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UNITED STATES SECURITIES AND EXCHANGE COMMISSION
WASHINGTON, DC 20549
FORM 10-K

b Annual report pursuant to Section 13 or 15(d) of the Securities Exchange Act of 1934
For the fiscal year ended December 31, 2006, or

o Transition report pursuant to Section 13 or 15(d) of the Securities Exchange Act of 1934
For the transition period from to .
Commission File Number 1-32663
CLEAR CHANNEL OUTDOOR HOLDINGS, INC.
(Exact name of registrant as specified in its charter)

Delaware 86-0812139
(State of Incorporation) (I.R.S. Employer Identification No.)
200 East Basse Road
San Antonio, Texas 78209
Telephone (210) 832-3700
(Address, including zip code, and telephone number, including area code, of registrant s principal executive offices)
Securities registered pursuant to Section 12(b) of the Act:

Title of Each Class Name of Exchange on Which Registered

Class A Common Stock, $.01 par value per share New York Stock Exchange
Securities registered pursuant to Section 12(g) of the Act: None.
Indicate by check mark if the registrant is a well-known seasoned issuer, as defined in Rule 405 of the Securities Act.
YESo NOp)p
Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the
Act. YESo NObD
Indicate by check mark whether the registrant (1) has filed all reports required to be filed by Section 13 or 15(d) of the
Securities Exchange Act of 1934 during the preceding 12 months (or for such shorter period that the registrant was
required to file such reports), and (2) has been subject to such filing requirements for the past 90 days. YESp NOo
Indicate by check mark if disclosure of delinquent filers pursuant to Item 405 of Regulation S-K is not contained
herein, and will not be contained, to the best of registrant s knowledge, in definitive proxy or information statements
incorporated by reference in Part III of this Form 10-K or any amendment to this Form 10-K. o
Indicate by checkmark whether the registrant is a shell company (as defined in Rule 12b-2 of the Exchange Act). YES
o NOb
As of June 30, 2006, the aggregate market value of the Common Stock beneficially held by non-affiliates of the
registrant was approximately $720.2 million based on the closing sales price as reported on the New York Stock
Exchange. (For purposes hereof, directors, executive officers and 10% or greater shareholders have been deemed
affiliates).
Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, or a non-accelerated
filer. See definition of accelerated filer and large accelerated filer in Rule 12b-2 of the Exchange Act.
Large accelerated filer p Accelerated filer o Non-accelerated filer o
On February 22, 2007, there were 39,733,071 outstanding shares of Class A Common Stock and 315,000,000
outstanding shares of Class B Common Stock.
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PART I
ITEM 1. Business
The Company

Clear Channel Outdoor Holdings, Inc. provides clients with advertising opportunities through billboards, street
furniture displays, transit displays and other out-of-home advertising displays, such as wallscapes, spectaculars, neons
and mall displays, which we own or operate in key markets worldwide. Our business consists of two reportable
operating segments: Americas and International. Information relating to the operating segments of our Americas and
International operations for 2006, 2005 and 2004 is included in Note N Segment Data in the Notes to our
Consolidated and Combined Financial Statements in Item 8 included elsewhere in this Annual Report.

As of December 31, 2006, we owned or operated more than 910,000 advertising displays worldwide. For the year
ended December 31, 2006, we generated revenues of approximately $2.9 billion, with $1.3 billion and $1.6 billion
from our Americas and International segments, respectively. Our Americas reporting segment primarily consists of
our operations in the United States, Canada and Latin America, with approximately 94% of our 2006 revenues in this
segment derived from the United States. Our International reporting segment consists of our operations in Europe,
Asia, Africa and Australia with approximately 50% of our 2006 revenues in this segment derived from France and the
United Kingdom. Additionally, we own equity interests in various out-of-home advertising companies worldwide,
which we account for under the equity method of accounting.

Our History

In 1997, Clear Channel Communications, Inc., or Clear Channel Communications, our parent company, entered the
outdoor advertising industry with its acquisition of Eller Media Company. In 1998, Clear Channel Communications
acquired Universal Outdoor, giving Clear Channel Communications an outdoor presence in 33 major United States
markets with over 88,000 displays. Also in 1998, Clear Channel Communications acquired More Group plc, a
European-based company operating in 25 countries. In June 2002, Clear Channel Communications acquired The
Ackerley Group, further increasing the market share.

Effective November 9, 2005 Clear Channel Communications and its subsidiaries contributed and transferred to us
all of the assets and liabilities of the outdoor advertising businesses not currently held by us. We became a publicly
traded company on November 11, 2005 through an initial public offering, or IPO, in which we sold 10% of our
common stock, or 35.0 million shares of our Class A common stock. Prior to our initial public offering we were an
indirect wholly-owned subsidiary of Clear Channel Communications. Clear Channel Communications currently owns
all of our outstanding shares of Class B common stock representing approximately 89% of the outstanding shares of
our common stock and approximately 99% of the total voting power of our common stock.

On November 16, 2006, Clear Channel Communications agreed to be acquired by a group of equity funds
sponsored by Bain Capital Partners, LLC and Thomas H. Lee Partners, L.P. The closing of the transaction is subject to
Clear Channel Communications shareholder approval, antitrust clearances, FCC approval and other customary closing
conditions.

Clear Channel Communications has advised us that its current intent is to continue to hold all of our Class B
common stock and thereby retain its controlling interest in us. However, Clear Channel Communications is not
subject to any contractual obligation that would prohibit it from selling, spinning off, splitting off or otherwise
disposing of any shares of our common stock.

We entered into agreements with Clear Channel Communications that govern the relationship between Clear
Channel Communications and us and provide for, among other things, the provision of services by Clear Channel
Communications to us and the allocation of employee benefit, tax and other liabilities and obligations attributable to
our operations. These agreements include, among others, a master agreement, corporate services agreement,
registration rights agreement, tax matters agreement and employee matters agreement. All of the agreements relating
to our ongoing relationship with Clear Channel Communications were made in the context of a
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parent-subsidiary relationship and the terms of these agreements may be more or less favorable to us than if they had
been negotiated with unaffiliated third parties.

For as long as Clear Channel Communications is the owner of such number of shares representing more than 50%
of the total voting power of our common stock, it will have the ability to direct the election of all of the members of
our Board of Directors and to exercise a controlling influence over our business and affairs, including any
determination with respect to mergers or other business combinations involving us, the acquisition or disposition of
assets by us, the incurrence of indebtedness by us, the issuance of any additional common stock or other equity
services by us, the repurchase or redemption of common stock or preferred stock by us and the payment of dividends
by us. Similarly, Clear Channel Communications will have the power to determine or significantly influence the
outcome of matters submitted to a vote of our shareholders, including the power to prevent an acquisition or any other
change in control of us, and to take other actions that might be favorable to Clear Channel Communications.

Our Products Americas (46%, 46% and 45% of our revenue in 2006, 2005 and 2004, respectively)

Our Americas display inventory consists primarily of billboards, street furniture displays and transit displays, with
billboards contributing approximately 70% of our 2006 Americas revenues. The margins on our billboard contracts
also tend to be higher than contracts for other displays. The following table shows the approximate percentage of
revenues derived from each category for our Americas advertising inventory:

Year Ended December 31,
2006 2005 2004

Billboards

Bulletins (1) 52% 54% 56%
Posters 18% 19% 19%
Street furniture displays 4% 4% 4%
Transit displays 14% 11% 11%
Other displays (2) 12% 12% 10%
Total 100% 100% 100%

(1) Includes
wallscapes.

(2) Includes
spectaculars and
mall displays.

Our displays in the United States are located in all of the top 30 United States designated market area regions, or
DMA® regions (DMA® is a registered trademark of Nielsen Media Research, Inc.), and in 49 of the top 50 DMA®
regions, giving our clients the ability to reach a significant portion of the United States population. A DMA® region, a
term developed by Nielsen Media Research, Inc., is used to designate a geographic area or media market.

The significant expenses associated with our Americas operations include (i) direct production and installation
expenses, (ii) site lease expenses for land under our displays and (iii) revenue-sharing or minimum guaranteed
amounts payable under our billboard, street furniture and transit display contracts. Our direct production and
installation expenses include costs for printing, transporting and changing the advertising copy displayed on our
bulletins, and related labor and vinyl or paper costs. Vinyl and paper costs vary according to the complexity of the
advertising copy and the quantity of displays. Our site lease expenses include lease payments for use of the land under
our displays, as well as any revenue-sharing arrangements we may have with the landlords. The terms of our site
leases in the Americas generally range from 1 to 50 years.

Billboards
Our Americas billboard inventory primarily includes bulletins and posters.
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Bulletins

Bulletins vary in size, with the most common size being 14 feet high by 48 feet wide. Almost all of the advertising
copy displayed on our bulletins is computer printed on vinyl and transported to the bulletin where it is secured to the
display surface. Because of their greater size and impact, we typically receive our highest rates for bulletins. Bulletins
generally are located along major expressways, primary commuting routes and main intersections that are highly
visible and heavily trafficked. Our clients may contract for individual bulletins or a network of bulletins, meaning the
clients advertisements are rotated among bulletins to increase the reach of the campaign. Reach is the percent of a
target audience exposed to an advertising message at least once during a specified period of time, typically during a
period of four weeks. Our client contracts for bulletins generally have terms ranging from one month to one year.
Posters

Posters are available in two sizes, 30-sheet and 8-sheet displays. The 30-sheet posters are approximately 11 feet
high by 23 feet wide, and the 8-sheet posters are approximately 5 feet high by 11 feet wide. Advertising copy for
posters is printed using silk-screen or lithographic processes to transfer the designs onto paper that is then transported
and secured to the poster surfaces. Posters generally are located in commercial areas on primary and secondary routes
near point-of-purchase locations, facilitating advertising campaigns with greater demographic targeting than those
displayed on bulletins. Our poster rates typically are less than our bulletin rates, and our client contracts for posters
generally have terms ranging from four weeks to one year. Two types of posters are premiere panels and squares.
Premiere displays are innovative hybrids between bulletins and posters developed to provide our clients with an
alternative for their targeting marketing campaigns. The premiere displays utilize one or more poster panels, but with
vinyl advertising stretched over the panels similar to bulletins. Our intent is to combine the creative impact of bulletins
with the additional reach and frequency of posters. Frequency is the average number of exposures an individual has to
an advertising message during a specified period of time. Out of home frequency is typically measured over a
four-week period.
Street Furniture Displays

Our street furniture displays, marketed under our global Adshel brand, are advertising surfaces on bus shelters,
information kiosks, public toilets, freestanding units and other public structures, and are primarily located in major
metropolitan cities and along major commuting routes. Generally, we own the street furniture structures and are
responsible for their construction and maintenance. Contracts for the right to place our street furniture in the public
domain and sell advertising space on them are awarded by municipal and transit authorities in competitive bidding
processes governed by local law. Generally, these contracts have terms ranging from 10 to 20 years. As compensation
for the right to sell advertising space on our street furniture structures, we pay the municipality or transit authority a
fee or revenue share that is either a fixed amount or a percentage of the revenue derived from the street furniture
displays. Typically, these revenue sharing agreements include payments by us of minimum guaranteed amounts.
Client contracts for street furniture displays typically have terms ranging from four weeks to one year and, similar to
billboards, may be for network packages.
Transit Displays

Our transit displays are advertising surfaces on various types of vehicles or within transit systems, including on the
interior and exterior sides of buses, trains, trams and taxis and within the common areas or rail stations and airports.
Similar to street furniture, contracts for the right to place our displays on such vehicles or within such transit systems
and sell advertising space on them generally are awarded by public transit authorities in competitive bidding processes
or are negotiated with private transit operators. These contracts typically have terms of up to five years. Our client
contracts for transit displays generally have terms ranging from four weeks to one year.
Other Inventory

The balance of our Americas display inventory consists of spectaculars, mall displays and wallscapes. Spectaculars
are customized display structures often incorporating video, multidimensional lettering and figures, mechanical
devices and moving parts and other embellishments to create special effects. The majority of our spectaculars are
located in Dundas Square in Toronto, Times Square and Penn Plaza in New York City, Fashion
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Show in Las Vegas, Sunset Strip in Los Angeles and across from the Target Center in Minneapolis. Client contracts
for spectaculars typically have terms of one year. We also own displays located within the common areas of malls on
which our clients run advertising campaigns for periods ranging from four weeks to one year. Contracts with mall
operators grant us the exclusive right to place our displays within the common areas and sell advertising on those
displays. Our contracts with mall operators generally have terms ranging from five to ten years. Client contracts for
mall displays typically have terms ranging from six to eight weeks. A wallscape is a display that drapes over or is
suspended from the sides of buildings or other structures. Generally wallscapes are located in high profile areas where
other types of outdoor advertising displays are limited or unavailable. Clients typically contract for individual
wallscapes for extended terms.

Our Products International (54%, 54% and 55% of our revenue in 2006, 2005 and 2004, respectively)

Our International display inventory consists primarily of billboards, street furniture displays and transit displays in
approximately 50 countries worldwide, with billboards and street furniture displays collectively contributing
approximately 78% of our 2006 International revenues. The following table shows the approximate percentage of
revenues derived from each category of our International advertising inventory:

Year Ended December 31,
2006 2005 2004
Billboards (1) 41% 44% 46%
Street furniture displays 37% 34% 31%
Transit displays (2) 9% 9% 10%
Other displays (3) 13% 13% 13%
Total 100% 100% 100%

(1) Includes
revenue from
spectaculars and
neon displays.

(2) Includes small
displays.

(3) Includes
advertising
revenue from
mall displays,
other small
displays, and
non-advertising
revenue from
sales of street
furniture
equipment,
cleaning and
maintenance
services and
production
revenue.
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The majority of our International clients are advertisers targeting national audiences whose business is placed with
us through advertising agencies and outdoor buying services. The significant expenses associated with our
International operations include (i) revenue sharing or minimum guaranteed amounts payable under our billboard,
street furniture and transit display contracts, (ii) site lease expenses and (iii) cleaning and maintenance expenses
related to our street furniture. These expenses consist of costs similar to those associated with our Americas
operations. Internationally, the terms of our site lease contracts and revenue-sharing or minimum guaranteed payment
arrangements typically range from 3 to 15 years, but may vary between markets. Because revenue-sharing and
minimum guaranteed payment arrangements are more prevalent in our International operations, the margins in our
International operations typically are less than the margins in our operations in the Americas.

Billboards

The size of our International billboards is not standardized. The billboards vary in both format and size across our
networks, but the majority of our International billboards are similar in size to our Americas posters (30-sheet and
8-sheet displays). Our International billboards are typically sold to clients as network packages with contract terms
typically ranging from one to two weeks. Long-term client contracts are also available and typically have terms of up
to one year. We lease the majority of our International billboard sites from private landowners. DEFI, our
International neon subsidiary, is a leading global provider of neon signs with approximately 400 displays in more than
15 countries worldwide. Client contracts for International neon signs typically have terms of approximately five years.
Street Furniture Displays

Our International street furniture displays are substantially similar to their Americas counterparts, and include bus
shelters, freestanding units, public toilets, various types of kiosks and benches. Internationally, contracts with
municipal and transit authorities for the right to place our street furniture in the public domain and sell
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advertising on them typically range from 10 to 15 years. The major difference between our International and Americas
street furniture businesses is in the nature of the municipal contracts. In the International segment, these contracts
typically require us to provide the municipality with a broader range of urban amenities such as public wastebaskets
and lampposts, as well as space for the municipality to display maps or other public information. In exchange for
providing such urban amenities and display space, we are authorized to sell advertising space on certain sections of
the structures we erect in the public domain. Our International street furniture displays are typically sold to clients as
network packages with contract terms ranging from one to two weeks. Long term client contracts are also available
and typically have terms of up to one year.
Transit Displays

Our International transit display contracts are substantially similar to their Americas counterparts, and typically
require us to make only a minimal initial investment and few ongoing maintenance expenditures. Contracts with
public transit authorities or private transit operators typically have terms ranging from three to seven years. Our client
contracts for transit displays generally have terms ranging from one week to one year.
Other Inventory and Other Sources of Revenue

The balance of our International display inventory consists primarily of advertising revenue from mall displays and
other small displays. In addition, we have non-advertising revenue from sales of street furniture equipment, cleaning
and maintenance services and production revenue. Internationally, our contracts with mall operators generally have
terms ranging from five to ten years and client contracts for mall displays generally have terms ranging from one to
two weeks, but are available for up to six months. Several of our International markets sell equipment or provide
cleaning and maintenance services as part of a billboard or street furniture contract with a municipality. Production
revenue relates to the production of advertising posters usually to small local customers.
Production
Americas

In a majority of our markets, our local production staff performs the full range of activities required to create and
install advertising copy. Production work includes creating the advertising copy design and layout, coordinating its
printing and installing the copy on displays. We provide creative services to smaller advertisers and to advertisers not
represented by advertising agencies. National advertisers often use preprinted designs that require only installation.
Our creative and production personnel typically develop new designs or adopt copy from other media for use on our
inventory. Our creative staff also can assist in the development of marketing presentations, demonstrations and
strategies to attract new clients.
International

The majority of our International clients are advertisers targeting national audiences whose business generally is
placed with us through advertising agencies. These agencies often provide our International clients creative services to
design and produce both the advertising copy and the physical printed advertisement. Advertising copy, both paper
and vinyl, is shipped to centralized warehouses operated by us. The copy is then sorted and delivered to sites where it
is installed on our displays.
Client Categories

In 2006, the top five client categories in our Americas segment, based on Americas revenues derived from these
categories, were retail, business services, automotive, banking and financial services, and media. In 2006, the top five
client categories in our International segment, based on International revenues derived from these categories, were
retail, food and food products, telecommunications, entertainment and automotive.
Competition

The outdoor advertising industry is fragmented, consisting of several larger companies involved in outdoor
advertising such as CBS, JC Decaux S.A. and Lamar Advertising Company as well as numerous smaller and local
companies operating a limited number of display faces in a single or a few local markets. We also compete with
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other media in our respective markets including broadcast and cable television, radio, print media, the Internet and
direct mail.
Construction and Operation
Americas

We typically own the physical structures on which our clients advertising copy is displayed. We build some of the
structures at our billboard fabrication business in Illinois and erect them on sites we either lease or own or for which
we have acquired permanent easements. The site lease terms generally range from 1 to 50 years. In addition to the site
lease, we must obtain a permit to build the sign. Permits are typically issued in perpetuity by the state or local
government and typically are transferable or renewable for a minimal, or no, fee. Bulletin and poster advertising copy
is either printed with computer generated graphics on a single sheet of vinyl or placed on lithographed or silk-screened
paper sheets supplied by the advertiser. These advertisements are then transported to the site and in the case of vinyl
wrapped around the face, and in the case of paper pasted and applied like wallpaper. The operational process also
includes conducting visual inspections of the inventory for display defects and taking the necessary corrective action
within a reasonable period of time.
International

The International manufacturing process largely consists of two elements: the manufacture and installation of
advertising structures and the weekly preparation of advertising posters for distribution throughout our networks.
Generally, we outsource the manufacturing of advertising structures to third parties and regularly seek competitive
bids. We use a wide range of suppliers, located in each of our markets, none of whom represent more than 10% of our
manufacturing budget in any one year. The design of street furniture structures (such as bus shelters, bicycle racks,
kiosks and public toilets) is typically done in conjunction with a third party design or architectural firm. These street
furniture designs then form the basis of a competitive bidding process to select a manufacturer. Our street furniture
sites are posted by our own employees or subcontractors who also clean and maintain the sites. The decision to use
our own employees or subcontractors is made on a market-by-market basis taking into consideration the mix of
products in the market and local labor costs.
Our Markets

The following tables set forth certain information regarding our displays owned or operated in markets worldwide.
As of December 31, 2006, we owned or operated approximately 195,000 Americas displays and approximately
717,000 International displays. Our Americas markets are listed in order of their DMA® region ranking and our
International markets are listed in descending order according to revenues contribution for the year ended
December 31, 2006.

8
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Our Americas Displays

DMA® Street

Region Billboards Furniture Transit Other Total

Rank Markets Bulletins Posters Displays Displafisplays(1) Displays

United States
1 New York, NY 16,715
2 Los Angeles, CA 11,715
3 Chicago, IL 2) 14,913
4 Philadelphia, PA 6,944
5 Boston, MA (Manchester, NH) 7,300
6 San Francisco-Oakland-San Jose, CA 6,612
7 Dallas-Ft. Worth, TX 7,038
8 Washington, DC (Hagerstown, MD) 5,238
9 Atlanta, GA 3,260
10 Houston, TX 2) 4,637
11 Detroit, MI 593
12 Tampa-St. Petersburg (Sarasota), FL 2,178
13 Seattle-Tacoma, WA 4,193
14 Phoenix, AZ 2) 3,074
15 Minneapolis-St. Paul, MN 2,678
16 Cleveland-Akron (Canton), OH 2,303
17 Miami-Ft. Lauderdale, FL 2) 4,702
18 Denver, CO 794
19 Sacramento-Stockton-Modesto, CA 1,360
20 Orlando-Daytona Beach-Melbourne, FL 4,964
21 St. Louis, MO 276
22 Pittsburgh, PA 2) 651
23 Portland, OR 1,557
24 Baltimore, MD 2) 615
25 Indianapolis, IN 1,973
26 San Diego, CA 2) 1,317
27 Charlotte, NC 390
28 Hartford-New Haven, CT 628
29  Raleigh-Durham (Fayetteville), NC 55
30 Nashville, TN 361
31 Kansas City, KS/MO 701
32 Columbus, OH 1,765
33 Milwaukee, W1 3,902
34 Cincinnati, OH 429
35 Greenville-Spartanburg, SC- Asheville, 82
NC-Anderson, SC
36 Salt Lake City, UT 63
37 San Antonio, TX 2) 2) 2,976
38 West Palm Beach-Ft. Pierce, FL 503
39 Grand Rapids-Kalamazoo-Battle Creek, MI 55
9
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DMA®
Region
Rank Markets
41 Harrisburg-Lancaster-Lebanon-York, PA
42 Norfolk-Portsmouth-Newport News, VA
43 New Orleans, LA
44 Memphis, TN
45 Oklahoma City, OK
46  Albuquerque-Santa Fe,
NM
47 Greensboro-High Point-Winston Salem, NC
48 Las Vegas, NV
49 Buffalo, NY
50 Louisville, KY
51-100 Various U.S. Cities
101-150 Various U.S. Cities
151+ Various U.S. Cities
Non-U.S. Markets
n/a Aruba
n/a Australia
n/a Barbados
n/a Brazil
n/a Canada
n/a Chile
n/a Costa Rica
n/a  Dominican Republic
n/a Grenada
n/a Guam
n/a  Jamaica
n/a  Mexico
n/a  Netherlands Antilles
n/a  New Zealand
n/a Peru
n/a Saint Kitts and Nevis
n/a Saint Lucia
n/fa  Virgin Islands

(1) Includes
wallscapes,
spectaculars and
mall displays.
Our inventory
includes other
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Billboards
Bulletins Posters

Furniture Transit Other Total
Displays Displa@isplays(1) Displays

34
413
1,449
2,186
12
1,500

360

2) 12,783

465

190

2) 2) 10,800
2) 2) 5,545
2,248

1,092
1,190
40
8,182
4,074
1,340
228
199
119
947
133
5,034
630
1,761
2,463
151
223
227

Total

Americas
Displays 195,528
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small displays
not counted as
separate
displays in this
Annual Report
since their
contribution to
our revenues is
not material.

We have access
to additional
displays through
arrangements
with local
advertising and
other
companies.
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Our International Displays

Street
Furniture Transit Other
International Markets Billboards(1) Displays Displays(2) Displays(3)
France
United Kingdom
Italy
China
Spain
Sweden
Australia/New Zealand
Belgium
Switzerland
Norway
Ireland
Denmark
Turkey
Finland
Holland
Poland
Baltic States/Russia
Greece
Singapore
India
Germany
Hungary
Austria
United Arab Emirates
Czech Republic
Ukraine

Total International Displays

(1) Includes
spectaculars and
neon displays.

(2) Includes small
displays.

(3) Includes mall
displays and
other small
displays counted
as separate
displays in this
Annual Report

Table of Contents

Total

Displays
167,314
84,200
55,025
59,465
33,142
110,918
16,599
23,228
17,424
19,222
7,483
32,579
7,184
44,684
3,198
12,599
17,045
1,193
3,778
747
64
36
12
1
6
2

717,148
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Equity Investments

In addition to the displays listed above, as of December 31, 2006, we had equity investments in various
out-of-home advertising companies that operate in the following markets:

Street
Equity Furniture  Transit Other
Market Company Investment Billboards(1) Displays Displays Displays(2)

Outdoor Advertising Companies

Clear Channel 50.0%
South Africa (3) Independent
Italy Alessi 34.3%
Italy AD Moving SpA 17.5%
Hong Kong Buspak 50.0%
Thailand Master & More 32.5%
Belgium MTB 49.0%
Belgium Streep 25.0%
Denmark City Reklame 45.0%
Other Media Companies
Norway CAPA 50.0%
Holland HOA Events 49.0%

(1) Includes
spectaculars and
neon displays.

(2) Includes mall
displays and
other small
displays.

(3) Clear Channel
Independent is
headquartered
and has the
majority of its
operations in
South Africa,
but also
operates in other
African
countries such
as Angola,
Botswana,
Lesotho,
Malawi,
Mauritius,
Mozambique,
Namibia,
Swaziland,
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Tanzania,
Uganda and
Zambia.
Company Strategy and Business Strengths
Our fundamental goal is to increase shareholder value by maximizing our cash flow from operations worldwide.
Accomplishing this goal requires the successful implementation of the following strategies:
Capitalize on global network and diversified product mix
We seek to capitalize on our global network and diversified product mix to maximize revenues and increase
profits. We can increase our operating margins by spreading our fixed investment costs over our broad asset base. In
addition, by sharing best practices globally, we can quickly and effectively replicate our successes throughout the
markets in which we operate. We believe our diversified product mix and long standing presence in many of our
existing markets provide us with the platform necessary to launch new products and test new initiatives in a reliable
and cost-effective manner.
Highlight the value of outdoor advertising relative to other media
We seek to enhance revenue opportunities by focusing on specific initiatives that highlight the value of outdoor
advertising relative to other media. We have made and continue to make significant investments in research tools,
enabling our clients to better understand how our displays can successfully reach their target audiences and promote
their advertising campaigns. Also, we are working closely with clients, advertising agencies and other diversified
media companies to develop more sophisticated systems that will provide improved demographic measurements of
outdoor advertising. We believe these measurement systems will further enhance the attractiveness of outdoor
advertising for both existing clients and new advertisers.
Continue to focus on achieving operating efficiencies
We continue to focus on achieving operating efficiencies throughout our global network. For example, in most of
our United States markets, we have been transitioning our compensation programs in our operations departments from
hourly wage scales to productivity based programs. We have decreased operating costs and
12
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capital needs by introducing energy saving lighting systems and innovative processes for changing advertising copy
on our displays. Additionally, in certain heavy storm areas we continue to convert large format billboards to
sectionless panels that face less wind resistance, reducing our weather-related losses in such areas.
Promote customer service

We believe customer service is critical, and we have made significant commitments to provide innovative services
to our clients. For example, we provide our United States clients with online access to information about our
inventory, including pictures, locations and other pertinent display data that is helpful in their buying decisions.
Additionally, in the United States we recently introduced a service guaranty in which we have committed to specific
monitoring and reporting services to provide greater accountability and enhance customer satisfaction. We also
introduced a proprietary online proof-of-performance system that is an additional tool our clients may use to measure
our accountability. This system provides our clients with information about the dates on which their advertising copy
is installed or removed from any display in their advertising program.
Pursue attractive acquisitions and other investments worldwide

Through acquisitions and investments, we intend to strengthen our presence in existing markets and selectively
enter new markets where the returns and growth potential of such expansion are consistent with our fundamental goal
of increasing shareholder value. In particular, in recent years we have steadily added to our presence in Europe, Asia,
Africa and Latin America. These regions continue to offer additional growth opportunities.
Pursue new cost effective technologies

Advances in electronic displays, including flat screens, LCDs and LEDs, as well as corresponding reductions in
costs, allow us to provide these technologies as alternatives to traditional methods of displaying our clients
advertisements. These electronic displays may be linked through centralized computer systems to instantaneously and
simultaneously change static advertisements on a large number of displays. We believe these capabilities will allow us
to transition from selling space on a display to a single advertiser to selling time on that display to multiple
advertisers. We believe this transition will create new advertising opportunities for our existing clients and will attract
new advertisers, such as certain retailers that desire to change advertisements frequently and on short notice. For
example, these technologies will allow retailers to promote weekend sales with the flexibility during the sales to make
multiple changes to the advertised products and prices.
Maintain an entrepreneurial culture

We maintain an entrepreneurial and customer-oriented culture by empowering local market managers to operate
their businesses as separate profit centers, subject to centralized oversight. A portion of our managers compensation is
dependent upon the financial success of their individual business units. This culture motivates local market managers
to maximize our cash flow from operations by providing high-quality service to our clients and seeking innovative
ways to deploy capital to further grow their businesses. Our managers also have full access to our extensive
centralized resources, including sales training, research tools, shared best practices, global procurement and financial
and legal support.
Employees

As of February 22, 2007, we had approximately 2,800 employees in our Americas segment and approximately
4,900 employees in our International segment, of which approximately 100 were employed in corporate activities.
Available Information

You can find more information about us at our Internet website located at www.clearchanneloutdoor.com. Our
filings are available free of charge via a link on our Internet website after we electronically file such material with the
SEC.
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ITEM 1A. Risk Factors
Risks Related to Our Business

Government regulation of outdoor advertising may restrict our outdoor advertising operations.

United States federal, state and local regulations have a significant impact on the outdoor advertising industry and
our business. One of the seminal laws was The Highway Beautification Act of 1965 (HBA), which regulates outdoor
advertising on the 306,000 miles of Federal-Aid Primary, Interstate and National Highway Systems roads. HBA
regulates the locations of billboards, mandates a state compliance program, requires the development of state
standards, promotes the expeditious removal of illegal signs, and requires just compensation for takings. Size,
location, lighting and the use of new technologies for changing displays, such as digital, are regulated by federal, state
and local governments. Some states have enacted bans on billboard advertising altogether. Changes in laws and
regulations affecting outdoor advertising at any level of government, including laws of the foreign jurisdictions in
which we operate, could have a significant financial impact on us by requiring us to make significant expenditures or
otherwise limiting or restricting some of our operations.

From time to time, certain state and local governments and third parties have attempted to force the removal of
displays under various state and local laws, including amortization. Amortization permits the display owner to operate
its display which does not meet current code requirements for a specified period of time, after which it must remove or
otherwise conform its display to the applicable regulations at its own cost without any compensation. Several
municipalities within our existing markets have adopted amortization ordinances. Other regulations limit our ability to
rebuild or replace nonconforming displays and require us to remove or modify displays not in strict compliance with
applicable laws. In addition, from time to time third parties or local governments assert that we own or operate
displays that either are not properly permitted or otherwise are not in strict compliance with applicable law. Such
regulations and allegations have not materially impacted our results of operations to date, but if we are increasingly
unable to resolve such allegations or obtain acceptable arrangements in circumstances in which our displays are
subject to removal, modification or amortization, or if there occurs an increase in such regulations or their
enforcement, our results could suffer.

Legislation has from time to time been introduced in both the United States and foreign jurisdictions attempting to
impose taxes on revenues of outdoor advertising companies. Several jurisdictions have already imposed such taxes as
a percentage of our gross receipts of outdoor advertising revenues in that jurisdiction. While these taxes have not
materially impacted our business and financial results to date, we expect states to continue to try to impose such taxes
as a way of increasing revenues. The increased imposition of these taxes and our inability to pass on the cost of these
taxes to our clients could negatively affect our operating income.

International regulation of the outdoor advertising industry varies by region and country, but generally limits the
size, placement, nature and density of out-of-home displays. Significant international regulations include the Law of
December 29, 1979 in France, the Town and Country Planning (Control of Advertisements) Regulations 1992 in the
United Kingdom, and Reéglement Régional Urbain de 1 agglomération Bruxelloise in Belgium. These laws define
issues such as the extent to which advertisements can be erected in rural areas, the hours during which illuminated
signs may be lit and whether the consent of local authorities is required to place a sign in certain communities. Other
regulations limit the subject matter and language of out-of-home displays. For instance, the United States and most
European Union countries, among other nations, have banned outdoor advertisements for tobacco products. Our
failure to comply with these or any future international regulations could have an adverse impact on the effectiveness
of our displays or their attractiveness to clients as an advertising medium and may require us to make significant
expenditures to ensure compliance. As a result, we may experience a significant impact on our operations, revenues,
International client base and overall financial condition.

We face intense competition in the outdoor advertising industry that may adversely affect the advertising fees we
can charge, and consequently lower our operating margins and profits.

We operate in a highly competitive industry, and we may not be able to maintain or increase the fees we charge our
customers, which may consequently lower our operating margins and profits. Our advertising properties compete for
audiences and advertising revenues with other outdoor advertising companies, as well as with other media, such as
radio, magazines, newspapers, prime time television, direct mail, the Internet and telephone
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directories. It is possible new competitors may emerge and rapidly acquire significant market share. Competitive
factors in our industry could adversely affect our financial performance by, among other things, leading to decreases
in overall revenues, numbers of advertising clients, advertising fees or profit margins. These factors include:

our competitors offering reduced advertising rates, which we may be unable or unwilling to match;

our competitors adopting technological changes and innovations we are unable to adopt or are delayed in
adopting and that offer more attractive advertising alternatives than those we currently offer;

shifts in the general population or specific demographic groups to markets where we have fewer outdoor
advertising displays;

our competitors securing more effective advertising sites than those sites where our displays are located;

our competitors abilities to complete and integrate acquisitions better than our ability to complete and integrate
acquisitions;

our inability to secure street furniture contracts on favorable terms; and

development, governmental actions and strategic trading or retirement of displays, which, excluding
acquisitions, may result in a reduction of our existing displays and increased competition for attractive display
locations.
Doing business in foreign countries creates certain risks not involved in doing business in the United States that
may disrupt our International operations or cause us to realize lower returns from our International operations.
Doing business in foreign countries involves certain risks that may not exist when doing business in the United
States. The risks involved in foreign operations that could result in disruptions to our business or financial losses in
our International operations against which we are not insured include:
exposure to local economic conditions, foreign exchange restrictions and restrictions on the withdrawal of
foreign investment and earnings, investment restrictions or requirements, expropriations of property and
changes in foreign taxation structures, each of which could reduce our profit from International operations;

potential adverse changes in the diplomatic relations of foreign countries with the United States and
government policies against businesses owned by foreigners, each of which could affect our ability to continue
operations in or enter into an otherwise profitable market;

changes in foreign regulations, such as the decision in France to lift the ban on most retail advertising on
television;

hostility from local populations, potential instability of foreign governments and risks of insurrections, each of
which could disrupt our ability to conduct normal business operations; and

risks of renegotiation or modification of existing agreements with governmental authorities and diminished
ability to legally enforce our contractual rights in foreign countries, each of which could cause financial losses
in otherwise profitable operations.

In addition, we may incur substantial tax liabilities if we repatriate any of the cash generated by our International
operations back to the United States, due to our current inability to recognize any foreign tax credits associated with
such repatriation. We are not currently in a position to recognize any tax assets in the United States that are the result
of payments of income or withholding taxes in foreign jurisdictions.

Exchange rates may cause fluctuations in our results of operations that are not related to our operations.
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dollar. We cannot predict the effect of exchange rate fluctuations upon future operating results. See Management s
Discussion and Analysis of Financial Condition and Results of Operations Market Risk Management Foreign
Currency Risk.

The success of our street furniture and transit products is dependent on our obtaining key municipal concessions,
which we may not be able to obtain on favorable terms.

Our street furniture and transit products businesses require us to obtain and renew contracts with municipalities and
other governmental entities. Many of these contracts require us to participate in competitive bidding processes,
typically have terms ranging from 3 to 20 years and have revenue share or fixed payment components. Our inability to
successfully negotiate, renew or complete these contracts due to governmental demands and delay and the highly
competitive bidding processes for these contracts could affect our ability to offer these products to our clients, or to
offer them to our clients at rates that are competitive to other forms of advertising, without adversely affecting our net
income.

Future acquisitions of businesses or properties could have adverse consequences on our existing business or assets.

We may acquire outdoor advertising assets and other assets or businesses we believe will assist our clients in
marketing their products and services. Our acquisition strategy involves numerous risks, including:

possible failures of our acquisitions to be profitable or to generate anticipated cash flows, which
could affect our overall profitability and cash flows;

entry into markets and geographic areas where our competitors are operating but where we have
limited or no experience;

potential difficulties in integrating our operations and systems with those of acquired companies,
causing delays in realizing the potential benefits of acquisitions;

diversion of our management team s attention away from other business concerns; and

loss of key employees of acquired companies or the inability to recruit additional senior management

to supplement or replace senior management of acquired companies.
Antitrust regulations may limit future acquisitions due to our current inventory of advertising properties in certain
markets.

Additional acquisitions by us may require antitrust review by federal antitrust agencies and may require review by
foreign antitrust agencies under the antitrust laws of foreign jurisdictions. We can give no assurances the Department
of Justice, the Federal Trade Commission or foreign antitrust agencies will not investigate, possibly challenge or seek
divestitures or other remedies as a condition to not challenging future acquisitions. If those agencies take any such
action, we may not be able to complete, or realize the desired benefits of, the proposed acquisition.

The lack of availability of potential acquisitions at reasonable prices could harm our growth strategy.

We face stiff competition from other outdoor advertising companies for acquisition opportunities. If the prices
sought by sellers of these companies were to rise, we may find fewer acceptable acquisition opportunities. In addition,
the purchase price of possible acquisitions could require the incurrence of additional debt or equity financing on our
part. Since the terms and availability of this financing depend to a large degree upon general economic conditions and
third parties over which we have no control, we can give no assurance we will obtain the needed financing or we will
obtain such financing on attractive terms. In addition, our ability to obtain financing depends on a number of other
factors, many of which are also beyond our control, such as interest rates and national and local business conditions. If
the cost of obtaining needed financing is too high or the terms of such financing are otherwise unacceptable in relation
to the acquisition opportunity we are presented with, we may decide to forgo that opportunity. Additional
indebtedness could increase our leverage and make us more vulnerable to economic downturns and may limit our
ability to withstand competitive pressures. Additional equity financing could result in dilution to our shareholders.
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We have substantial debt obligations that could restrict our operations and impair our financial condition.

At December 31, 2006, our total indebtedness for borrowed money was $2.7 billion, approximately $2.5 billion of
which is indebtedness owed to Clear Channel Communications. As of December 31, 2006, approximately
$86.3 million of such total indebtedness (excluding interest) is due in 2007, $30.8 million is due in 2008,
$64.0 million is due in 2009, $2.5 billion is due in 2010, $2.3 million is due in 2011 and $0.7 million thereafter. We
may also incur additional substantial indebtedness in the future.

Our substantial indebtedness could have adverse consequences, including:

increasing our vulnerability to adverse economic, regulatory and industry conditions;

limiting our ability to compete and our flexibility in planning for, or reacting to, changes in our business and
the industry;

limiting our ability to borrow additional funds; and

requiring us to dedicate a substantial portion of our cash flow from operations to payments on our debt, thereby
reducing funds available for working capital, capital expenditures, acquisitions and other purposes.

If our cash flow and capital resources are insufficient to service our debt obligations, we may be forced to sell
assets, seek additional equity or debt capital or restructure our debt. However, these measures might be unsuccessful
or inadequate in permitting us to meet scheduled debt service obligations. We may be unable to restructure or
refinance our obligations and obtain additional equity financing or sell assets on satisfactory terms or at all. As a
result, inability to meet our debt obligations could cause us to default on those obligations. A default under any debt
instrument could, in turn, result in defaults under other debt instruments. Any such defaults could materially impair
our financial condition and liquidity.

To service our debt obligations and to fund potential capital expenditures, we will require a significant amount of
cash to meet our needs, which depends on many factors beyond our control.

Our ability to service our debt obligations and to fund potential capital expenditures for display construction or
renovation will require a significant amount of cash, which depends on many factors beyond our control. Our ability
to make payments on and to refinance our debt will also depend on our ability to generate cash in the future. This, to
an extent, is subject to general economic, financial, competitive, legislative, regulatory and other factors beyond our
control.

We cannot assure our business will generate sufficient cash flow or that future borrowings will be available to us in
an amount sufficient to enable us to pay our debt, including our debt to Clear Channel Communications, or to fund our
other liquidity needs. If our future cash flow from operations and other capital resources are insufficient to pay our
obligations as they mature or to fund our liquidity needs, we may be forced to reduce or delay our business activities
and capital expenditures, sell assets, obtain additional equity capital or restructure or refinance all or a portion of our
debt, including the debt with Clear Channel Communications, on or before maturity. We cannot assure we will be able
to refinance any of our debt, including the debt with Clear Channel Communications, on a timely basis or on
satisfactory terms, if at all. In addition, the terms of our existing debt, including the debt with Clear Channel
Communications, and other future debt may limit our ability to pursue any of these alternatives.

The $2.5 billion note and agreements with Clear Channel Communications impose restrictions on our ability to
finance operations and capital needs, make acquisitions or engage in other business activities and requires
prepayment from substantially all proceeds from debt or equity raised by us.

The $2.5 billion note and Master Agreement with Clear Channel Communications include restrictive covenants
that, among other things, restrict our ability to:

issue any shares of capital stock or securities convertible into capital stock;

incur additional debt;
17
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make certain acquisitions and investments;
repurchase our stock;
create liens;
enter into transactions with affiliates;
enter into sale-leaseback transactions;
dispose of all or substantially all of our assets; and

merge or consolidate.

The existence of these restrictions could limit our ability to grow and increase our revenues or respond to
competitive changes.

In addition, the note with Clear Channel Communications requires us to prepay it in full upon a change of control
(as defined in the note), and, upon our issuances of equity and incurrences of debt, subject to certain exceptions, to
prepay the note in the amount of net proceeds received from such events. Our failure to comply with the terms and
covenants in our indebtedness could lead to a default under the terms of those documents, which would entitle Clear
Channel Communications or other holders to accelerate the indebtedness and declare all amounts owed due and
payable.

Additional restrictions on outdoor advertising of tobacco, alcohol and other products may further restrict the
categories of clients that can advertise using our products.

Out-of-court settlements between the major United States tobacco companies and all 50 states, the District of
Columbia, the Commonwealth of Puerto Rico and four other United States territories include a ban on the outdoor
advertising of tobacco products. Legislation regulating tobacco and alcohol advertising has also been introduced in a
number of European countries in which we conduct business and could have a similar impact. Any significant
reduction in alcohol-related advertising due to content-related restrictions could cause a reduction in our direct
revenues from such advertisements and an increase in the available space on the existing inventory of billboards in the
outdoor advertising industry.

A general deterioration in economic conditions may cause our clients to reduce their advertising budgets or to
choose advertising plans other than outdoor advertising.

The risks associated with our businesses become more acute in periods of a slowing economy or recession, which
may be accompanied by a decrease in advertising and which could have an adverse effect on our revenues and profit
margins or result in an impairment in the value of our assets. The impact of slowdowns on our business is difficult to
predict, but they may result in reductions in purchases of advertising. In addition, to the extent our street furniture and
transit businesses rely on long-term guaranteed contracts with government entities, we may suffer losses on those
contracts in times of economic slowdowns.

Our outdoor advertising properties and revenues may be adversely affected by the occurrence of extraordinary
events.

The occurrence of extraordinary events with respect to our properties or the economy generally, such as terrorist
attacks, severe weather conditions such as hurricanes or similar events may substantially decrease the use of and
demand for advertising or expose us to substantial liability, which may decrease our revenues or increase our
expenses. The September 11, 2001 terrorist attacks, for example, caused a nationwide disruption of commercial
activities. The occurrence of future terrorist attacks, military actions, contagious disease outbreaks or similar events
cannot be predicted, and their occurrence can be expected to further negatively affect the economies of the United
States and other foreign countries where we do business generally, specifically the market for advertising.
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Risks Related to Our Relationship with Clear Channel Communications

We have a short operating history as a publicly traded company and our historical financial information prior to
the IPO is not necessarily representative of the results we would have achieved as an independent publicly traded
company and may not be a reliable indicator of our future results.

The historical combined financial information prior to the IPO included in this Annual Report does not reflect the
financial condition, results of operations or cash flows we would have achieved as an independent publicly traded
company during the periods presented or those results we will achieve in the future. This is primarily a result of the
following factors:

Our historical combined financial results reflect allocations of corporate expenses from Clear Channel
Communications.

Our working capital requirements and capital for our general corporate purposes, including acquisitions and
capital expenditures, historically have been satisfied as part of the corporate-wide cash management policies of
Clear Channel Communications. Subsequent to the IPO, Clear Channel Communications is not required to
provide us with funds to finance our working capital or other cash requirements. Without the opportunity to
obtain financing from Clear Channel Communications, we may in the future need to obtain additional
financing from banks, or through public offerings or private placements of debt or equity securities, strategic
relationships or other arrangements. We may have a lower credit rating than Clear Channel Communications
and may incur debt on terms and at interest rates that will not be as favorable as those generally enjoyed by
Clear Channel Communications.

Significant changes may occur in our cost structure, management, financing and business operations as a result
of our operating as a publicly traded subsidiary of Clear Channel Communications. These changes could result
in increased costs associated with reduced economies of scale, stand-alone costs for services currently provided
by Clear Channel Communications, the need for additional personnel to perform services currently provided by
Clear Channel Communications and the legal, accounting, compliance and other costs associated with being a
public company with equity securities listed on a national stock exchange. We are obligated to continue to use
the services of Clear Channel Communications under the Corporate Services Agreement until such time as
Clear Channel Communications owns less than 50% of the total voting power of our common stock, or longer
for certain information technology services, and, in the event our Corporate Services Agreement with Clear
Channel Communications terminates, we may not be able to replace the services Clear Channel
Communications provides us until such time or in a timely manner or on comp