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Forward Looking Statements

This material contains forward-looking statements, but actual results
could differ materially from our current expectations.  To understand the
risks that would cause results to differ, please refer to the risk factors
identified in our latest Annual Report on Form 10-K, Quarterly
Reports on Form 10-Q and Current Reports on Form 8-K, which are
filed with the Securities and Exchange Commission.

This presentation includes financial guidance disclosed during 2008 conference calls, our
June 10, 2008 Analyst Day and other communications.  Such guidance reflects the
company’s expectations as of those dates and this presentation is not intended to confirm
or update those expectations.

This presentation is provided by UTStarcom for informational purposes only. UTStarcom
reserves the right to modify the information herein at any time without notice. Nothing
contained in this presentation shall be deemed to create, modify or supplement any
commitments or warranty made by the company, whether expressed, implied or
statutory, in connection with the products, technology and/or services referenced
herein. 
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Near Term Objective & Recent Achievements

• Near term objective
– Return to growth, profitability and positive cash flow

• Recent strategic achievements
— Divested two non-core businesses
— Focused on infrastructure products and rapidly growing regions
— Closed strategic deals and established channel partners

• Recent financial achievements
— Increased liquidity (repaid $290M in convertible notes, raised $240M via divestitures)
— Decreased quarterly OPEX by 24% in the past two years
— Resolved most historical issues (financial restatements, SEC investigations)
— Improved operational discipline & internal coordination

• Management changes
— Peter Blackmore transitioned to CEO & President
— Hong Lu transitioned to Executive Chairman of the Board
— Strengthened China management team

Presenter
Presentation Notes
If you’ve followed UTSI, or start to do research on UTSI, it’s clear that we have gone through a range of changes in the past year or two.



We have made significant progress to: a) resolve a number of past problems and b) streamline the company to pursue growth and profitability. 



We feel that the management team has executed a number of steps towards making meaningful improvements
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Our Foundations for Success

• IP based infrastructure technology
– IPTV, NGN and Broadband make up the primary product portfolio

• Presence in the world’s fastest growing economies
– Market leader in China and India
– Growing in APAC, Europe and Latin America

• Strong telecom carrier relationships
– Advanced technological capabilities 
– Customer-centric business model

• Financial model to target growth and profitability
– High revenue growth targets in 2009
– Higher gross margins and reduced OPEX levels 2009
– Improved liquidity and monetization of non-core assets

• Management team
– Global Fortune 500 experience

• Blend of Eastern & Western capabilities
– Asian based R&D and operations, local sales team
– U.S. capital markets and governance standards

Presenter
Presentation Notes
Our investment highlights & positioning is:



About UTStarcom:

 What: Internet Protocol infrastructure technology used for telecom networks 

 Where: Those regions with large populations plus fast growing wealth & CAPX spending.  Also these regions tend to have high acceptance of new technologies and less competition already entrenched.

 How:  Our products / services are deployed by large telecom operators in each region. We offer the operators a number of advantages, both technological and economic.  



Our business & financial models are designed for growth, attractive gross margins and declining OPEX trends



The management team is almost entirely new (< 3 years) and now everyone has the global & Fortune 500 experience needed to run a large scale company.



Mix of East & West:

 In Asia we have low cost base operations and local relationships / knowledge.

 In the U.S. we have access to U.S. capital markets and high governance standards
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UTStarcom IPTV Solutions

We are building a world of interactive communication 

• RollingStream™ – End-to-end IPTV Solution
– 956,000 live subscribers as of June 2008
– Over three million subscribers under contract globally
– Deploying more real IPTV than any other company

• mBOSS™ – Billing & Operations Support Solution
– Complete End-to-end Billing Support and OSS Solutions
– Common BSS/OSS for all UTStarcom Products and Solutions

• NetMan™ – Network Management System
– Comprehensive End-to-end NMS Solution
– Common NMS for all UTStarcom Products and Solutions

Presenter
Presentation Notes
Rolling Stream is the only single vendor end-to-end IPTV solution in the industry today!  UTStarcom developed the entire IPTV portfolio consisting of all elements including the Set-top-box, high speed optical  and copper access equipment, streaming and storage servers, EPG, middleware, DRM, head-end encoding equipment, Billing & Operation Support and Network Management. 



The RollingStream architecture was designed to scale from very small to very large deployments.  As the industry shifts to interactive television, subscribers will interact with the media much like they do with the internet, this new interaction will require IPTV infrastructures to support large volumes of two-way or unicast traffic.  RollingStream was developed to scale to support literally millions of subscribers on a single system.  



Today we continue to lead in key markets like China and India with over 956,000 live subscribers and over 3 million subscribers under contract.



UTStarcom deploys common Billing Support and Network Management for all of our solutions – the same BSS and NMS can management our entire equipment and solution portfolio.
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Growth in Infrastructure Markets

• Broadband consists of MSAN, PON and Carrier Ethernet
• Source McKinsey & Company

IPTV

NGN

Broadband*

$16B

$17B

$43B

19%

24%

17%

Projected Cumulative
CAPEX 2008-2012

Projected
Growth

Presenter
Presentation Notes
In our focus geographic regions, the overall growth rate of wealth is very high compared to the U.S. or Western Europe. 



There is also rapid growth expected in our specific product areas.  As each country looks to build out or modernize its telecom infrastructure the CAPX levels are projected to grow.



The areas of IPTV, NGN and Broadband have a combined CAGR of ~ 20% over a four year period.  And UTStarcom should benefit from this, especially in China and India where we already have a great market share position.
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Presence in Rapidly Growing Economies

• China  
– Leading IPTV with 62% market share, building Broadband
– Key relationships with China Netcom, China Telecom

• India
– Broadband leadership with 34% market share
– Awarded five out of six recent IPTV contracts,
– Key customer relationships (MTNL, Reliance, Bharti, BSNL and Tata)

• Japan
– Meaningful customer relationships (Softbank, Willcom)

• Rest of Asia
– Sri Lanka (SLT), Taiwan (Markwell), Philippines (PLDT), Korea (Korea Telecom),

• Europe
– Italy (Tiscali), Channel Islands (Jersey Telecom)

• Latin America
– Brazil (Brazil Telecom), Argentina (Nextel)

Presenter
Presentation Notes
  Current market leadership in both China and India where we have great customer relationships, dominate market share and a recent string of contract wins.



 In Japan we work with Softbank who is also a strategic investor with a 12% ownership in UTSI.



 In other regions we are a newer participant.  But the recent contract wins are encouraging and our products are mostly in the testing or early deployment stages.  So we expect to see meaningful growth in each of these regions in the next few years.
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Strong Carrier Relationships

Carriers trust UTStarcom to solve complex problems and provide
enhanced economic models

• Technology and scale
– NGN Softswitch delivers > 20% of the world’s VoIP traffic
– MSAN services > 27 million subscribers
– NGN and Broadband modernize service provider networks
– Leading IPTV end-to-end solution

• Customized network design
– Flexibility to support unpredictable traffic growth
– Optional features (video calling, digital signage, telemedia)

• Enhanced economic model
– One network, lower integration and management costs
– Lower bandwidth requirements, lower transport costs
– Protecting access investments

Presenter
Presentation Notes


Our products are delivered to the end users by our customers, the major telecom operators in each region.  So it’s critical that we can design and deploy offerings that can satisfy the carriers’ needs – from a technological and economic perspective. 



Our offerings have give these advantages to the operators

  Technology & scale:  Our technology capabilities enable the operators to quickly and easily implement our solutions and enhance their networks.  And we’ve proven our ability to handle large amounts of traffic. Our solutions offer the capabilities and scale to handle an operators’ requirements. 

 Customized design:  Each of our solutions can be (often are) specifically modified to fit the requests of each specific customers requirements (e.g. differences in expected network traffic, adding or subtracting specific features etc).  This requires R&D and engineering expertise.

 Economic model:  Our end-to-end solution and network management abilities offer the operators quicker integration with lower costs.  Lower bandwidth requirements lead to fewer expansions needed.  Our customized options provide additional revenue sources. These factors, and others, help the operators develop an economic model that is appropriate to them.
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Strong Carrier Relationships

Tiscali

Jersey Telecom

Bharti Airtel

SLT

XX

XX

XX

XX

XX

XX

XX

XX

IPTV BB NGN

UTL

MTNL/AKSH 

PLDT

Markwell

XX

XX

XX

XX

XX

XX

XX

XX

XX

Brazil Telecom XX XX XX

Our complementary product portfolio creates a deeper customer 
relationship leading to economic benefits
• Increased revenue opportunities with cross selling
• Improved gross margins in key accounts > 35% 

Presenter
Presentation Notes
Our lead products of IPTV, Broadband and NGN can be standalone products, but they also make up a complimentary suite of products.



When we build a carrier relationship based on this product suite UTStarcom gains enhanced revenue opportunities through cross selling and better gross margins.  



It is part of our strategy to not only seek more customers, but to seek customers where we have an opportunity to develop this much deeper relationship.
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Strong Carrier Relationship: Tiscali

• Competitive carrier founded in 1998, >3.5 million 
subscribers

• Operations in Italy & UK offering voice, data and media 
services

• “Challenging European market leaders” through 
constant innovation and cost competitiveness

• UTStarcom is transforming Tiscali’s network

– NGN IP based softswitch
– Multiservice Access Node 
– Unified Network Management system

Presenter
Presentation Notes
Who is Ticali – 

 A leading alternative telecommunications operator in Europe.  A small independent company challenging the European market leaders.  



 Positions telecom services for consumers and businesses in multiple �countries including Italy, UK and Netherlands



 Current offerings include Dial-up, Broadband, Voice, VoBB, IP-VPN and a host �of value-add multimedia applications including IPTV and VOD



THIS IS A STRATIGIC RELATIONSHIP WHERE BOTH COMPANIES WIN WHILE SUSCCESSFULLY IMPLEMENTING UTSTARCOM’S  MULTI-PRODUCT SOLUTION
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UTStarcom’s Proposition: Tiscali

• Reduction in interconnect costs
– Enabled by UT’s compact trunking gateway 

• Reduction in operations & maintenance costs 
– One network and one network management 

system
– Less planning and engineering time
– Lower power consumption
– Lower floor space requirement
– Easy integration

• Lower transport costs & lower bandwidth 
requirements

• Flexibility to support unpredictable traffic growth and 
to better enable a pay as you grow model

Presenter
Presentation Notes
The Tiscali Impact 

 Return-on-investment in 12 months



44M Euro Savings (2008 – 2010)

40% reduction in voice call interconnect with E1 offload and NGN Switching

Reduced over 300 E-1’s



2.4M Euro OPEX Savings (2008 – 2010) for space and power



UTSI Impact

 UTStarcom provided End-to-end solution – proving our technological ability

 Gross Margins very favorable
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Strong Carrier Relationship: Aksh & MTNL

• MTNL provides telecom services in the metropolitan areas of 
Delhi & Mumbai

• Aksh has established a partnership with MTNL to sell IPTV and 
plans to gain 1m subscribers over three years

• Basic IPTV service is offered free of charge, the Aksh business 
model is based on three interactive offerings:

– Advertising
– Video call
– Home shopping

• UTStarcom is enabling Aksh to pioneer the IPTV market in India 
through the deployment of Rolling Stream

Presenter
Presentation Notes
Aksh has quickly become the standard for delivering IPTV to the two largest government owned wireline operators in India – MTNL and BSNL.



The unique positioning behind Aksh’s IPTV deployment is specifically targeted at the Indian market, today PC and broadband penetration is very low, however most households do have television sets.  Aksh, in partnership with both MTNL and BSNL, is offering a rich IPTV solution to the subscriber, along with rich advertising targeting internet style local advertising via IPTV.  In most cases the subscriber access service will be upgraded to IP DSL  in order to support the new IPTV solution.  Regardless if the subscriber uses the broadband service for internet access is irrelevant. 



The subscriber experiences a much richer television experience, access to a new interactive internet based advertising model and valuable interactive video on demand and time-shifting services.



For UTStarcom the Aksh MTNL and BSNL offerings represent multiple wins, deployment of our end-to-end RollingStream solution and also deployment of new Broadband ports, all of which are managed by a common system (Billing & Operation Support and Network Management).
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UTStarcom’s Proposition: Aksh & MTNL

• High capacity, highly scalable unicast solution
– Interactive & personalized

• Lower storage costs
– Telecom grade architecture provides an 

abundance of storage capacity

• Lower integration costs for introduction of new 
applications
– Single vendor solution

• Flexible Set-Top Box pricing
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Financial OverviewFinancial Overview
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2008 Financial Overview 

Top line drivers
• Revenue and bookings growth in infrastructure products

– Driven by IPTV, NGN and Broadband
– Driven by China and India

• Offset by transition away from legacy products
– Decline in legacy PAS business
– Exiting non-core products

• Business model with high visibility
– Multimedia and Broadband segments have long booking-to-revenue recognition cycles

Gross margin drivers
• Infrastructure segments range 30 – 40%

– Multimedia 35 – 40%
– Broadband > 20% (excluding one large customer)

• Handsets and Services range 15 – 25%

Presenter
Presentation Notes
2008 reflects an inflection point in our financial performance.

Top Line

 We will see Y-o-Y revenue & bookings growth coming from lead product suite of infrastructure products.  Specifically from the China and India regions.

 However, this will be offset by the expected decline in revenues in PAS and certain products that we recently exited.

 The growth in our backlog numbers gives us increased visibility and confidence into our future prospects.



Gross Margins

 The gross margins from the infrastructure areas should be well into the 30 – 40% range with the other areas being lower but profitable.
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Operating Expenses and Headcount Analysis

Headcount1

Total OPEX/quarter

6,200

$223M

6,100

$131M

5,100

$133M

FYE 2005
Actual

FYE 2006
Actual

FYE 2007
Actual

4,700

$100M2

FYE 2008
Act/Fcst

UTStarcom has been driving down OPEX year – over – year
and reducing head count

– Headcount and OPEX are expected to decline by 18% and 24% respectively in the two 
years ending December 2008

– In 2009 headcount could remain steady but OPEX will likely decrease further through ERP, 
legal and SOX expense reductions

– R&D expense has not changed during 2007 and 2008 but is focused on fewer products

1. Headcount in early 2005 was over 8,000, 2008 headcount reflects PCD & MSBU divestitures
2. Reflects OPEX reduction of $15M per quarter from PCD and MSBU divestitures

Presenter
Presentation Notes
We’ve had some great success in decreasing our OPEX in the last few years:

 In 2005 and again in late 2007 we executed significant headcount reductions

We’ve executed a number of internal initiatives (e.g. supply chain, restructurings, divestitures) and resolved legacy issues (restatements, stock options, SEC investigation) which have cut OPEX by 24% in two years.



We are currently evaluating a few more opportunities to reduce expenses further

In 2009.  These will be announced later this year along with our 2009 outlook. 
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Liquidity and Cash Position

• March 2008, UTStarcom paid off $290M in convertible notes and 
interest with cash repatriated from China 

• The liquidity position includes:
– Net Cash of $226M as of June 2008
– Plus divestiture cash receipts of $216M received July 2008
– Divestiture proceeds of $24M held in escrow subject to certain post 

closing adjustments

• 2008 cash flow from operations usage of $100M1

– Divestiture of PCD lowers the 2H:08 operating income ~ $50M
– 2H:08 working capital buildup for a specific large customer ~ $60M

1. Guidance given on the August 6th, 2008 earnings call

Presenter
Presentation Notes
Our liquidity and cash position has greatly improved since the beginning of the year. At the beginning of the year the Street questioned our ability to repay $290M in debt. We moved cash from China to repay this without any dilution to shareholders.



Today our net cash position is much higher because of both better working capital management and divestitures. 



Although we will have a cash flow from operations usage in the 2H:08, much (but not all) of that relates to a) our PCD divestiture and b) working capital buildup relating specifically to a recent large contract win. 



UTStarcom Confidential 18

Financial Summary

• UTStarcom is making steady improvements in its financial 
performance

• UTStarcom’s infrastructure business, excluding PAS, is expected to 
grow revenue by 10% in 2008

• UTStarcom infrastructure business, excluding PAS, could grow 
bookings by 40 - 50% in 2008

• UTStarcom continues to improve gross margins in its infrastructure 
business 

• UTStarcom has reduced quarterly OPEX by 24% ($31M) since 2006

• The December 2008 anticipated net cash position of ~$300M is 
higher than the December 2007 net cash position of $180M.

– Plus $24M in divestiture proceeds held in escrow subject to certain 
post closing conditions
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Management Team 
& Summary 

Management Team 
& Summary
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Management Team

Our strategy will be executed by a broad management team with Fortune 500 experience

Executive Recent Experience 
Hong Liang Lu, Executive Chairman Co-Founder Unitech Telecom, Kyocera Unison

Peter Blackmore, President and CEO Unisys, Hewlett-Packard, Compaq 

Viraj Patel, Interim CFO UTStarcom’s Controller & Chief Accounting Officer, Celera, Nektar, Avanti

Gene Wuu, CTO Telcordia Technologies, AT&T

Ari Bose, CIO and BTO 3Com, Nortel Networks, Claris

Robert Wu, China CEO China Press, Time Advertising, Zhuhai Special Economic Zone

Craig Samuel, SVP Strategy & Innovation Unisys, Hewlett-Packard, Compaq

Baijun Zhao, SVP Multimedia Motorola, Lucent, Tellabs

Yanya Sheng, SVP Broadband Nortel Networks, Hitachi Telecom

Dr. Moon Song, President Handsets Samsung, Pantech Curitel 

Brian Caskey, VP Marketing GTE SpaceNet, AscomTimeplex, 3Com/CommWorks

Mark Green, SVP, Human Resources VeriSign, Nortel Networks

Presenter
Presentation Notes
We have an exciting strategy, technology and market position with a great upside.  This slide highlights the team that will execute the plan.



Today’s management team is almost entirely new in the past 3 years.  This team has the global experience to run a company of this size and complexity. 
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Our Foundations for Success

• IP based infrastructure technology
– IPTV, NGN and Broadband make up the primary product portfolio

• Presence in the world’s fastest growing economies
– Market leader in China and India
– Growing in APAC, Europe and Latin America

• Strong telecom carrier relationships
– Advanced technological capabilities 
– Customer-centric business model

• Financial model to target growth and profitability
– High revenue growth targets in 2009
– Higher gross margins and reduced OPEX levels 2009
– Improved liquidity and monetization of non-core assets

• Management team
– Global Fortune 500 experience

• Blend of Eastern & Western capabilities
– Asian based R&D and operations, local sales team
– U.S. capital markets and governance standards

Presenter
Presentation Notes
Our investment highlights & positioning is:



About UTStarcom:

 What: Internet Protocol infrastructure technology used for telecom networks 

 Where: Those regions with large populations plus fast growing wealth & CAPX spending.  Also these regions tend to have high acceptance of new technologies and less competition already entrenched.

 How:  Our products / services are deployed by large telecom operators in each region. We offer the operators a number of advantages, both technological and economic.  



Our business & financial models are designed for growth, attractive gross margins and declining OPEX trends.



The management team is almost entirely new (< 3 years) and now everyone has the global & Fortune 500 experience needed to run a large scale company.



Mix of East & West:

 In Asia we have low cost base operations and local relationships / knowledge

 In the U.S. we have access to U.S. capital markets and high governance standards
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Appendix 
Infrastructure Solutions 

Appendix 
Infrastructure Solutions 
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UTStarcom IPTV Solutions

We are building a world of interactive communication 

• RollingStream™ – End-to-end IPTV Solution
– 956,000 live subscribers as of June 2008
– Over three million subscribers under contract globally
– Deploying more real IPTV than any other company

• mBOSS™ – Billing & Operations Support Solution
– Complete End-to-end Billing Support and OSS Solutions
– Common BSS/OSS for all UTStarcom Products and Solutions

• NetMan™ – Network Management System
– Comprehensive End-to-end NMS Solution
– Common NMS for all UTStarcom Products and Solutions

Presenter
Presentation Notes
Rolling Stream is the only single vendor end-to-end IPTV solution in the industry today!  UTStarcom developed the entire IPTV portfolio consisting of all elements including the Set-top-box, high speed optical  and copper access equipment, streaming and storage servers, EPG, middleware, DRM, head-end encoding equipment, Billing & Operation Support and Network Management. 



The RollingStream architecture was designed to scale from very small to very large deployments.  As the industry shifts to interactive television, subscribers will interact with the media much like they do with the internet, this new interaction will require IPTV infrastructures to support large volumes of two-way or unicast traffic.  RollingStream was developed to scale to support literally millions of subscribers on a single system.  



Today we continue to lead in key markets like China and India with over 956,000 live subscribers and over 3 million subscribers under contract.



UTStarcom deploys common Billing Support and Network Management for all of our solutions – the same BSS and NMS can management our entire equipment and solution portfolio.
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UTStarcom NGN Solutions

We are modernizing connectivity

• NGN Wireless SoftSwitch Solution
– Over 60 million wireless subscribers globally
– Evolution to FMC and NGN

• mSwitch® – NGN SoftSwitch Solution
– Leading the industry in Class 5 Local Transport
– 200 billion IP telephony minutes-of-usage per year

Presenter
Presentation Notes
Our long heritage in iPAS has enabled UTStarcom to develop and deliver an industry leading NGN solution.  We developed an invaluable knowledge from iPAS.  iPAS helped UTStarcom to secure a strong comprehension about the transport of large volumes of voice over IP, additionally we learned about transporting IP based voice over wireless infrastructure, and how to interoperate with GSM and CDMA networks, while ultimately deploying and managing NGN networks with over 3 million subscribers per softswitch.



While deploying large scale iPAS networks it was important for us to inter-operate with the existing infrastructure (e.g. Class 5 TDM local switches and Class 4 TDM long distance switches) this has proven invaluable and enabled UTStarcom to take an early leadership position in both MOU (minutes under usage ~ 200 billion minutes per year) and industry leadership in Class 5 features, sets and transport of Class 5 local traffic. 
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UTStarcom Broadband Solutions 

We are building a world of better communication 

• MSAN Solution
– 1st All-IP DSLAM in the world
– Third Generation architecture designed for IPTV, Voice 

and High Speed Data supporting over 27 million ports globally

• NetRing™ – MSTP – Optical Solution
– We are connecting entire countries with Multi-service                 

Optical Transport
– Integrates ADM, Cross Connect, ATM, Ethernet and                

RPR functionality within a single scalable platform

• GEPON Solution
– Worlds first GEPON Solution

Presenter
Presentation Notes
UTStarcom took an early leadership position developing the first IPDSLAM for Yahoo! BB back in 2001. Today we are on the third generation IPDSLAM leveraging eight years of experience and taking advantage of our best access products combining them into a single platform, our third generation MSAN solution provides IPDSLAM, FTTx, GEPON, ATM, Media Gateway functionality and legacy TDM migration all in a single platform.



Service providers today enjoy the benefits of MSAN as it provides investment protect enabling service providers to deliver almost any application from a single solution while enabling them to deliver both triple and quadruple play solutions.



NetRing is the UTStarcom Optical Transport solution that enables optical interconnect for long distance transport and interconnect providing connectivity for entire cities or even across large regions and countries enabling transport of both high speed data and critical voice traffic.  NetRing also allows for edge access integration enabling transport of both  legacy and next generation traffic types.  We are connecting entire countries in regions like Korea, India and Japan.   



Our GEPON solution is a Complete End-to-end Carrier Grade Optical Access Solution

GE PON is an optimal access platform for bandwidth-intensive, high margin applications including IPTV, VOD, HDTV and Internet gaming

UTSI deployed worlds first GEPON Network in Japan and provides highly scalable Carrier grade, ONT and ONU Solutions.
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