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Introduction

MetroPCS Communications Inc. is a quintessentially American success story—a tale of
vision, innovation, and transformation in one of the world’s most dynamic industries.
Founded in 1994 as General Wireless, Inc., the company identified a pressing need:
affordable, accessible wireless service for all, regardless of income or credit history.
Years before “no-contract” plans became industry standard, MetroPCS staked its claim
by offering flat-rate and unlimited wireless communication, effectively democratizing
mobile access for millions.

The journey of MetroPCS is marked by strategic maneuvering amid larger competitors,
technological advances, and rapidly changing consumer behaviors. Early on, its
leadership harnessed a powerful market insight: urban centers, rich in diversity yet
underserved by major carriers, held vast untapped opportunity. By focusing on these
densely populated regions, MetroPCS achieved operational efficiency and quickly
became synonymous with flexible, customer-friendly policies. Notably, the company
shunned traditional multi-year service contracts, instead favoring simple, transparent
pricing structures that brought mobile connectivity to those previously excluded from
the wireless revolution.

MetroPCS'’s rise from a regional operator to a national contender was powered not just
by business acumen but by a willingness to embrace technological change. From
introducing unlimited data ahead of its time, to delivering the world’s first dual-mode
CDMA/4G LTE Android handset, the company cultivated a reputation as a no-nonsense
innovator within the prepaid market. The 2007 IPO was both a financial and symbolic
milestone, signaling MetroPCS’s readiness to challenge the status quo and expand well
beyond its initial footprint.

Yet, like many disruptors, MetroPCS faced its share of headwinds—network
constraints, regulatory hurdles, and stiffer competition, to name a few. The company’s
strategic responses culminated in its pivotal merger with T-Mobile USA, an event that
redefined the American telecommunications landscape. The combination brought
together complementary spectrums, robust customer bases, and a shared
commitment to value. The successful integration of MetroPCS into T-Mobile’s network
served not only as an industry case study but also as a springboard for further growth.

Today, the legacy of MetroPCS endures through Metro by T-Mobile—a brand that
continues to prioritize affordability, flexibility, and inclusion. Its evolution mirrors
broader trends in telecommunications and American business at large, illustrating the
resilience and adaptability necessary to thrive in a competitive, ever-evolving market.
From its humble beginnings to its status as a key subdivision of a national wireless
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giant, MetroPCS’s story is one of ambition, ingenuity, and enduring impact.

This book retraces that story in detail, from founding days through expansion,
technological innovation, the era-defining merger, and into the present and future.
Along the way, it explores the individuals, strategies, and market dynamics that have
shaped MetroPCS’s journey, offering lessons and insights for anyone interested in the
intersection of business, technology, and American enterprise.
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CHAPTER ONE: The Genesis of General Wireless:
Founders and Vision

Every significant enterprise begins with an idea, often sparked by a glaring unmet
need or a bold vision for disruption. For MetroPCS Communications Inc., that genesis
arrived in 1994, not under the familiar MetroPCS banner, but as General Wireless, Inc.
This seemingly unassuming start belied the revolutionary intent of its founders, Roger
Linquist and Malcolm Lorang. Their aim was clear: to democratize wireless
communication, making it accessible and affordable for a broad spectrum of the
American population.

In the early 1990s, the wireless industry was a vastly different landscape than the one
we know today. Mobile phones were still something of a luxury, often tied to
restrictive, long-term contracts and complex, variable pricing structures that left
consumers guessing about their monthly bills. Credit checks were a common barrier,
effectively shutting out a significant portion of the population from mobile
connectivity. Linquist and Lorang, however, saw beyond these limitations. They
recognized the immense potential in a simpler, more transparent model: flat-rate,
unlimited wireless service without the shackles of contracts or credit requirements. It
was a concept that, at the time, was truly revolutionary.

Roger Linquist brought to the table a wealth of experience in the telecommunications
sector. He had a keen understanding of network infrastructure and the operational
intricacies of running a wireless business. His strategic mind was crucial in laying the
groundwork for General Wireless, focusing on the technical and logistical challenges of
building a new kind of wireless carrier from the ground up.

Malcolm Lorang, on the other hand, was a technological visionary with a deep
understanding of wireless systems. He had previously served as Vice President-
Engineering at WebLink Wireless, Inc. from 1989 to 1994, giving him hands-on
experience in the mobile communications field. Lorang’s expertise was instrumental in
developing the innovative technical framework that would allow General Wireless to
offer its unique service model. Together, Linquist and Lorang formed a formidable
partnership, combining business acumen with engineering prowess to transform their
bold idea into a tangible business.

The decision to name the company General Wireless, Inc. was perhaps a nod to the
broader ambition of its founders - to provide wireless services to the "general"
population, not just the select few who could afford the prevailing high costs and
restrictive terms. It also reflected a practical approach, avoiding a flashy name until
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the core concept and service delivery were firmly established. The vision was about
utility and accessibility first, branding would come later.

Their strategy was a direct response to the prevailing market conditions. The Federal
Communications Commission (FCC) had, in the 1980s, taken steps to open up the
wireless industry to greater competition. This regulatory shift created an opportune
moment for nimble, innovative players to enter the market and challenge the
established giants. Linquist and Lorang were poised to capitalize on this opening,
armed with a business model that directly addressed consumer pain points.

The core of their innovation lay in simplicity. While other carriers complicated their
offerings with tiered pricing, per-minute charges, and hidden fees, General Wireless
aimed to be refreshingly straightforward. Imagine a world where your phone bill was
the same every month, regardless of how much you talked. This was the promise
General Wireless sought to deliver - a concept that would resonate deeply with
consumers weary of unpredictable expenses.

The founders’ ability to foresee the demand for such a service, particularly among
segments of the population often overlooked by major carriers, was a testament to
their foresight. They understood that there was a vast, untapped market eager for
reliable and affordable wireless communication. This early recognition of market
segmentation would become a cornerstone of MetroPCS's future success.

General Wireless, Inc. officially came into being in 1994. This marked the initial step
on a long and transformative journey, one that would see the company evolve from a
nascent startup into a significant force in the American telecommunications industry.
The foundation laid by Linquist and Lorang in these early days, built on the principles
of affordability, simplicity, and accessibility, would ultimately define the company’s
character and guide its strategic direction for years to come.
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