Americas Sales teams challenged to 'play offense’
"We've got the right team, the right products, and the right mindset ..." - Frank Dunn

take market share,” he added.

The CEO and members of his
senior leadership team rallied
about 2000 attendees at the
gathering, and were in turn
buoyed by the enthusiasm of the
North America and CALA sales

teams.

"The energy level and the passion and the
commitment of this group are unbelievable," Dunn
said.

Reflecting on the past year, Dunn noted that none of
the so-called outside experts "thought we would
accomplish what we accomplished in 2003. We keep
creating new realities."

He attributed much of Nortel Networks recent
success to building customer relationships, and said
customer satisfaction survey scores improved 8
points in the second half of the year compared to the
first half. "Customers tell us, "You have the best
people in the front lines of anybody in the industry.™

What is the chief executive expecting in 2004?
Quality tops his priority list. "We've come a long
way. We've built a lot of the foundations. We're
building that quality mentality into the products. But
are we where we want to be? Not yet."

He also wants to "move up the food chain" in the
services sector, continue to work on collaboration
across Nortel Networks businesses, and invest in our
people.

DALLAS - "We're going on the offensive in 2004," Nortel Networks CEO Frank
Dunn told sales and sales support delegates Tuesday in the keynote message at
the Americas Sales Conference. "We're going to play offense, and let the
competition react to what we do!"

"We've got the right team, the right products, and the right mindset to go and
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10 things Nortel Networks did in 2003

"Wow! What a difference a year makes!" Dion Joannou told the
Americas Sales Conference plenary session. The CALA Region
president, acting as session moderator, highlighted 10 key
reasons why Nortel Networks is back:

o

We never wavered in our commitment to investing in
R&D.

We continued to globalize the business.

We continued to lead in Voice over IP.

We became recognized as a force in next-generation
Wireless solutions.

We continued to drive for quality, and launched our
Quality Awards of Excellence.

We grew our Services business, which meant increased
revenues and customer value.

We continuously worked to strengthen customer
relationships.

We improved our response time to resolving customer-
reported outages.

We strengthened out supplier relationships, including
consolidating with fewer suppliers.

We worked hard at improving our collaboration
throughout the company.

"| see a lot more optimism inside the company today," Joannou
declared. And he issued a challenge to competitors: "Try and
keep up with Nortel Networks in 2004!"

"One thing you won't see us change is our focus on technology leadership," Dunn emphasized. "We will
win by being great technology leaders, and we will continue to invest heavily in technology."

Roundtable reinforces messages

Sue Spradley, Wireline Networks president, echoed the technology theme in the Executive Leadership
Roundtable which followed Dunn's keynote: "The good news about the wins we've had is that we
showed the market we stayed invested in R&D. Our challenge is to stay there."

Chief Technology Officer Greg Mumford
elaborated on the "go on the offense”
strategy. "We need to define the playing
field - the attributes of the network and
the characteristics of the solutions.



"A year ago when we told customers
their networks need to be in broadband
multi-service, we got a mixed reaction.
Today, to a customer, at least at the
senior level, they are in concurrence.
Now we're hearing today, 'How do we do
it?" They know we have a vision and we
have a plan in terms of product. And they
want to work with us to succeed,”
Mumford said.

Pascal Debon, Wireless Networks Account teams from North America and CALA convened in Dallas to hear

; ; " ; about "Breakthroughs: Business Without Boundaries" at the Americas Sales
president, predicted, "You are going to Conférence.

see more and more wireless data in
2004. It's happening now and it's happening quickly."

Debon said carriers are looking for the type of high spectral efficiency represented by broadband
access technologies such as CDMA EV-DO, GPRS/EDGE, and UMTS.

Debon also directed attention to
the newly formed product team
led by Alan Stoddard to develop
a new-generation converged core
platform for both wireline and
wireless packet traffic.

Enterprise Networks president
Malcolm Collins told the sales
group he feels "more confident
about our portfolio than we have
for years."
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on overall end-to-end quality."

"We've got to take quality to the next level," added Brian McFadden, Optical Networks president.
"We're good at fixing our problems."

McFadden added: "We need to be able to take that understanding and drive it into a quality mindset.
We want the customers to think of Nortel Networks as the place to go for quality."
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ILEC sales span the continent

"We've got the passion, the purpose, the principle, and the prerogative to be Number One in the
industry," Martha Bejar exclaimed. Then the Wireline ILEC Solutions leader backed up her statement
with an impressive litany of contract wins in 2003, including:

SaskTel - the first Voice over IP / MCS (Multimedia Communications Server) win in Canada.
TELUS - adding another CS2K to their network, plus strategic Optical and Enterprise wins.
Qwest - DMS/TDM upgrades make this one of the most modern networks in North America.

SBC - publicly recognized Nortel Networks with a 'Top Supplier' award for our customer service
and sales teams.
e Verizon - all new packet and MCS business exclusively for 18 months.



"Our accomplishments have proven that Nortel Networks has the innovation to lead, the best people in
the industry, and the trust of our ILEC (incumbent local exchange carrier) customers. We set some
high expectations," said Bejar. "We promised our customers that they could absolutely rely on us, and

that we were committed to deliver beyond their expectations.”
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Dodd reflects on cross-category view

"When we look in the rear-view mirror, 2003 was a heckuva year," said Randy Dodd, Sales Leader for
Wireline IXC, MSO and Region Accounts. This wide-ranging team, which covers long distance
(interexchange) carriers, multiple system operators (ie, cable companies), independent and emerging
service providers, achieved a number of milestones in winning strategic Voice Over IP (VoIP),
converged multimedia, and optical opportunities.

Introducing a video which related the cross-category success of the MCI Global Account Team, Dodd
related how they received a major commitment to deploy Succession Call Servers across the U.S. and
throughout Asia, despite the legal and regulatory hurdles caused by MCI's bankruptcy proceedings.
"The team also standardized Passport 15000 and deployed a dozen Shasta networks," plus landed an
OPTera Metro deal.

The Sprint Account Team inked a significant next-generation voice network contract. "This represents
the next step of Sprint's wireline and wireless networks, and maintains Nortel Networks as Sprint's
sole supplier for voice packet solutions," Dodd explained.

He also described the first Succession win in the cable market space, IP products, Optical Manager
Services, and Alteon sales, one of the first VoIP beachheads in Canada, and multiple new wireless

deals with independent customers, among others.
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CALA wins Oscar award

“The CALA Region had some tremendous breakthroughs in 2003," stated Dion Joannou, region
president. "Topping the list in Enterprise has to be the sale of VPS Oscar (Periphonics' Voice Processing
Series - Open Signal Computing and Analysis Resource) "This is believed to be the first speech
recognition solution sold to a financial institution in CALA. "It also set us up for potential future
business within this account,"” Joannou added.

Among other Caribbean and Latin America contracts he referenced for the 2000-strong Americas Sales
Conference plenary session:

e Complete overhaul of the IP infrastructure for the government of one of the larger island
nations.

e A totally converged 100% Nortel Networks voice and data solution for the government of a

smaller island nation.

The first GSM win into America Movil Telgua (SERCOM - Guatemala).

CDMA 1X overlay for Centennial Communications in the Dominican Republic.

Wireless Data Networks in the West-Central and Southern regions of Brazil for Telefonica Brazil.

New next-generation wireless networks for Cable & Wireless Jamaica and CodeTel, a Verizon

company.

e An OPTera Metro sale and maintenance agreement with Telefonica Brazil.
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Verizon $1B deal highlights Wireless year

Hybrid solutions, packet switches, EV-DO, accelerated purchases, UMTS 1900, and a big city GSM
competitor rip were among the highlights of Wireless Networks' year in North America. Peter
MacKinnon, Senior VP, Wireless Service Providers NA, told Americas Sales Conference attendees that
2004 "is about how we can leverage the momentum we started in 2003."

The largest announced deal - a US$1 billion multi-year supply agreement with Verizon Wireless -
"solidifies our strengths with this key customer and features many strategic wins." MacKinnon noted.



These included a new hybrid solution used to win the Myrtle Beach, South Carolina market, the only
new market Verizon awarded in 2003. Also, "we secured the lead position with Verizon on packet core
initiatives," implemented the first packet switch installed in Verizon's network, and launched the first
CDMA EV-DO network in San Diego.

Early in the year, T-Mobile signed a new $300 million supply agreement which was expected to cover
four years. In fact, the funds were spent in little more than seven months. Part of the contract
included ripping a competitor's network in New York City and replacing it with new Nortel Networks
GSM/GPRS/EDGE equipment. MacKinnon lauded the T-Mobile sales team for their "imagination,
determination, and professionalism."

At AT&T Wireless (AWS), the account team not only maintained our position as supplier for 100% of
the GSM/GPRS core network, as well as for AWS affiliates, they won the primary contract for the first

UMTS 1900 network in the U.S.
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Enterprise channels drive success

The Enterprise branch and channel team "really pushed the envelope to drive business, and it worked,"
said Steve Schilling, President of Enterprise Accounts. Introducing nearly 100 Circle of Excellence
award winners, Schilling related that Enterprise Networks tallied more than 100 contract wins last year
with a value greater than $1 million. "That's a remarkable accomplishment in 2003's business
environment.”

He also noted significant progress in reinvigorating major channels. "As a proof point, the BCM
(Business Communication Manager) business doubled in 2003 over 2002 on a units sold basis, which
could not have happened without the full engagement of our major partners.

Schilling told the sales and sales support attendees that 38 new strategic allies joined with Nortel

Networks the past year, "each recruited to fill a particular product and/or geographic gap.”
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