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About Our Company

Iron Mountain Incorporated (NYSE:IRM) 
helps organizations around the world 
reduce the costs and risks associated 
with information protection and storage. 
We offer comprehensive records 
management and data protection 
solutions, along with the expertise 
and experience to address complex 
information challenges such as rising 
storage costs, litigation, regulatory 
compliance and disaster recovery. 
Founded in 1951, Iron Mountain is a 
trusted partner to more than 100,000 
corporate clients throughout North 
America, Europe, Latin America and  
Asia Pacific. For more information, visit 
our website at www.ironmountain.com.

IRM Stock Performance
The following graph compares the percentage 
change in the cumulative total return on our 
common stock to the cumulative total returns of 
the S&P 500 Index and the Russell 1000 Index 
for the period from December 31, 2002 through 
December 31, 2007. This comparison assumes an 
investment of $100 on December 31, 2002 and 
the reinvestment of any dividends.

At-A-Glance (As of 12/31/2007)

Year Founded: 1951

Major Service Lines:
Records Management
Data Protection and Recovery
Information Destruction

Fortune 1000 Rank: 780

2007 Financial Results:
Revenues: $2.7 billion
OIBDA(1): $704 million
Net Income: $153 million
EPS-Diluted: $0.76
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Financial Highlights

(Amounts in thousands, except per share data)	 	 2003	 	 2004	 	 2005	 	 2006	 	 2007

Total Revenues $ 1,501,329 $ 1,817,589 $ 2,078,155 $ 2,350,342 $ 2,730,035

Storage Revenues  875,035  1,043,366  1,181,551  1,327,169  1,499,074

Gross Margin (excluding depreciation)   54.7%  54.7%  54.9%  54.3%  53.8%

Operating Income  304,893  344,496  386,784  407,187  454,718

Operating Income as a % of Total Revenues  20.3%  19.0%  18.6%  17.3%  16.7%

OIBDA (1)  435,811  508,125  573,706  615,560  704,012

OIBDA as a % of Total Revenues  29.0%  28.0%  27.6%  26.2%  25.8%

Interest Expense, net  150,468  185,749  183,584  194,958  228,593

Income from Continuing Operations  
 per Share — Diluted (2)  0.43  0.48  0.57  0.64  0.76

Net Income per Share — Diluted (2)  0.43  0.48  0.56  0.64  0.76

(1)  Operating income before depreciation and amortization. See Item 6 on p.23 of the accompanying Annual Report on Form 10-K for a reconciliation of OIBDA to Net Income.

(2)  All per share amounts have been adjusted to reflect the three-for-two stock split effective December 29, 2006.

Revenues in millions OIBDA in millions

Net Income per share, diluted Cash Flows from operating activities, in millions
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Moreover, the range of business information that 
is subjected to regulatory oversight increases every 
day. The myriad of regulations being promulgated 
adds a significant layer of complexity to managing 
information. Organizations must retain and eventu-
ally destroy their information in compliance with a 
growing number of stringent regulations covering 
records retention, disaster recovery and personal 
privacy. Mismanagement of regulated information 
translates into fines, bad publicity and brand risk.

Further, the focus on information management prac-
tices during litigation greatly increases the costs and 
liability exposures for a company. An organization’s 
records management program moves to the fore-
front and can greatly impact the cost of discovery 
and the eventual outcomes of litigation.

Today, businesses face more 
numerous and complex 

information protection and 
storage challenges than ever 
before. Information is growing 
exponentially. Every day more and 
more information—both physical 
and digital—is created and much 
of that information is regulated. For 
most companies, this information is 
dispersed over many systems and 
locations, and they are struggling 
with the cost and complexity of 
storing, protecting and managing  
this crucial business asset.

Iron Mountain:
Delivering Expertise to Solve Complex 
Information Management Challenges

The Iron Mountain Mission 
To provide superior value to our 
customers by:

•  Protecting and storing their 
information as if it were our own

•  Earning their trust with service 
that is reliable and responsive

•  Providing comprehensive 
information protection and 
storage solutions to reduce our 
customers’ costs and risks
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Finally, businesses need to protect their information 
from disaster. In an increasingly insecure world, with 
24x7 business environments and absolute reliance 
on information, companies must ensure their data is 
always available and accessible. The problem is partic-
ularly challenging when you consider that 60 percent 
of corporate information is distributed and outside the 
customary protection of a data center environment.

Companies turn to Iron Mountain because we are 
focused on reducing the costs and risks of protecting, 
storing and managing their physical and digital 
records and information. We deliver our unique 
expertise through a comprehensive set of solutions in 
records management, data protection and recovery, 
and information destruction services. We help all 
customers reduce costs while improving the manage-

ment of and access to their information, and we assist 
larger companies reduce risks resulting from informa-
tion growth and an increasingly complex regulatory 
environment. Delivering globally consistent services 
that are locally implemented, our expertise spans our 
people, process and technology. 

Trusted for more than 56 years, we serve more than 
100,000 organizations of all sizes and industries 
including more than 93% of the Fortune 500. Some 
of the largest industries we serve include financial 
services, healthcare, law firms, retail, insurance, phar-
maceutical, technology and government.

Iron Mountain Solution Set

The Iron Mountain Vision
To protect and store  
the world’s information
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To Our Shareholders:

2007 was an excellent year for Iron Mountain. 
We delivered consistent and strong financial 

performance while advancing our strategy through a 
focused investment program. We continue to improve 
our operational efficiency using those gains to invest 
against our strategic objectives. Our markets are 
expanding as the primary driver, information growth, 
remains unchecked and our services are becoming 
more relevant to more customers. We continue 
to execute according to our long held three phase 
strategy for building shareholder value through global 
leadership in the information protection and storage 
marketplace. 2007 was a high investment year on all 
fronts. And even though we saw a spike in 2007 due 
to three strategic deals, the focus of our investments 
is shifting away from acquisition spending to funding 
internal growth, product development and infrastruc-
ture enhancements. We are well positioned to deliver 
against our long-term financial goals of driving strong 
revenue and operating income before depreciation 
and amortization (OIBDA) growth and attractive 
returns on invested capital.

This annual report has a change in format from the 
past. We have eliminated the separate letter from 
our CFO discussing the financial and operational 
results and integrated those topics into my letter. 
My letter will discuss our strategy, our operational 
results by major business segment and our recent 
announcement of my impending role change and 
the appointment of Bob Brennan as the next CEO  
of Iron Mountain.

C. Richard Reese

Chairman and Chief 
Executive Officer

Iron Mountain Incorporated
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Strategy to Grow Shareholder Value

We have built a market leader that operates 
in large, expanding markets with significant 

opportunities to create shareholder value through 
focused investment. Although we have the obliga-
tion to you and ourselves to gain as much efficiency 
from our existing businesses as is prudent without 
damaging them, our largest opportunities for invest-
ment are in growth. Managed properly, these invest-
ments will allow us to increase shareholder value 
for a long time to come. Therefore, although we will 
continue to invest for efficiency, we are biased to 
invest for growth. That bias along with purposeful 
changes in business mix towards less capital inten-
sive, lower margin services challenge our ability to 
steadily increase consolidated margins. However, 
we will manage our agenda over the medium-term 

to balance the impact of growth versus efficiency 
investments to capture the long term potential we 
see while growing profitability within our targeted 
ranges. This is the balance of judgment that we 
apply as we operate in this third, or “capitalization” 
phase of our strategy. 

In 1996 Iron Mountain became a public company, 
raising equity and debt capital to lead the consolida-
tion of the physical records management industry. 
We then embarked on a long-term growth plan to 
build market leadership by extending our strategic 
relevance through service line and global expan-
sion. This growth plan has been carefully sequenced 
into three strategic phases. The first phase involved 
establishing leadership and broad market access 

76 Consecutive Quarters of Storage Revenue Growth
Quarterly storage revenue growth [in millions]
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Document Management Solutions (DMS)

We seek to develop solutions that solve our 
customers’ document management challenges 
by integrating the management of physical 
records, document conversion and digital 
storage. DMS complements our core physical 
and digital service offerings, leveraging our 
global footprint and our existing customer 
relationships. We differentiate our offerings by 
providing solutions that integrate and extend 
our existing portfolio of products and services.

in our core businesses: records management and 
data protection, primarily through acquisitions. In 
the second phase we invested in building a world-
class selling organization to aggressively sell new 
customers, converting previously unvended demand. 
Today, even though different parts of our business 
are in different stages of evolution along our three-
phase strategy, as an enterprise, we have transi-
tioned to the third phase of our growth plan. We call 
this the capitalization phase, a phase we expect will 
run for a long time to come. In this phase, we seek 
to expand our relationships with our customers to 
continue solving their increasingly complex informa-
tion protection and storage problems. Doing this 
well means expanding our service offerings globally 
while maximizing our solid core businesses. With 
disciplined execution of this strategy, we continue to 
build what we believe to be a very durable business.

In the capitalization phase, our financial focus is on 
driving strong revenue and OIBDA growth (primarily 
from new and existing customers, rather than 
through acquisitions) and increasing capital efficiency 
to improve returns on invested capital. To be clear, 
the capitalization phase of our long-term strategy is 
about driving growth and maximizing our potential, 
not about harvesting mature businesses.

To capitalize on our potential, we are focused on four 
key strategies:

• Maximize our core physical businesses

• Expand our global services platform

• Distribute new services, and

•  Drive leadership in our targeted digital  
market segments

Our approach to maximizing our core is focused 
on expanding our physical storage business, which 
is the foundation of Iron Mountain. We intend to 
build on 76 consecutive quarters of storage revenue 
growth to strengthen the trust that is at the center 
of our customer relationships through continued 
investments in the protection of our customers’ 
information and increased consistency of service. 
We expect to continue to drive productivity in our 
core physical service lines, to build on our strong 
returns in this business and support expansion 
of our business model. In response to customers’ 
evolving needs, we continue to fortify the security 
surrounding their information assets, even though 
we are the industry leaders on this front. This is what 
market leadership is all about—continually raising 
the bar on yourself. In 2007, we enhanced our trans-
portation services with additional security alterna-
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Discovery Services

Our Discovery Services 
comprise a set of individual 
services and bundled 
solutions designed to 
address the legal discovery 
and corporate governance 
needs of our customers. 
Our eDiscovery services, 
principally embodied by the 
Stratify® Legal Discovery 
application, help our 
customers identify, organize, 
analyze and review relevant 
or responsive information 
from within the universe of 
electronic data generated during the normal course of business.  
Our consolidated suite of physical and digital discovery services  
is designed to deliver a secure, end-to-end chain of custody, while  
reducing costs and risks for our customers.
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Achieving our Financial Objectives 

Over the next five years, we  
are targeting: 

•  8% to 13% compound annual 
revenue growth

•  10% to 15% compound annual 
OIBDA growth, and

•  150 basis points of improvement  
in capital expenditures as a  
percent of revenues

which would result in 15% to  
20% returns on incrementally 
invested capital. 

tives, invested in chain of custody technologies and 
further built out our security organization. We will 
continue to invest in these and other security-related 
initiatives to ensure that our customers’ information 
assets have the highest level of protection available. 
At Iron Mountain, security is job one.

We leverage our success in our core businesses by 
establishing those same services in important inter-
national markets, benefiting our customers who 
are already in these markets and setting the stage 
for future long-term growth. Since 1996, we have 
established a physical footprint that spans 37 coun-
tries on five continents. We believe we can build the 
same high return business model in international 
markets over time, as we have demonstrated in 
more established markets such as the U.S., the U.K. 
and Latin America. 

We do business with most major global corpora-
tions and have established ourselves as a trusted 
service provider. This gives us an excellent platform 
to introduce new services. Over the past two years, 
we have introduced ten new services including 
Document Management Solutions and eDiscovery. 
These services, along with those under development, 
share certain characteristics. They either drive more 

storage or enhance value from the storage relation-
ships we currently have. We also expect new services 
to leverage and extend the Iron Mountain brand, 
which is built on trust. Most importantly, we expect 
to infuse the expertise that we have built over a 
long history of solving our customers’ information 
protection and storage problems into our digital 
service offerings. We are proud that the services we 
offer, and plan to offer, are of vital importance to our 
customers and that we have their ongoing permis-
sion to solve their physical and digital information 
management problems around the world.

These strategies will position Iron Mountain to 
capture the enormous growth potential that is 
being driven by information growth and increasing 
regulation and risk management concerns. The 
need for businesses to consolidate their information 
protection and storage solutions in order to drive 
consistency throughout their enterprises, increase 
compliance with changing regulations and ultimately 
to reduce costs, is accelerating globally based upon 
changes to the legal and business environments. 
In the U.S., changes to the Federal Rules of Civil 
Procedure (specifically, Rule 26), which govern the 
production of evidence in most federal court cases, 
for the first time makes the efficient management 
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of electronic records a requirement, not an option. 
This has a significant impact on how our customers 
manage their electronic records and is accelerating 
the development of their eRecords retention and 
archiving programs. This is also increasing demand 
for eDiscovery services, a need we addressed with 
our Stratify acquisition. 

We believe our business strategies will also position 
us to take advantage of the tremendous growth 
opportunity associated with the explosion of infor-
mation being created. Industry analysts suggest 
that the amount of information created, captured 
and replicated will increase many-fold over the 
next several years. This makes the job of managing 
forward storage capacity nearly impossible for our 
customers. It underscores the need for comprehen-
sive information protection and storage programs 
that incorporate end-to-end records management 
solutions as a means to control the rapidly growing 
volumes of information produced. We deliver that 
capability and expertise. 

We remain fortunate to operate in large, trend-
favored markets that afford us the opportunity to 
reinvest our discretionary free cash flow at a fair 
return on capital. We remain committed to two prin-

ciples that bear repeating: (1) invest our shareholders’ 
money as if it were our own, and (2) do what is right 
for our customers and employees. As always, we will 
continue to invest your money with the long-term 
goal of increasing OIBDA in relation to total capital 
invested. Our long-term financial objectives reflect 
our bias for growth and our commitment to deliver 
attractive incremental returns as we grow. Over the 
next five years, we are targeting compound annual 
revenue growth of 8% to 13%, compound annual 
OIBDA growth of 10% to 15%, and a 150 basis point 
improvement in capital expenditures as a percent 
of revenues. Achieving these targets would result in 
15% to 20% returns on incrementally invested capital. 
We continue to target OIBDA margin improvement 
across our individual business segments, and that 
improvement is incorporated into these objec-
tives. These objectives also reflect strong targeted 
growth in attractive service offerings, which require 
less capital and generate relatively lower margins 
than our core physical storage business. We are 
committed to balancing these factors to maximize 
our business opportunity while delivering consis-
tently strong financial performance, within our 
stated target ranges. This reflects our focus on oper-
ational and financial discipline. 

2
principles

We remain committed to two principles that bear 
repeating: (1) invest our shareholders’ money as 
if it were our own, and (2) do what is right for our 
customers and employees.
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+16%

With the strategy for long-term success 
defined, we will review our results for 2007. 

We performed as we expected and as we projected 
in 2007. We met or exceeded all of our targets for 
revenues, OIBDA and internal growth. Revenue 
growth remained strong as total revenues increased 
by $380 million, or 16%, supported by strong internal 
growth of 10%. OIBDA increased 14% to $704 million, 
and earnings per share grew 18% to $0.76 per diluted 
share. Finally, capital spending as a percent of reve-
nues was 15.2%, down 60 basis points, in comparison 
to the prior year. 

North American Physical Business Segment

Our North American Physical Business Segment 
continues to strengthen, both financially and 
operationally. This segment, which represents 69% 
of our consolidated revenues, is comprised of the 
operating units for physical records management, 
data protection, secure shredding, fulfillment and 
consulting services in the U.S. and Canada, along 

with all of our corporate overhead functions. 
This segment produced revenue growth of 13% 
supported by solid internal growth of 9% and the 
impact of acquisitions completed in 2007, most 
notably ArchivesOne, Inc. and RMS Services – USA, 
Inc. Service revenues were a key driver of overall 
revenue growth, supported by strong gains in 
secure shredding services, special projects and recy-
cled paper revenues coming from both our secure 
shredding and records storage operations. Segment 
contribution also grew 13%, while we improved 
capital efficiency. Capital spending as a percent of 
segment revenues decreased to 14.5% from 15.8% 
for 2006. These gains are derived, in part, from 
strong growth in less capital intensive services, 
such as DMS, which are becoming larger contribu-
tors to segment growth. This reflects successful 
execution against our long-term strategy to capi-
talize on our customer relationships and expand our 
service offerings. 

2007 Operating Review
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International Physical Business Segment

In line with a key element of our strategy, we 
remained active in expanding our global footprint in 
2007. We invested in significant opportunities we saw 
to export our attractive business model to important 
international markets. Our International Physical 
Business Segment represents 25% of our consolidated 
revenues, or $677 million. This segment contains the 
operations of our core physical services businesses 
outside of the U.S. and Canada. Revenue growth in 
this segment was 25% in 2007, comprised of solid 
internal growth, incremental revenues from acquisi-
tions and favorable foreign currency changes.

We continue to leverage acquisitions and joint venture 
investments to expand our global platform. Most of 
our international acquisition activity in 2007 was in 
Europe as we invested in footprint expansion to fill 
in national markets and in new country markets to 
expand the reach and market opportunity for our core 
services. We enhanced our national secure shredding 
platform in the U.K. and entered new markets through 

joint ventures in Turkey and Greece. Our international 
expansion strategy employs joint ventures with local 
partners to increase the speed and reduce the risk of 
rapid international expansion. We currently own 98% 
of our international revenues and have a minority 
interest liability of $9 million on our balance sheet. 
Completing our geographic expansion, including 
the eventual buyout of our existing JV partners, is 
expected to require significantly less capital than we 
have invested to date in our international operations.

We are also investing to drive strong internal growth 
as we expand our international business. Internal 
growth improved to 12%, up from 8% in 2006, due 
to strong revenue performance in Latin America and 
Asia Pacific, and significant special project revenue 
growth in Europe. As we have often said, the public 
sector business in the U.K. is a good business but the 
revenue streams are very lumpy, a characteristic not 
shared by the majority of our revenue streams. The 
U.K. public sector revenue includes projects that are 
usually large and difficult to forecast. For example, 

Iron Mountain’s Global Footprint Physical Business Solutions
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we had two such projects that generated about $25 
million of revenues in 2007. Both of those projects 
are ending and will only generate $10 million in 2008. 

Our businesses in the U.K. and Latin America are 
established market leaders that have attained scale 
in their local operations and thereby generate attrac-
tive returns. Our operations in continental Europe 
and Asia Pacific require investment to build scale, 
which, over time, will allow them to produce attrac-
tive returns. Expanding our predictable, recurring 
revenue model in international markets requires 
investment to build management, sales and oper-
ating infrastructure. As a result of these investments 
combined with start-up losses inherent in our new 
joint ventures, in promising markets such as Russia, 
we expect lower profitability in our International 
Physical Business Segment than in the more devel-
oped North American Physical Business Segment, as 
we build our global platform. 

These factors constrained segment contribution 
growth to 15% and contributed to an increase in 
capital spending as a percent of segment revenues 
from 16.0% in 2006 to 17.7% in 2007. We continue to 
target strong financial gains and improved returns 

in our International segment as we build scale in 
these markets.

Worldwide Digital Business Segment

Our third business segment, Worldwide Digital, deliv-
ered strong financial performance in 2007. Revenues 
grew at strong rates, in line with our goals, and 
segment contribution more than doubled as we saw 
the benefits of scale in these high growth markets. 

Iron Mountain Digital represents 6% of our revenues. 
This business is organized to operate on a global 
basis and has operations and sales offices in 39 
countries that have extended its technology solu-
tions deployments to 75 countries. This business 
is comprised of four core service lines: digital data 
protection, archiving, intellectual property manage-
ment (IPM) and eDiscovery. Our digital data protec-
tion services provide online backup and recovery 
solutions for personal computers and remote 
servers using our proprietary, patented technolo-
gies. Our Digital Records Center is a service that 
provides secure, legally compliant and cost-effective, 
long-term archiving of electronic records, including 
emails, imaged documents and other online assets. 

98%

25%
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+17%

In our IPM business, we serve as a trusted, neutral 
third party providing technology escrow services to 
protect and manage source code, web domain name 
intellectual property rights and other proprietary 
information. eDiscovery services allow our customers 
to “know what they have” and access it as needed, 
generally in connection with litigation. We believe 
this to be a large, expanding market segment, thus 
we fortified our position in eDiscovery through the 
December 2007 acquisition of Stratify, Inc., a leader in 
this business. Stratify® eDiscovery services allow us to 
help our customers collect, prepare, process, review 
and produce data that may exist in either paper or 
digital form in response to internal investigations, 
litigation or regulatory requests. Managing discovery 
requirements in an efficient and cost-effective way 
has become an acute problem for the Global 2000 
and our acquisition of Stratify will allow us to solve 
this problem in a highly effective manner. Building 
out Iron Mountain Digital is a natural extension of 
our physical businesses. We seek to capture, protect, 
store and bring usefulness to our customers’ informa-
tion on a worldwide basis, regardless of format.

Revenues in the Worldwide Digital Business Segment 
grew 17% overall, and 14% internally, to $163 million 
in 2007. Storage revenues, which represent more 
than 75% of this segment’s revenues, had an internal 
growth rate of 23% for the year. From a service 
perspective, we have seen more customers favoring 
the annuity-based hosted service model of online 
backup, which affected growth in license sales in 
2007. This is a trend that favors our business model 
over the long term as it builds the recurring revenue 
base. An important financial characteristic shared 
by our physical and digital businesses is the high 
percentage of their respective revenues that are 
recurring. In 2007, the digital business increased its 
recurring revenues to 87% of total revenues from 
83% in 2006. 

As we build our digital business, we are driving 
strong contribution gains and improved returns. In 
2007, scale was a primary driver of this segment’s 
143% year-over-year growth in contribution and 
improved capital efficiency, which decreased to 12.9% 
of segment revenues from 14.5% in 2006. Despite its 

87%
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early stage of development, the Worldwide Digital 
Business Segment also contributed positively to cash 
flows in 2007, as segment contribution exceeded 
segment capital expenditures by $5 million. We 
expect revenue and contribution growth to remain 
strong over time in this segment as we continue to 
expand, both internally and through acquisitions, 
and realize the benefits from increasing scale in our 
digital business. 

Capital Investment

We are fortunate to have a range of attractive 
opportunities for investment in our business. In 
2007, we invested $884 million of capital in projects 
to maintain current operations, support internal 
growth, develop new products, improve business 
operations, and acquire 20 new businesses. The mix 
of capital investments is shifting. From 1996, when 
we raised money through our initial public offering 
of stock to roll up our industry, through 2000, 84% 
of the capital we invested in the business went to 
acquisitions. In the last five years, as we stressed 
the internal growth phase of our strategy, that has 
dropped to 49%, even after spending nearly $500 
million on acquisitions in 2007. The future will likely 
see a continuation of investment trending away 
from acquisitions and toward internal growth, 
driving productivity, bolstering infrastructure and 
developing new products and services. This is all 
meant to drive future profitability and build a 
stronger platform for a substantially larger business. 

To support value creating investments in our busi-
ness, we remain committed to a leveraged business 
model. The highly predictable cash flows derived 
from our recurring revenue model allow us to 
comfortably support significant financial leverage. 
Our business requires considerable capital invest-
ment in real estate, racking systems and IT storage 
systems for increased capacity to support the 
growth of both physical and digital storage revenues, 
which represent 55% of our consolidated revenue 
stream and are the underlying source for almost all 
of our services revenues. We believe that prudent 
financial leverage applied to attractive return assets 
lowers our overall cost of capital and drives return on 
shareholder equity. Our consolidated leverage ratio 
at the end of 2007, as defined in our most restrictive 
lending covenant, was approximately 4.5 times. We 
remain committed to maintaining prudent leverage 
and will seek to keep our leverage ratio within a 
target range of four to five times, the range within 
which we have comfortably operated for many years. 
The bond markets have come to appreciate the 
stability of the cash flows in our business driven by 
a highly predictable recurring revenue stream. As of 
year-end, we had approximately $500 million of cash 
and borrowing capacity available under our senior 
credit facility.

We intend to strengthen our cash generation 
capacity as we grow. In 2007, we generated $148 
million of free cash flow before discretionary invest-
ments in acquisitions and real estate (FCF), after 
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funding 10% internal growth and our investment 
agenda. FCF1 is defined as cash flows from operating 
activities less net capital expenditures, excluding real 
estate, and customer acquisition costs. Included in 
that $148 million is $33 million of insurance proceeds 
related to the 2006 fire in one of our facilities in 
London, England and a $28 million cash flow benefit 
related to our year end capex accrual. Compared on 
the same basis, FCF for 2007 was $115 million versus 
$48 million in 2006.

We took significant strides in 2007 to strengthen 
our financing capacity and position us well for our 
continued global expansion. As we continue to grow 
and expand geographically, financing our business 
on a global basis becomes increasingly complex. 
Our treasury group spent much of 2006 and 2007 
focused on financing strategies that further our 
goal of ensuring liquidity over the long-term, while 
mitigating the risks of foreign currency exchange 
rate fluctuations, all in a tax efficient manner. In the 
first quarter of 2007, we successfully completed the 
sale of €225 million of 6-3/4% senior subordinated 
notes due 2018, priced to yield 6-7/8%, and Canadian 
$175 million of 7-1/2% senior subordinated notes due 
2017. These transactions provide us with natural 
currency hedges against our long-term European 
and Canadian investments. They are also consistent 
with our strategy to keep our debt portfolio long 
and fixed, thus matching our liabilities appropriately 
with our assets and the highly recurring and predict-
able returns they generate. We also refinanced our 

senior credit facilities in April 2007, consolidating 
our domestic and international revolving credit 
facilities into a single global facility with multiple 
foreign currency tranches. In November, 2007, we 
exercised the accordion feature under our senior 
credit facility which allowed us to expand our senior 
term debt and revolving credit facility on terms 
generally consistent with those received in April. In 
late 2006, as part of our global treasury program, 
we established our international treasury center in 
Switzerland to centralize our international treasury 
function and to serve as our in-house bank for our 
European operations and eventually our other inter-
national subsidiaries with the exception of Canada. 
These strategies have resulted in increased financing 
flexibility, better alignment with our growing global 
footprint and lower tax costs. 

As we grow, and maintain an appropriately levered 
capital structure, we expect to drive substantial cash 
generation capacity. As we discussed at our Investor 
Day last October, if we perform within the target 
ranges we have established for revenue and OIBDA 
growth while maintaining leverage, over the next 
five years we believe we should generate between 
$1.9 billion and $2.7 billion of discretionary free cash 
flow for investments in real estate, acquisitions and 
potentially returning cash to shareholders. 

Overall, we feel we are well positioned to both deliver 
against our financial goals and capture the highly 
attractive growth opportunities in our business. 

49%

84%

1A reconciliation of FCF to the nearest GAAP measure is available at the Investor Relations page of our web site at www.ironmountain.com.
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One of the areas that gives me confidence in 
our ability to continue to deliver against our 

strategy is the strength of our organization. We 
are fortunate to have more than 20,000 dedicated 
Mountaineers worldwide. The knowledge and 
loyalty of our employees is core to us realizing our 
potential. I appreciate their dedication to serving our 
customers and we will continue to reward them for 
their performance. This organization of dedicated 
individuals thrives because of the leadership that 
our management team provides. For several years 
we have focused on identifying individuals both 
internally and externally to create the right mix of 
company experience and specialized knowledge 
required to lead us to the next level of success 
through continued growth. This approach was 
integral to our succession planning and crucial to a 
company such as ours, one where a few individuals 
held key roles for such a long time. Recently, we 
reached another milestone in our plan.

On February 28, 2008, we announced that effec-
tive in June, I will step down as the Chief Executive 
Officer (CEO) of Iron Mountain and take a new full 

time role as Executive Chairman. Bob Brennan, our 
current President and Chief Operating Officer (COO), 
will succeed me as CEO of Iron Mountain. Bob joined 
us when we acquired Connected Corporation, where 
he was their CEO. During the past three and a half 
years he has held the roles of President of our North 
American physical business and then President and 
COO of the enterprise on a global basis. During that 
time he and I formed a relationship that allowed me 
to understand his abilities and motivations and for 
him to understand the important characteristics of 
Iron Mountain that have made it successful. He has 
proven himself to be a strong leader for our company 
and is committed to enhancing our culture and 
driving long-term success. Bob brings skills from past 
roles, particularly in technology based companies, 
yet he is an insider, having learned the business from 
the inside, first managing our physical businesses 
and then as COO. He has all the characteristics the 
Board and I were looking for in Iron Mountain’s 
next CEO. I am confident that Bob’s appointment as 
CEO will enhance our ability to pursue our strategic 
agenda, while delivering consistent and strong finan-
cial performance. 

Organizational Strength
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The Iron Mountain Scholarship Foundation

Individual education is the long-term way 
to improve our world. With that in mind, we 
established a charitable foundation, the Iron 
Mountain Scholarship Foundation, in 2004, 
to help our employees advance their families. 
The foundation provides tuition assistance for 
children of our employees to attend college. 
It is intended to assist those that need extra 
help to push them over the line. Awarding of 
the scholarships is managed by an indepen-
dent, professional organization and awardees 
are limited to children of employees that earn 
below $60,000 per year. The foundation was 
originally funded with commitments from 
several members of our board of directors and 
management team. To date we have received 
over $1 million in contributions from direc-
tors, employees and investors. On behalf of 
the recipients of these scholarships and all of 
the members of the Iron Mountain family, we 
thank you for your generosity.

For those interested in contributing, please contact Richard Reese at scholarship@ironmountain.com. 

Here is what your donations have provided to 
the children of our employees: 

2004:  10 first time awards of $2,000 each

2005:  10 first time awards of $2,000 each

   9 renewals from 2004 of $2,000 each

2006:  10 first time awards of $2,000 each

   9 renewals from 2005 of $2,000 each

   8 renewals from 2004 of $2,000 each

2007: 10 first time awards of $2,000 each

  8 renewals from 2006 of $2,000 each

  7 renewals from 2005 of $2,000 each

  6 renewals from 2004 of $2,000 each
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I look forward to my new role as Executive Chairman. 
Besides the normal duties as Chairman of the Board, 
I will focus my time on the future: strategy develop-
ment, new business development and new service 
design. For the past few years I have not made a 
major decision without Bob’s counsel and I expect 
that for the next few years he will not make one 
without mine. Bob and I have built a great working 
relationship that will result in a smooth transition and 
a continuing partnership for so long as I am needed. 

Iron Mountain is fortunate to have a strong and 
active Board. As a group they hold a significant 
financial stake in our company. The majority of these 
holdings were created by investing their own cash in 
Iron Mountain, not by accrual of value from options 
granted to them by other shareholders. We believe 
those characteristics, along with experience, good 
judgment, integrity and the willingness to share 
their opinions are the keys to good governance. Last 
summer we welcomed a new member to our Board, 
Michael Lamach. Mike is a senior vice president 
and president of the Security Technology Sector at 
Ingersoll-Rand with deep experience running multi-
national companies. His counsel is of particular 
importance to us as we continue to broaden our 
global operations. We take seriously the obligation 
to build and nurture an effective board and will 
continue the process of recruiting exceptional talent 
to bring new perspectives and help make the future 
as successful as the past.

We continue to invest in initiatives aimed at devel-
oping our frontline workforce. This group comes 

from a part of our society that is under significant 
pressure to respond to changes in an economy that 
increasingly rewards those that have attained higher 
levels of education and training. We believe that 
expanded investments to help this segment of our 
employees learn, and in turn, create more value for 
Iron Mountain is good for them, our customers and 
our shareholders. This will be an ongoing focus in 
the future. On a related topic, I ask that you take 
time to read the section on page 17 describing the 
Iron Mountain Scholarship Foundation and that you 
consider making a contribution along with me to 
help our dedicated employees better themselves and 
their families.

We have been fortunate to attract high quality 
shareholders as our partners. We appreciate your 
advice and input. We will continue to communicate 
with you in an open and transparent manner as we 
view you as our partners.

As I look forward to my new role as Executive 
Chairman, I am grateful for the wonderful oppor-
tunity I have had to this point and look forward to 
many more years contributing to building this  
great company.

With continued pride and enthusiasm,

C. Richard Reese 
Chairman & Chief Executive Officer 
April 4, 2008
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We have made statements in this report that constitute “forward-looking 
statements” as that term is defined in the Private Securities Litigation 
Reform Act of 1995 and other federal securities laws. These forward-looking 
statements concern our operations, economic performance, financial 
condition, goals, beliefs, future growth strategies, investment objectives, 
plans and current expectations. The forward-looking statements are subject 
to various known and unknown risks, uncertainties and other factors. When 
we use words such as “believes,” “expects,” “anticipates,” “estimates” or 
similar expressions, we are making forward-looking statements.

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

 •  the cost to comply with current and future legislation or regulation 
relating to privacy issues;

 •  the impact of litigation that may arise in connection with incidents of 
inadvertent disclosures of customers’ confidential information;

 •  changes in the price for our services relative to the cost of providing  
such services;

 •  changes in customer preferences and demand for our services;

 •  in the various digital businesses in which we are engaged, the cost of 
capital and technical requirements, demand for our services, markets for 
our services, or competition for customers;

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

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

 •  business partners upon whom we depend for technical assistance or 
management and acquisition expertise outside the U.S.;

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

 •  claims that our technology violates the intellectual property rights of a 
third party; and

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

You should not rely upon forward-looking statements except as statements 
of our present intentions and of our present expectations, which may 
or may not occur. You should read these cautionary statements as being 
applicable to all forward-looking statements wherever they appear. Except 
as required by law, we undertake no obligation to release publicly the 
result of any revision to these forward-looking statements that may 
be made to reflect events or circumstances after the date hereof or to 
reflect the occurrence of unanticipated events. Readers are also urged to 
carefully review and consider the various disclosures we have made in this 
document, as well as our other periodic reports filed with the Securities and 
Exchange Commission.
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The Bank of New York
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480 Washington Boulevard
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 Services
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Corporate Headquarters
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Investor Relations
Stephen P. Golden
Vice President, Investor Relations
Iron Mountain Incorporated
745 Atlantic Avenue
Boston, MA  02111
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www.ironmountain.com

Annual Meeting Date
Iron Mountain Incorporated will 
conduct its annual meeting of 
 shareholders on Thursday, June 5, 
2008, 10:00 A.M. at the offices of 
Sullivan & Worcester LLP
One Post Office Square  
Boston, MA  02109

Independent Registered Public 
Accounting Firm
Deloitte & Touche LLP
200 Berkeley Street
Boston, MA  02116

Counsel
Sullivan & Worcester LLP
One Post Office Square
Boston, MA  02109

Dividends
The only dividend we have paid on 
our common stock during the last 
two years was the stock dividend 
paid in connection with the stock 
split on December 29, 2006. 

Our Board currently intends to 
retain future earnings, if any, for 
the development of our business 
and does not anticipate paying 
cash dividends on our common 
stock in the foreseeable future. 
Any determinations by our Board 
to pay cash dividends on our 
common stock in the future will be 
based primarily upon our financial 
condition, results of operations 
and business requirements. Our 
credit facility contains provisions 
permitting the payment of cash 
dividends and stock repurchases 
subject to certain limitations. 

Other Information
We have included as Exhibit 31 
to our Annual Report on Form 
10-K for fiscal year 2007 filed 
with the Securities and Exchange 
Commission certificates of our 
Chief Executive Officer and Chief 
Financial Officer certifying the 
quality of our public disclosure, and 
we have submitted to the New 
York Stock Exchange a certificate 
of our Chief Executive Officer certi-
fying that he is not aware of any 
violation by the Company of New 
York Stock Exchange corporate 
governance listing standards.
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Africa
Algeria
Angola
Cameroon
Chad
Congo
Egypt
Equatorial Guinea
Gabon
Nigeria
South Africa

Asia  
Azerbaijan
China
Cyprus
Hong Kong-SAR
India
Indonesia
Israel
Japan
 

South Korea
Kuwait
Malaysia
Oman
Pakistan
Philippines
Qatar
Saudi Arabia
Singapore
Taiwan
Thailand
Turkey
United Arab Emirates
Viet Nam
Yemen

Europe  
Austria
Belgium
Croatia
Czech Republic
Denmark

Estonia
Finland
France
Germany
Greece
Hungary
Republic of Ireland
Italy
Lithuania
Luxembourg
Montenegro
The Netherlands
Norway
Poland
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Romania
Russia
Slovakia
Slovenia
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Sweden
 

Switzerland
United Kingdom

North America
Canada
Costa Rica
Dominican Republic
Mexico
United States
Virgin Islands (US)

Oceania
Australia
New Zealand

South America
Argentina
Brazil
Chile
Ecuador
Venezuela
Columbia

Asia Pacific 
Australia
China  
Hong Kong-SAR  
India  
Indonesia  
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New Zealand 
Singapore  
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Taiwan 
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Czech Republic 
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France 
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Italy 
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Poland 
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Turkey  
Republic of Ireland 
Romania 
Russia  
Slovak Republic 
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Latin America 
Argentina  
Brazil 
Chile 
Mexico 
Peru

North America
Canada  
United States
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