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CAUTIONARY STATEMENTS:

This material contains forward-looking statements pertaining to strategies, financial targets, technology, products and services, and business performance of
NEC Corporation and its consolidated subsidiaries (collectively "NEC"). Written forward-looking statements may appear in other documents that NEC files with
stock exchanges or regulatory authorities, such as the U.S. Securities and Exchange Commission, and in reports to shareholders and other communications.
The U.S. Private Securities Litigation Reform Act of 1995 contains, and other applicable laws may contain, a safe-harbor for forward-looking statements, on
which NEC relies in making these disclosures. Some of the forward-looking statements can be identified by the use of forward-looking words such as "believes,"
"expects,” "may," "will," "should," "seeks," "intends," "plans," "estimates," "targets," "aims," or "anticipates," or the negative of those words, or other comparable
words or phrases. You can also identify forward-looking statements by discussions of strategy, beliefs, plans, targets, or intentions. Forward-looking statements
necessarily depend on currently available assumptions, data, or methods that may be incorrect or imprecise and NEC may not be able to realize the results
expected by them. You should not place undue reliance on forward-looking statements, which reflect NEC's analysis and expectations only. Forward-looking
statements are not guarantees of future performance and involve inherent risks and uncertainties. A number of important factors could cause actual results to
differ materially from those in the forward-looking statements. Among the factors that could cause actual results to differ materially from such statements include
(i) global economic conditions and general economic conditions in NEC's markets, (ii) fluctuating demand for, and competitive pricing pressure on, NEC's
products and services, (i) NEC's ability to continue to win acceptance of NEC's products and services in highly competitive markets, (iv) NEC's ability to expand
into foreign markets, such as China, (v) regulatory change and uncertainty and potential legal liability relating to NEC's business and operations, (vi) NEC's ability
to restructure, or otherwise adjust, its operations to reflect changing market conditions, (vii) movement of currency exchange rates, particularly the rate between
the yen and the U.S. dollar, (viii) impact of NEC's announcement that its previously issued financial statements may not be relied upon and inability to prepare
the financial statements for inclusion in the 2006 Form 20-F and to restate historical financial statements, and (ix) uncertainty relating to the ongoing informal
inquiry by the SEC. Any forward-looking statements speak only as of the date on which they are made. New risks and uncertainties come up from time to time,
and it is impossible for NEC to predict these events or how they may affect NEC. NEC does not undertake any obligation to update or revise any of the forward-
looking statements, whether as a result of new information, future events, or otherwise.

The management targets included in this material are not projections, and do not represent management's current estimates of future performance. Rather, they
represent targets that management will strive to achieve through the successful implementation of NEC's business strategies.

Finally, NEC cautions you that the statements made in this material are not an offer of securities for sale. The securities may not be offered or sold in any
jurisdiction in which registration is required absent registration or an exemption from registration under the applicable securities laws. For example, any public
offering of securities to be made in the United States must be registered under the U.S. Securities Act of 1933 and made by means of an English language
prospectus that contains detailed information about NEC and management, as well as NEC's financial statements.

PASOLINK is a registered trademark of NEC
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Transition of Wireless
Communication Systems
Business and Background of
PASOLINK




Wireless Business Product Lineup
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History of NEC’s Wireless Communication System Business

> 1950 1960 1970 1980 1990 2000 >
i Digitalization Birth of Rapid growth Wireless
el = PASOLINK in mobile broadband
communications
1953 1963 1969 1987 2000s
First M/W system World's 1st practical World’s 1st First overseas Rapid growth of
T1 Shipment to Tohoku full-solid M/W system  practical order for PASOLINK in mobile
~ Electronic Power digital M/W  {E5 PASOLINK access market
C>l§ system
Q 1963 1985 -
Started First order -'_E
E/S business for VSAT £ "
1968 1979 1993 2001
Supplied pager system  Supplied analogue Supplied PDC system (2G) Supplied W-CDMA
to NTT for the start mobile system (3G) to NTT for the start system (3G) to NTT
of services to NTT for its world for the start of services

M/W: Microwave
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M/W Communication Systems Supply Record
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What is PASOLINK ?

m Definition
— Point-to-point ultra-small microwave communication system
m Usage
— Various usages
» Dedicated data links for enterprises olDlb Antenna

» Access lines for fixed networks, etc.

— Access line among mobile BTS (Base
Transceiver Stations) Is the largest demand

(transmitter)
g
l T4 %

T F ‘
o i <
: 3 |
= ) =
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m Characteristics
— System construction is much
more speedy and economical
than wireline (optical cable)

PASOLINK Device
Configuration
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History of PASOLINK

1985

1990 1995 2000 2005

PDH: Plesiochronous Digital Hierarchy
SDH: Synchronous Digital Hierarchy
|

Smaller & lighter
Broader lineup

Higher capacity
Adaptation to IP

( |

1983:
PASOLINK50 for Japan

]

!

1984: PASOLINK50
International version

2004: PASOLINK Mx
Max. 80Mbps/28MHz

N ( D
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Mid-small : | ted | 2007: PASOLINKNEO/C
capacity 1987: First order 1989: ODU/IDU 1997: PASOLINK V3 2003; PASOLINK V4 Samll capacity, small size
from overseas separated type Broader lineup Small ODU, adopt to [P

PDH customer(BT) ! : netwlork !

-

P : : :
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PASOLINK Used for Mobile Network

PASOLINK for easier
system construction

RAN CN
Wireless Access Network Core Network
Users data
<< ------- Signal route
\ A Network Control Servers Aplf Ig: AN o
w : B, BTS @ ISP Domain Servers

7N

?
A
[»

Packet-switched

| network |

@g
o Circuit- —2))__))
e atplid) ol switched u /
Circuit-switched g W ‘ \
etwork

RAN : Radio Access Network CN : Core Network
RNC : Radio Network Controller ~ SGSN : Serving GPRS Support Node
GGSN : Gateway GPRS Support Node
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Current Status of
PASOLINK Business




PASOLINK Market & Shipments

PASOLINK PASOLINK
Market (Units) NEC Shipments (Units)
1,000 500
800 |- PASOLINK 1400

Market Size
600 |- {300
PASOLINK
400 Shipment 200
200 100
0 0
2000 2001 2002 2003 2004 2005 2006 2007
(Forecast)
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PASOLINK Supply Record

Supplied to 131 countries

P T s i 72 » o AAsof Dec. 2007)
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PASOLINK Worldwide Market Share
a0 %

35 | (Source: Sky Light Research)

25 | : 30.0
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*Data for venders established through business integration are shown on a post-integration basis.
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Strength of NEC’s PASOLINK

® Product Competitiveness <
— High quality
— Various features & extensibility

— Broad lineup
(Frequency, transmission capacity) . Production

- Small & light Capability
m Strengths by means of Global SCM

— Flexible turnaround times
— Price competitiveness /

m Marketing & Brand Power

— Awareness & credibility in international wireless
business established over 40 years
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Outstanding Product Quality

® High credibility 52 Gtiz]
» Over 100 years link MTBF*

*MTBF: Mean Time Between Failures

®m Broad lineup
> Both in frequency & capacity

m Small-size and low electricity consumption

38 GHz

23 GHz PASOLINK NEO
Common platform design

Kouanbal4

14 GHz

8 GHz

4 GHz

(W)
100 r 2Mbps 8Mbps 34Mbps 155Mbps

©
(OO ONG

v

Capacity

50'@

PASOLINK NEO
Comparison with 15GHz standard RF power class

Luondwnsuod Ao109|3

0
2 4 6 8 10 12 18  ODU Size(100mm?)

% Total consumption of IDU and ODU
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PASOLINK Business Strategy
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Business Environment

m Continuous growth of demand for mobile access

networks

— Strong demand in Asia/Middle East/Africa

— Stronger Need for expansion of capacity due to increase of mobile
traffic

B Expected growth of broadband access market
— Applying to WIMAX backhaul network

B More various & sophisticated customer requests

— Capacity increases
— Adaptation to IP network

U can Change- © NEC Corporation 2007 18




Pasolink Business Policy
|.  Business Expansion Through
Enhanced Marketing
Il. Strengthen Technological Development
Ill. Maintain High Customer Satisfaction

V. Stronger Global Supply Chain
Management
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|. Business Expansion Through Enhanced Marketing

B Focus on high-growth mobile access market
— Further cultivation of Asian market
— Firmer foothold in Middle East & African markets

m Strategic relationship with global operators
and partnership with other vendors
— Further penetration targeting European operators

— Expansion of market coverage in partnership with other
network infrastructure vendors

m Cultivation of new markets
— Capture demand for WIMAX access networks
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2. Strengthen Technological Development

- Advanced realization of market needs -

| 2006 | 2007 | 2008 | |
Mobile 3G HSDPA All IP RAN
Broadband ADSL FTTH/WIMAX NGN
Features & capacity
High-End

Improvement
of “NEO”

» Adaptation to IP (VLAN, QoS)
* Higher capacity (STM-2/4)

| PASOLINK NEO |

*Flexible configuration
on common platform design
*Various interfaces

Small capacity

Low-End

>
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Ill. Maintain High Customer Satisfaction

m Maintaining high quality
B Supply chain management

® Provision of high additional value to customers
— Professional Services

v’ Wireless system designing or network optimization
v" Consultation
v" System upgrade
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IVV. Stronger Global Supply Chain Management
(1)Optimization of Global SCM

Customers b} NEC Local Affiliates

Synchronized
shipment in short T/A

< e ==
Enhancement of “Global No.1 SCM”  ~SAntenna>

\h__—’

ye Shorter TAT & greater flexibility than competitors Global procurement

/
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IVV. Stronger Global Supply Chain Management

(2) World-wide “visualization”
e 0 S -

-
(.

Shipment

]
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L Il
NEC // C€0678'M-
PASOLINKANEC ™

ol MDP-150ME-14AAAINDOORAUNIT

) o1+ o1+1 oXPIC ETS1(RACK}

al

WCentraI management of trade inventory A
using bar-code at each delivery point
-> Achieves efficient use of assets and procurement
L Tracking system using RFID (planned) y
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Triune Business Operations

+¢+ Product planning considering
customer requirement &
business value

¢+ Regular production planning meeting
& SCM according to customer needs

+¢+ Close cooperation between
solution section & developme
section

+¢ Concurrent development with productivity-focus

¢+ Smooth migration from development to
production start-up
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Target

Retain outstanding competitive advantages

Qualityl SCM l CS l
_/

Y

~~

30% market share or more

We will pursue further growth of PASOLINK business
as one of our core wireless system businesses
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Empowered by Innovation

NEC
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