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ABOUT THE COMPANY

Ry

2011 FINANCIAL RESULTS

REVENUES , ADJUSTED OIBDA ' FCE
in millions inmillions ' , in millions

S0 . o | 5458

EPS FROM CONTINUING

OPERATING INCOME ADJUSTED EPS! . OPERATIONS
in-millions dituted diluted

shrl 512 $1.26

thdjusted OIBLA, Adjusted EPS and Free Cash Flow (FCEY ate non-GAAR measures, Please refer to po 330 the accompanying Anncal Regort on Form 10-K for additional
tnfermation ticluding the reconciiations of these non:CAAP medsures to thelf nearest GARP measure.

Visit www.ironmountain.com for more information.
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A TRUSTED PARTNER

Trusting an outsider with your
organization’s information is

ne small decision. Outside of
amployees, little is as important to
an organlzation as its information.

it's the insight behind & new
service or new market, It's the
secret sauce and intellectual prop-
erty that gave birth to your orga-
hization. It's your customer base,

It's your finances. In short, it's the

'sum of your business. So there's

a lot on the line when choosing
aninformation management
company like ron Mountain to
keep it safe and keep it accessible.

‘We understand the trust that's
been placed in us. That's why

it was so humbling to mark 60
years in busmess this year. No
one in our industry has helped
organizations to lower their
storage costs and compliance
risks for longer than we have.

It's an incredible affirmation of

- therelationship we have with our

customers, and we don't take
it-for granted for one minute,

Our customers have hired us to
do a job. They ask us to keep their
information safe In the event

they must restart their business
following a disaster. They ask

us to destroy their information
when there's no longer a legal or
business ret{uiremeﬁ't to keep it.

And they ask us to di mzez their
, ~dccumants and paper eavy
processes so they can find infor-

mation more easx!y and run their

busmessex more efﬁm' ntly.

: Mdunta n fo those ;obs, there are
- others w 0 do what we do. Thaﬁs
“why we must\dmi,betten For us,

that means offering unparalleled
security, service-and knowledge.

WE PROTECT INFORMATION

CASIF IT WERE OUR OWN.

- Our commitment to security
_permeates every facet of our

husinass and is reflected in the

_investments we make in our

people, processes and infrastruc:

ture. We hire the best people and

regu!arfy train them on our core

~ values, our code of ethics and
our chain-ofcustody processes,
Our culture stresses security
‘and,serves to put employees in a

ition where thay can succeed ,

en behaf If of our customers.

No cne’ makes the level of

investments in security infra-

structure that we do, Over the

last decade, Iron Mountain has

spent tens of millions of dollars
advanced alarm systems

' to our trucks and upgrading

acquired facilities to meet our
company's security standards.
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WE ACT WITH URGENCY AND
ACCURACY WHEN SERVING
OUR CUSTOMERS.

We beleve serving customers
starts with listening, and that
meeting their needs depends on
consistent results. Welve built

- aglobal operation to ensure no
one can deliver with the same
combination of accuracy and
grgency as lrorn Mountain. Today
" that operation comprises a team
of more than 17,000 employees;
3,700 vehicles and more than
975 facilities across 35 coun-
tries it also'includes proprietary
teéchnology systems and chain-
of-custody processes for-invento-
rying andmoving data between
us and-ourcustomers. Theresult
is an organization that makes
millions of transactions every
day with repeatable accuracy.

WE ADVISE OUR CUSTOMERS,
DRAWING ON OUR 60-YEAR
EXPERIENCE OF HELPING
OTHERS LIKE THEM.

Qur customers rely on us for
more than delivering aservice;

- they-also want our advice on

how best to manage their infor-
mation. Having helped orga-
nizations of every size and in
every industry for more than
60 years, we're best positioned
to offer our customers unigue
perspective for solving their
current and future informa-
tion management challenges.

Information is both costly and

complex. Even big, savvy orga- -

nizations have questions related
to lowering their storage costs;
complying with requiations;
ensuring information is acces:

SECURITY. SERVICE.
KNOWLEDGE. THESE ARE
THE COMMITMENTS WE
MAKE TO OUR CUSTOMERS
AT EVERY DELIVERY, |
ON EVERY CALL AND IN
EVERY INTERACTION,

sible for legal discovery; and
protecting data from the risk

of data breach, among other :
concerns. Our consultants have
a deep understanding of legal
requirements and industry

best practices that they bring

to bearin these discussions.

Security. Service, Knowledge.
These are the commitments

we make to our customers at
every delivery, on every call
and in every interaction. it's
what we believe makes us stand
apart and why we believe we've
been fortunate to become the
industry leader in information
management services. Thank
you to our customers; we will
never stop serving you.
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IRON MOUNTAIN

FROM THE CEO

TO OUR
STOCKHOLDERS

C. RICHARD REESE

Chairman and Chief Executive Officer
Iron Mountain Incorporated

2011 was a year of significant

change at Iron Mountain.

Yet with this change, the strength of our organiza-
tion and business model was evidenced by our strong
financial performance. We delivered internal revenue
growth in excess of the GDP growth rate’ of our
markets; and strong Adjusted OIBDA margins and
capital controls contributed to record free cash flows
and increased Returns on invested Capital (ROIC)2

In April of last year | was asked to return to the role

as your CEO to accelerate a strategic transition. As a
brief historical reminder, fron Mountain was built into
a market leading global services company principally

through a successful acquisition strategy in which
we invested your capital to expand our géographic
footprint'and to broaden our business lines into

" related storage and physical information services.

We sustained strong revenue growth rates for 13
years followmg our initial public offering in 1996.
Since 2007 we have been optimizing our operations,
beginning in North Amerlca to enhance Adjusted -

- OIBDA margms and improve capital effrcxency, all of

this with the’ goal ‘of generating. the Kinds of returns
on capital that comes with market Ieadershlp We
expanded our mternatlona! operatlons, building

tmarket leadershlp posntlons m more han 20 markets
~that provide a strong: growth p!atform for our busi-
s ness..We had also expanded into technoiogy services,

creatmg anew dIQItal busmess that provxded onhne

“services that were directly analogous toour tradi- -

tional physical businesses.

Upon my return, we promised our organization and
you, our stockholders, that we would focus on three
areas: returning to the fundamentals in our tradi-
tional physical businesses, aligning stockholders and

- our organization around a new three-year plan to

unlock value and improve ROIC, particularly in our
international segment, and studying opportunities
to enhance stockholder value through alternative

financing, capital and tax strategies~including the

: evaluation of a potential conversion to a Real Estate

Investment Trust (REIT). We have made signifi\cant
progress in all three of these focus areas.

First, to return our focus to the fundamentals we sold
our Digital business unit in June 2011 for approxi-
mately $390 million. We concluded that although

it was a profitable business we could not foresee
earning an acceptable return on capital in the future.
We realigned our sales and marketing teams to focus
on selling more of our traditional physical services.
At the same time, we rejuvenated the organization
around the mission to continue to build Iron Mountain
for the long-term as a durable annuity storage and
services business by optimizing our services and
introducing new adjacent offerings.

! Represents weighted average GDP growth based on the countries in which we have operations.

2 ROIC is calculated as Net Operating Profit After Tax (NOPAT) plus depreciation and amortization less non-growth capitat expenditures divided by average capital invested plus racking accumutated

deprectation.
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In our second focus area - unlocking value and
enhancing returns - we implemented a three-year
plan to improve total ROIC to 12% by driving strong
growth and expanding Adjusted OIBDA margins
¢ by 700 basis points in our International Business
_segment while sustaining the high returns in our
: North American business segment. In 2011 our ROIC
mcreased 70 basis points to 11.4%. our mternatlonal
Adjusted OiBDA margins expanded by 220 baSIS
pomts on 7% constant currency: revenue growth
yxe!dmg an ROIC of 8% in that seqment up from: 5%
in 2010. We completed a total portfolio review of our
international business units, which resulted in'plans
fo divest businesses that were not likely to achieve
market leadership and appropriate returns. We ,
sold our New Zealand business in October-2011 and
in February. 2012 announced our intent to sell our
Italian business. We also identified six other business
. units where we developed individualized strategies
- to improve returns to attractive levels within three
years. The international teamis on track with these
plans and we expect to achieve our target of 700
basis points of Adjusted OIBDA margin improvement
by the end of 2013 while sustaining strong growth in
these markets.

a combination of an increased quarterly dividend and

In addition to these operational imiprovement strat-
egies, we fulfilled our commitment to return $1.2°
billion of capital to stockholders by May 2012 through

the repurchase of approximately 33 million shares of
our common stock. Since implementing our program
in' 2010, we have repurchased more than 18% of

our total shares outstanqu : Durmg the year, we
mcreased our debt e return‘ ur leverage ratio to the
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middle of our targeted range of 3x 1o 4x EBITDAY,
up from an all-time low teverage ratio. Further, we
announced our intent to return an additional 51.0
 billion to stockholders through the end of 2013,

Finally, we formed a Special Committee of the board
of directors to examine ways to maximize value ,
through alternative financing, capital and tax strat-

egies=including the evaluation of a possible REIT
conversion. The Special Committee is comprised of me
as committee chair, and four independent directors,
including two new directors who joined inJune 201,
one of which has substantial REIT experience. We have
been working this agenda aggressively and expect to
meet our target deadiine of no later than June 9, 2012
to announce the results of the committee work and
the board’s conclusions in this area.

~ As I think about our business and its future, | am
optimistic. But the future is necessarily different
from the past. Qur customers continue to create
information at a fast pace, but the manner in which
they use it s changing. In the past, the informa-

tion-assels we stored were accessed by customers
for two main reasonis; o extract a fact or answer
to-a query oras-original documentation or “proof.”
Although the rapid growth of onlinie information
does impact how much information Is maintained in
physical form, the main impact is that customers are
more likely to satisfy the first use case, extracting
information, from an online system. However, storing
information inits nrigihai format is still the primary

_and least expensive way to maintain documentation

for the “proof” use case. We see this trend as our
information storage assets are becoming less active
and the service part of our revenue is growing much
slower than storage, which grew at 4% in constant
dolfars last year.

Although some worry that these secular trends in
our core physical storage business will cause the
business to decline, we believe that we can extend
the duration and sustainability of this business. .
for-a very long time. We are implementing strate-
gles to continue to expand our storage businesses

3 As detined in our credit agresmant,
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in our mature markets and to accelerate growth

in emerging markets. In our more mature markets -

- we will continue to invest in various stor' ge-

~ focused growth strategies i dmg penetrat ion -

. of existing accounts, conversi Qn of the sml 1arge,
un-vended segments, and !ocal tuck~m acqmsr f
tions of customers’ assembl ed storage assets Wh e
increasing facility utitization to sustain returns. In
emerging markets that have strong storage growth
dynamics, we have spent significant energy and
capital establishing our footprint and plan to capi-
talize on this position by investing to build market
leadership and drive the returns that will come with
leadership. This investment will be both in sales

and marketing activities to capture the oufsourcing
_trends in these markets and select acquisitions of

o compet:tors to solidify leadetship,

- We are extending our services by continuing to

= bulld our secure shredding business and our docu-
ment management solutions business. We are also
employing a disciplined product management process
to add new services adjacent to our traditional busi-
nesses to capitalize on our core strenqt’hs’ of secure
information logistics services and process knowledge
_ for management of information in a cost effective
and compliant manner. Qur goal is to extend the
duration and ensure the sustainability of our annuity‘
revenue stream with steady growth rates in the low

WE BELIEVE THAT WE CAN

EXTEND THE DURATION AND
 SUSTAINABILITY OF THIS

BUSINESS FOR A VERY LONG

TIME BY IMPLEMENTING
 STRATEGIES TO CONTINUE

TO EXPAND OUR STORAGE

BUSINESSES IN OUR MATURE

MARKETS AND TO ACCELERATE

GROWTH IN EMERGING MARKETS.

to middle single digit range. We have the capital and
market opportunity necessary to execute this plan.

We expect that we will continue to generate signifi-
cant capital in excess of that needed o execute our
plan. Therefore, we have a strong focus on capital
allocation. We will invest in our business as described
above so long as we can expect to generate after tax
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OUR GOAL IS TO EXTEND THE
DURATION AND ENSURE THE
SUSTAINABILITY OF OUR ANNUITY
REVENUE STREAM WITH STEADY
GROWTH RATES IN THE LOW TO
MIDDLE SINGLE DIGIT RANGE. WE
HAVE THE CAPITAL AND MARKET
OPPORTUNITY NECESSARY TO
EXECUTE THIS PLAN. '

*dlsccp ined investor of capital, Durmg the capital
_enhance returns on equity because of the predict-

We will continue to manage our leverage in a prudent

'mng to rdent:fy the right candxdate who understands

returns in excess of our cost of capital, adjusted for
the related risk. We will return excess capital to our
stockholders through a mix of quarterly dividends,

share repurchases and/or special dividends. As we

complete the work of the Special Committee of the
hoard, we will commuinicate more detailed views on
future capital allocation to you.

We built Iron Mountain by being an aggressive but
investment phase, we used prudent leverage to
able nature of our revenue streams and cash flows.

manner in our next phase and will maintain a balance
of risk between our stockholders and debt holders.

s | stated, | was asked to come back as your CEO to

ccomplish some specific goals. We are well along in
meeting the commitments that we made. Our board
of d;rectors is activel v engaged in succession plan:

the opportumt es ahead of Iron Mountain and has
the skills and enthusiasm to continue to create value
for a long period of time. { thank you and the board
for the honor of leading this organization and-look
farward to helping the next generation of leaders
take the company to the next fevel

With all of the change that the company experi-
enced this year, our strong strategic progress and
financial performance is a testament to the guality
and commitment of our Mountaineers. | appreciate
every day their commitment and focus on success.
Thankyou:

With continued pride and enthusiasm,

ol O,

C.Ri chard Reese
Chairman & Chief Executive Officer
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CULFILLI

NG OUR

'CORPORATE
'RESPONSIBILITY

WHAT IS
TAKING CARE?

Taking CARE is:a platform of
global strategies-and initiatives
that expresses ourcommitment
to live by our core values and put
them into action every day and
in everything we do - from the
safeguards we take to protect
our customers’ information, to
the way we empower employees,
serve our communities and
protect the environment. By
Taking CARE, we hope to be a
supplier, employer and neighbor
of choice.

INFORMATION RESPONSIBILITY
Safequarding sensitive
information 15 a responsibility

We believe that every individual -
every company - has the right to
information protection, security
and privacy. Upholding this right

is embedded in the culture of

our business, and we ensure that
every Iron Mountain employee
understands their shared responsi-

bifity for protecting our customers’
information. We continually invest
in new technology and develop
new policies and procedures to be
the strongest steward of informa-
tion security and compliance.

Qur commitment to informa-
tion responsibility goes beyond
our internal operations and is

. at the core of our products and

services, As a trusted partner to
morethan 94% of Fortune 1000
companies, lron Mountain helps
its customers keep confidential
customer, employee and business
data accessible and secure,
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EMPLOYEE ADVOCACY
We are committed to
our employees.

Mountaineers are deeply
committed to the company's
mission, our customers,; their
communities and to each other,
We value our employees above
all and are creating a work-
place where they can thrive.

Each day, our employees serve

as trusted guardians of a wide
range of personal; private, and
historic information. We are proud
and humbled by their passionate
dedication to our customers and
to each other. They truly go above
and beyond, and their commit-
ment keeps our culture strong.
At tron Mountain, we work hard

- to make sure our workplace

" “and our policies and practices

f support Mauntaineers intheir
professional and personallives.

. COMMUNITY ENGAGEMENT
We support the many
- communities we call home.

- With more than 975 facilities

< ground the world, there are

:‘many places we call home. We

~_respond to urgent needs in our
. communities and work to better
__people’s lives by protecting and

improving access o informa-

- tion and public treasures,

; Over the past 60 vears, iron

Mountain has established a pres-
ence in many small fowns and
large cities around the world.
Today we employ over 17,000
people and have more than 975
facilities. We understand the
integral role that businesses
play in maintaining the health
and vitality of the communi+

ties they belong to and we look

for ways to go beyond "busi-
ness as usual” to make our
neighborhoods better places.

We contribute to communities
intwo primary ways: through
strategic partnerships aimed at
creating access to information
and preserving public.treasures

‘and through localized efforts

that address community needs.

ENVIRONMENTAL

SUSTAINABILITY ,
Building a sustainable
business is a priority.

We recognize the importance of
environmental stewardship and
continuously seek new ways that
we, and our customers, can reduce
our footprint and have a posi-
tive impact on the environment.

We are making investments to
improve our own internal opera-
tions. We also seek to help our
customers make their organi-
zations more sustainable by
securing, managing, and disposing
of their information in ways that
are environmef'wtaliy responsible.

fron Mountain is committed

to investing in operational
activities that minimize our.impact
onthe environment, particularly
as it relates to lron Mountain's
consumption of energy and
burning of fossil fuels. And as
many of our customers explore
ways to minimize their own
impact, we are developing
solutions and services to help
them meet their goals,
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IRON MOUNTAIN

FINANCIAL HIGHLIGHTS

k _Capex* (ex Real Estate) %

(Amounts in milfions, except per share data)

Storage Revenues

2009!
$1.534

Service Re\eenues

Gross Marqin {ex Deprecuation & Amort:zatlon)

Operating In ome?”

§ 461

stea

...s 545

 Adjusted 0IBDA® $ 676 754 S 823
 AdjustedolBDA% 26.3% 26.7%  29.6% 32.0%
 EPS-Diluted? - 5084  § 0.47 $ 113 5 0.83

 Adjusted EPS-Diluted? $075 5086 5 101 5 1.28

Free Cash Flow® -~

13.5% o 104% . 9.4%
§..168 5 197, $ 330

7.9%

§ 370

 Revente.and Adjusted GIBDA for the years ended Decernbier 31, 2007, 2008, 2009 and 2010 have been restated to réflect ¥reduction In réveiues to correct bitling errars made in connertion

with a government contract as more fully described la Notes 2.y, and 10.h. to Not

o

Financial Stat on page 79 of the

Annual Report on Form 10-K,

2} in rig Income and EE i for 201015 an $BE miffion nan-cash goudwill Impalrinent tharge relited to our technology escrow services husiness; which we continue to own and

operate and wh{ch wss prevlcus!y reflected in the former Wor Digltal Bush
B3 of the sckompanying Annual Report on Form 10-K far additional Infarmation,

and ls:now reflectad as a-component of the North American

See

te 2.9.0n

> Adjusted OIBDA; Adjusted EPS-Difuted and Free Cash Flow arehon-GAAR measures. Please refer to p. 33 of the accorapanying Annual Report on Form 10°K far additional nfermation including

the reconciffations of these non-GAAP measures to their nearest GAAP measure.
# Based onincurred versus cash pald basis.

REVENUES  in milfions

B storage Revenues ! Service Revenues

ADJUSTED OIBDA inmitlions

CASH FLOWS FROM inmillions

QPERATING ACTIVITIES
FROM CONTINUING OPERATIONS

CAPEX(EX REAL ESTATE)

asa % of revenues
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fron-Mountain delivered strong financial performance
in 2011, Our 23rd consecutive year of storage revenue
growth provided the foundation for solid underlying
profit performance, which, combined with continued
capital efficiency improvement, was a key factor in
driving record levels of Free Cash Flows' (FCF). Our
fnternational Business segment performed particu-
larly well with strong revenue growth, especially

in our emerging markets, and significant Adjusted
OIBDA margin expansion. We maintained our strong
balance sheet and enhanced total stockholder returns
by distributing $1.2 billion of excess.capital to stock-
holders during the year.

201 KEY FINANCIAL HIGHLIGHTS

iron Mountain reported total revenues of $3.0 billion
in 201, an increase of 3% on a constant dollar basis
over 2010. This increase was supported by strong,
consistent storage revenue growth of 4% (constant
dollar) which outpaced a lagging service growth rate
of 1%. Storage revenue growth was comprised of 2%
unit volume increases and pricing trends that were
consistent with prior years. The service revenue

T Refore discretionary investiments bn acquisitions and real estatel

06 Q7 08 09 10 1

@ saps00 1 Russell 1000

U8 iron Mountain

This graph compares the percentage change in the
cumulative total return on our common stock fo the
cumulative total returns of the S&P 500 Index and

the Russell 1000 Index for the period from December
31,2006 through December 31, 2011 This comparison
assumes an investment of $100 on December 31, 2006
and the reinvestment of any dividends.
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$1750

23 YEARS OF STORAGE REVENUE GROWTH

Annual storage revenues (in millions)

growth of 196 on a constant dollar basis was a mix of
faster growing hybrid services and higher recycled
paper prices which more than offset continued
declines in handling and transportation revenues
resuiting from records becoming more archival in
nature, Favorable foreign currenty exchange rate
changes added approximately one percentage point.
to our growth rates in 201.

Sustained Adjusted OIBDA margins in North America
and significant margin-expansionin our international
business resulted in consolidated Adjusted OIBDA

of $935 million for 201, or 31.0% of revenues.
International Adjusted OIBDA margins expanded 220
basis-points.as g resulb-of strong revenue growth
and optimization initiatives. Adjusted EPS for 201
was $1.31 including $15 million, or $0.05 per share,
of costs related to our proxy contest compared to
$1.28 for 2010. Reported earnings were $1.26 per
share in 2011

For the fifth consecutive year we improved our
capital efficiency in 2011 as capital expenditures? as

a percent of consolidated revenues decreased 130
basis points to a record low of 6.6%. Improved capital

efficiency and solid operating performance were
key drivers of the $458 million of FCF we generated
in:200. Our FCF also benefited from the timing of
certain tax and capital expenditure payments as well
as other temporary tax.items.

Driving strong returns on invested capital® (ROICYis

& major tenet of how we manage our business and

a key area of focus in our three-year strategic plan.
In addition to the solid operating performance and
improved capital efficiency described above, reducing
the capital base by returning $1.2 billion of excess
capital to stockholders was a key driver in increasing
ROIC to 11.4% in 2011 from 10.7% in 2010.

* Based on inqurred versus cash paid basis and excludas real estafe,

* ROIC Is calcutated as NOPAT plus depreciation and amartizetion fess non-growth capital
expenditures divided by average capltal invested plus racking accumulated depreciation,
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NORTH AMERICAN BUSINESS SEGMENT

OUR NORTH AMERICAN
BUSINESS SEGMENT, which
includes our operations in.the
U.S. and Canada, is our largest
and most mature business, repre-
senting 74% of our consolidated

revenues. We have builll teadership

pasitions across our service lines.
Our customer base is large and
stable, has an annual termination
rate of less than 3%, and includes
- more than 94% of the Fortune
1000, The North American busi-
ness is a highly optimized busi-
ness that generates sigrificant

. FCF and strong ROIC. Our focus

is to'sustain the margins we have
achisved in this business while

continuing to grow revenues and
improve capital efficiency.

In 2011 the North American
Business segment reported $2.2
billion of revenues, an increase of
1% over 2010 on a constant dollar
hasis. Consistent constant dollar
storage revenue growth of 2% was
a key driver of North America's
overall revenue performance and
offset flat constant dollar service
revenue growth. Storage growth
was comprised of flat year-over-
year records management volume
growth and consistent pricing
trends. Solid gains in hybrid
services and benefits from higher
recycled paper prices offset-by
decreased core service revenues
due to lower service activity

levels yielded flat service revenue
growth (constant dollan.

NORTH AMERICAN
REVENUES

inmiflions

88 Complementary Service
B Core Service :
£ Core Storage
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Adjusted OIBDA for the North

) R NORTH AMERICAN NORTH AMERICAN
American Business segment ADJUSTED OIBDA CAPEX(EX RE)
was $962 mii(iom or 43.2% of i mitiions percent of segment revenues

segment revenues. Continued
productivity improvements and
overhead cost controls maintained
margings in this segment while
absorbing an incremental $20
million investment in sales and
marketing to sustain-the annuity,
consistent with our three-year
strategic plan, Capital expendi-
tures® were 4,8% for the North
American Business segment

in 201, consistent with prior

vear levels. ROIC for the North
American Business segment was
6% in 201,

“See Footnots £ on p. 14,
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INTERNATIONAL BUSINESS SEGMENT

THE INTERNATIONAL BUSINESS
SEGMENT is anattractive growing
business that representsa
signiticant opportunity for us.
It is comprised of operations in
33 countries in Europe, Latin
America, Australia and Asia
~ Pacific and represents 26% of
our consolidated revenues. Our
strategy is to capitalize on our
prior investments that created a
broad footprint to now invest in
growth to achieve local market

: eadersh;p and the demcnstrated ‘

, ;attractw«a retums that come from

o ‘thls: !eadershm pos ition. We expect

_toincrease ROIC in this business
by expanding and optimizing our
mature markets and aggressively
growing our emerging markets;
which today.account for nearly
30% of this segment’s revenues.

International revenues grew 7%
ona-constant dollar basis to $786

INTERNATIONAL
REVENUES

Inmililons

8 Complementary Service
#4 Core Service
B Core Storage

million in 2011 Storage revenue
agrowth of 9% on a constant dollar
basis was driven primarily by
growth in our emerging markets,
a key driver of overall revenue
performance in this segment.
Adjusted OIBDA margins in the
International Business segment
expanded by 220 basis points to
20.9% in 2011, driven primarlly by
realized benefits from our optimi-

; zat ioninitiatives in the U K. This

mpmvement keeps us on track
towards athievmg our commit-

, ment to ‘e ' ;nand ‘ntemataonal

tures® decreased asa percent of
revenues from12.4% in 2010 to
S.5% in 20M. This'improvement,
combined with strong revenue
growth and benefits from our -
optimization initiatives, drove an
increase in ROIC inourinterna-

INTERNATIONAL
 ADJUSTED OIBDA

- inmillions

- tional business from 5% in 2010
10 8% in 2011, '
~ We completed an extensive port-
. folio review of our international
- markets in 2011. We identified
~eight markets, representing

~ approximately 25% of total

~ segment revenues, that were not

generating acceptable returns. As
a result of that analysis, we made

the decision to divest our New

Zealand and Itahan operations.
The New Zealand transaction
was comp leted in October 2011,

“and the H:a an sa!e ;s in process.

: remammg six markets wh;ch we
~ expect will result in those busi-

' nesses generating strong returns
by 2013.

INTERNATIONAL
© CAPEX (EXRE)

ety

percent of segment revenues

%Ses Footnote 2 on g 14,



18 IRON-MOUNTAIN

IRON MOUNTAIN'S GLOBAL FOOTPRINT

Deliverine ces via an
unmatchec | footprint
comprised rations in

35 countries ive continents.
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MAINTAINING A STRONG BALANCE SHEET

OUR BALANCE SHEET REMAINS STRONG, and our
debt portfolio remains long and fixed. At December
31, 2011, we had over $0.8 billion of liquidity and our
consolidated leverage ratio of net debt to EBITDA
was 3.4x, near the midpoint of our target 3% to 4x
leverage range. In September 2011 we issued $400
million of our 7-3/4% senior subordinated notes due

~ in 2019. We will continue to use prudent levels of debt

n our business to enhance returns on equity.

The business model we have bullt generates a signifi-
_cant amount of cash, beyond what we can reinvest in
- the business at acceptable returns. We are committed
to returning that excess capital to stockholders. Our
stockholder payout program consists of a quarterly
dividend, which we expect to grow over time, and our

‘share repurchase program, In June 201, our board of

directors increased our quarterly dividend to $0.25
pershare, a 33% increase over the quarterly dividend
previously paid. In 2011, we repurchased 32 million
shares of our common stock for approximately $1.0
billion. Since we initiated our share repurchase plan in

. March 2010, we have repurchased 38 million shares

representing more than 18% of the total shares
outstanding. A key element of our three-year stra-
tegic plan is the commitment to return $2.2 bimcn
to stockholders by the end of 2013 including $1.2
billion by May 2012. The first phase of those commit-
ments was completed with our most récent,dividend

payment in April 2012,
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2012 FINANCIAL OUTLOOK"

LOOKING AHEAD TO 2012, we are planning for
consistent revenue growth trends and profit perfor-

mance, excluding impacts from lower recycled paper

prices. Supported by consistent storage internal
growth of approximately 3%, we are expecting
underlying internal growth to be between 1% and
3%, consistent with 2011 internal growth of 2%,
Continued resizing of our North American core
service business as a result of lower activity of
information assetls will likely constrain core service
revenue growth and partially offset the strong
storage revenue performance. Adjusted OIBDA
margin expansion inour International Business

¢ Based on qur guidance issued an February 23, 2012,

segment and sustained levels in North America
support our outlook for constant currency Adjusted
OIBDA growth of between 1% and 5% exciuding

the impatts of lower recycled paper prices. Lower
recycled paper prices are expected to reduce our
revenue and Adjusted OIBDA growth rates by

« apprdx%matety 2% and 5%, respectively, FCF genera-

tion s expected to be strong driven by continued
capital efficiency improvements although higher
interest and tax payments and the impact of high
yvear-end capital accruals will constrain repotted
FCE In 2012 and bring it more in line with historical
performance versus our record performance in 2011
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References in this Annual Report on Form 10-K to “the Company,” “Iron Mountain,” “we,” “us
or “our” include Iron Mountain Incorporated and its consolidated subsidiaries, unless the context

indicates otherwise.

DOCUMENTS INCORPORATED BY REFERENCE

Certain information required in Items 10, 11, 12, 13 and 14 of Part III of this Annual Report on
Form 10-K is incorporated by reference from our definitive Proxy Statement for our 2012 Annual
Meeting of Stockholders (our “Proxy Statement”) to be filed with the Securities and Exchange
Commission within 120 days after the close of the fiscal year ended December 31, 2011.

CAUTIONARY NOTE REGARDING FORWARD-LOOKING STATEMENTS

We have made statements in this Annual Report on Form 10-K that constitute “forward-looking
statements” as that term is defined in the Private Securities Litigation Reform Act of 1995 and other
federal securities laws. These forward-looking statements concern our operations, economic
performance, financial condition, goals, beliefs, future growth strategies, investment objectives, plans
and current expectations, such as our (1) expected increase in our Adjusted OIBDA margins in our
International Business segment, (2) commitment to stockholder payouts and dividend payments,

(3) expected target leverage ratio, and (4) expected divestiture of the Italian Business. The forward-
looking statements are subject to various known and unknown risks, uncertainties and other factors.
When we use words such as “believes,” “expects,” “anticipates,” “estimates” or similar expressions, we
are making forward-looking statements.

Although we believe that our forward-looking statements are based on reasonable assumptions, our
expected results may not be achieved, and actual results may differ materially from our expectations.
Important factors that could cause actual results to differ from expectations include, among others:

* the cost to comply with current and future laws, regulations and customer demands relating to
privacy issues;

» the impact of litigation or disputes that may arise in connection with incidents in which we fail
to protect our customers’ information,; '

» changes in the price for our services relative to the cost of providing such services;
* changes in customer preferences and demand for our services;

« the adoption of alternative technologies and shifts by our customers to storage of data through
non-paper based technologies;

» the cost or potential liabilities associated with real estate necessary for our business;

* the performance of business partners upon whom we depend for technical assistance or
management expertise outside the U.S.;

» changes in the political and economic environments in the countries in which our international
subsidiaries operate;

« the failure to consummate a successful sale of the Italian Business;
+ claims that our technology violates the intellectual property rights of a third party;

» the impact of legal restrictions or limitations under stock repurchase plans on price, volume or
timing of stock repurchases;

« the impact of alternative, more attractive investments on dividends or stock repurchases;

ii



* our ability or inability to complete acquisitions on satisfactory terms and to integrate acquired
companies efficiently; and

* other trends in competitive or economic conditions affecting our financial condition or results of
operations not presently contemplated.

Other risks may adversely impact us, as described more fully under “Item 1A. Risk Factors.”

You should not rely upon forward-looking statements except as statements of our present
intentions and of our present expectations, which may or may not occur. You should read these
cautionary statements as being applicable to all forward-looking statements wherever they appear.
Except as required by law, we undertake no obligation to release pubhcly the result of any revision to
these forward-looking statements that may be made to reflect events or circumstances after the date
hereof or to reflect the occurrence of unanticipated events. Readers are also urged to carefully review
and consider the various disclosures we have made in this document, as well as our other periodic
reports filed with the Securities and Exchange Commission (the “Commission” or “SEC”).
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PART 1
Item 1. Business. -

A. Development of Business.

We provide information management services that help organizations around the world lower the
costs, risks and inefficiencies of managing their physical and digital data. Our solutions enable
customers to protect and better use their information—regardless of its format, location or lifecycle
stage—so they can optimize their business and ensure proper recovery, compliance and discovery. We
offer comprehensive records management services, data protection & recovery services and information
destruction services, along with the expertise and experience to address complex information
management challenges such as rising storage costs, litigation, regulatory compliance and disaster
recovery. Founded in an underground facility near Hudson, New York in 1951, Iron Mountain -
Incorporated, a Delaware corporation, is a trusted partner to more than 155,000 clients throughout
North America, Europe, Latin America and Asia Pacific. We have a diversified customer base
comprised of commercial, legal, banking, healthcare, accounting, insurance, entertainment and
government organizations, including more than 94% of the Fortune 1000. As of December 31, 2011, we
provided services in more than 35 countries on five continents, employed over 17,000 people and
operated more than 975 facilities. :

Now in our 61% year, we have experienced tremendous growth, particularly since successfully
completing the initial public offering of our common stock in February 1996. We have grown from a
business with limited product offerings and annual revenues of $104.0 million in 1995 into a global
enterprise providing a broad range of information management services to customers in markets
around the world with total revenues of more than $3.0 billion for the year ended December 31, 2011.
On January 5, 2009, we were added to the S&P 500 Index and as of December 31, 2011 we were .
number 643 on the Fortune 1000. ' I

Our success since becoming a public company in 1996 has been driven in large part by our
execution of a consistent long-term growth plan to build market leadership by extending our strategic
position through service line and global expansion. This growth plan has been sequenced into three
phases. The first phase involved establishing leadership and broad market access in our core businesses,
records management and data protection & recovery, primarily through acquisitions. In the second
phase, we invested in building a successful selling organization to access new customers, converting
previously unvended demand. While different parts of our business are in different stages of evolution
along our three-phase strategy, as an enterprise, we have transitioned to the third phase of our growth
plan, which we call the capitalization phase. In this phase, which we expect to continue for many years,
we seek to expand our relationships with our customers to continue solving their increasingly complex
information management problems. Growing our customer relationships well means expanding our
service offerings on a global basis while maximizing our solid core businesses. In doing this, we
continue to build what we believe to be a very durable business through disciplined execution.

Consistent with this model, we have transitioned from a growth strategy driven primarily by
acquisitions of information management services companies to a growth strategy driven primarily by
internal growth. In 2001, internal revenue growth exceeded growth through acquisitions for the first
time since we began the first phase of our growth plan in 1996. This has been the case in each year
since 2001, with the exception of 2004. In the absence of significant acquisition spending, we expect to
achieve a majority of our revenue growth internally in 2012 and beyond.

We expect to achieve our long-term growth goals by offering our customers integrated services that
address their increasingly complex information management needs regardless of the format, location or
lifecycle stage of their information. By offering integrated services, we aim to help our customers
reduce the costs, risks and complexities associated with managing their data while increasing their
compliance with various laws, regulations, company policies and industry best practices. Consistent with



our overall strategy, we are focused on improving our internal revenue growth trajectory in the
near-term primarily through a set of specific initiatives. These initiatives are based on a targeted

- approach to improving our sales effectiveness through increased focus on our core businesses, customer
segmentation and enhanced marketing programs. By successfully executing on these initiatives, we
expect to increase revenues from our existing customers by selling them new services and by gaining
new customers that do not currently outsource some or all of their information' management service
needs or who outsource their information management needs to other vendors. We are also targetmg
higher growth in certain international businesses as we expand our platform for selling core services
and new services in higher growth markets. Finally, we are continuing to expand our services portfolio
in the hybrid records market, which includes both physical and digital records, to capture what we see
as larger, faster growing opportunities.

At this stage in our evolution we are also focused on driving increased profitability and cash fiow
through a disciplined management approach and a focus on optimizing our business operations.
Comprised of productivity initiatives, pricing program improvements and cost controls, our optimization
strategy has produced significant and visible results. Between 2007 and 2011, we have compounded
annual growth rates of 8% for adjusted operating income before depreciation, amortization, intangible
impairments and (gain). loss on disposal/write-down of property, plant and equipment, net (“Adjusted
OIBDA”), 15% for Adjusted Earnings per Share and 28% for Free Cash Flows before Acquisitions and
Discretionary Investments (“FCF”). During that same penod we reduced our capital expendltures
(excluding real estate) as a percent of revenues from 13.5% in 2007 to 6.6% in 2011. These gains were
driven primarily by the optimization of our North American Business segment as we increased Adjusted
OIBDA margins in that segment by more than 700 basis points. Our focus is on sustaining the high

~margin, high profitability levels of the North American Business segment while optimizing our
International Business segment using the same strategies. We expect to increase our Adjusted OIBDA
margins in the International Business segment by approximately 700 basis points between 2010 and
the end of 2013. For more detailed definitions and reconciliations of Adjusted OIBDA, Adjusted
Earnings per Share from Continuing Operations and FCF and a discussion of why we believe these
measures provide relevant and useful information to our current and potential investors, see

“Item 7. Management’s Discussion and Analysis of Financial Condition and Results of Operations—
Non-GAAP Measures.”

We are committed to delivering stockholder value. To that end, and supported by our increased
profitability and strong cash flows, we initiated a stockholder payout program in February 2010
consisting of a share repurchase authorization of up to $150.0 million and a dividend policy under
. which we have paid and in the future intend to pay cash dividends on our common stock. Our first ever
quarterly cash dividend, declared in March 2010, was $0.0625 per share. Since 1mt1atmg our stockholder
payout program in February 2010, our board of directors has approved increases in the amount
authorized under our share repurchase program of up to an additional $1.05 billion, bringing the total
authorization to $1.2 billion. As of December 31, 2011, we have purchased 36.6 million shares of our
common stock for $1.1 billion under this program. We have also increased our quarterly dividend on
two occasions, most recently to $0.25 per share in June 2011, which represents a 300% increase over
the quarterly amount declared in March 2010.

In April 2011, we announced a three-year strategic plan to increase stockholder value. The key
components of our plan are: (i) sustaining a leadership position in our North American Business
segment; (ii) driving substantial improvements in our International Business segment; and
(iif) committing to significant stockholder payouts of $2.2 billion through 2013, with $1.2 billion being
paid out through May 2012. As of December 31, 2011, we had returned $1.1 billion to stockholders
against our commitment of returning $1.2 billion through May 2012, including $0.1 billion in dividends
and $1.0 billion in share repurchases. As part of our strategic plan, in June 2011, we completed the sale
of our online backup and recovery, digital archiving and eDiscovery solutions businesses (the “Digital
Business”) for approximately $395.4 million in cash. Additionally, in connection with our strategic



portfolio review of certain international operations, we sold our New Zealand operations in October
2011 for approximately $10.0 million in cash and, in December 2011, we committed to a plan to sell
our records management business in Italy (the “Italian Business”).

B. Description of Business.
Overview

‘Our information management services can be broadly divided into three major service categories:
records management services, data protection & recovery services, and information destruction services.
Media formats can be broadly divided into physical and electronic records. We define physical records
to include paper documents, as well as all other non-electronic media such as microfilm and microfiche,
master audio and videotapes, film, X-rays and blueprints. Electronic records include e-mail and various
forms of magnetic media such as computer tapes, hard drives and optical disks. :

Our records management services include: records management program development and
implementation based on best practices to help customers comply with specific regulatory requirements,
implementation of policy-based programs that feature secure, cost-effective storage for all major media,
including paper (which is the dominant form of records storage), flexible retrieval access and retention
management. Included within records management services are our hybrid services. These services help
organizations gain better access to, and ultimately control over, their paper records by digitizing,
indexing and hosting them in online archives to provide complete information lifecycle solutions.
Within the records management services category, we have developed specialized services for vital
records and regulated industries such as healthcare, energy, government and financial services.

Our data protection & recovery services include disaster preparedness, planning, support and
secure, off-site vaulting of data backup media for fast and efficient data recovery in the event of a
disaster, human érror or virus. Our technology-based data protection & recovery services include online
backup and recovery solutions for desktop and laptop computers and remote servers. Since our sale of
the Digital Business, we continue to offer these technology-based services primarily through
partnerships. Additionally, we serve as a trusted, neutral third party and offer technology escrow
services to protect and manage source code and other proprietary information.

Our information destruction services are comprised almost exclusively of secure shredding services.
Secure shredding services complete the lifecycle of a record and involve the shredding of sensitive
documents in a way that ensures privacy and a secure chain of custody for the records. These services
typically include either the scheduled pick-up of loose office records, which customers accumulate in
specially designed secure containers we provide, or the shredding of documents stored in records
facilities upon the expiration of their scheduled retention periods.

Physical Records

Physical records may be broadly divided into two categories: active and inactive. Active records
relate to ongoing and recently completed activities or contain information that is frequently referenced.
Active records are usually stored and managed on-site by their owners to ensure ready availability.
Inactive physical records are the principal focus of the information management services industry and
consist of those records that are not needed for immediate access but which must be retained for legal,
regulatory and compliance reasons or for occasional reference in support of ongoing business
operations. A large and growing specialty subset of the physical records market is medical records.
These are active and semi-active records that are often stored off-site with, and serviced by, an
information management services vendor. Special regulatory requirements often apply to medical
records. In addition to our core records management services, we provide consulting, facilities
management, fulfillment and other outsourcing services.



Electronic Records

Electronic records management focuses on the storage of, and related services for, computer
media that is either a backup copy of recently processed data or archival in nature. We believe the
issues encountered by customers trying to manage their electronic records are similar to the ones they
face in their physical records management programs and consist primarily of: (1) storage capacity and
the preservation of data; (2) access to and control over the data in a secure environment; and (3) the
need to retain electronic records due to regulatory requirements or for litigation support. Customer
needs for data backup and recovery and archiving are distinctively different. Backup data exists because
of the need of many businesses to maintain backup copies of their data in order to be able to recover
the data in the event of a system failure, casualty loss or other disaster. It is customary (and a best
practice) for data processing groups to rotate backup tapes to off-site locations on a regular basis and
to require multiple copies of such information at multiple sites. In addition to the physical rotation and
storage of backup data that we provide, we offer online backup services through partnershlps as an
alternative way for businesses to store and access data. Online backup is a Web-based service that
automatically backs up computer data from servers or directly from desktop and laptop computers over
the Internet and stores it in secure data centers.

Growth of Market

We believe that the volume of stored physical and electronic records will continue to increase on a
global basis for a number of reasons, mcludmg (1) regulatory requirements; (2) concerns over possible
future litigation and the resultmg increases in volume and holding periods of records; (3) the continued
proliferation of data processing technologies such as personal computers and networks; (4) inexpensive
document producing technologies such as desktop publishing software and desktop printing; (5) the
high cost of reviewing records and deciding whether to retain or destroy them; (6) the failure of many
entities to adopt or follow policies on records destruction; and (7) the need to keep backup copies of
certain records in off-site locations for business continuity purposes in the event of disaster.

We believe that the creation of paper-based information will be sustained, not in spite of, but.
because of, “paperless” technologies such as e-mail and the Internet. These technologies have
prompted the creation of hard copies of such electronic information and have also led to increased
demand for electronic records services, such as the storage and off-site rotation of backup copies of
magnetic media. In addition, we believe that the proliferation of digital information technologies and
distributed data networks has created a growing need for efficient, cost-effective, high quality
technology solutions for electronic data protection and the management of electronic documents.

Acquisitions in a Highly Fragmented Industry

The physical information management services industry has long been and remains a highly
fragmented industry with thousands of competitors in North America and around the world. Between
1995 and 2004 there was significant acquisition activity in the industry driven primarily by us and
certain of our larger competitors. Acquisitions were a fast and efficient way to achieve scale, expand
geographically and broaden service offerings.

We believe that since the 1990s there has been ongoing acquisition activity in the physical
information management, services industry, both in North America and internationally, because of the
opportunities for larger information management services providers to achieve economies of scale and
meet customer demands for more sophisticated, technology-based solutions. We believe that this trend
is also due to, and may continue as a result of, the preference of certain large organizations to. contract
with one physical information management services vendor in multiple cities and countries for its
physical information management service needs. Larger national or multinational information
management service companies are better able to satisfy the demands of larger multi-city or multi-
national customers than single city competitors.



Attractive acquisitions, many of which are small, in North America and internationally continue to
exist and we may from time to time acquire these businesses where we believe they present a good
opportunity to create value for our stockholders.

Characteristics of Our Business

We generate our revenues by providing storage, core records management, data protection &
recovery, information destruction, hybrid services and an expanding menu of complementary products
and services to a large and diverse customer base. Providing outsourced information management
services is the mainstay of our customer relationships and serves as the foundation for our revenue
growth. Core services, which are a vital part of a comprehensive records management program, consist
primarily of the handling and transportation of stored records and information. In our secure shredding
operations, core services consist primarily of the scheduled collection and shredding of records and
documents generated by business operations. Additionally, core services include certain hybrid services
and recurring project revenues. As is the case with storage revenues, core service revenues are highly
recurring in nature. In 2011, our storage and core service revenues represented approximately 88% of
our total consolidated revenues. In addition to our core services, we offer a wide array of
complementary products and services, including special project work, data restoration projects,
fulfillment services, consulting services, technology services and product sales (including specially
designed storage containers and related supplies). In addition, complementary services revenue includes
recycled paper revenue. Complementary services address more specific needs and are designed to
enhance our customers’ overall records management programs. These services complement our core:
services; however, they are more episodic and discretionary in nature. Revenue generated by all of our
operating segments includes both core and complementary components.

In general, our North American Business and our International Business segments offer the
products and services discussed below, in their respective geographies. The amount of revenues deriv