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.






