The following items represent key summaries and highlights associated with Crown Castle



> 2@ 3 ef av ga 3 o Uy ¥4 g ~® Y e <~ (Federal, state and local
government accounts, including publicly funded education K-12 and higher ed): Opportunities which
fall into customer accounts (new or existing) within these segments must be reviewed in advance of
engagement. Restrictions may apply or engagement may be denied. All opportunities must be
brought to your Channel Manager for review and approval.

>Tes W Although the starting point for all sales opportunities is your Channel Manager
(critical to ensure proper confidentiality and compensation), Crown Castle supports and encourages
cross-channel teaming in instances where there is clear value and uniform agreement to do so.

>P e = ~ :Crown Castle provides price parity for all “compete” situations where two or more
sales entities are engaged in the same opportunity/sales e ort.

>Pav e o i¥e e va ¥ .= ¢ ¥ All Channel Partner relationships are managed within the
Crown Castle Channel Program. Your Crown Castle Channel Manager is your primary point of contact
for all sales related support needs and opportunity engagement, including teaming engagements with
direct sales resources.

> Compensation deviation: In instances where unusual and material competitive circumstances exist,
Crown Castle costs are prohibitively high, or other financial return related dynamics exist, it may be
required for the Partner to accept a reduced compensation level in order to bid on services. In such
instances, Crown Castle will secure written approval from the Partner in advance.
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