001, 2000 and 1999 for all statement of operations and cash flow information presented, and as of December 31,
2001 and 2000 for all balance sheet information presented. Revenue and the related expenses are attributed to
countries based on where services are provided.
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Industry and geographic segment financial information follows. Certain prior year information has been reclassified
to conform with the 2001 presentation.

Information Coal
Communications  Services Mining Other Total
(dollars in millions)

2001
Revenue:

North AMerica ........ccoeeveenreenene $ 1,137 $ 110§ 87 $ 25§ 1,359

EUrope....ccecocvvevvevceveere e 161 13 — — 174

S 1,298 A 123 $ 87 § 25 8§ 1,533

EBITDA:

North America .....ccceveeeeveniirenen $ 216) § 4 8 23§ OB (196)

Europe.....cccocvvvvinecnneeinns {106) 2 — — _(104)

$  (322y § 6 § 23 8 D 8 (300)

Capital Expenditures:

North AMETiCa ......covveveeverirernnae $ 2,131 $ 17 $ 5 % 1 $ 2,154
Europe......cocoovvnceiviniineiiiene 171 — — — 171
§ 2302 § 17 & 5 3 1 8§ 2325
Depreciation and Amortization:
North America........coveeerenrenenee. $ 912 $ 15 S 3 8 6 $ 936
Burope......cccoomniniininn, 184 2 — — 186
$ 1,096 $ 17 $ 3 3 6 3 1,122
2660
Revenue:
North America .........ceceeevevereenen. $ 744 $ 103 $ 190 § 22 8 1,059
EUrope........coocceeemevnenenennscnennne 113 12 — — 125
s 857 $ 115 $ 190 § 22§ 1,184
EBITDA:
North America .......cveevvrererrinenn $ (442) % 2§ 86 $ 7 9 (347)
BUTOPE......oivieeeiiiireiee e (139) 4 — — _(135)
3 581y § 6 8 86 5_ 7 3 (482)
Capital Expenditures:
North America........ccoveeveevvenennn. 8 4,625  § 11 § 2 % — 8 4,638
EUrope....coeiiiicnnicncneene 989 1 — — 990
b 5614 § 12 $ 2 3 — $ 5,628
Depreciation and Amortization:
North America.......coceevereeneennn 3 436 $ 18 8 5 $ 6 3 465
Europe.....ccovenininciiiiniicncns 112 2 — — 114
$ 548 $ 20 § S 3 6 $ 579
1999
Revenue:
North AMerica .....o.vcevvveveviereennnns $ 145 $ 122§ 207 $ 19 § 493
Europe...c..ccooiioniin, 14 8 — — 22
by 159 h 130 § 207 $ 19 § 515
EBITDA:
North AmMerica......occccevevvevnninenenens $ (391 § 8 § 81 $ 6 $ (296)
Europe.. .o (88) 1 — — (87)
3 479y § 9 3 81 $ 6 § (383)
Capital Expenditures:
North AMEFICA ...cvvveeeeeeeeeeeeiieeeene, $ 2,583 $ 12 $ 3 $ 1 $ 2,599
Europe......ccoovviieii 786 — — — 786
$ 3,369 3 12 8 3 $ 1 § 3385
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Information Coal
Communications  Services Mining QOther Total
(dollars im millions)

1999 (cont.)
Depreciation and Amortization:
North America.......ccooceevvveeneana, $ 176 $ 12 % 5 $ 9 3 202
Burope......ccooovvninniereren 24 2 — — 26
$ 200 3 14 $ S $ 9 § 228
Identifiable Assets
December 31, 2001
North America ....ooveeeeeeeeciviennn. $ 5,547 $ 74 $ 303§ 1,603 $ 7,527
EUrope......oovoveveieveviveiceieieienns 1,763 5 — 37 1,805
Discontinued Asian Operations. 74 — — — 74
3 7,384 3 79 $ 303 § 1,640 $ 9406
December 31, 2000
North America......ccovevveennennnn, $ 8,091 $ 78 8 310 $ 4,009 § 12,488
Europe.......c.coeevvevcvvineiiiin, 1,811 9 — 122 1,942
Discontinued Asian Operations. 476 — 13 489

$.__10378 b 87 § 310 % 4144 § 14919

Leng-Lived Assets

December 31, 2001
North America.....ccoevvveeveevennene, $ 5,278 $ 50 $ 16 $ 228 $ 5,572
Europe.....ccceveevieicnnieieeienn, 1,709 1 — — 1,710
Discontinued Asian Operations . — — — — —
3 6,987 3 51 § 16 $ 228 $ 7,282

December 31, 2000
North America.....ccoevvvveveeveenen. S 7,548 $ 49 15 % 217 $ 7,829
EUurope........ccooevevvee e, 1,660 3 1,663
Discontinued Asian Operations. 382 — — — 382
$ 9.590 $ 52 8 15 § 217 9.874

Product information for the Company’s communications segment follows:

Reciprocal Up-front
Services  Compensation Dark Fiber Total
(dollars in millions)
Communrications Revenue

2001
NOTth AMETICA ..ot $ 715 $ 134 § 288 §$ 1,137
BUTOPE..coiieieeiicrecrteereceeeee e 161 — — 161
3 876 3 134 $ 288 § 1,298

2000
NOrth AMETICA .ovvvveeeieeceeeee e $ 480 $ 55 % 209 $ 744
EUTOPE....occeceiiciciciinccrcc e 113 — — 113
$ 593 $ 55 % 209 § 857

1999
NOrth AMETICA ...cvvvvveeieveeieeeeeee e, $ 86 $ 24 § 35 § 145
EUrope.......ccooviiiiii 14 — — 14
$ 100 $ 24 § 35 % 159

The majority of North American revenue consists of services and products delivered within the United States. The
majority of European revenue consists of services and products delivered within the United Kingdom. Transoceanic
revenue is allocated equally between North America and Europe as it represents services provided between these
two regions.
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In 1999, Commonwealth Edison Company, a coal mining customer, accounted for 22% of total revenue.

The following information provides a reconciliation of EBITDA to loss from continuing operations for the three
years ended December 31, 2001:

2001 2000 1999
(dollars in milliens)

EBITDA ..ottt sttt sttt et r et bbb $ (300) $ (482) $ (383)
Depreciation and Amortization EXpense .........ccccocccvviininnecnccnnecnnrcnne (1,122) (579) (228)
Non-Cash Compensation EXPense.........cccouvvirniiinerenennieenesesrenessrenenns (314) (236) (125)
Non-Cash Impairment EXPense........ccccoeeveeirieiinieiienieniconienieencenesennens (3.245) — —

L0SS frOm OPErations.........cceeverereriiieeeierrrrisesreseeresse e sesesessse e sreseessseenens (4,981) (1,297) (736)
Other InCome (EXPENSE) ...vcvvriiieieriie ettt et s 467) (159) 34
Income Tax Benefit........ccocovviinirnenniin e e — 49 220
Loss from Continuing OPerations .......c....ccovererneererierreniineiiniseneeeneeenensenens $(5.448) $(1.407) $ (482)

(14) Commitments and Contingencies

In May 2001, a subsidiary of the Company was named as a defendant in Bauer, et. al. v. Level 3 Communications,
LLC, et al., a purported multi-state class action, filed in the U.S. District Court for the Southern District of Illinois
and in July 2001, the Company was named as a defendant in Koyle, et. al. v. Level 3 Communications, Inc., et. al., a
purported multi-state class action filed in the U.S. District Court for the District of 1daho. Both of these actions
involve the Company’s right to install its fiber optic cable network in easements and right-of-ways crossing the
plaintiffs’ land. In general, the Company obtained the rights to construct its network from railroads, utilities, and
others, and is installing its network along the rights-of-way so granted. Plaintiffs in the purported class actions assert
that they are the owners of lands over which the Company’s fiber optic cable network passes, and that the railroads,
utilities, and others who granted the Company the right to construct and maintain its network did not have the legal
ability to do so. The action purports to be on behalf of a class of owners of land in multiple states over which the
Company’s network passes or will pass. The complaint seeks damages on theories of trespass, unjust enrichment
and slander of title and property, as well as punitive damages. The Company has also received, and may in the future
receive, claims and demands related to rights-of-way issues similar to the issues in the these cases that may be based
on similar or different legal theories. Although it is too early for the Company to reach a conclusion as to the
ultimate outcome of these actions, management believes that the Company has substantial defenses to the claims
asserted in all of these actions (and any similar claims which may be named in the future), and intends to defend
them vigorously.

The Company and its subsidiaries are parties to many other legal proceedings. Management believes that any
resulting liabilities for these legal proceedings, beyond amounts reserved, will not materially affect the Company’s
financial condition, future results of operations, or future cash flows.

Operating Leases

The Company is leasing rights of way, communications capacity and premises under various operating leases which,
in addition to rental payments, require payments for insurance, maintenance, property taxes and other executory
costs related to the lease. Certain leases provide for adjustments in lease cost based upon adjustments in the
consumer price index and increases in the landlord’s management costs. The lease agreements have various
expiration dates through 2030.
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The Company has obligations under non-cancelable operating leases for certain facilities and equipment. Future
minimum payments for the next five years under these leases, including those identified in the restructuring analysis,
consist of the following at December 31, 2001 (in millions):

2002 ettt et et be e ta e b b r e et ete st asbe b eab e r e e ereereebeetserbeatas § 54
2003 1t e e et e s er e bttt beetaesereere et etbeetres 53
2004 ... oot ee it ettt e r b atae e b e e e s re s ebe s be et b e et b e etbeaebesbeenreeabeetas 51
20005 e e b ettt et e b e e et b et eabe et e te st e eneerseasearetears 51
2006 ... ettt er et e e et e beete et et et e et eeteereereertebeas bt etae s enreseeennennan 51
THETEATEL .ottt e et ts et e reenaas _306

TOAL. .ottt beebe s e nraesabe e $ 566

Rent expense under non-cancelable lease agreements was $79 million in 2001, $52 million in 2000 and $37 million
in 1999.

(15) Related Party Transactions

Kiewit acted as the general contractor on several significant projects for the Company in 2001, 2000 and 1999.
These projects include the Phoenix Data Center, the U.S. intercity network, certain metropolitan networks and
certain Gateway sites, the Company’s corporate headquarters and other office space in Colorado. Kiewit provided
approximately $693 million, $1,764 million, and $1,024 million of construction services related to these projects in
2001, 2000, and 1999 respectively. In 2001, Level 3 issued warrants, valued at $32 million, in lieu of cash for
services related to construction of the North American intercity network. It is anticipated that Kiewit will transfer a
portion of these warrants to Walter Scott, Jr. and William L. Grewcock, directors of Level 3 and Kiewit, for
consideration in 2002.

Level 3 also receives certain mine management services from Kiewit. The expense for these services was $5 million
for 2001, $29 million for 2000, and $33 million for 1999, and is recorded in selling, general and administrative
expenses.

In September 2000, the Company sold its entire interest in Walnut Creek Mining Company to Kiewit for cash of $37
million. The sale resulted in a pre-tax gain of $21 million to the Company, which is included in gain on sale of
assets in the accompanying consolidated statement of operations.

RCN purchased $3 million, $2 million and $1 million of telecommunications services from the Company in 2001,
2000 and 1999, respectively.

(16) Other Matters

On January 18, 2001, Level 3 announced that in order to provide the Company with additional flexibility in funding
its business plan, it filed a “universal” shelf registration statement with the Securities and Exchange Commission
relating to $3.0 billion of common stock, preferred stock, debt securities, warrants, stock purchase agreements and
depositary shares. The registration statement, (declared effective by the Securities and Exchange Commission on
January 31, 2001), allows Level 3 to publicly offer these securities from time to time at prices and terms to be
determined at the time of the offering. When combined with the remaining availability under its previously existing
effective universal shelf registration statement, the availability under the registration statements allows Level 3 to
offer an aggregate of up to approximately $3.2 billion of securities.

It is customary in Level 3’s industries to use various financial instruments in the normal course of business. These
instruments include items such as letters of credit. Letters of credit are conditional commitments issued on behalf of
Level 3 in accordance with specified terms and conditions. As of December 31, 2001, Level 3 had outstanding
letters of credit of approximately $47 million. The Company does not believe it is practicable to estimate the fair
value of the letters of credit and does not believe exposure to loss is likely nor material.
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(17) Subsequent Events

On January 24, 2002 Level 3 completed the acquisition of the wholesale dial-up access business assets of
McLeodUSA Incorporated (formerly Splitrock Services) for approximately $50 million in cash consideration and
the assumption of certain operating liabilities related to that business. The acquisition includes customer contracts,
approximately 350 POPs (Points of Presence) across the U.S. and the related facilities, equipment and underlying
circuits. In addition, the parties entered into certain operating agreements enabling McLeodUSA to continue to
support its in-region customers. The acquisition enables Level 3 to provide managed modem service in all 50 states
with a coverage area that includes 80 percent of the U.S. population, up from 37 states, and 57 percent of the U.S.
population.

On February 8, 2002, Level 3 announced that Commonwealth Telephone had filed a registration statement with the
Securities and Exchange Commission relating to the sale of 2,750,000 shares (plus 412,500 additional shares subject
to the underwriters’ over-allotment option) of Commonwealth Telephone common stock by a wholly-owned
subsidiary of Level 3 Communications, Inc. On March 8, 2002, Commonwealth amended the filing to increase the
number available for sale to 3,500,000 (plus 525,000 additional shares subject to over—allotment options). The 3.5
million shares represent approximately 33 percent of Level 3’s economic ownership in Commonwealth Telephone
and based on the March 11, 2002 closing price of $39.83 per share, would result in approximately $139 million of
gross proceeds to the Company.

On February 22, 2002, the Company paid David C. McCourt, a Director of the Company, $15 million for his 10%
interest in Level 3 Telecom Holdings, Inc, the entity that holds the investments in RCN and Commonwealth
Telephone.

From January 1, 2002 through March 13, 2002, Level 3 had retired approximately $195 million face amount of debt
securities, by issuing 7.4 million shares, valued at $32 million and through Level 3 Finance, LLC using
approximately $34 million of cash. Level 3 expects to recognize an extraordinary gain of approximately $130
million, after transaction and debt issuance costs, from these transactions in the first quarter of 2002.

On March 6, 2002, the Company completed the refinancing of the Lehman Commercial Mortgage. The terms of the
agreement with iStar Financial Group include: reducing the outstanding loan amount to $60 million through
repayment, releasing the restrictions on $57 million securities held in escrow and increasing the borrowing rate to
650 basis points over LIBOR.

On March 9, 2002, legislation was enacted that will enable the Company to carry its taxable net operating losses
back five years. As a result, the Company expects to receive a Federal income tax refund of approximately $120
million after it files its 2001 Federal income tax return carrying back the taxable loss to 1996. This benefit will be
reflected in the first quarter 2002 financial statements in accordance with SFAS No. 109 “Accounting for Income
Taxes”.

Cn March 13, 2002, the Company acquired privately held CorpSoft, Inc. (“CorpSoft™), a major distributor, marketer
and reseller of business software. Level 3 paid approximately $89 million in cash and assumed approximately $31
million in net debt to acquire CorpSoft. CorpSoft generated approximately $1.1 billion in revenue in 2001 and had
EBITDA of approximately $18 million, excluding stock-based compensation, one-time restructuring charges and
other non-recurring employee costs. Level 3 expects the acquisition will enable its information services business to
leverage CorpSoft’s customer base, worldwide presence and relationships to expand its portfolio of services. The
Company believes that communications price performance will improve more rapidly than computing and data
storage price performance. As a result, companies will, over time seek to gain information technology operating
efficiency by acquiring software functionality and data storage capability as commercial services purchased and then
delivered over broadband networks such as the Level 3 network. In addition, Level 3 expects to utilize its network
infrastructure to facilitate the deployment of software to CorpSoft’s customers. Revenue attributable to CorpSoft
subsequent to the acquisition date, will be included in Minimum Telecom Revenue as defined in the Senior Secured
Credit Facility.

As a result of this transaction, the Company believes it will remain in compliance with the terms and conditions of
the Senior Secured Credit Facility until the second half of 2003. The Company’s expectation assumes that it takes
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no other actions, its sales levels do not improve beyond those experienced during the second half of 2001, and
disconnects and cancellations trend down during the second half of 2002 in accordance with the Company’s
customer credit analysis.

Given other actions the Company may take, and based on its longer term expectations for improvements in its rate
of sales, disconnects and cancellations, new product and service introductions and the potential for additional
acquisitions, the Company believes it will continue to remain in compliance with the terms and conditions of the
Senior Secured Credit Facility over the term of that agreement.

(18) Unaudited Quarterly Financial Data

March June September December
2001 2000 2001 2000 2001 20060 2001 2000
(in millisns except per share data)

REVEIUE ...ttt . $ 448 § 177 $ 387 $ 234 § 372 % 341 § 326 § 432
Loss from Operations .........c.coveurueerireeervunennenes . (413) (272) (572) (298) (396) (308) (3,600) (419)
NEE LOSS.vverieieieieicecemrieree e sttt neess e . (535) (@71) (731) (281) (437) (351) (3,275) (552
Loss per Share (Basic and Diluted):
Net Loss from Continuing Operations........... . (141 8 (176) $(1.92) $ (74) $(1.35) § (.92) $(9.70) $ (1.44)
Discontinued Operations ............ccccceveveenennn . (:04) (O1) (07) (03) (07) (04) (1.40) (.06)
Extraordinary Gain on Debt Extinguishment . — — — — 25 — 2.56 —
NEt LOSS oo . $(1.45) $ (.77) $(1.99) § (.77) $(1.17) $ (.96) $(8.54) $ (1.50)

Loss per share was calculated for each three-month period on a stand-alone basis. As a result of stock transactions
during the periods, the sum of the loss per share for the four quarters of each year may not equal the loss per share
for the twelve month periods.

In the fourth quarter of 2001, the Company determined that, due to the continuing economic slowdown and
continued over-capacity in certain areas of the telecommunications industry, the estimated future undiscounted cash
flows attributable to certain assets would not exceed the current carrying value of the assets. The Company,
therefore, recorded an impairment charge of $3.2 billion to reflect the difference between the estimated fair value of
the assets and their current carrying value.

As described in Note 3, the Company sold its Asian telecommunication operations to Reach Ltd. in January 2002.
In accordance with SFAS No. 144, the Company classified these assets as held-for-sale and accordingly reclassified
the losses attributable to the Asian operations to Discontinued Operations. In the fourth quarter of 2001, the
Company recognized a loss of $516 million within discontinued operations, equal to the difference between the
carrying value of the Asian operations and its estimated fair value.

The Company repurchased approximately $1.8 billion of its long-term debt using cash and equity in 2001. The
Company recognized extraordinary gains of approximately $93 million and $981 million on these transactions in the
third and fourth quarters of 2001, respectively.
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ITEM 8. FINANCIAL STATEMENTS AND SUPPLEMENTARY DATA

Item 8 to the Level 3 Communications, Inc. (the “Registrant™) Annual Report on Form 10-K for the year ended
December 31, 2001 is hereby amended and restated in its entirety as set forth below:

Financial statements and supplementary financial information for Level 3 Communications, Inc. (f’k/a Peter Kiewit
Sons’, Inc.) and Subsidiaries begin on page F-1.

The financial statements of an equity method investee (RCN Corporation) are required by Rule 3.09 and are
incorporated by reference from RCN’s Form 10-K for the year ended December 31, 2001, filed under Commission
No. 000-22825.

ITEM 14. EXHIBITS, FINANCIAL STATEMENT SCHEDULES, AND REPORTS ON FORM 8-K

Item 14 to the Level 3 Communications, Inc. (the “Registrant”) Annual Report on Form 10-K for the year ended
December 31,-2001 is hereby amended and restated in its entirety as set forth below:

{(a) Financial statements and financial statement schedules required to be filed for the registrant under
Items 8 or 14 are set forth following the index page at page F-1. Exhibits filed as a part of this report are listed
below. Exhibits incorporated by reference are indicated in parentheses.

3.1 Restated Certificate of Incorporation dated March 31, 1998 (Exhibit 1 to Registrant’s Form 8-A filed on
April 1,1998).

32 Certificate of Amendment of Restated Certificate of Incorporation of Level 3 Communications, Inc.
(Exhibit 3.1 to the Registrant’s Current Report on Form 8-K dated June 3, 1999).

33 Specimen Stock Certificate of Common Stock, par value $.01 per share (Exhibit 3 to the Registrant’s Form
8-A filed on March 31, 1998).

34 Amended and Restated By-laws as of May 23, 2001 (Exhibit 3 to Registrant’s Quarterly Report on Form
10-Q for the three months ended June 30, 2001).

3.5 Rights Agreement, dated as of May 29, 1998, between the Registrant and Norwest Bank Minnesota, N.A.,
as Rights Agent, which includes the Form of Certificate of Designation, Preferences, and Rights of Series
A. Junior Participating Preferred Stock of the Registrant, as Exhibit A, the Form of Rights Certificate as
Exhibit B and the Summary of Rights to Purchase Preferred Stock, as Exhibit C (Exhibit 1 to the
Registrant’s Form 8-A Amendment No. 1 filed on June 10, 1998).

4.1 Indenture, dated as of April 28, 1998, between the Registrant and IBJ Schroder Bank & Trust Company as
Trustee relating to the Registrant’s 9% % Senior Notes due 2008 (Exhibit 4.1 to the Registrant’s
Registration Statement on Form S-4 File No. 333-56399).

4.2 Indenture, dated as of December 2, 1998, between the Registrant and IBJ Schroder Bank & Trust Company
as Trustee relating to the Registrant’s 10%4% Senior Discount Notes due 2008 (Exhibit 4.1 to the
Registrant’s Registration Statement on Form S-4 File No. 333-71687).

4.3.1 Form of Senior Indenture (incorporated by reference to Exhibit 4.1 to Amendment 1 to the Registrant’s
Registration Statement on Form S-3 (File No. 333-68887) filed with the Securities and Exchange
Commission on February 3, 1999).
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First Supplemental Indenture, dated as of September 20,1999, between the Registrant and IBJ Whitehall

Bank & Trust Company as Trustee relating to the Registrant’s 6% Convertible Subordinated Notes due
2009 (Exhibit 4.1 to the Registrant’s Current Report on Form 8-K dated September 20, 1999).

Second Supplemental Indenture, dated as of February 29, 2000, between the Registrant and The Bank of
New York as Trustee relating to the Registrant’s 6% Convertible Subordinated Notes due 2010 (Exhibit 4.1
to the Registrant’s Current Report on Form 8-K dated February 29, 2000).

Indenture, dated as of February 29, 2000, between the Registrant and The Bank of New York as Trustee
relating to the Registrant’s 11% Senior Notes due 2008 (Exhibit 4.1 to the Registrant’s Registration
Statement on Form S-4 File No. 333-37362).

Indenture, dated as of February 29, 2000, between the Registrant and The Bank of New York as Trustee
relating to the Registrant’s 11%% Senior Notes due 2010 (Exhibit 4.2 to the Registrant’s Registration
Statement on Form S-4 File No. 333-37362).

Indenture, dated as of February 29, 2000, between the Registrant and The Bank of New York as Trustee
relating to the Registrant’s 12%% Senior Discount Notes due 2010 (Exhibit 4.3 to the Registrant’s
Registration Statement on Form S-4 File No. 333-37362).

Indenture, dated as of February 29, 2000, between the Registrant and The Bank of New York as Trustee
relating to the Registrant’s 10%% Senior Euro Notes due 2008 (Exhibit 4.1 to the Registrant’s Registration
Statement on Form S-4 File No. 333-37364).

Indenture, dated as of February 29, 2000, between the Registrant and The Bank of New York as Trustee

relating to the Registrant’s 11%4% Senior Euro Notes due 2010 (Exhibit 4.2 to the Registrant’s Registration
Statement on Form S-4 File No. 333-37364).

Separation Agreement, dated December 8, 1997, by and among Peter Kiewit Sons’, Inc., Kiewit
Diversified Group Inc., PKS Holdings, Inc. and Kiewit Construction Group Inc. (Exhibit 10.1 to the
Registrant’s Form 10-K for 1997).

Amendment No. 1 to Separation Agreement, dated March 18, 1997, by and among Peter Kiewit Sons’, Inc.,
Kiewit Diversified Group Inc., PKS Holdings, Inc. and Kiewit Construction Group Inc. (Exhibit 10.1 to the
Registrant’s Form 10-K for 1997).

Credit Agreement dated as of September 30,1999 among Level 3 Communications, LLC, the Borrowers
named therein, the Lenders Party thereto and The Chase Manhattan Bank, as Agent (Exhibit 10.1 to the
Registrant’s Quarterly Report on Form 10-Q for the three months ended September 30, 1999).

Stock Purchase Agreement dated as of February 21, 2002 between Level 3 Holdings, Inc. and David C.
McCourt. (Exhibit 10.4 to the Registrant’s Form 10-K for 2001).

Warrant Agreement, dated as of March 11, 2002 between the Registrant and William L. Grewcock.
(Exhibit 10.5 to the Registrant’s Form 10-K for 2001).

Form of Promissory Note with certain officers of the Registrant. (Exhibit 10.6 to the Registrant’s Form 10-
K for 2001).

Form of Aircraft Time -Share Agreement (Exhibit 10.7 to the Registrant’s Form 10-K for 2001).

List of subsidiaries of the Company (Exhibit 21 to the Registrant’s Form 10-K for 2001).
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23.1 Consent of Arthur Andersen LLP
232 Consent of PriceWaterhouseCoopers LLP
99 Correspondence relating to Arthur Andersen LLP
(b) Reports on Form 8-K filed by the Registrant during the fourth quarter of 2002.

On October 10, 2001, the Registrant filed a Current Report on Form 8-K relating to the amendment
by its wholly owned subsidiary Level 3 Finance, LLC of “Modified Dutch Tender” offers for a portion of the
Registrant’s outstanding debt and convertible debt securities. In addition, such Current Report on Form 8-K
reported the issuance of a press release by the Registration relating to the actions taken by Level 3 Finance, LLC.

On October 23, 2001, the Registrant filed a Current Report on Form §-K relating to the completion by its
wholly owned subsidiary Level 3 Finance, LLC of “Modified Dutch Tender” offers for a portion of the Registrant’s
outstanding debt and convertible debt securities.

On October 25, 2001, the Registrant filed a Current Report on Form 8-K relating to third quarter 2001
financial results and proposed cost management initiatives.

On December 19, 2001, the Registrant filed a Current Report on Form 8-K relating to execution of a
definitive agreement with Reach Ltd. concerning the disposition of the Registrant’s operations in Asia.
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Pursuant to the requirements of Section 13 or 15(d) of the Securities Exchange Act of 1934, the registrant
has duly caused this amended report to be signed on its behalf by the undersigned, thereunto duly authorized, this 3
day of April, 2002.

Level 3 Communications, Inc.

By: /s/ Neil J. Eckstein

Name: Neil J. Eckstein
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CORPORATE HEADQUARTERS

1025 Eldorado Boulevard
Broomfield, Colorado 80021
General Information: 720-888-1000

TRANSFER AGENT

Wells Fargo Bank Minnesota, N.A.
Shareowner Services

Post Office Box 64854

St. Paul, Minnesota 55164-0854

For address changes, stock transfers, name changes,
registration changes, lost stock certificates and

stock holdings, please contact:

Wells Fargo Shareowner Services
St. Paul, Minnesota
1-800-468-9716

E-mail Address: StocktransfergWellsFargo.com

AUDITORS

Arthur Andersen LLP

1225 17th Street, Suite 3100
Denver, Colorado 80202-5531

INVESTOR RELATIONS

Inquiries by securities analysts, investment
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should be directed to:
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1-877-LVLTCOM (585-8266)

WEB SITE

Additional corporate information including
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and press releases, can be found on the Level 3

Communications Web Site at www.Level3.com.

16-K

After the close of each fiscal year, Level 3
Communications submits a report on Form 10-K to
the Securities and Exchange Commission containing
certain additional information about its business.
(This Annual Report includes a copy of the 10-K.)
An additional copy of the 10-K may be obtained
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Investor Relations at Investor.Relations@Level3.com.
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