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C O N F E R E N C E  C A L L  P A R T I C I P A N T S

David William Barden BofA Merrill Lynch, Research Division - MD

P R E S E N T A T I O N

David William Barden - BofA Merrill Lynch, Research Division - MD

Good morning, everybody. Thank you for joining us for the beginning of day 2 of our Global Telco and Media Conference here in London. I am
David Barden, I cover telecommunications services and communications infrastructure for the bank in New York for the U.S. and Canadian markets.
And we're really pleased to have with us today David Christopher who is President of AT&T Mobility and the Entertainment group. Thank you,
David, for joining us.

David Christopher

Thank you.

David William Barden - BofA Merrill Lynch, Research Division - MD

Before we begin, I think David has a safe harbor statement he needs to address.

David Christopher

Yes, yes. No, thanks, David. So just to remind you guys, some of the comments may be forward-looking subject to risks and uncertainties, results
may differ materially. So you can find further information on our website and our SEC filings.

David William Barden - BofA Merrill Lynch, Research Division - MD

That was great. Thanks.

David Christopher

Was that good?

David William Barden - BofA Merrill Lynch, Research Division - MD

Yes, you did a great job. So for those of you in the audience, note that we've got some of these devices on the table. You can kind of type in your
questions and they'll pop up on the tablet up here if you'd like. I think you can also use them as a microphone. If you want to ask a question, just
throw your hand up. We'd love to make it as interactive as possible.
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Q U E S T I O N S  A N D  A N S W E R S

David William Barden - BofA Merrill Lynch, Research Division - MD

David, let's start with kind of the thing that's been in the news most recently, which is AT&T's initiative to bring a direct-to-consumer video product
to the marketplace. That's not really directly in your kind of line of sight. But how are you, from a satellite business side of things, working with John
Stankey over at WarnerMedia to kind of construct this DTC product in kind of the most value-creative way for the totality of the AT&T business?

David Christopher

Sure. So the direct-to-consumer product that WarnerMedia is developing, that is their purview, their product. We -- on the distribution side, we
have 170 million connections and our job is to make the media company more valuable and I think we can do that in many ways. But distributing
that product and really jumpstarting it where we give it the legs of our distribution, we think we can get to tens of millions in short order in the
United States. And so big opportunity for distribution, big opportunity for advertising and making their inventory more useful.

And then the last thing I'll say is that product line, that SVOD product fits into our distribution product line of video very well. We don't currently
have an SVOD product. And so in the video landscape, there is no one-size-fits-all anymore. There are distinct consumer segments. And whether
it is somebody who wants premier, a premier video product which is our DIRECTV satellite, we are also going to have a premier over-the-top product
via thin clients that we can talk about. We have DIRECTV NOW which is a more skinny over-the-top product and we have WatchTV, which is a
mobility-led product. We will slot in this SVOD product as part of our portfolio and we think it will be a great complement.

David William Barden - BofA Merrill Lynch, Research Division - MD

I think one of the things that's attracted attention has been this kind of heads up that the product starts with a $15 kind of HBO core and then we
layer on some Warner product on top of that and that gets us $16, $17, $18, whatever that number is. And it seems like a big number in the context
of Netflix at $10 or Disney at $7. But the history, to this point, has been that when you marry the WarnerMedia content to an AT&T product, it's at
a much more affordable price point. Is that kind of the game plan with the new structure?

David Christopher

So yes, I won't comment exactly how we're going to go to market on it. We're not ready to reveal that right now, but a couple of things. One is the
product is going to be grounded with HBO, which is a premier asset, a premier product, and it's going to build on it with Warner Bros., WarnerMedia,
Turner capabilities. And premier content at a great value is always going to find a place in the marketplace. How we go to market with it on the
distribution side if you have mobility, if you have broadband, et cetera, will be things that we'll consider.

David William Barden - BofA Merrill Lynch, Research Division - MD

So let's kind of talk a little bit more about that video business, the -- kind of your video business. I think there's been this sense that the satellite
business is the Achilles' heel right now of AT&T because it had some challenging EBITDA performance last year. And I think that there is a sense
that somehow that was driven by subscriber losses when, in fact, it was actually related to content cost increases and the lack of a price uptick. This
year, you did raise prices, you did stabilize EBITDA, but the subscriber numbers are still challenging. Can you kind of talk about what the shape of
that subscriber curve is going to look like for the rest of the year?

David Christopher

Yes, yes. Yes, a couple thoughts. One is I think it's important to just put it in perspective. The video business is about 7% of AT&T's total EBITDA. It's
an important product line for us, but you have to understand that relative weight.
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The second point is we have been working through a 2-year price lock. At the end of the first quarter, we had about 1.6 million customers still on
that 2-year price lock that we will work through the balance of the year in 2019; it will be largely gone by the end of the year. So that's a big relief
for us. We can, as appropriate, raise -- pass along content cost increases on that -- those cohorts.

The -- a couple of other points. One is we are cleaning up our customer base. We are spending a lot more focus on the quality of gross adds that
we acquire as well as customers within the base that may have low ARPU, low-margin characteristics. If they're calling our churn centers, our
retention centers, we may let those customers go. And so the elevated subscriber losses that we have seen in the first quarter, we expect those
will continue this year through the balance of the year. I think second quarter, typically seasonally, we've seen it be a more pressured quarter just
from a subscriber loss. And historically, it's been 100,000-ish...

David William Barden - BofA Merrill Lynch, Research Division - MD

SUNDAY TICKET comes off and that sort of thing.

David Christopher

Yes. And more moves, so roughly 100,000-ish worse than the first quarter. And we don't expect that to continue through the year. But as we get
into 2020, a lot of these things that we're talking about will be behind us and we should expect things to stabilize more.

David William Barden - BofA Merrill Lynch, Research Division - MD

And so as we think about that 2020 -- well, let's see, still on '19, so raising prices is a positive contributor to the EBITDA equation that you have. The
subscriber losses are more optical because they're very low margin. Another thing you guys have talked about has been content cost management
or bending the curve, I think, has been your phrase.

David Christopher

Yes.

David William Barden - BofA Merrill Lynch, Research Division - MD

Are we going to -- you recently renegotiated the Viacom contract. Are we going to see that as a step function improvement over the course of this
year or next year as these big contracts come up for renegotiation or is it more of a gradual effect?

David Christopher

Yes. Well, there are a couple of big components in the EG space: one is the 2-year price talk we talked about; two is cleaning up the customer base;
third is content cost and negotiating each of those contracts as they come up to get the revenue and the content dimensions more in sync. And
so that's a critical function of ours and a critical element that we're very focused on getting those content costs in check.

The last component that we haven't talked about is broadband in the EG business. That is a product line that's growing at about 8% in the first
quarter, revenue and ARPU, and it's a meaningful contributor. We can chat more about that as to what we posted in the first quarter, which was
just under 7% EBITDA growth, 6.9% for the quarter.
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David William Barden - BofA Merrill Lynch, Research Division - MD

Well, on that point about broadband, I guess you had a requirement to build out to like 12 million homes as part of the DIRECTV merger requirement.
That's going to be done in July or if it's not done already. But I think you only have about 3 million-or-so broadband customers on fiber. Kind of
what is the cadence do you think of kind of bringing new fiber -- broadband customers on to the platform?

David Christopher

Yes, yes. No, the broadband businesses, particularly the fiber business, is doing very, very well. We're very pleased with how that's going. Last year,
we added 1 million net adds in fiber.

On the build, the 12.5 million commitment as part of the DIRECTV deal, we will exceed that. We will be at 14 million by midsummer. To your point,
we have about 3.1 million fiber customers on that build so our penetration is around 25%. Where we have some tenure in that build, we see
penetration well north of 25%. We think 40% to 50% is very achievable. So having 3 million subscribers on that infrastructure, we have a lot of
headroom to grow and do.

David William Barden - BofA Merrill Lynch, Research Division - MD

And so the commitment that AT&T made was to try to get flattish EBITDA in 2019 from the EG group year-over-year. I think that there's a question
mark as to how much contribution that Viacom makes to that, how much contribution the people coming up promotional plan makes to that and
how much of a challenge 2020 will prove to be relative to 2019. Can you comment a little on how you think about whether this is a sustainable
kind of strategy to stabilize EBITDA in the EG group?

David Christopher

Sure. I mean, 2020 is going to be a function of continuing to bend the content curve, so that is a big focus and we've got to continue to do that;
continuing to grow broadband and penetrate that base; continuing good, solid cost management; and then the quality of our intake and being
smart about retention. All those things will come into play, but we think that we do those things, then we have good line of sight for flattish EBITDA
in 2022.

David William Barden - BofA Merrill Lynch, Research Division - MD

And kind of separate from that, but maybe related is the relationship with the NFL and the SUNDAY TICKET program. I think there's been some
public musings by Randall and also Goodell about the relationship and where it goes from here. Could you kind of give us a status update on your
thinking regarding that product?

David Christopher

Yes, yes. So we've got -- I mean we've got a long-standing relationship and a very strong relationship with the NFL. As time has evolved, people
who want that product, it's -- have self-selected into it. We've also seen the NFL expand where they offer games. We've seen them offer it to Internet
players and that's probably part of the natural evolution of that product line. However, amongst our customer base, those that are engaged in the
product, it's an important element to them.

So I would say it's slightly less of a gross add driver for us today as it once was. It still does play a role there. But it's important from a churn perspective
for those customers that have it. And if the NFL continues to strive to expand that, then we'll come to a mutual agreement as to what to do.
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David William Barden - BofA Merrill Lynch, Research Division - MD

I mean my theory was, when I heard you say that it's less of a gross add acquisition tool and more of a retention tool, that maybe the price that you
pay for the exclusivity is maybe -- could maybe be distributed a little more evenly. There are some people out there that would love to use it as a
gross add acquisition tool while you're using it as a churn retention tool and that the exclusivity piece of it might be negotiable. Is that a fair
statement, you think?

David Christopher

Yes, I mean I think we'll see. I mean that's one scenario, for sure.

David William Barden - BofA Merrill Lynch, Research Division - MD

The last kind of question I wanted to just touch on with respect to the kind of video Entertainment Group business was just the DIRECTV NOW
product and kind of the competitive positioning in the marketplace. You've kind of really restructured that with the kind of intention of making it
a stand-alone profitable product, right? And actually, you kind of led the market in pricing up the product, right? We saw a couple of prices from
Google and Hulu, et cetera.

David Christopher

Yes.

David William Barden - BofA Merrill Lynch, Research Division - MD

What is the nature of that kind of online video business today -- oh, and I wanted to touch on your thin client, I forget about that. So I want to touch
on that. But before we get to the thin client, I want to talk about that streaming video business. What's the status of that? Because it feels like you
had a lot of momentum and then it kind of stopped dead in its tracks and everybody's raising prices in this market. Is it still a good business to be
in?

David Christopher

Look, I think you have to step back for a moment and look at the video landscape at large and then talk about where that fits in. As I said, there is
no one-size-fits-all in the video landscape. You have to have a portfolio to meet customer needs depending on the segment and the particular
customer. That DIRECTV NOW product fits for certain people who don't want to have a full cable bundle, don't want to have a satellite bundle,
they're more price-conscious and they don't want contracts, et cetera. So there is a market for that. We have emphasized it slightly less than we
did when it first launched because we are focused more on other elements of the portfolio, of rounding out the portfolio. We have priced that
product up because we want to get the content and the revenue more closely aligned, that equation, so it is more profitable. We're really pleased
with the new products that we launched, the 2 new price points. And so that's how we think about it.

But again, it's part of a portfolio and that's the way I think of it. I mean, you guys manage portfolios, we manage portfolios and products.

David William Barden - BofA Merrill Lynch, Research Division - MD

And so the thin client product is coming out. This is kind of an online version of the DIRECTV product, right? So is it going to be comparable? And
does it have the ability to kind of arrest subscriber-to-client in the traditional satellite line of the equation?
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David Christopher

Yes, we're really excited about this. This is a -- it's going to be a premier video product. We're in beta today with it. We'll launch it in the back half
of the year. It is going to have a low cost piece of hardware that you install just like you would in Apple TV and that allows us to do several things.
One is, from a business model perspective, the cost of acquisition is much lower. We don't roll a truck, we don't have somebody climb a ladder and
so you think about the subscriber acquisition cost of this as being somewhere around half of what your satellite installation is.

Secondly, because it's self-install, it's extremely easy for the user to get up and running. And it offers some really important functionality that we're
super-excited about. I'm not going to go into all the detail here, but modern UI, really, really great search and navigation capabilities, application
support, et cetera.

So we think it will be a very attractive product, a premium product. But because the acquisition cost is less, we have the wherewithal to make it a
price point that could be slightly below satellite if we choose to. Just we'll have those options. But importantly, if you think about the satellite
market, there are certain instantiations where you can't get satellite, either because you don't have line of sight, your building won't allow it or you
simply don't want a satellite for whatever reason. This opens up an available market that we previously hadn't been able to get to. So we're excited
about it from all those perspectives.

David William Barden - BofA Merrill Lynch, Research Division - MD

So talk to me about the reason why you're -- what the benefit of reinventing the wheel on the hardware is. Why not just create an application that
kind of runs on a Roku or runs on an Apple TV? Wouldn't that be a much quicker way to market with all the benefits and none of the costs of trying
to develop this hardware?

David Christopher

Yes. Yes. You don't get all the benefits if you just make it an application. By having a piece of hardware that is really elegant and very seamless and
easy to self-install, you can do things from a customer experience perspective that are more evolved and more capable than just running on
somebody else's hardware. And so I'll leave it at that. It doesn't mean we won't have an application that can run on somebody else's hardware for
a second or third bedroom, et cetera. So we'll play with that and think about that as we get to market.

David William Barden - BofA Merrill Lynch, Research Division - MD

Okay. All right, I'm going to leave the E&G (sic) [EG] segment for now. And if you guys want to ask questions, you can do that on the system and I'll
ask them as a follow-up.

But kind of moving to the Mobility side of the equation. So I think that from a -- just from the business perspective in the U.S., first quarter we saw
kind of record low activity, record low upgrade rates, record low churn and a record for you guys in terms of postpaid phone net adds in like the
last 5 years.

David Christopher

Not record low.

David William Barden - BofA Merrill Lynch, Research Division - MD

Not record low, record good. But I think AT&T's posture in the first quarter was, I think, that of an aggressor. You guys had this fairly aggressive buy
1 get 1 handset promotion in the marketplace and some of your competitors called you out as reasons for their lack of performance. Can you talk
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about kind of the decision-making that went into that? Your kind of report card on how you feel it went? And how you, AT&T, want to position
yourself for the rest of the year?

David Christopher

Sure. Sure. So I'll start with look, our Mobility business is humming. We're growing service revenue, we're growing EBITDA, we're growing subscribers
on postpaid and prepaid. The first quarter was the best postpaid net additions we've had in 5 years and so -- and the network has never performed
better. We have the highest quality network in the United States, we have the fastest network in the United States and we can unpack all of that
here in a second.

But in terms of the market, I would say the market is extremely competitive. It is -- and the United States is a highly competitive market. Having
said that, we try to be disciplined in how we think about promotions and the value proposition to subscribers. We do use a pulse on/pulse off
mentality a lot of times.

So in the first quarter, we did some of that and we were happy with the result. And so I agree with you that we saw a record low churn at the industry
level. We were pleased with our churn. Upgrades are low-ish for sure. We think that will continue. The price of handsets has gone up. People are
aware of what handsets cost. The installment plans that are in the market today are such that people are thinking about when do I upgrade and
the functionality of those handsets is probably more -- the new release is more incremental than revolutionary, or evolutionary than revolutionary.
And so those are all factors of why we see those upgrade rates being low. But I think the market is competitive and I think -- I like our position and
how we're doing.

David William Barden - BofA Merrill Lynch, Research Division - MD

And it's interesting that despite the record low upgrade rates and the increasing margin that, that creates, there hasn't been incremental, it seems,
pricing pressure at the margin. But that's what we see at the higher national level. Are you -- do you see anything happening below the surface?
We hear about Military, 55+, other kinds of targeted campaigns. Is there any kind of guerilla warfare that we're not seeing at the higher level that
we should be concerned about?

David Christopher

Well, I think that, again, it's a very competitive market and there are these dynamics that are going on all the time. And so you listed a couple of
offers that our competitors have, those are certainly things that we pay attention to and watch and we take it into our equation of how we want
to compete.

David William Barden - BofA Merrill Lynch, Research Division - MD

Probably the biggest topic -- one of the big topics we've been talking about here with Deutsche Telekom yesterday and with Robert McDowell
and Commissioner O'Rielly was the Sprint-T-Mobile merger. There's a couple of aspects I have to ask, which is, is the Sprint-T-Mobile combination
good or bad for AT&T?

David Christopher

Yes. I mean we have been silent on a point of view here and...
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David William Barden - BofA Merrill Lynch, Research Division - MD

That's why I ask.

David Christopher

Right, exactly.

David William Barden - BofA Merrill Lynch, Research Division - MD

I think this is a moment for you to share.

David Christopher

Yes, that's right. Let me tell you -- no -- look, my perspective in the seat I sit in is we're going to compete no matter what happens and we're going
to use the assets that we have and play our game, right? Whether or not the merger goes through or whether something -- some other scenario
plays out, we're going to play our game. And if you look at where we are, I mentioned our network, our network has never performed better. And
I think if you look back at what we have been up to over the last number of years, we've been acquiring spectrum, and about 2, 3 years ago,
something really seminal happened which was the FirstNet contract and we were awarded this contract to go build a dedicated core and a dedicated
network to first responders and it's really gone extremely well. We have about 55% of our committed coverage completed. We'll have 60% by third
quarter, call it, so we're about 6 months ahead of schedule.

And what happens when deploying FirstNet, we do really 3 things. We talked about a single-touch implementation of that. What that means is we
go touch virtually the majority, the vast majority of our towers to implement FirstNet. And when we do that, we do 3 things: we deploy all of our
fallow spectrums. So we deploy 60 megahertz across AWS, WCS and Band 14, 700, which was part of the FirstNet deal. So we deploy the spectrum.

Two is we upgrade the electronics and the software capabilities for capabilities of 256 QAM, 4x4 MIMO and 4-way carrier aggregation that eventually
will become 6-way.

And lastly, we hang new hardware for 5G and that new hardware is software upgradable, so when 5G is ready to light up, it's simply a software
push, so it's a very efficient capital-intensive way to fulfill the FirstNet contract and create a much better experience for our users.

So across '17, '18 and '19, we will increase our capacity 50%, which is really spectacular from a user perspective. And so it's resulting in this the
fastest speeds in the U.S. The 2 fastest networks in the U.S. are the FirstNet network, which is a dedicated network. It's 25% faster than any commercial
network. The second fastest network is the AT&T commercial network. And so we're super pleased about that and we have the highest quality
network. So we're playing our game.

David William Barden - BofA Merrill Lynch, Research Division - MD

That was a great answer to a Sprint-T-Mobile merger question. Let me ask another Sprint-T-Mobile merger question. I want to hear where you go
with this one, which is, last night, there were headlines that DISH is going to spend $6 billion buying something from some spinout and create a
fourth player. I don't think that over the course of the year-plus that we've been watching this incubate that we really had it in our heads that, all
of a sudden, we were going to be giving birth to a new fourth player in the market potentially, whether that happens or doesn't. How does that
change your thinking and your seat about what you need to prepare for as you think about the rest of this year and kind of just generally?
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David Christopher

Yes. Sure, sure. No, I mean the reason I enumerated on our network is because it is about playing our game, right? At the end of the day, we have
the assets that we have. We have -- we're very, very pleased with what they are and we've got to execute for customer experience, for costs, et
cetera. So no matter whether Spring-T-Mobile or whether it's some other hybrid, we are going to play our game. How that plays out, you and I can
both speculate. Whoever it is, they're going to have an execution challenge in front of them. And so that's going to play out, too, while we are off
and running with what we're doing.

David William Barden - BofA Merrill Lynch, Research Division - MD

And so I think that you touched on this, which is that the -- kind of the epicenter of the AT&T strategy/advantage is the spectrum that you're giving
-- putting into service with the FirstNet contract. There's a lot of conversation about what's the next spectrum we're going to be putting to work:
is it CBRS, is it C-band. Could you kind of elaborate on your spectrum strategy/posture as we kind of think about the 3- to 5-year horizon as opposed
to the next 2 with FirstNet?

David Christopher

Yes, yes. I think we have a very robust spectrum portfolio, and it's also -- like we alluded to in video, it's about a portfolio. We're going to have low
band, we're going to have low band for coverage, we're going to have mid-band for coverage and applications and we're going to have high band
for speed and purpose-built capabilities.

We have low, mid and high today. We just completed the 24-gigahertz auction. We added, on average, roughly 254 megahertz nationwide, which
brings us to about 630 megahertz nationwide across 24 and 39 bands. And so it is a portfolio.

The good news on the mid-band, back to your particular question, whether it's the C-band or CBRS, we have an FCC that I think has the right
mentality of let's get that spectrum into the hands of the private sector. Let's let the private sector do what the private sector will do. Let's also
work on sighting and infrastructure to get that again to speed deployment. Those are all really good things. And as new auctions become available,
we'll evaluate and participate in those auctions as needed, right?

David William Barden - BofA Merrill Lynch, Research Division - MD

Well, let me ask a follow-up, which is it kind of seems that, globally, at the coverage layer, unlike 4G where the coverage layer was 600, 700, 800,
that the notion of 5G and its benefits at 100 megahertz or greater of spectrum, that globally, that we're kind of finding we're landing on 2.5 gig
and 3.5 gig as really the places where the world is going to be deploying this kind of new technology or exploiting the new technology.

David Christopher

Right.

David William Barden - BofA Merrill Lynch, Research Division - MD

Is it fair or unfair to say that it's crucial? If you want to be a real 5G player, do you need spectrum in either the 2.5 or 3.5 band?

David Christopher

Look, I think 5G is a -- we're talking about a decade-long thing and it's -- we are in the early innings of it, and AT&T is leading the world in 5G. And
right now in the United States, we have low band, sub-6. We're going to be nationwide from a POPs perspective in the first half of next year. And

10

THOMSON REUTERS STREETEVENTS | www.streetevents.com | Contact Us

©2019 Thomson Reuters. All rights reserved. Republication or redistribution of Thomson Reuters content, including by framing or similar means, is prohibited
without the prior written consent of Thomson Reuters. 'Thomson Reuters' and the Thomson Reuters logo are registered trademarks of Thomson Reuters and its
affiliated companies.

JUNE 19, 2019 / 7:30AM, T - AT&T Inc at Bank of America Merrill Lynch Telecom & Media Conference

http://www.streetevents.com
http://www010.streetevents.com/contact.asp
Client Id: 77
Street Events Digital Watermark



Client Id: 77

we're talking high-bandwidth millimeter wave where we have 19 markets today, and by the end of the year, we'll be in the high 20s in terms of
markets. Those use cases on the millimeter wave are enterprise led and we chat about that. That's the market today.

As we think about the next several years, mid-band will fit into the United States and we'll become part of that equation. Again, we will continue
to add to our capabilities and evolve as that happens, but it is a -- I mean it's a super exciting technology. We couldn't be more bullish, but it's going
to take some time for it to incubate and we'll run our plays and adjust as we go.

David William Barden - BofA Merrill Lynch, Research Division - MD

So as you kind of exploit that or you kind of think about the build, I think that there's a sense in the investment community, maybe informed by
the vendor community, that there's a big step-up in CapEx coming and that it's going to accrue to the benefit of the vendors and to the detriment
of the service providers. Can you talk about the capital requirement that you're asking John Stephens to foot the bill for to get to where you want
to go? And does it change dramatically over this 10-year 5G build?

David Christopher

Yes, I think our -- I mean our capital guidance is exactly what John Stephens has said, in the $23 billion range from a gross perspective this year.
Our 5G build is contemplated in those capital guidances that you guys are well aware of. And so we will -- and so that -- I mean that -- we'll fit within
that construct and that's going to be how we deploy. I think the...

David William Barden - BofA Merrill Lynch, Research Division - MD

Do you feel throttled at all by that capital guidance?

David Christopher

No.

David William Barden - BofA Merrill Lynch, Research Division - MD

Like you could go faster, but you're not because you have to get this deleveraging goal or you have to be within this CapEx guidance?

David Christopher

No. No. I think that we are -- that where we are on 5G, which is, again, millimeter wave in 19 markets going to high 20 markets and sub-6 nationwide
at the beginning of next year, I think we are in a really, really great place. And we are at the front of the market in the U.S. So love our position here.

David William Barden - BofA Merrill Lynch, Research Division - MD

A question actually on this and I was, like, going to ask this question, too, was kind of on monetization. If you're going to be in 30 markets, how
you monetize what you're building because there's been some controversy around the $10 extra that some carriers were trying to charge.

And there's a related question, which is on fixed wireless and kind of where you're positioned and what the issues are for that?
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David Christopher

Yes. Yes. So let's talk monetization. Again, because we're early days in 5G, what we're seeing is it is enterprise-led today and that's where we see
the use cases being the first substantiation of use cases. So we're working in manufacturing, example is Samsung semiconductor. We're working
in health care, so we're working with an organization called Rush hospital. We're working in entertainment. We're working to fulfill the AT&T Stadium
in Dallas. We are also working in campuses, corporate campuses. So we have a partnership and investment in Magic Leap. We are deploying a
network in their campus in Florida. Those use cases are where 5G is going to start and consumer will follow.

The monetization opportunity is here. Again, they're going to incubate and it's going to be a marrying of value-add capabilities with pricing
opportunities. And so very confident that they are monetization -- lots of monetization opportunities here, we're just not ready to announce how
we're going to market with it.

David William Barden - BofA Merrill Lynch, Research Division - MD

Fixed wireless?

David Christopher

Yes, thank you. Fixed wireless. We've been opportunistic about fixed wireless. We're using it today in LTE with CAF-II. We think fixed wireless
definitely has use cases that make sense, but we are again opportunistic and we're going to look at them on sort of a point-by-point basis. We think
small cells make a ton of sense in mobility for capacity reasons and quality reasons. We can use those small cells also for fixed wireless. But we're
going to be more opportunistic rather than pivoting to fixed wireless first for fixed wireless' sake.

David William Barden - BofA Merrill Lynch, Research Division - MD

We've got a few minutes left, but I think one of the things I just want to quick touch on was kind of on the path to 5G, AT&T decided to kind of
make an intermediate step on a marketing standpoint with the 5GE, and some of your competitors I think were mad that they didn't think of it
first. And so they jumped down your throat and actually, I think someone sued you and you settled with them on this issue. And you still offer 5GE.
Could you talk about what the market effect has been on 5G? What is 5GE and what has its benefit been other than to provoke -- poke the bear in
your competitors?

David Christopher

Yes. So we're talking about 5G Evolution and evolution is the keyword. And the reason why we think it makes a lot of sense is because we want
people thinking about the road to 5G. We want people thinking about advanced capabilities that are coming. And we want people experiencing
the best network on the planet in the United States today, which is our network. And so all the things that we have done and are doing to make
our network better, using the FirstNet build to have a single touch on our towers; bringing more spectrum to life, 50% more capacity through --
from '17, '18 and all of '19 from where we were; delivering those faster speeds; as well as future-proofing the network so that it is going to be 5G
ready via software upgrade, all of that stuff is resulting in a much better experience today than anybody else. And it's the road to 5G. That's what
5G Evolution is.

We want customers hearing about it, wanting to find out more, doing speed tests on their phone and experiencing the fastest network in America
and that's exactly what's happened. And so we've been really pleased with that strategy. And we would think it's good for consumers. So that's
the way it's played out and we're -- why we're still talking about it.
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David William Barden - BofA Merrill Lynch, Research Division - MD

And I guess to wrap up. Across your portfolio, as we kind of talked about a range of things today, we talked about maybe playing a little bit of
defense in satellite video, playing offense in broadband and in mobility with the network, as we kind of look across the rest of this year, what is the
thing that we're going to be -- do you think that investors would be most surprised to see over the course of the year?

David Christopher

Yes. I think if you're sitting here on January 1, 2020, you're going to look back and say AT&T did what they said they were going to do. They grew
mobility, they grew service revenue and mobility, they grew EBITDA, they grew subscribers both on postpaid and prepaid from a net add perspective,
they stabilized Entertainment EBITDA, they delevered the 2.5 ratio, they hit that, 75% of the $40 billion that we borrowed for Time Warner will have
been repaid. And so I think that's what's going to be the summation of 2019.

David William Barden - BofA Merrill Lynch, Research Division - MD

That's great. We ran out of time. Thank you so much, David. We really appreciate it.

David Christopher

Thank you very much.

David William Barden - BofA Merrill Lynch, Research Division - MD

Thank you, everyone, for joining us. We really appreciate it.

David Christopher

Good to see you. Thank you.
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