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Growth Acceleration Plan

REBALANCE

STRENGTHEN

ACCELERATE GROWTH

2006

2007

2008

• Global Sales team development
• Corporate business development initiatives
• Relentless focus on customer commitments

• Transition to platforms
• Leverage technology foundation 
• Complement portfolio
• Organic / Inorganic growth initiatives

• Expand addressable market
• New strategic design wins
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Progress Update
§Building a strong global team

ü Sales
ü Engineering
ü Business Development, HR, 
Communications

§Improving operational efficiencies
ü ERP
ü Quality
ü Project management

§Optimizing & augmenting portfolio 
around core competency
ü Audio and Wireless / Manufacturing -
Divesting

ü High-Speed Mixed Signal – Augmenting core 
business

§Focusing R&D efforts to drive top-line 
growth

Video 
Transport

Audio and 
Wireless

Image
Processing

Data 
Communications

GENNUM
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Growth Imperatives

Solid Financial and Technical Foundation (Uncomprom ising Profitability, Talent)

Focus on Growth High Performance 
Culture

Expanding Global 
Presence

Differentiated
Efficient R&D

Core Values

Accelerated Revenue Growth

Refine investments;
Optimize portfolio;
Establish partnerships

Align performance 
to results; 
Create leadership 
dev. plan

Extend sales team;
Enhance field 
support;
Expand in China, 
Korea & Taiwan

NPI efficiency;
Relentless focus 
on customer 
commitments
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Gord Currie
SVP & CFO

Gary Beauchamp
VP & GM - Datacom

Klaus Mueller
SVP Global Sales

David Lynch
SVP&GM – Video 

CTO

Martin Rofheart
SVP Corp.  Dev.

Ian Roane
GM – Audio/ Wireless

Lynn  McNeil
Dir. Quality

Scott Haddow
Dir. Operations

John Mackie

VP & Gen. Counsel

Robin Vaitonis
Dir. of Corp Comm.

Senior Management Team

Added extensive

semiconductor experience:
• Martin Rofheart 
• Klaus Mueller
• Ian Roane
• Lynn McNeil
• Scott Haddow
• Robin Vaitonis
• Bruce Hannah

Franz Fink
President & CEO

Bruce Hannah
SVP of HR
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Expanding Globally to Support Locally

Regional Support

§Opening offices in Korea, 
Taiwan/China, and U.S. 

§Adding experienced semiconductor 
sales executives to manage 
regional offices & support 
customers

Expanding Global Sales Channels

§BFI Optilas - Drive more data 
communications products in 
Europe and Israel

� Total employees:  ~600
� Headquarters: Burlington, Ontario
� Sales offices – UK, Japan, Canada
� Design centers – UK, Ottawa, Toronto

Today’s Global Presence
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Focused Strategy

• Diverse market positions

• Solid earnings – OE: 15%

• R&D spread too broadly

• Market leadership: #1 or #2

• Highest returns – OE: 20% 

• Focus R&D on optimized 
portfolio

• Outgrow industry

• Expand global sales presence

• Drive operational excellence 

Our Commitment – Maximizing Shareholder Value

HISTORICAL PERFORMANCE INDICATORS STRATEGIC GROWTH CRITERIA

• Below industry revenue growth

• Limited sales coverage

• Operational inefficiencies
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Q2 2007 Results

•4% increase in high-speed mixed 
signal over the prior year

•Datacom 4th consecutive profitable 
quarter & record revenues

•Operating loss mainly from 
impairment

•Video transport market soft in the 
short-term

Focusing resources on a world-class high-speed mixe d signal 
portfolio to secure & gain global market share.

Q2 FINANCIAL PERFORMANCEQ2 FINANCIAL PERFORMANCE

$ Reported in 
Millions (CAN)

Revenue

Q2‘06

$37.1

Q2‘07

$35.7

Gross Margin 66.9% 56%

Earnings/Loss  
from Operations

$6.3 ($9.0)

Earnings per 
Share (Basic) $.13 ($.20)
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Market Drivers
Content Creation, Distribution, Viewing

Five year digital data/information CAGR forecast is  57%*

• Driven by SD/HD conversion, Video On Demand (VOD) and file sharing 

Increasing bandwidth requirements drive high speed datacom capability

• 10 Gigabit Ethernet projected at five year CAGR of 45.4%
**

*The Expanding Digital Universe, IDC 2007 
** IDC Worldwide Ethernet Semiconductor 2006-2011 Forecast
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High-Speed Mixed Signal 
Driving Semiconductor Growth

Display
Home / Office 

Communication
Network 

Communications
Encoding &

Storage
Content 
Creation

26% SAM CAGR for Video 
Transport and Datacom products 
such as: 

• AV connectivity
• SDI
• Transceivers
• Backplane

22%

DATA & VIDEO SEMICONDUCTOR MARKET 

26% 
CAGR

Gennum’s portfolio offers unique differentiators
to capture this opportunity.
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FASTEST GROWING HIGH SPEED MIXED SIGNAL PROVIDER

Data Communications and Video Transport:
High-Speed Mixed Signal Leadership

• Outpaced competition over the last 5 years

• Continued momentum in Q207 – 4% increase YoY

• Gaining share in optical transceivers, CDR and 3Gb/ s SDI applications

• Investing in high end analog capability – signal int egrity, high throughput

GENNUM REVENUE GROWTH REVENUE GROWTH VS. COMPETITION*
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Data Communications – Transceivers
Market Drivers

• Optical market driven by higher 
densities & data rates

• Transition to SFP+ form factor in 
10G Ethernet

• 2007 - Transition to 8.5G Fiber
Channel 

• Next generation data rates (17G, 
25G, 40G)

Positioned to Secure Share

• Strategic relationships with top 
vendors

• Expanding product portfolio –
TIAs, Laser Drivers, CDRs

• Patented technology -
performance benefits increase 
with data rates 

10G Ethernet market 5 year CAGR is 45%10G Ethernet market 5 year CAGR is 45%

����������	
����
��	�
�����
����������	��������

0

.5

1

1.5

2

2.5

3

2004 2005 2006 2007 2008 2009 2010 2011

SFP+
XFP

2007-Ovum Research

����������
��
������
�����
����������	��������

2007-Ovum Research

0

1

2

3

4

5

6

2004 2005 2006 2007 2008 2009 2010 2011



13

Video Transport
Positioned for Growth

HD Build-out Continues

•Leadership position in SD, HD 
•First to market with 3Gb/s 
•Moving to higher resolutions and speeds on both coax and optical (up to 
12 Gb/s)

Broad product offering for video transport applicat ions

Gennum products

Camera

Monitor
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Business & Industrial – SDI Video 

Market Drivers

•Moving to HD based solutions over the 5 year period 

•Robust video, lower cost-of-install for cameras, medical monitors, 
surveillance

•Key driver is cameras as they don’t require content protection

Gennum - Delivering Leading SDI Solutions

• GS1582 design wins product with key Japanese camera  OEMs 

• Introduced industry’s first HS/SD-SDI serializer

• Highly integrated solution - audio multiplexer, cabl e driver & clock cleaner
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Consumer HDMI
After-Market Cable Solution

Market Drivers:

•Continuing penetration of 
“HD” consumer products
• HD/BluRay DVD
• Displays/TVs
• Content from studios, 
games, etc.

•Connections between 
devices are a gating factor 

•Market segments need
• Longer cable distances
• Guaranteed performance
• Ease of installation

Total DVI- and HDMI-Enabled Device Shipments 
2004–2010 (Units in Thousands)
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Source: In-Stat, 2006

Consumers want the full experience of what these de vices & content offer
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Leverage Existing SDI Portfolio

•Single “cable” solution 
•Low cost
•Support full rate HD & new 
features enabled by HDMI1.3
• Higher bandwidth (10.2 Gbps
vs. 4.95 Gbps)

• Deep color
• Higher resolution (1600p)
• HD sound

•Guaranteed performance 
independent of distance
• Up to 100m is adequate for 
majority of applications

• Ease of installation

MARKET NEEDS

•Utilize current position & 
knowledge in SDI

•Leverage analog transmission 
technology over coax from SDI
• “Reformat” HDMI for 
transmission over consumer 
grade coax

• Meet performance requirements 
of HDMI1.3 up to 100m

•Develop complete solution for 
cable OEM/ODMs

•Enable consumer grade end-
user “cable” products

GENNUM SOLUTIONS
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Barium Strontium Titanate (BST)
Innovative Capacitor Technology

Fixed Capacitor

•Decoupling in miniaturized 
and low profile applications 
e.g. flat panel displays

•Lead customer in final 
prototype stage with Tier 1 
CE OEM

Variable Capacitor

•Efficient tuning and matching 
for cell phones, MP3 players

•First prototypes to Tier 1 
handset OEM

•Currently in process 
qualification
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Focusing Product Portfolio
• Better positioned to secure & gain global market share
• Deliver new products more quickly & efficiently
• Focus R&D to accelerate growth

Positioning for Growth
• Expand sales, marketing and technical support globally
• Optimize portfolio - achieve #1 or #2 market position
• Drive inorganic growth initiatives & partnerships

Strong Foundation
• Strong cash position
• Broad portfolio of differentiated IP
• Building & adding to our foundation of talented employees

Summary


