Good morning and welcome to the Harris Stratex
Networks presentation. Sally and I would also
like to thank Needham & Co
Co. for inviting us to
their Growth Stock Conference to kick off the
New Year.

Harris Stratex Networks Proprietary and Confidential

1

As a preliminary matter, I would like to refer you to the
Safe Harbor language and the accompanying risk factors
that appear in our filings with the SEC. We may make
forward looking statements during the course of our
presentation. Forward-looking statements involve
assumptions, risks and uncertainties that could cause
actual results to differ materially from those statements.
For more information and a discussion of such factors,
please see our filings made with the SEC.
In addition, in this presentation, we will discuss non-GAAP
financial measures. A reconciliation to the comparable
GAAP measures is available on the investor relations
section of our website, which is www.HarrisStratex.com.
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First, I’d like to address what makes us different as a wireless
transmission company, and why we believe investors should
take a closer look at Harris Stratex Networks. I believe it comes
d
down
tto 3 basic
b i and
d very iimportant
t t elements:
l
t
• We have the Scale to compete,
• The Scope to win, and
• The Innovation to lead the market.
In addition to the vital factors of Scale, Scope and Innovation, we
have targeted leadership in high-growth, high-value markets that
are a critical area of focus for us.
us We are profitable and growing
and have a strong global customer base. And, as we reported
on Nov. 1, we are on track to capture the $35 million in cost
synergies that we predicted we would capture in fiscal 2008.
Sally will comment more on that topic later
later.
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When we formed the company back in January of 2007, we indicated
that one of the rationales for this merger
g between Stratex Networks and
the Microwave Communications Division of Harris was to create scale.
We feel that to compete in the market, scale is critical. It is one of the
driving principles upon which we based the decision for this merger. We
believe we’ll demonstrate that we were right about that, and that we are
leveraging the scale we have created.
When we talk about the scale to compete, we are talking about
customers in more than 135 countries – a very strong global reach for
our business. These customers extend from wireless operators to
government agencies to enterprise networks.
In addition, we have a highly developed supply chain to service these
customers and we have a strong global sales and services business that
was created to further support this scale. (Pause)
p to win. This reallyy addresses the breadth of
Harris Stratex has the scope
our products and solutions that we bring to the market. We offer end-toend wireless transmission capabilities, transport, access and carriergrade Ethernet systems and software, network management solutions
and turnkey professional services. (Pause)
We have
W
h
the
h innovation
i
i to lead,
l d and
d we maintain
i i that
h iinnovation
i b
by
spending approximately 7% of sales on R&D. We believe this is critical
to lead the market. The investment we make creates new solutions that
our customers need and that drive our top line. Harris Stratex Networks Proprietary and Confidential
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Now I’d like to talk about the market.
Global wireless momentum is everywhere. There is more demand, even
for Greenfield networks, and there is a growing demand for greater
bandwidth especially in backhaul networks
networks. Even the economics are
compelling as the capital cost of mobile coverage is one-tenth that of a
fixed connection.
Mobile is really providing most of our growth today and it has strong
growth
th on its
it own with
ith 2G,
2G 2 ½ G and
d 3G networks.
t
k We
W see that
th t growth
th
continuing for another 3-5 years. Further we see a number of other
growth factors that we think will be important for our business going
forward. One example is the transition to IP infrastructure from the
current TDM technologies
g
that are used today.
y
The first IP base stations were being deployed in 2007. We expect
there will be a transition from TDM to all-IP networks, and we are
currently at the bottom of the growth curve. The reason driving this
growth is that IP networks are more efficient than TDM on several levels
levels.
For instance, IP networks can move more traffic, and at lower cost.
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WiMAX is another growth opportunity. These networks are
finally being deployed and the global market is expected to
grow 10-fold, reaching roughly $5.6 billion by 2010.
Again this is a new market that is at the bottom of the
Again,
growth curve. If WiMAX is able to achieve its promise in
the market, it could be the next 4G network technology.
Harris Stratex is participating in this growth and we are
currently deploying more than 20 WiMAX backhaul
networks worldwide.
One such deployment is with TDF, a French converged
service
i provider.
id H
Here, we will
ill provide
id an E
Eclipse
li
wireless
i l
transport platform that will provide high-speed, Gig E
connections to TDF’s WiMAX network. One of the
reasons for our selection was our ability to provide
scaleable bandwidth
band idth from 10 to over
o er 600 Mbit/s in a single
radio channel.
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Machine-to-machine communication is another application that
probably hasn’t been talked about too much. Today everything
we do is really person-to-person. In the future we think there
will be increased connectivity required with wireless solutions to
provide machine-to-machine connectivity.
You’re probably wondering what some of these applications
could be.
They could be video cameras for security applications with
computers to enable real-time identification of individuals, or to
study traffic patterns. Usage could also extend to applications
for fire protection where standard video-plus-infrared cameras
could be used to monitor forests for smoke or fire activity. We
expect this could be accomplished more reliably than a forest
ranger at the top of a tower with binoculars.
In short,, we see additional areas for deployment
p y
of this
application in industrial areas, homeland security and both
government and private agencies.
Now I’d like to turn the presentation over to Sally to discuss our
scale to compete
compete, our market share and to provide a financial
overview of the company.
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Thank you Guy and good morning everyone.
As Guy mentioned, there are 3 main highlights that we want
you to take away from our presentation this morning – we have
the scope to compete, the scale to win and the innovation to
lead.
I’d like to spend a few moments here to discuss our scale and
how this merger has enabled us to expand that scale. Then I’ll
discuss the financial performance of the company through Q1
2008, which ended September 30. Guy will return to discuss
our products and the innovation trends that we see.
The market estimates that you see on Slide 8 are our
estimates, and we believe that we have the #1 market position
in North America. It is a p
position that we have enjoyed
j y for
some time. At 15% we believe that we also have a meaningful
market position globally. Similar to Harris Stratex, there has
been consolidation within the infrastructure suppliers across our
market as well with Alcatel-Lucent, Nokia-Siemens and EltecNera merging.
merging Through all these changes,
changes we believe we have
been able to retain a meaningful share of our market.
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We have 2 geographical market segments – North America
and International. In North America, the market can be
divided between sales that we make to mobile operators and
sales that we make to private operators. In general over
time, the split between these 2 types of customers will be
about equal, a 50/50 split. In recent quarters, we have seen
an up-tick in our mobile business as mobile customers see
demand for increased bandwidth, and are expanding their
footprint. We continue to see spending for 2 GHz microwave
relocation for advanced wireless services. The AWS auction
could have a potential opportunity of $100 to $150 million
overallll in
i North
N th A
America.
i
We also see strength in our private operators. In October we
announced a contract for a multi-phase communications
system with the Municipality of Anchorage. This is for a wide
area network to improve interoperability and communication
between their police, fire and emergency services. In
November, we announced a contract with the Columbia
River Inter-Tribal Fish Commission for our Constellation
radios. This deployment will enhance Oregon’s statewide
communications
i ti
and
d public
bli safety
f t b
backbone
kb
network.
t
k W
We
also see the availability of homeland security funding
enabling growth in private networks.
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In International, we provide a wide range of products,
services and turnkey solutions to many customers most of
whom are mobile telecom operators. Growth areas for us
internationally include Africa, the Middle East and Russia.
Opportunities are being driven by infrastructure build-outs,
growth in IP networks & services, and 3G licenses being
awarded in Russia. We are expanding our reach around the
globe.
globe
We recently issued announcements highlighting the
selection of Harris Stratex by 2 service providers in Europe.
Austrian mobile operator, One, selected our unique Eclipse
nodal configuration radios for an upgrade to their networks
as they move into 3G services. Sonaecom, a leading
communication service provider in Portugal, also selected
Eclipse for a network upgrade. This deployment will include
a range of professional services, including network design,
site surveys, installation, commissioning and training.
We continue to expand our offices in key areas to provide
better customer support. We recently announced an
expansion
p
of our office in Bucharest,, Romania where we
will provide increased service capabilities for southeast
Europe for network design, implementation, site acquisition
and other professional services in that region of Europe.
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Our revenue by region is something we track across
our market segments on a rolling 12-month basis. As
we update this chart quarter-by-quarter, we are seeing
our revenue by region continue to increase
increase. In the last
12 months ending in September, our revenue reached
$665 million. This compares with $653 million when
we ended the June quarter. We see growth in just
g
around the g
globe for Harris
about everyy region
Stratex.
You can see in slide 11 that we have strong revenue in
North America – where we have the #1 position – and
we also have strong revenue in Africa, across Europe,
the Middle East and Russia and are expanding our
business in Latin America and Asia Pacific. We
particularly see opportunities in Asia Pacific and
believe growth will be significant for us as we move
through fiscal 2008.
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Our Pro Forma operating performance on slide 12 captures our financial progress. Year over year, our
revenue has increased 7 % when you look at Q1 fiscal 2008 results vs. the prior year. In Q1 we had
our third consecutive quarter of increased orders and a positive book-to-bill
book to bill.
I’d like to point out that Q1 is not traditionally one of our stronger quarters. Our business is not ratable
and the business is subject to seasonal impacts. Q4 is typically a strong quarter for us and Q1 tends
not to be as strong. However from a revenue perspective, Q1 was very close to Q4. As a point of
interest, our strongest quarter is Q4, followed by Q2 and then Q1. Our third fiscal quarter is typically
our softest quarter.
Gross margin for Q1 declined both on a sequential and Y/Y basis and deserves some comment.
Overall gross margins were impacted in the first quarter by the mix between international shipments of
Eclipse high-capacity products, which command a higher margin, and low-capacity products. On
average the mix between these products will be 60% high capacity and 40% low capacity. In Q1
demand was driven by new mobile system wins that had a higher concentration of lower-capacity
products. This mix does not represent our traditional mix of these products.
As we discussed on our November earnings call and other conference webcasts, over the past year or
so, we have seen the mix between high-capacity and low-capacity products typically be 60% high
capacity and 40% low capacity. As a function of the timing of some of the awards in Q1, the mix was
closer to 50% high-cap and 50% low-cap, and this 10-point shift in mix had an unfavorable impact on
our margins
i off roughly
hl 2 percentage
t
points.
i t W
We d
do nott see thi
this as a llong-term
t
trend.
t d Further,
F th the
th new
wins should provide us with opportunities to upgrade for higher capacity as these operators continue
the build-out their networks.
I’d like to point out that, although our gross margins were impacted by product mix, our operating
expenses declined in Q1 vs. Q4 of Fiscal 2007.
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Let’s turn now to slide 13, which provides highlights of our
Balance Sheet.
Our Cash and short-term investments, ending in September,
was a little over $79 million and we have very little debt – under
$17 million. We did invest in Q1 – roughly $4 million – to
improve our IT infrastructure. This is part of our effort to
improve our visibility in our newly merged business, and to bring
disparate IT systems together. We believe it is a wise, and
necessary, decision to invest in our enterprise-wide systems.
We do have several opportunities for improvement in our
balance sheet, specifically in the working capital area. We have
initiatives in place both to lower our DSO to 100 days from 107
days within the next 3-6
3 6 months and also to increase our turns in
inventory to closer to 4 turns from the 2 ½ turns that we show in
Q1.
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As Guy mentioned earlier, one of the key drivers of the
merger was the ability to achieve significant cost
synergies We have planned to achieve $35 million in
synergies.
cost synergies by the end of fiscal 2008. On this slide
we have provided 5 major categories where we expect
to capture these synergies. Supply chain savings will
help us on our gross margin line
line. The other categories
are generally operating expense synergies.
Previously we said that we achieved some of these
t
targeted
t d synergies
i as we exited
it d fiscal
fi
l 2007
2007. A
As we
exited Q1 in September, we announced that we
continue on track. I want to point out that the synergies
are back-end loaded in terms of their leverage for our
earnings potential
potential. Most of the earnings resulting from
these synergies are expected to be realized in the
second half of fiscal 2008.
Now I’d like to turn the presentation back to Guy who
will discuss our Scope and Innovation.
Harris Stratex Networks Proprietary and Confidential
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Thanks Sally. Now let’s talk about our Scope to Win, which is all about
the breadth of our product and services offerings
offerings, and also the
freshness of those products.
Harris Stratex has an expansive product offering that ranges from
network management, to access products, to trunking products. In
addition we are proud that none of the major components is more than
addition,
3 years old. So while we have a broad offering, it is also very fresh. It’s
not just about the current innovation but is also about keeping what
we’ve sold to our customers advancing with additional capabilities and
functionality that they can use in their networks. We continue to spend
a good portion of our R&D effort to keep the current product portfolio
fresh.
Our services suite is especially strong. We think that among
i d
independents,
d
iit iis the
h b
broadest
d
iin terms off capabilities
bili i we offer
ff and
d also
l
in terms of geographies that we serve. We believe we are very well
positioned to serve our global customer base with our services portfolio.
Our products are positioned in the fastest growth and highest value
areas of the market, which we believe is key to our continued success.
We provide leading-edge products and want to offer them to customers
who, in turn, will provide the greatest value to our company and
Harris Stratex Networks Proprietary and Confidential
ultimately to our stockholders.
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As you
you’llll see on slide 16,
16 we’ve
we ve provided a look at
our complete solutions to demonstrate that we
have solutions across all frequency bands, can
deliver a range of payloads, and can address each
segmentt off the
th market.
k t This
Thi includes
i l d access and
d
backhaul used in mobile and wireless networks,
transport and trunking networks and also the
license exempt radio market. We also
complement all these solutions with third party
solutions. These are obtained from our partners
to make the solutions even more valuable as we
g
their p
parts into our capabilities
p
to offer a
integrate
complete advanced solution.
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The next slide provides a pictorial view of what we believe
separates us from our competition. A competitor will
typically have solutions in some of these areas whether it’s
for last mile, traffic aggregation, a network core, a metro
ring or backbone. They have solutions in one or two of
these areas. They may even have solutions for turnkey
services or Ethernet capabilities or SDH.
What they don’t have is a complete solution for the needs
of any given operator. We do.
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Where we differentiate ourselves, is that we can work with our
customers to provide any network requirement. We can provide any of
the capabilities on the vertical axis with a complement of complete
services and a very strong, top level network management capability.
This network management capability is not the typical element manager
capability that a lot of the independents have in our space. This is a top
level network management capability.
As testimonial, we recently announced that a service provider in the
United Arab Emirates has purchased a service assurance system for its
network based on our NetBoss product suite. NetBoss will provide a
comprehensive solution for this customer’s quad-play network, which
offers voice, data and video services over a converged fixed and mobile
network.
We also announced the selection of NetBoss by Bahrain-based Batelco,
a leading regional telecom provider. We’ll deploy an advanced NetBoss
Service Assurance Solution for Batelco
Batelco’s
s transport and next generation
networks.
As I said before we have a complete suite of services from network
design and consulting to building sites and managing the services on
the network and doing
gg
global install and repair.
p
As yyou can see we have
a very broad portfolio. Taken as a whole, we believe it is this complete
offering that provides us the competitive advantage in the marketplace.
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Now let’s talk about our innovation to lead. We believe our
currentt patent
t t portfolio
tf li – both
b th patents
t t granted
t d and
d patents
t t
pending from both the U.S. and International perspective – is the
strongest patent portfolio out there among independents. We
are continuing to add to the portfolio. Innovation is key to our
future success and we understand that
that. Our engineering
organization is always looking at how they can advance the
state-of-the-art to improve our competitive advantage and
deliver increased customer satisfaction.
One of the proof points of how we are able to maintain our lead
in innovation is a look at Industry-Firsts that the company has
achieved. This is a short list – a very short list – of capabilities
th t th
that
the company has
h iintroduced
t d
d over a hi
history
t
off more th
than 50
years in this particular segment of the overall market. There are
a number of areas where we brought solutions first to the market
and we’ll continue to do that.
Before moving on, let me discuss IP wireless which is a very fast
growing area.
Harris Stratex Networks Proprietary and Confidential
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We are very proud of our leadership in the Ethernet wireless
transport area. In September we received certification from
the Metro Ethernet Forum, for MEF 9 and MEF 14, which was
awarded via an independent testing firm. This achievement
is significant because we are the first radio vendor to achieve
certification on both specifications that enables us to support
Certified Layer 2 Carrier Ethernet for Eclipse. Layer 2
functionality is essential to provide the quality of service to
support true Carrier Ethernet transport. Examples include
traffic segregation, privatization and monitoring, and link
aggregation.
ti
We believe this milestone validates our leadership position
g hard in this area to develop
p other
and we are working
technologies that we anticipate will advance our lead. One
such area is the patent-pending Resilient Wireless Packet
Ring technology. The value of this intelligence inside the
radio is in its ability to remove or reduce the cost of external
Ethernet switches. That technology enables us to provide
security and a quality of service that operators need in their
networks.
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The next slide highlights some of the targets we have set
for innovation.
It is our objective to extend our leadership in Ethernet
transmission across all applications, to expand our
software content, and to expand functionality in areas such
as intelligent
i t lli
t processing
i architecture,
hit t
network
t
k optimization
ti i ti
and node processing. They are key areas for us and our
customers. At the same time, we will continue to drive low
cost solutions as we move to a leadership position as a
low-cost provider in the market. And here again, we’ll
leverage our R&D strength to help our position in the
market.
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The next slide is veryy busy,
y, yet
y it captures
p
the range
g of
product offerings that we have introduced and will
continue to introduce. Let me point out several key
elements of this slide that are important take-aways. First
of all, note Wireless Networks Evolution at the top. You’ll
see what has happened to that over time, as well as
where we are and where are we going. We’ve had a
number of key technologies that we’ve introduced such as
Gig E and Aggregation, nodal Ethernet transport &
access, and Ethernet fabric.
f
We believe we are going to take the lead in this market in
p and continue to p
perform with our next
Ethernet transport
generation network node Unity product that we have
under development today.
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As we went through our presentation today, I hope we
were able to convey our enthusiasm for the wireless
market and its growth prospects. Even more important,
we hope we conveyed the competitive advantages that
Harris Stratex possesses in Scale, Scope and Innovation.
As the leading independent supplier of turnkey wireless
transmission solutions, we believe we are uniquely
positioned and qualified to lead the expanding wireless
market.
Thank you and we look forward to seeing many of you in
our Break-Out Session.
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