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The Lynch Family

Western New Mexico Telephone Company 
(Joined Lynch in 1989)                        New Mexico 

Inter-Community Telephone Company 
(Joined Lynch in 1991)                            North Dakota 

Cuba City/Belmont Telephone Companies 
(Joined Lynch in 1991)                          Wisconsin 

Bretton Woods Telephone Company 
(Joined Lynch in 1992)                          New Hampshire

J.B.N. Telephone Company 
(Joined Lynch in 1993)                          Kansas

Haviland Telephone Company
(Joined Lynch in 1994)                          Kansas

Dunkirk & Fredonia Telephone Company 
(Joined Lynch in 1996)                         New York

Upper Peninsula Telephone Company 
(Joined Lynch in 1997)                            Michigan

Central Scott Telephone Company 
(Joined Lynch in 1999)                                  Iowa

Central Utah Telephone Company 
(Joined Lynch in 2001)                                        Utah



FINANCIAL HIGHLIGHTS 

(In thousands of dollars, except for share amounts) 

                       For the Year Ended December 31, 

 2002 2001 2000 1999 1998

Multimedia      

   Revenues $86,304 $79,352(a) $ 66,983 $ 59,011 $ 54,622 

  EBITDA before corporate expenses(b)(c) 41,920(d) 41,274  34,699  31,443  29,389 

   Depreciation &Amortization 19,339 18,268  15,781  14,115  12,995 

   Capital Expenditures 23,782 20,524 17,196 11,742 11,028 

    

Consolidated      

    Income (Loss) from Continuing Operations  $3,761 $ 2,534 $ 5,031 $ (9,047) $ 4,487 

    Per Share  1.34 0.90 1.78 (3.21) 1.58 

    Net Income (Loss) (e) 1,873 1,148 2,365 (9,216)   4,929 

    Per Share (e)  0.67 0.41 0.84 (3.27) 1.74 

     

Working Capital (Deficit) $(12,784) $ (8,860) $  6,802 $ 12,082 $  5,617 

     

Current Ratio .7 to 1 .9 to 1 1.2 to 1 1.2 to 1 1.3 to 1 

     

Total Assets $245,347 $279,348 $240,410 $253,969 $246,092 

     

Shareholders' Equity $  22,632 $  24,517  $  23,399 $ 26,911  $  39,314 

     

Price Per Share (f):      

              High $70.50 $79 $65 1/2 $60  

              Low 22.80 34 1/2 43 1/2 25 1/2  

     

At December 31 Stock Price 26.50 69 43 1/2 49 15/16  

Shares O/S (f): 2,792,651 2,820,051 2,821,666 2,824,366 2,836,496

     

(a) Includes $2.8 million administrative fee. 

(b) EBIDTA is earnings before interest, taxes, depreciation and amortization.  EBITDA is a widely accepted financial indicator 
of value and ability to incur and service debt.  EBITDA before corporate expenses is presented because the Company 
utilizes this metric for valuing potential acquisitions.  Neither EBITDA nor EBITDA before corporate expenses are 
substitutes for multimedia operating profit ($21.7 million, $21.2 million, $21.5 million, $17.5 million, $16,1 million and $15.7
million for five years ended December 31, 2002, respectively). 

(c) Excludes corporate expenses of $3.3 million, $3.0 million, $3.7 million, $2.1 million, $5.1 million and $1.8 million for each
of the five years  ended December 31, 2002, respectively. 

(d) Includes a $0.9 million write-off of receivable of MCI/WorldCom and Global Crossing. 

(e) The Company's holdings in The Morgan Group, Inc. (70.2% equity ownership; 80.8% voting control)  were spun off to 
shareholders on January 24, 2002. 

 (f)    Common shares began trading on September 1, 1999, adjusted to reflect a 2 for 1 stock split,
         which occurred on September 11, 2000. 
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STATISTICS -- VIDEO, VOICE & DATA – December 31, 2002 

Access Lines/Subscribers Population Telephony 

Operation Wireline Cable ISP DSL Alarm Paging CLEC LD
Resale Cellular PCS Other LD MOU(2) 

Western New 
Mexico 6,966     3,053 1 108    30,656 256,801 17,284

Inter-Community 2,616 1,204 28
      4,617 1,433

Cuba City 1,833 1,697

Belmont
911 574

Bretton Woods 836 172          52 1,776

J.B.N. 2,710         20  1,660   3,886

Haviland 3,856        163 141 2,594 5,684
Giant
Communications     2,691 381       324 202

Dunkirk & Fredonia      13,099
  11,481        398  6,500 607    4,664 4,762 13,979

Upper Peninsula 7,271 456 9,575

Central Scott 6,264 656        179 16 1,578 21,321 9,256

Central Utah 7,257     1,616 177 3,861 102,720 14,334

CLR Video 
2,716

Lynch 3G 
(700 MHz) 1.7m
Betapage
(Paging)(1)   76.8m
PTPMS
(39GHz)(1) 26.6m
PTPMS
(GuardBand)(1)   9.2m
TOTAL -
12/31/02 53,619 2,879 21,329 1,377 6,500 731 4,988 14,657 35,273 380,842
             

(1) A Lynch Subsidiary has a 49.9% interest in these companies.      

(2) Long distance minutes of use, defined as Originating Interstate/InterLATA.      
             

LYNCH INTERACTIVE CORPORATION
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 I was extremely pleased when Mario Gabelli asked me to join Lynch Interactive 
Corporation as Chairman.  Having been associated with an RBOC (Verizon) for over thirty 
seven years, I’ve come to realize that whether large or small, whether urban, suburban or 
rural, one fundamental mission remains: that of providing exemplary telecommunication 
services to residents and businesses in the United States. 

I intend to bring the full breath of my telecommunications experience to Lynch 
Interactive in order to help it fulfill its mission of providing to its customers and communities 
the most modern state of the art telecommunications, enabling them to compete, grow and 
prosper in our electronic information age. 

Notwithstanding what I believe is its pivotal role in our economy going forward, the 
telecommunications industry remains in the midst of a very turbulent period.  On the 
regulatory side, the industry together with the state and federal regulatory bodies continue 
to struggle over the mandate of the Telecommunications Act of 1996, which has a tension 
between its dual goals of providing competition in telecommunications and continued 
support of universal service.  Added to that tension is the fact that our industry is one of 
rapidly advancing technology that is capital intensive.  At Lynch interactive we believe that 
there can be a balance between competition and economic incentives to create the type of 
new services necessary for our communities.  This is what we intend to accomplish with 
prudent management of our business. 

 One of my first duties as Chairman, understandably, was to find the right person to 
join as President and Chief Operating Officer—someone who would first and foremost 
facilitate Interactive’s growth initiatives. We were very fortunate to bring on board one of my 
long-time colleagues, Joseph Farina.  Joe’s mix of experience is a perfect fit for his role at 
Interactive.  His experience on the regulatory front is critical to helping insure that 
Interactive’s rural customers continue to receive the support necessary to create vibrant 
communities.  With Joe’s competitive telecommunications background, his insight will be 
invaluable in our non-regulated activities.  Moreover, his experience in the new 
telecommunication technologies will provide our operations with a significant resource to 
make the often-difficult technology choices.

 I look forward to working with Mario, Joe and all the other individuals at Lynch 
Interactive.  With your continued support we look to a bright future.

Frederic V. Salerno 
Chairman

Chairman’s Letter 
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Chief Executive Officer’s Letter

Dear Partners 

In 2001, our stock rose twenty-five points to $69 a share from $43.50.  We survived 
the first wave of the bursting of the three bubbles that we described in last year’s Annual 
Report…  “First, the bubble associated with the sharp decline in the stock market, notably 
NASDAQ which plunged from 5,048.62 to 1,950.40.  The second bubble related to the 
billions of dollars spent on capital expenditures, particularly by the telecom industry, and 
how the absence of these expenditures will impact overall economic growth; and finally the 
third bubble related to pressure on the U.S. dollar from our soaring trade deficit.”  However, 
we were not prepared for the damage that arose to the telecom group from the fiasco at 
WorldCom and Adelphia.  Our stocks plunged to $26.50 per - share at December 31, 2002. 

We did okay internally in 2002. 

Our EBITDA came in at around $43 million.  This was the amount I shared with you 
last year.  This year we expect EBITDA to rise to $44 million. 

Simply stated, we need new ideas.  Running a business along the lines of an old line 
telephone company is challenging.  Running a business along the lines of a new telephone 
company is deadly – with most participants filing for bankruptcy. 

At the same time, and in order for me to focus more time on “hitting the long ball” (I‘m 
referring to transactions for LIC like the one we tried at Conestoga - not my golf handicap 
which is still 24 and unlikely to improve), I asked Fred Salerno, who retired from Verizon as 
Vice Chairman, to join our Board as Chairman.  I became Vice Chairman while remaining 
Chief Executive Officer. 

• A New Bull Market? – What we expect - The stock market has experienced another 
drop early in 2003.  The concerns are obvious, oil – the dollar – Baghdad – corporate profits 
– and the lingering remnants of corporate governance issues that arose from the bursting of 
the bubbles.  The good news is that 2004 will prove to be quite rewarding for all.  We are 
building the base at Lynch Interactive to do more transactions. 

• We added to management.   Fred introduced me to Joe Farina, and he has been 
added to our team to serve as President and Chief Operating Officer.  We think there is a lot 
of low hanging fruit at our operating company level and Joe should be able to talk the 
language of our rural local exchange companies and earn his salary, plus some.  His task is 
made simpler by the managements in our companies that have chosen to affiliate with us 
since we entered the RLEC business in 1989.  Indeed, I present again, in this Annual 
Report the same individuals that helped us last year (we haven’t changed the photos – in 
addition Deb Egli continues to be elusive and is unwilling to give me her photo).
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• We are adding to our financial strength.  As announced, we will try to raise about $14 
million through a convertible bond offering – and without an underwriter.  This is about as 
cheap as you can get.  As I have indicated before, I plan on “eating my own cooking” and 
therefore will be exercising, in one fashion or another, the rights I will receive.

• Marc Gabelli has been nominated to join the Board of Lynch Interactive at our next 
annual meeting.  He started his career at Lehman Brothers covering the Telecom sector in 
Europe.  Indeed, he cajoled me into visiting the ITU conference in Geneva in 1991 and 
again in 1995.  I invite all to join us there in 2003.  [See our website]. 

 I am examining the strategy of selling my shares but keeping the vote – you can’t get 
rid of me that easily. 

 We are also considering the creation of the Office of the Chairman, which I will go 
over in more detail at our Annual Meeting. 

On another front, I decided to pay off the money that Cascade lent to us – no runs, 
no hits, lots of volatility.  They would like to reinvest with us and we will reexamine that 
option, particularly as sellers continue to receive lower prices for their properties. 

We thank our shareholders for their long-term support and we will continue to drive 
the intrinsic value of our enterprise and work on ways to narrow the spread between the 
public price and the private market value. 

As always, we are cognizant of the needs of our “stakeholders:” our equity owners, 
directors, professional staff and the communities in which we are job creators. 

Mario J. Gabelli 
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President and Chief Operating Officer’s Letter 

I was very pleased when Mario Gabelli asked me to join Lynch Interactive 
Corporation as its President and Chief Operating Officer. 

In the short time that I’ve been here, I have had the opportunity to visit a number of 
our companies across the country, and meet many of the people who run them.  I can say 
first hand that we have a solid and very dedicated team of people who are both 
professionally and personally committed to making their companies, and, in turn, Lynch 
Interactive the best that they can be.

On this foundation, I will be focused on maximizing the growth opportunities of our 
existing properties as well as acquiring companies that will enhance the overall financial 
performance of Lynch Interactive Corporation. 

I believe we have the right resources in place to continue making Lynch Interactive a 
financially and operationally successful company that will build on its past success and 
continue to grow and enhance shareholder value. 
         Joseph C. Farina
         President and
         Chief Operating Officer
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Lynch Interactive’s goal is to grow the intrinsic value of the company by 25% annually.  The concept of intrinsic 
value is a long-term prescription for managing an enterprise based on the cash flow generating ability of a 
business and the collateral value of its assets.  We look to achieve this growth in intrinsic value through 
acquisitions, both strategic and opportunistic, and development of internal opportunities.  We also look to 
optimize growth by structuring transactions in the most efficient manner, from both a tax and financing 
perspective

The mainstays of our business are rural local exchange carriers, “RLECs”, that provide local wire line
telephone service to rural regions in nine states: Iowa, Kansas, Michigan, New Hampshire, New Mexico, New 
York, North Dakota, Utah and Wisconsin.  All of our operations have a local customer focus and provide high 
level of service.  This operating philosophy not only enhances our reputation in the eyes of the state public
service commissions, but also provides us with opportunities to expand the scope of services we offer. 

Our operating philosophy is a management/shareholder partnership. We provide local management teams
with an opportunity to acquire an interest in their respective business.  It is our belief that managerial
independence promotes efficiency and longevity of financial success.  Incentive compensation plans, coupled 
with stand-alone financing, reward management for operating their companies as an entrepreneur.  As a 
result, operating expenses and capital expenditures are incurred only as prudently necessary.  Moreover, each 
unit is self-motivated to attain high levels of customer satisfaction achieved through significant interaction 
between the operation and the consumer.  Such satisfaction not only increases the value of local 
management’s investment, but also adds to the value of Lynch Interactive. 

Despite the managerial independence that our subsidiaries enjoy, it is essential that Lynch Interactive and 
each operating unit strive to achieve the same goals: to increase intrinsic value and shareholder wealth. 
Therefore, we maintain constant communication with each of our operating units as to the direction of the 
overall economy and, more specifically, the future of the industry in which they operate.  Each business is 
empowered with the ability to leverage off their current operations and accelerate growth.  The people at 
corporate allocate cash, provide long-term strategic vision to these businesses, support the efforts of these 
businesses to grow via acquisitions and provide overall financial guidance. 

For the year ended December 31, 2002, Interactive's operations generated $43 million of EBITDA (excluding a 
$1 million write-off of receivables from MCI/WorldCom and Global Crossing and $3.3 million of corporate 
expenses).  We foresee good growth in these numbers in 2003, to $44 million, and over the course of the 
year; we will look to lay the foundation for continued growth in the future.  While recent transactions have been 
somewhat toward the lower end of this range, such value is still not recognized in the public market value of 
our Company.  EBIDTA is earnings before interest, taxes, depreciation and amortization, and corporate 
overhead allocation.  EBITDA is presented because it is a widely accepted financial indicator of value and 
ability to incur and service debt.  The Company utilizes EBITDA metric for valuing potential acquisitions.
EBITDA is not a substitute for operating profit ($21.7 million) 

Report of Operations



At December 31, 2001, we had cash and cash equivalents of $24 million and total debt of $190 million.  In 
addition, below is a summary of our other assets. 

Broadcasting -Lynch Interactive owns 50% of Station WOI-TV (70th largest market), which serves Des 
Moines, Iowa, and a 25% interest in Station WHBF-TV (92nd largest market), which serves the Quad-Cities 
markets in Rock Island and Moline, Illinois, and Davenport and Bettendorf, Iowa.  While these stations are 
currently feeling the pinch of reduced advertising from a slow-down in the economy, from a long-term 
perspective, we continue to believe that network affiliated broadcasters provide significant service to their 
communities and that Lynch Interactive will ultimately receive long-term value from its ownership in these 
properties.

Wireless – Lynch Interactive owns a 10 MHz PCS license for the Basic Trading Area (BTA) covering Las 
Cruces, New Mexico, and the 10 MHz PCS license in the Logan, Utah BTA (which is contractually ours) have 
both been built out sufficiently to meet the FCC requirement of service coverage to at least one-quarter of the 
population in their respective BTAs.   The Las Cruces BTA covers a population of approximately 250,000 and 
the Logan BTA covers a population of approximately 103,000.

Lynch Interactive continues to actively monitor its investments in Sunshine PCS Corporation.  In November 
2002, in order to help insure Sunshine’s long-term survival, we exchanged our subordinated notes in Sunshine 
for two separate classes of preferred stock.  Currently, Lynch Interactive owns the following investments in 
Sunshine: 281,000 shares of Class A common stock, 23,000 shares of three classes of preferred stock, with a 
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total liquidation value of $23 million (2,000 of the preferred shares, with a liquidation value of $2.0 million, are 
convertible into Sunshine’s Class A common stock at $1.00 per share), and warrants, expiring in February 
2006, to purchase 4,300,000 shares of Class A Common Stock of Sunshine at $0.75 per share.   Sunshine 
holds 15 MHz C-Block PCS licenses in Tallahassee, Panama City and Ocala, Florida, areas covering a 
population of a about 1.0 million.

During 2002, Lynch Interactive sold to Verizon its 20.8% interest in New Mexico RSA 1B cellular property for 
$5.5 million.  Lynch Interactive continues to own 21% and 17% interests in New Mexico RSA 3 and 5 whose 
licenses cover a population of 96,000 and 62,000, respectively.   Additionally, Lynch Interactive has 
investments in three minority-controlled entities that own spectrum which they purchased in the Lower 700 
MHz Band (which it acquired in 2002) 700 MHz Guard Band, 39 GHz and Paging FCC Auctions.  Operation of 
these licenses is still in the early stage of development and Lynch Interactive's ultimate realization depends on 
how the licenses can be developed and/or liquidated. 

During 2002, the market prices of all publicly traded companies in the telecommunications industry continued 
the sharp decline that had begun in 2001.  The below chart indicates, the RLEC sector of the 
Telecommunications industry despite being dragged down by its overall woes of the entire sector was the least 
damaged.

($ In billions, except 
for S&P Index) January 1, 2001 December 31, 2002 Gain (Loss) %

RBOC’s $450.9 $232.5 ($218.4) (48.4%) 
Wireless Carriers $91.8 $33.0 ($58.8) (64.1%) 
Long Distance 
  Providers 

$127.0 $19.9 ($107.1) (84.3%) 

CLEC’S $27.5 $0.5 ($27.0) (98.2%) 
RLEC’s $11.5 $9.5 ($2.0) (17.4%) 
Standard & Poors 
  500 Index $1,148.1 $879.8 ($268.3) (23.4%)

RBOCs include: VZ, SBC, BLS,Q. 
Wireless Carriers include: AWE, LWIN, PCS, RCCC, DCEL, WWCA, USM, PCSA, APS, UNWR, UPCS, 
NXTL, NXTP,TPC. 
Long Distance Providers include: T, WCOM, GBLX. 
Competitive Carriers include: ABIZ, ALGX, CWON, CPTL, ELIX, FCOM, ICIX, ITCD,  NTKK, NPLS, MCLD, 
MPWR, PACW, RCNC, TWTC, CLEC, XOXO. 
RLEC’s include: ALSK, CTL, CZN, CTCO, CTCI, DECC, HCT, HTCO, LIC, NULM, NPSI, SURW, WWVY.

 In our view, the market correctly reflects certain dynamics and previous overvaluations based more on 
type than true cash generating ability, it incorrectly associates our Companies with the favorable dynamics of 
the RLEC sector in the telecom industry.

• Dependable and growing revenues 
• Favorable regulatory treatment 



• Access to low-cost capital 
• High-quality plant 
• Strong reputations in their regions 

Dependable and growing revenues - The revenue stream from rural telephone companies is very 
dependable.  Telephone service has been and we believe will continue to be a basic necessity for survival in 
today’s world.  We also believe that rural telephone companies have dependable revenue growth rates, which 
are attributable to rapid expansion in the number of lines (including second lines used for data), enhanced 
services such as Caller ID, and new ventures, including CLEC operations, personal communications services 
(PCS), cable television, and Internet services. 

Access to low-cost capital - Rural telephone companies have access to low-cost capital, particularly low-
interest-rate debt, with the aid of federal agencies or cooperatives, including the Rural Utilities Services 
Administration, which has been providing low-cost financing to telephone companies since 1949, the Rural 
Telephone Bank, a federal agency that offers both variable-rate and fixed-rate plans for loan funds advanced 
to borrowers, the Rural Telephone Finance Cooperative, which is a privately-owned bank that serves 
exclusively rural telephone operators, and The National Bank for Cooperatives, a $20 billion financial 
institution owned by its customers, which are about 2,000 local, regional and national agricultural co-ops and 
rural utility systems across the United States. 
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High-quality telephone plant - Rural telephone companies have generally used their rate-of-return regulatory 
support mechanisms to maintain high-quality plant.  As a result, many rural telephone companies have state-of 
the art plant and equipment such as 100% digital switches and fiber interoffice facilities. 

Strong reputations in their regions  - Reputation is perhaps the most compelling intangible asset of most 
rural telephone companies.  These rural telephone companies have had a presence in the areas they serve for 
many years, have developed strong relationships with their customers, and have a commitment to excellent 
service in the community.  In most cases, these rural telephone companies are significant employers, 
sponsors of community activities, and important local taxpayers. 

Acquisitions – As noted, part of our growth strategy is predicated on successful acquisitions.  To that end, we 
are very interested in hearing from principals or their representatives regarding acquisition candidates that 
meet our criteria. 

In considering a potential acquisition, we look for value oriented investments and we apply strict rate of return 
criteria.  We will only participate in “friendly” transactions that will enable us to employ our 
management/shareholder partnership philosophy. 

Our primary focus has been and will continue to be in the rural telephone industry, where we own fourteen 
companies throughout the United States.

Organic Growth – To complement our growth through acquisitions, we will continue to expand our efforts in 
“non-regulated” activities.  To date these efforts have included: Internet service providers, security systems, 
cable television, wireless services – telecommunications, data transport and paging, long-distance reselling, 
competitive local exchange carrier operations  (wire line telecommunications services outside of our regulated 
territory), and other telecommunications equipment and services.  We have made inroads, but there is much to 
done.  Our companies are there in enviable position of having dynamic organizational skills and a strong 
technological resource adjacent to an area, which is often times not receiving acceptable service by the 
current incumbent local exchange carrier.  We cannot be all things to all people.  Each of our fourteen RLEC’s 
presents a unique set of opportunities and challenges.  Determining and implementing the most promising 
opportunity is critical. 

On the regulated side, we will continue to invest in and provide the services necessary to facility our 
community’s ability to thrive and grow in these challenging economic times.  We will continually expand the 
service offerings to our customer base, providing them the ability to efficiently access markets.    Our long-term 
success is clearly tied to their ability to grow, create jobs and prosper. In one such example, Branch and Eddie 
Cox of our Central Utah Telephone Company are working with the Utah Office of Economic Development to 
bring broadband capability to a Native American Reservation in an effort to spur industrial development in that 
region.

In summary, we have a strong operational base and the resources necessary to expand.  Choosing the right 
opportunities and execution are the key elements.   





TELEPHONE COMPANY ACTIVITIES

Western New Mexico Telephone Company 

During 2002, Western established and Information Technology (IT) department to provide and enhance 
computer driven operating efficiencies, security, and interoffice productivity.  In addition, it turned up new PCS 
sites in Las Cruces, New Mexico to meet build out requirements and to establish base technology for PCS 
business. This is the company’s first foray into the Las Cruces market, an area that provides Western 
significant non-regulated expansion opportunities. Next year, Western will look to expand broadband 
capabilities of its network to the widest customer locations possible and to provide upgraded 
telecommunications plant facilities to the numerous subdivisions spread throughout it’s territory.

Inter-Community Telephone Company 

Inter-Community Telephone Co. continued deployment of digital subscriber line (DSL) service in our very rural 
service area.  This effort required significant reconditioning of the lines that were acquired form US WEST in 
1996.  Since the acquisition of these lines, which doubled the size of Inter-Company, the company has 
prudently upgraded these lines in the most economical way possible, by minimizing capital expenditures 
without sacrificing customer service.  The company continues to substantive discussions with the officials of 
the adjacent town of Valley City, North Dakota.  Inter-community currently provides Internet service to Valley 
City and the residence and business community there would enthusiastically support additional service 
offerings.

Belmont Telephone Company 
Cuba City Telephone Exchange Company 

Belmont and Cuba City completed a major switch upgrade in 2002, including security software and introduced 
DSL.  The company also made inroads in penetration of custom call features, i.e., Caller ID and Voice Mail.

Bretton Woods Telephone Company 

The resort community of Bretton Woods, New Hampshire thrived and expanded during 2002 and Bretton 
Woods Telephone Company continued to provide the telecommunications infrastructure required.  Significant 
expansions were made to the ski facilities, condominium and luxury home developments.  Early 2002, the 
historic Mount Washington Hotel introduced our DSL service to its guest rooms.  The Appalachian Mountain 
Club Center is scheduled to be completed in 2003.

Lynch Kansas Corporation 
J.B.N. Telephone Company 
Haviland Telephone Company
Giant Communications Inc.
CLR Video LLC

J.B.N. and Haviland Telephone Companies continue to work together with Giant Communications and CLR 
Video to provide communities in Kansas with an integrated voice, video and data provider. 

On the regulated telephony side, JBN added to its fiber ring capacity and continues deployment of broadband 
capabilities further down its network.  Haviland in the midst of a multi-year, $20 million upgrade program totally 
rebuilding its outside plant.  The upgrade will significant add to its capacity and insure the company ability to 
respond to customer requirements well into the future. 

Giant Communications now provides local and long-distance service to 31 communities and high-speed 
wireless data service to 9 communities on Northeast Kansas.  In addition, it is utilizing its association with CLR 
Video to offer a facilities based  DSL service in Holton, Kansas.  Also in Holton, CLR Video provided a new 
digitized cable television offering to its subscribers.  In order to take advantage of marketing synergies, in 
2003, CLR Video began offering its services under the Giant Communications name thereby provider a single 
source package of telecommunications, Internet and cable television. 

Dunkirk & Fredonia Telephone Company

The DFT Communications group of companies provides the broadest array of service offerings of any 
company in the Lynch Interactive family.  Its major operations include: regulated telephony  (Dunkirk and 
Fredonia Telephone Company and Cassadaga Telephone Company), a full service Internet Service Provider 
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(Netsync Internet Services), and a residential and commercial security business (DFT Security), a facilities 

Once again in 2002, Dunkirk & Fredonia was awarded a commendation by the New York State Public Service 
Commission for outstanding customer service, the 13th consecutive year. 

Netsync Internet services saw an increase in its dedicated Internet access through leased circuits and our 
wireless solutions.  Netsync will deploy wireless Internet service to the city of Olean, NY in the first quarter of 
2003 where 12 business customers have pre-subscribed for service. Netsync Internet Services also launched 
SPAM Mail Filtering to all of our customers during 2002.  This was a value added service at no additional cost 
to the customer, allowing them to filter out unwanted junk e-mail. 

Security customers at DFT Security grew from 5,597 at December 31, 2001 to 6,500 at the end of 2002 as the 
company completed the integration of the American Alarm acquisition (November 2001). 

A fiber build to the neighboring city of Dunkirk, NY was completed in 2002 and is in use by our first business 
customer in the Chadwick Bay Industrial Park.  This build is our first step toward moving our DFT Select One 
to facilities.  We expect our second fiber build to the city of Jamestown, NY to be completed by the third 
quarter of 2003. 

Upper Peninsula Telephone Company

During 2002, the Upper Peninsula Telephone Company began a multiphase, multiyear project to review and 
upgrade it technological infrastructure.  Upper Peninsula’s serves 19 non-contiguous communities in the lower 
and upper peninsula of Michigan.  Its service area covers almost 3,000 square miles.  The upgrade will be 
engineered from the ground up and will take advantage of current technologies and resources to create state-
of-art, efficient operating system.  The upgrade will include switch replacement and fiber builds, to the extent 
necessary.  As a result such a system, Upper Peninsula will provide each of its subscribers with the ability to 
connect via broadband facilities to the many services that will be critical to rural areas.

Central Scott Telephone Company

Central Scott Telephone Company continues its growth initiatives with its CLEC operations in the City of 
Davenport, Iowa.  One such area is the Iowa Research and Technology Park.  The Parks first business will be 
completed in April 2003 and will be using CS Technologies, Inc. a Central Scott subsidiary, for its 
communication needs.  Another area of growth potential is the Eastern Iowa Industrial Center.  This Industrial 
Park is also in the City of Davenport, which is not part of Central Scott regulated service territory, but Central 
Scott serves it as part of its CLEC initiative.  The first building completed was our Scott Community College’s 
Industrial Training Center, which is our area Jr. College.  The second building was a very large distribution 
warehouse built by John Deere.  If you purchase anything from garden tractors to chain saws, it came from the 
warehouse served by Central Scott Telephone Company.  Central Scott program of providing facilities to 
business parks in their early stage of development, whether they are within or just outside of its regulated 
service territory, is currently paying dividends. 

Central Utah Telephone Company

2002 was an extremely busy year for Central Utah Telephone and its subsidiaries, Skyline Telecom and Bear 
Lake Communications, as they continue to extend their world-class telecommunications services to access 
lines that the company acquired from US West in 2001.  The company broke all previous records in new plant 
construction by substantially expanding its fiber-optic network and copper line plant facilities.  The company 
also added significantly to its switching capacity with new switches in Wendover, Dugway, and Spring City, 
Utah, as well as making substantial upgrades to the Central Office at Fairview, Utah. Currently, high-speed 
DSL Internet services are available to approximately 90% of subscribers in all of their exchanges

In January 2003, the new commercial office headquarters building was completed to accommodate the needs 
of this expanding organization. 

In addition, Central Utah is currently awaiting word on a $1 million plus Rural Utility System grant application 
prepared by their newly created Marketing/Community Development department.  If the application is 
successful, the grant monies will enable the company to bring high-speed broadband services to the 
impoverished Goshute Indian Reservation in remote west central Utah.  Additionally, the Company is working 
closely with the University of Utah’s Utah Education Network on a large project, which will bring fiber-optic 

based and resale CLEC (DFT Select One), and a long-distance provider (DFT Long Distance).

connectivity to all schools in the company’s exchanges.  When completed, this project will substantially
increase the company’s fiber-optic backbone and markedly increase bandwidth capabilities. 

11



Board of Directors 

Paul J. Evanson       David C. Mitchell    
President of Florida Power & Light Company    Consultant 

John C. Ferrara       Salvatore Muoio 
Consultant       Managing Member of S. Muoio & Co., LLC 

Mario J. Gabelli       Frederic V. Salerno    
Vice Chairman and      Chairman of Lynch Interactive Corporation 
Chief Executive Officer of Lynch Interactive    and Consultant
Corporation and Chairman and Chief Executive 
Officer of Gabelli Asset Management, Inc.    Vincent S. Tese 
        Consultant
Daniel R. Lee      
Chairman and CEO 
Pinnacle Entertainment, Inc. 

             

Officers

Mario J. Gabelli       Joseph C. Farina 
Vice Chairman of the Board and     President and Chief Operating Officer 
Chief Executive Officer 
        Robert E. Dolan 
John Fikre       Chief Financial Officer
Vice President—Corporate Development    
General Counsel and Secretary      

Corporate Staff 

Carmine Ceraolo       
Carole L. Rau    

Transfer Agent & Registrar     Trading Information 
For Common Stock      American Stock Exchange 
American Stock Transfer & Trust Company    Common Stock 
59 Maiden Lane        Symbol -LIC 
New York, NY 10038 

 Investor Relations Contact     Annual Meeting 
Robert E. Dolan       Our annual meeting of stockholders
914-921-8821       will be held on May 8, 2003 at 3:00 p.m. 
rdolan@lynchcorp.com      Bruce Museum 
        One Museum Drive 
        Greenwich, CT 06830 

Forward Looking Information

This Annual Report contains forward-looking information.  It should be recognized that such information are estimates 
or forecasts based upon various assumptions, including the expected operating performance of the Company's 
businesses and the economy and financial markets as it impacts the Company's businesses.  As a result such 
information is subject to uncertainties, risks and inaccuracies, which could be material. 
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"It is not the strongest of the species that survive, nor the most 
intelligent, but the one most responsive to change." 

Charles Darwin 
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