
A WIDE-OPEN, 
WIRELESS 
WORLD

Alex Gamota and American Tower are playing a greater 
role in their clients’ growth and in a constantly evolving 
wireless-communications market
by Chris Gigley
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AAmerican Tower owns, operates, and devel-
ops wireless communications towers around 
the world. With more than 143,000 sites in 13 coun-
tries, it is the second-largest real estate investment 
trust in the United States. 

Alex Gamota, the company’s vice president of real 
estate, understands that the future of the wireless 
technology business is evolving—both literally and 
figuratively—as fast as the data that flows through 
American Tower’s infrastructure. He takes a consul-
tative approach with the property owners and wire-
less carriers he works with, collaborating on solutions 
that will be impactful now and in the future.

“That’s one of our value adds,” Gamota says. “We 
come to a situation and try to be very creative and 
think about all the realms of possibilities. This can 
range from the necessary infrastructure for stand-
alone medium- to large-sized venues all the way to 
Smart City-enabled districts. We are about long-term, 
mutually beneficial relationships for all parties in-
volved. American Tower helps enterprises, building 
owners, and service providers eliminate and/or avoid 
deploying disparate networks. This saves money on 
deployments and operations.” 

One such relationship is with the International 
Speedway Corporation (ISC), the owner of 12 motor-
sports entertainment facilities that host NASCAR 
events, including Daytona International Speedway. 
In 2013, American Tower built a distributed anten-
na system (DAS) network solution over the wireless 
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infrastructure for the speedway to accommodate 
communication and data activity across the ap-
proximately 500-acre complex.

“They host hundreds of thousands of fans 
during race weekends and needed a partner who 
could help build an infrastructure that could be 
used by all the wireless carriers,” Gamota says. 
“They looked for a partner who had experience 
working with the carriers. As American Tower is 
a neutral-host wireless infrastructure company, 
we were an ideal partner for them.”

The company’s venue-solutions model estab-
lishes long-term relationships with property own-
ers and markets their properties in a way that 
makes them attractive for wireless carriers and 
other service providers, leading customers to of-
fer applications to be on the property. American 
Tower designs, builds, funds, and operates the 
network and markets it to all potential custom-
ers as equal access to the infrastructure. Once 
ISC secured a partnership with American Tower, 
the race was on to build the DAS solution before 
Daytona’s signature event, the Daytona 500. 

“We got the job done,” Gamota says. “In just 

75 days, American Tower deployed more than $5 
million in infrastructure with 160 nodes.” 

The project reminded him of a course he took 
at the University of Michigan, where he earned 
a BS in economics and natural resources in the 
early 1990s. As part of the course, he and his 
classmates visited and studied the wastewater 
treatment plant in Ann Arbor. 

“Ann Arbor had about 110,000 residents and 
Michigan Stadium could hold over 100,000 peo-
ple,” he recalls. “They had to design the waste-
water treatment facility with that capacity in 
mind. In Daytona, we had a similar challenge—
designing a network that could handle peak 
capacity. On race weekends, [racetrack arenas] 
regularly break data-traffic records in the US. 
It’s all about taking photos and video and up-
loading them to social media, calling and tex-
ting friends about where you are, and the latest 
race news—the ultimate fan experience. Our 
design was created keeping this top-of-mind, 
as ISC wanted something that added value to 
the fan’s already best-in-class experience. We 
delivered.”
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IN THE 
NETWORK
 WITH GUEST EDITOR TOM RUSCITTI

Q&A WITH 
ALEX 
GAMOTA

TR: Given the ever-increasing data 
demands on wireless networks, 
and carriers’ demands for net-
work densification in urban areas, 
how have companies like yours 
revised their project delivery 
processes to accommodate ev-
er-growing program complexity?
AG: ATC continuously works with 
its strategic partners, including 
property owners, developers, A&E 
firms, wireless providers, OEMs, 
and vendors to keep up-to-date 
with market trends and modify our 
product offerings and processes 
as necessary. A good example is 
ATC’s Intelligent Core Network (iCN) 
offering that enables multiple uses 
beyond simply cellular, including 
building operations, triple play, 
and many Smart City applications. 
Wireless is no longer just “nice to 
have,” and ATC, collaborating with 
its partners, is able to deliver a 
cost-effective, long-term solu-
tion that generates savings and 
revenues associated with the ever 
expanding universe of business 
applications.
 
TR: What are the greatest project 
delivery risks for tower deploy-
ment venue-based solutions and 
operations in the United States, as 
well as the rest of the world?
AG: Whether in the US, or one of 
the other 12 countries ATC oper-
ates, our greatest delivery risk is 
keeping to the construction sched-
ule when tied to a specific date or 
event. For example, Black Friday, 
the Daytona 500, or the opening 
of a new venue. These are dates 

which have to be met. ATC prides 
itself on meeting such obligations.
 
TR: If funding and timing weren’t 
an issue, what primary initiative 
would you implement to enhance 
your project delivery function? 

AG: Ideally, we could spend more 
time during the venue design 
phase with property developers 
and owners to consider the full 
range of business and operational 
applications which can utilize our 
iCN. The more this core infrastruc-
ture gets utilized, the more a venue 
is enabled to support the fullest 
range of applications—both the 
applications envisioned today, and 
those envisioned for tomorrow. The 
earlier we are involved, the more 
integrated our infrastructure can 
be in the construction of the venue, 
which reduces both the cost and 
the timeline for construction.
 
TR: And if funding and timing were 
an issue?
AG: In reality, the best we can do 
is forecast out five to 10 years and 
plan for that. ATC’s iCN is designed 
with this in mind. It is quite possible 
that during this time, we could also 
see the emergence of new wireless 
service providers who will chal-
lenge today’s providers or property 
owner/enterprise applications 
which will dramatically impact 
operations in a positive way. By 
having an iCN in place, the venue 
will be ready for almost all future 
wireless requirements.
 

TR: What’s the most important 
project management tool that you 
have at your disposal today?
AG: ATC’s ON AIR Access tool. 
Speed to “On-Air” is often the most 
important factor to our customers’ 
success. This private-networked 
web portal allows our customers 
to find sites (towers, rooftops, and 
DAS), apply to collocate on the 
sites, and then track the associ-
ated project via a secure, easy-
to-use dashboard. ON AIR Access 
simplifies routine tasks for both 
ATC’s employees and the customer, 
leaving both employee and cus-
tomer time to address other more 
complex tasks.
  
TR: From what other industries, 
if any, do you gain program man-
agement best practices and/or 
process improvement ideas?
AG: ATC doesn’t stand still when it 
comes to deploying best practices, 
whether it’s how we design our 
solutions or how we work with our 
property owner partners, vendors, 
and wireless provider customers. 
ATC has a culture of innovation 
that permeates throughout our 
product life cycle. Industries that 
we follow and share best practices 
with include property management, 
traditional infrastructure construc-
tion, fiber and electrical provision-
ing, and associated supply-chain 
management.
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American Tower 
Projects at a 
Glance
DAYTONA INTERNATIONAL 
SPEEDWAY
Construction timeline: 75 days
Size of service area: 480 acres
Project cost: $5 million+

ONE DAYTONA
Construction timeline: TBD (Under 
construction at press time)
Size of service area: 75 acres
Project cost: $2 million+

HARD ROCK HOTEL & CASINO
Construction timeline: 60 days
Size of service area: 800,000 
square feet
Project cost: ~$5 millionOnce the project was complete, it led to 

another with ISC called One Daytona, a 
premium mixed-use and entertainment 
destination slated to open in 2017 across 
from Daytona International Speedway. 
One of the project demands on American 
Tower will be helping to enable property 
owner and customer applications beyond 
traditional carrier DAS.

“One of the things we’ve seen in the 
marketplace is that wireless means different 
things to different people,” Gamota 
explains. “It’s not just a cell phone. It could 
be streaming video, beacon technology, Wi-
Fi, or public safety with security cameras 
or building automation, and ISC wants 
American Tower to focus on all of it. We 
need to think about an infrastructure that 
supports all mobile applications, whether 
it’s cellular or non-cellular. Today, we 
are looking to use our infrastructures to 
support all types of service providers.”

One Daytona will feature American Tow-
er’s new infrastructure solution, Intelligent 
Core Network, which is engineered to be as 
agnostic as possible to accommodate many 
different business and operational uses. The 
more One Daytona tenants can use the net-

“We are about long-term,  
mutually beneficial 
relationships for all 
parties involved.”
Alex Gamota, VP of Real Estate

work, the greater the opportunity for ISC to 
generate direct and indirect revenue via its 
visitor applications and improve the overall 
experience at the center. 

This kind of eff iciency has helped 
American Tower maintain long working 
relationships with clients such as Simon, the 
largest US mall owner with more than 200 
properties. “Our relationship with Simon 
serves as a shining example of American 
Tower’s capacity for service and its ability 
to evolve with wireless technology,” he says. 

“When we talk to property owners, 
wireless carriers, other service providers, 
or our preferred vendors, we’re constantly 
thinking of ways to make what we do as 
cost effective as possible,” Gamota says. 
“At the same time, we’re looking to enable 
future business operations. Our role is to 
come up with solutions that enable more 
properties to have infrastructure capable 
of supporting all kinds of wireless and 
communication activities, including Smart 
City applications.” 

As of right now, no one knows what the 
full range of these possibilities will entail. 
Nevertheless, American Tower clients will 
be enabled to handle them. 


