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The aggregate market value of the registrant s Common Stock held by non-affiliates of the registrant was
$3,089.7 million at June 30, 2008 (based upon non-affiliate holdings of 51,892,443 shares and a market price of
$59.54 per share).
As of February 20, 2009, there were 51,942,438 shares of the registrant s Common Stock outstanding.

DOCUMENTS INCORPORATED BY REFERENCE:
Portions of the definitive Proxy Statement for the registrant s Annual Meeting of Shareholders to be filed with the
Securities and Exchange Commission within 120 days after December 31, 2008 have been incorporated by reference
into Part III of this Annual Report on Form 10-K.
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PART L.

ITEM 1. BUSINESS

General Cable Corporation (the Company) is a global leader in developing, designing, manufacturing, marketing,
distributing and installing copper, aluminum and fiber optic wire and cable products. The Company is a Delaware
corporation and was incorporated in April 1994. The Company and its predecessors have served various wire and
cable markets for over 150 years. The Company s immediate predecessor was a unit of American Premier
Underwriters, Inc. (American Premier), previously known as The Penn Central Corporation. American Premier
acquired the Company s existing wire and cable business in 1981 and significantly expanded the business between
1988 and 1991 by acquiring Carol Cable Company, Inc. and other wire and cable businesses and facilities. In
June 1994, a subsidiary of Wassall PLC acquired the predecessor by purchase of General Cable s outstanding
subordinated promissory note, the General Cable common stock held by American Premier and a tender offer for the
publicly-held General Cable common stock. Between May and August 1997, Wassall consummated public offerings
for the sale of all of its interest in General Cable s common stock. The Company has operated as an independent public
company since completion of the offerings.

On October 31, 2007, the Company purchased the worldwide wire and cable business of Freeport-McMoRan Copper
and Gold, Inc., which operated as Phelps Dodge International Corporation (PDIC). The acquisition was completed as
part of the Company s strategy to expand globally into energy and electrical infrastructure markets. With more than
50 years of experience in the wire and cable industry, PDIC manufactures a full range of electric utility, electrical
infrastructure, construction and communication products. PDIC serves developing countries and customers in sectors
that offer better growth opportunity over time than the developed world. In addition to its manufacturing capabilities,
PDIC provides a global network of management, development, design, distribution, marketing assistance, technical
support and engineering and purchasing services to contractors, distributors, and public and private utilities. The
transaction created the need to manage operations on a geographic basis and therefore, effective November 1, 2007
the Company realigned its management structure along geographic lines.

Consistent with the management structure of the Company, external reportable segments are aligned into three
segments: (1) North America, (2) Europe and North Africa, and (3) Rest of World ( ROW ), which consists of
operations in Latin America, Sub-Saharan Africa, Middle East and Asia Pacific. These segments are discussed below
and additional financial information regarding the segments appears in Note 16 to the Consolidated Financial
Statements. Items 1, 1A, 2, 7, and 8 of this Annual Report on Form 10-K give effect to the change in reportable
segments and impact on historically reported results.

The Company has a strong market position in each of the segments in which it competes due to product, geographic,
and customer diversity and the Company s ability to operate as a low cost provider. The Company sells a wide variety
of copper, aluminum and fiber optic wire and cable products, which it believes represents one of the most diversified
product lines in the industry. As a result, the Company is able to offer its customers a single source for most of their
wire and cable requirements. As of December 31, 2008, the Company manufactures its product lines in 46 facilities
including 2 facilities owned by companies in which the Company has an equity investment and sells its products
worldwide through its global operations. Technical expertise and implementation of Lean Six Sigma ( Lean ) strategies
have contributed to the Company s ability to maintain its position as a low cost provider.

Business Segments

Statement of Financial Accounting Standards No. 131, Disclosures about Segments of an Enterprise and Related
Information (SFAS 131), establishes standards for reporting information regarding operating segments in annual
financial statements and requires selected information of those segments to be presented in interim financial
statements. Operating segments are identified as components of an enterprise for which separate discrete financial
information is available for evaluation by the chief operating decision-maker in making decisions on how to allocate
resources and assess performance and should be consistent with the management structure. Under the criteria of SFAS
131, the Company has three operating and reportable segments based on geographic regions: (1) North America,
which primarily consists of operations in the United States and Canada, (2) Europe and North Africa, and (3) Rest of
World (ROW), which consists of operations in Latin America, Sub-Saharan Africa, Middle East and Asia Pacific.
Additionally, see Note 16 to the Consolidated Financial Statements for revenue by country, long-lived assets by
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North America

The North America segment engages in the development, design, manufacturing, marketing and distribution of
copper, aluminum, and fiber optic wires and cables principally in the United States and Canada primarily to domestic
customers for use in the electric utility, electrical infrastructure and communications industries. The North America
segment contributed approximately 35%, 49%, and 56% of the Company s consolidated revenues for 2008, 2007 and
2006, respectively Growth in the electric utility market served by the Company will be largely dependent on the
investment policies of electric utilities and infrastructure improvement. The Company believes that the increase in
electricity consumption in North America has outpaced the rate of utility investment in North America s energy grid.
As aresult, the Company believes the average age of power transmission cables has increased, the current electric
transmission infrastructure needs to be upgraded and the transmission grid is near capacity. Investment in the energy
grid stemming from historical power outages in the U.S. and Canada and published studies by the North American
Electric Reliability Council emphasizing the need to upgrade the power transmission infrastructure used by electric
utilities should over time result in an increase in demand for the Company s electric utility products. Further, the
passage of energy legislation in the United States in 2005 that was aimed at improving the transmission grid
infrastructure and the reliability of power availability is expected to contribute to an increase in demand for the
Company s transmission and distribution cables with some variability over time. Tax legislation was passed in the
United States in 2004, which included the renewal of tax credits for producing power from wind. This has caused an
increase in demand for the Company s products, as the Company is a significant manufacturer of wire and cable used
in wind farms. Additionally, in 2009, the Company believes the economic stimulus package recently passed by
Congress contains legislation that should enhance investments in the electric transmission infrastructure, high-speed
broadband infrastructure and alternative energy sources which over time may lead to an increase in demand for the
Company s products. While the overall long-term trend in demand for electric utility products remains positive, the
Company has experienced demand volatility due to the economic slowdown experienced in the United States
beginning in 2007 and continuing through 2008, especially related to low-voltage and small gauge medium voltage
cable demand within the United States. Demand for these low-voltage utility products is more closely related to new
home construction, a depressed market for part of 2007 and all of 2008. The Company expects that over time growth
rates for electric utility products in North America will be highly variable depending on related product business
cycles and the approval and funding cycle times for large utility projects.

The Company has strategic alliances in the United States and Canada with a number of major utility customers and is
strengthening its market position through these agreements. The Company utilizes a network of direct sales and
authorized distributors to supply low- and medium-voltage and high-voltage bare overhead cable products.
Approximately, 3,500 utility companies represent this market. A majority of the Company s electric utility customers
have entered into written agreements with the Company for the purchase of wire and cable products. These
agreements typically have one to four year terms and provide adjustments to selling prices to reflect fluctuations in the
cost of raw materials. These agreements do not guarantee a minimum level of sales. Historically, approximately 70%
of the Company s electric utility business revenues in North America are under contract prior to the start of each year.
The market for electrical infrastructure cable products in North America has many niches. Sales in North America are
heavily influenced by the level of industrial construction spending as well as the level of capital equipment investment
and maintenance, factory automation and mining activity. The Company experienced strong demand throughout 2006
and 2007 as a direct result of a positive turnaround in industrial construction spending in North America and recent
demand, in 2008, has been influenced by industrial sector maintenance spending and high demand for products used
in the mining, oil, gas, and petrochemical markets. The Company expects demand to soften for these products in 2009
partly as a result of the significant decline in oil prices, which influence drilling, coal mining activity and investment
in alternatives energy sources. The pricing environment may also become more difficult due to excess capacity in the
industry combined with weaker demand.

Sales of aftermarket automotive products are heavily influenced by the general overall health of the economy, ignition
set complexity and ignition set design trends. Sales are often stronger during slower economic times since aftermarket
ignition wire sets are used to maintain and lengthen the life of automobiles.
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Over the last several years, demand for outside plant telecommunications cables has experienced a significant decline
from historical levels. Overall demand for telecommunications products from the Company s traditional Regional Bell
Operating Company (RBOC) customers in North America has declined over the last several years. Recent RBOC
merger activity, allocation of capital to fiber-to-the-home initiatives, and budgetary constraints caused partially by
higher copper costs has reduced both RBOC and distributor purchasing volume in this segment. During the fourth
quarter 2007, the Company rationalized outside plant telecommunication products manufacturing capacity due to
continued declines in telecommunications cable demand. The Company closed a portion of its telecommunications
capacity and recorded a pre-tax charge to write-off certain production equipment of $6.6 million.

The Company anticipates, based on recent public announcements, further deployment of fiber optic products into the
telephone network. Increased spending by the telephone companies on fiber optic deployment negatively impacts their
purchases of the Company s copper based telecommunications cable products. The Company believes the negative
impact on the purchase of copper based products has been somewhat mitigated in that some of its customers have
upgraded a portion of their copper network to support further investment in fiber broadband networks. Growth in the
overall communications market will be largely dependent upon housing starts and the level of information technology
spending on network infrastructure.
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Europe and North Africa

The Europe and North Africa segment designs, manufactures, markets and distributes copper, aluminum and fiber
optic cables originating in Spain, Portugal, France, Germany and Algeria and services markets throughout Europe and
North Africa. This segment produces electric utility, electrical infrastructure, construction, and communications
products. Additionally, the Europe and North Africa segment provides installation services for high-voltage and extra
high-voltage electric utility projects around the world. The Europe and North Africa segment contributed
approximately 35%, 42% and 40% of the Company s consolidated revenues for 2008, 2007 and 2006, respectively.
This segment has expanded in recent years due to several key acquisitions. These acquisitions have broadened the
Company s customer base and the product offering to increase its presence in the European and North African markets.
These acquisitions include the purchase of a majority ownership of Enica Biskra in May 2008, Norddeutsche
Seekabelwerke GmBH& Co. (NSW) in April 2007, E.C.N. Cable Group S.L. (ECN) in August 2006 and Silec Cables,
S.A.S. (Silec) in December 2005. Enica Biskra is a joint venture formed with an Algerian state-owned manufacturer
of low and medium voltage power and construction cables. NSW is a global supplier of offshore communications,
power and control cables as well as aerial cables for power utility communication and control networks. ECN global
sales consist mostly of sales of aluminum aerial high-voltage cables, low- and medium-voltage insulated power cables
and bi-metallic products used in electric transmission and communications. The Silec acquisition has helped to
position the Company as a global leader in cabling systems for the energy transmission and distribution markets.
These acquisitions demonstrate the Company s strategic initiative to expand its global geographic and product
diversity.

Growth in the Europe and North Africa segment will be largely dependent on the investment policies of electric
utilities, infrastructure improvement and the growing needs of emerging economies. The Company believes that the
increase in electricity consumption in Europe has outpaced the rate of utility investment in Europe s energy grid. As a
result, the Company believes the average age of power transmission cables has increased, the current electric
transmission infrastructure needs to be upgraded and the transmission grid is near capacity. Capacity issues combined
with periodic power outages in Europe emphasized the need to upgrade the power transmission infrastructure used by
electric utilities, which has caused an increase in demand for the Company s products. Demand for medium- and
high-voltage cable has increased due to the continuing rebuild of the electric utility distribution infrastructure and
increasing investments throughout Europe in wind farm electricity generation, including offshore wind farms. In
addition, extra-high-voltage underground cable systems continue to experience high demand with lead times often
extending beyond one year.

The market for electrical infrastructure cable products has many niches. The level of residential, non-residential and
industrial construction spending heavily influences sales in Europe and North Africa. The Company experienced high
demand throughout 2005 and 2006 as a result of continuing strength in residential and non-residential construction
spending in the region, particularly in Spain. However, demand for residential low-voltage cables and building wire
has decreased during 2007 into and throughout 2008 in the Spanish domestic market and may decrease further into the
foreseeable future. The slowdown in construction spending in Spain was being partially offset by a strong construction
market in the broader European Union. However, in general, all European markets softened near the end of 2008 and
are expected to remain weak in 2009.

Rest of World (ROW)

The ROW segment consists of sales and manufacturing facilities in Latin America, Sub-Saharan Africa, Middle East
and Asia Pacific that resulted from the PDIC acquisition and is managed in conjunction with the Company s historical
operations in the Pacific Islands, New Zealand, Australia, India and China. The principal ROW segment develops,
designs, manufactures, markets, and distributes wire and cable products for use in the electric utility, electrical
infrastructure, construction and communications markets as well as rod mill products, specifically copper and
aluminum rod. This segment contributed approximately 30%, 9% and 4% of the Company s consolidated net sales in
2008, 2007 and 2006, respectively. It should be noted historical results only include PDIC results since the acquisition
date of October 31, 2007. The ROW segment operations are located in Australia, Brazil, Chile, China, Costa Rica,
Ecuador, El Salvador, Fiji, Honduras, India, Mexico, New Zealand, Panama, Philippines, South Africa, Thailand,
Venezuela and Zambia. Additionally, as part of the rationalization of outside plant telecommunication products
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manufacturing capacity as discussed above in the North America segment, the Company has realigned assets at its
Tetla, Mexico facility in order for approximately 100,000 square feet of manufacturing space to manufacture energy,
industrial and construction cable products for the Central and South American markets as well as the local Mexican
market.

This segment is expected to grow prospectively as a result of the leading market positions in Latin America,
Sub-Saharan Africa and Asia Pacific. This expectation is based on the fact that markets in these countries generally
offer better growth opportunities over time than the developed markets of North America and Western Europe due to
growing population and wealth driving demand for consumer goods, housing and electricity. Additionally, throughout
the region, the Company anticipates an expanded product offering will provide greater accessibility to customers as it
relates to recent announcements of planned investment in electrical infrastructure, construction and electric utility
throughout Central and South America although investment is expected to be volatile as a result of the global
economic slowdown.
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In Brazil, political stability has contributed to several key initiatives as it relates to investment in electric utility,
construction and electrical infrastructure products such as the Lights for All project, which is a program intended to
expand the availability of electricity to consumers throughout the country. Political stability has also contributed to the
substantial growth in the housing and various other industrial segments. In Venezuela, the centralized political
structure has lead to several positive implications as it relates to the Company s business such as fewer competitors, a
growing construction segment and a higher level of government investment. In sub-Saharan Africa, countries such as
South Africa and Zambia are expected to experience investment in construction and housing markets in preparation
for the 2010 World Cup to be held in South Africa and in Zambia where the National Housing Authority has
authorized a significant housing appropriations agreement. The region has also experienced electricity shortages over
the past few years in times of peak demand as a result of historical under investment in the regional energy
infrastructure. This may cause an increase in future demand for the Company s products over time.
In Asia Pacific, specifically in Thailand there continues to be instability and uncertainty in the political environment
which may delay government spending on infrastructure projects into the foreseeable future. In 2008, the Company
acquired and consolidated Phelps Dodge Philippines (PDP) through an increase in its equity investment from 40% to
60%. PDP operates one of the largest wire and cable manufacturing facilities in the Philippines. This investment
complements the Company s strategy in the region by providing a platform for further penetration into Southeast Asia
markets as well as supporting ongoing operations in Australia, the Middle East and South Africa.
Products
The various wire and cable product lines are sold and manufactured by all geographic segments except for rod mill
products which are only manufactured and sold by the ROW segment and construction products which are only sold
in the Europe and North Africa and ROW segments. Additionally, revenue by product line is included in Note 16 to
the Consolidated Financial Statements. Products sold by the Company s three segments include the following:

Electric Utility products The primary products in this grouping include low- and medium-voltage

distribution cable; high- and extra-high voltage power transmission cable products and installation; and bare

overhead conductor. These products are sold to electric utility and power companies and contractors. The

Company is a leader in the supply of electric utility cables in North America, Latin America, Western

Europe, Oceania and Southeast Asia.

The Company manufactures low- and medium-voltage aluminum and copper distribution cable, bare
overhead aluminum conductor and high-voltage transmission cable. Bare transmission cables are utilized by
utilities in the transmission grid to provide electric power from the power generating stations to the
distribution sub-stations. Medium-voltage cables are utilized in the primary distribution infrastructure to
bring power from the distribution sub-stations to the transformers. Low-voltage cables are utilized in the
secondary distribution infrastructure to take the power from the transformers to the end-user.

The Company provides installation services for high-voltage and extra-high-voltage transmission cables
used in certain overhead and underground applications. The underground power cables are highly engineered
cables and the installation of such requires specific expertise. Through these services, the Company has
strengthened its materials science, power connectivity and systems integration expertise.

Electrical Infrastructure products  This product group includes electrical infrastructure, portable cord
products and transportation products and industrial harnesses. These products consist of wire and cable that
are used for many applications: maintenance and repair; temporary power on construction sites; conduction
of electrical current and signals for industrial original equipment manufacturers and commercial power,
residential power, and control applications; and jacketed wire and cable products and harnesses for
automotive and industrial applications.

These products include low- and medium-voltage industrial cables, rail and mass transit cables, shipboard

cables, oil and gas cables and other industrial cables. Applications for these products include power
generating stations, marine, mining, oil and gas, transit/locomotive, original equipment manufacturers,
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machine builders and shipboard markets. The Company s Polyrall XT marine wire and cable products also
provide superior properties and performance levels that are necessary for heavy-duty industrial applications
to both onshore and offshore platforms, ships and oil rigs. Many wire and cable applications require cables

with exterior armor and/or jacketing materials that can endure exposure to chemicals, extreme temperatures
and outside elements. The Company offers products that are specifically designed for these applications.
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The portable cord products in this product group consist of a wide variety of rubber and plastic insulated
cord products for power and control applications serving industrial, mining, entertainment, original
equipment manufacturers, and other markets. These products are used for the distribution of electrical power
but are designed and constructed to be used in dynamic and severe environmental conditions where a
flexible but durable power supply is required including both standard commercial cord and cord products
designed to meet customer specifications. Portable rubber-jacketed power cord, the Company s highest
volume selling cord product line, is typically manufactured without a connection device at either end and is
sold in standard and customer-specified lengths. The cords are also sold to original equipment manufacturers
for use as power cords on their products and in other applications, in which case the cord is made to the
original equipment manufacturers specifications. The Company also manufactures portable cord for use with
moveable heavy equipment and machinery. The Company s portable cord products are sold primarily through
electrical distributors and electrical retailers to industrial customers, original equipment manufacturers,
contractors and consumers.

The transportation products consist primarily of ignition wire sets for sale to the automotive aftermarket.
These products are sold primarily to automotive parts retailers and distributors. The Company s automotive
products are also sold on a private label basis to retailers and other automotive parts manufacturers. Other
products include cable harnesses (assemblies) for use in industrial control applications as well as medical
applications. These assemblies are used in such products as industrial machinery, diagnostic imaging and
transportation equipment. These products are sold primarily to original equipment manufacturers and
industrial equipment manufacturers.

Construction products  This product group includes wire and cable products for construction markets. These
products consist of construction cables, building wire and flexible cords. This grouping includes construction
cables that meet low-smoke, zero-halogen requirements and flame retardant cables. The cables are used in

the construction markets served by electrical distributors, contractors and retail home centers. The principal
end users are electricians, distributors, installation and engineering contractors and do-it-yourself consumers.

Communication products The communication products include wire and cable products that transmit
low-voltage signals for voice and data applications and electronic wire and cables.

One principal product category is data communication products that include high-bandwidth twisted copper
and fiber optic cables and multi-conductor cables for customer premises, local area networks and telephone
company central offices. Customer premise communication products are used for wiring at subscriber
premises, and include computer, riser rated and plenum rated wire and cable. Riser cable runs between floors
and plenum cable runs in air spaces, primarily above ceilings in non-residential structures. Local area
network cables run between computers along horizontal raceways and in backbones between servers. Central
office products interconnect components within central office switching systems and public branch
exchanges. The Company sells data communications products primarily through a direct sales force.

Another principal product category includes outside plant telecommunications exchange cable, which is
short haul trunk, feeder or distribution cable from a telephone company s central office to the subscriber
premises. The product consists of multiple paired conductors (ranging from two to 4,200 pairs) and various
types of sheathing, water-proofing, foil wraps and metal jacketing. Service wire is used to connect telephone
subscriber premises to curbside distribution cable. The Company sells telecommunications products
primarily to telecommunications system operators through its direct sales force under supply contracts of
varying lengths and to telecommunications distributors. The contracts do not guarantee a minimum level of
sales.
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The Company s electronics products include multi-conductor, multi-pair, coaxial, hook-up, audio and
microphone cables, speaker and television lead wire and high temperature and shielded electronic wire.
Primary uses for these products are various applications within commercial, industrial instrumentation and
control and residential markets. These markets require a broad range of multi-conductor products for
applications involving programmable controllers, robotics, process control and computer integrated
manufacturing, sensors and test equipment, as well as cable for fire alarm, smoke detection, sprinkler
control, entertainment and security systems.

The Company produces and sells fiber-optic submarine communication cable systems and special cables for
the offshore industry and other underwater and terrestrial applications. Products include fiber-optic
submarine cables and hardware, low detection profile cables, turnkey submarine networks, and offshore
systems integration.

Rod Mill products Rod Mill products include continuous cast copper and aluminum rod, which is sold to
other wire and cable manufacturers. These products are only produced and sold by PDIC operations in our
ROW segment. Copper and aluminum rod are the key material used in the manufacturing of wire and cable
products. Customers in this segment rely on the Company to provide just-in-time delivery of this important
component.

Table of Contents 15



Edgar Filing: GENERAL CABLE CORP /DE/ - Form 10-K

Table of Contents

Industry and Market Overview

The wire and cable industry is competitive, mature and cost driven. For many product offerings, there is little
differentiation among industry participants from a manufacturing or technology standpoint. During recent years and
continuing through 2007, the Company s end markets have continued to demonstrate recovery from the low points of
demand experienced in 2003. However, beginning in the fourth quarter of 2007 and continuing throughout 2008, an
economic slowdown in the United States and slowing growth in certain European markets resulted in lower demand as
compared to 2007. In the past several years, there has been significant merger and acquisition activity which, the
Company believes, has led to a reduction in inefficient, high cost capacity in the industry. Wire and cable products are
relatively low value added, higher weight (and therefore relatively expensive to transport) and often subject to
regional or country specifications. The wire and cable industry is raw materials intensive with copper and aluminum
comprising the major cost components for cable products. Changes in the cost of copper and aluminum are generally
passed through to the customer, although there can be timing delays of varying lengths depending on the volatility in
metal prices, the type of product, competitive conditions and particular customer arrangements.

Raw Materials Sources and Availability

The principal raw materials used by General Cable in the manufacture of its wire and cable products are copper and
aluminum. The price of copper and aluminum as traded on the London Metal Exchange ( LME ) and COMEX has
historically been subject to considerable volatility and, during the past few years, global copper prices have
established new average record highs.

Average daily selling price:

($ per pound) Quarter 1 Quarter 2 Quarter 3 Quarter 4 Year to Date
Copper Cathode

2008 3.53 3.80 345 1.75 3.13
2007 2.70 3.46 348 3.25 3.22
2006 2.25 3.37 3.54 3.19 3.09
Aluminum

2008 1.28 1.38 1.31 0.87 1.21
2007 1.30 1.28 1.19 1.14 1.23
2006 1.15 1.26 1.18 1.28 1.22

The Company purchases copper and aluminum from various global sources, generally through annual supply and
derivative contracts. Copper and aluminum are available from many sources, however, unanticipated problems with
the Company s copper or aluminum rod suppliers could negatively affect the Company s business. In North America,
the Company has centralized the purchasing of its copper, aluminum and other significant raw materials to capitalize
on economies of scale and to facilitate the negotiation of favorable purchase terms from suppliers. In 2008, the
Company s largest supplier of copper rod accounted for approximately 91% of its North American copper purchases
while the largest supplier of aluminum rod accounted for approximately 84% of its North American aluminum
purchases. The Company s European operations purchases copper and aluminum rod from many suppliers or brokers
with each generally providing a small percentage of the total copper and aluminum rod purchased. The Company s
ROW segment internally produces the majority of its copper and aluminum rod production needs and obtains cathode
and ingots from various suppliers with each supplier generally providing a small percentage.

Other raw materials utilized by the Company include nylon, polyethylene resin and compounds and plasticizers,
fluoropolymer compounds, optical fiber and a variety of filling, binding and sheathing materials. The Company
believes that all of these materials are available in sufficient quantities through purchases in the open market.

Patents and Trademarks

The Company believes that the success of its business depends more on the technical competence, creativity and
marketing abilities of its employees than on any individual patent, trademark or copyright. Nevertheless, the Company
has a policy of seeking patents when appropriate on inventions concerning new products and product improvements as
part of its ongoing research, development and manufacturing activities.

The Company owns a number of U.S. and foreign patents and has patent applications pending in the U.S. and abroad.
Through the recent acquisition of PDIC, the Company acquired patents in Brazil, Canada, China, India, Mexico,
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Taiwan, Thailand and in the United States. Although in the aggregate these patents are of considerable importance to
the manufacturing and marketing of many of the Company s products, the Company does not consider any single
patent or group of patents to be material to its business as a whole. While the Company occasionally obtains patent
licenses from third parties, none are deemed to be material.
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The Company also owns a number of U.S. and foreign registered trademarks and has many applications for new
registrations pending. The Company acquired registered trademarks and trade names related to Phelps Dodge
International Corporation and PDIC global marks and symbols. Although in the aggregate these trademarks are of
considerable importance to the manufacturing and marketing of many of the Company s products, the Company does
not consider any single trademark or group of trademarks to be material to its business as a whole with the exception
of the recently acquired PDIC related trademarks and trade names. Trademarks which are considered to be generally
important are General Cable®, Anaconda®, BICC®, Carol®, GenSpeed®, Helix/HiTemp®, NextGen®, and Silec®,
Polyrad® Phelps Dodge International Corporation® and Phelps Dodge International Corporation global symbol and
the Company s triad symbol. The Company believes that its products bearing these trademarks have achieved
significant brand recognition within the industry.

The Company also relies on trade secret protection for its confidential and proprietary information. The Company
routinely enters into confidentiality agreements with its employees. There can be no assurance, however, that others
will not independently obtain similar information and techniques or otherwise gain access to the Company s trade
secrets or that the Company will be able to effectively protect its trade secrets.

Seasonality

General Cable generally has experienced and expects to continue to experience certain seasonal trends in construction
related product sales and customer demand. Demand for construction related products during winter months in certain
geographies is usually lower than demand during spring and summer months. Therefore, generally, larger amounts of
cash are required during winter months in order to build inventories in anticipation of higher demand during the spring
and summer months, when construction activity increases. In turn, receivables related to higher sales activity during
the spring and summer months are generally collected during the fourth quarter of the year. Additionally, the
Company has historically experienced changes in demand resulting from poor or unusual weather.

Competition

The markets for all of the Company s products are highly competitive and most markets include several competitors.
The Company believes that it has developed strong customer relations as a result of its ability to supply customer
needs across a broad range of products, its commitment to quality control and continuous improvement, its continuing
investment in information technology, its emphasis on customer service and its substantial product and distribution
resources.

Although the primary competitive factors for the Company s products vary somewhat across the different product
categories, the principal factors influencing competition are generally price, quality, breadth of product line,
inventory, delivery and customer service. Many of the Company s products are made to industry specifications, and are
therefore functionally interchangeable with those of competitors. However, the Company believes that significant
opportunities exist to differentiate all of its products on the basis of quality, consistent availability, conformance to
manufacturer s specifications and customer service. Within some markets such as local area networking cables,
conformance to manufacturer s specifications and technological superiority are also important competitive factors.
Adpvertising Expense

Advertising expense consists of expenses relating to promoting the Company s products, including trade shows,
catalogs, and e-commerce promotions, and is charged to expense when incurred. Advertising expense was
$11.1 million, $9.5 million and $8.2 million in 2008, 2007 and 2006, respectively.

Environmental Matters

The Company is subject to a variety of federal, state, local and foreign laws and regulations covering the storage,
handling, emission and discharge of materials into the environment, including CERCLA, the Clean Water Act, the
Clean Air Act (including the 1990 amendments) and the Resource Conservation and Recovery Act. While it is
difficult to estimate future environmental liabilities accurately, the Company does not currently anticipate any material
adverse effect on its consolidated results of operations, financial position or cash flows as a result of compliance with
federal, state, local or foreign environmental laws or regulations or remediation costs of the sites as fully discussed
below in Item 3 Legal Proceeding and Note 17 Commitments and Contingencies to the Consolidated Financial
Statements.
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Employees
At December 31, 2008, General Cable employed approximately 13,000 persons, and collective bargaining agreements
covered approximately 7,000 employees, or 54% of total employees, at various locations around the world. During the
five calendar years ended December 31, 2008, the Company experienced two strikes in North America both of which
were settled on satisfactory terms. There were no other major strikes at any of the Company s facilities during the five
years ended December 31, 2008. In the United States, Canada, Chile, Thailand, Venezuela and Zambia union
contracts will expire at seven facilities in 2009 and seven facilities in 2010 representing approximately 9.6% and
14.6%, respectively, of total employees as of December 31, 2008. The Company believes it will successfully
renegotiate these contracts as they come due. For countries not specifically discussed above, labor agreements, if
applicable, are generally negotiated on an annual or bi-annual basis.
Disclosure Regarding Forward-Looking Statements
Certain statements in the 2008 Annual Report on Form 10-K including, without limitation, statements regarding future
financial results and performance, plans and objectives, capital expenditures and our or management s beliefs,
expectations or opinions, are forward-looking statements, and as such, we desire to take advantage of the safe harbor
which is afforded such statements under the Private Securities Litigation Reform Act of 1995. Forward-looking
statements are those that predict or describe future events or trends and that do not relate solely to historical matters.
You can generally identify forward-looking statements as statements containing the words believe, expect, may,
anticipate, intend, estimate, project, plan, assume, seek to or other similar expressions, alth
forward-looking statements contain these identifying words.
Actual results may differ materially from those discussed in forward-looking statements as a result of factors, risks
and uncertainties over many of which we have no control. These factors include, without limitation, the following:
economic and political consequences resulting from terrorist attacks, war and political and social unrest; economic
consequences arising from natural disasters and other similar catastrophes, such as floods, earthquakes, hurricanes and
tsunamis; domestic and local country price competition, particularly in certain segments of the power cable market
and other competitive pressures; general economic conditions, particularly those in the construction, energy and
information technology sectors; changes in customer or distributor purchasing patterns in our business segments; our
ability to increase manufacturing capacity and productivity; the financial impact of any future plant closures; our
ability to successfully complete and integrate acquisitions and divestitures; our ability to negotiate extensions of labor
agreements on acceptable terms and to successfully deal with any labor disputes; our ability to service, and meet all
requirements under, our debt, and to maintain adequate domestic and international credit facilities and credit lines; our
ability to pay dividends on our preferred stock; our ability to make payments of interest and principal under our
existing and future indebtedness and to have sufficient available funds to effect conversions and repurchases from
time to time; lowering of one or more debt ratings issued by nationally recognized statistical rating organizations, and
the adverse impact such action may have on our ability to raise capital and on our liquidity and financial conditions;
the impact of unexpected future judgments or settlements of claims and litigation; our ability to achieve target returns
on investments in our defined benefit plans; our ability to avoid limitations on utilization of net losses for income tax
purposes; the cost and availability of raw materials, including copper, aluminum and petrochemicals; our ability to
increase our selling prices during periods of increasing raw material costs; the impact of foreign currency fluctuations,
devaluations and changes in interest rates; the impact of technological changes; and other material factors. See
Item 1A, Risk Factors, for a more detailed discussion on some of these risks. We do not undertake and specifically
decline any obligation to update or correct any forward-looking statements to reflect events or circumstances after the
date of such statements or to reflect the occurrence of anticipated or unanticipated events.
Available Information
The Company s principal executive offices are located at 4 Tesseneer Drive, Highland Heights, Kentucky 41076-9753
and its telephone number is (859) 572-8000. The Company s internet address is www.generalcable.com. General
Cable s annual report on Form 10-K, quarterly reports on Form 10-Q and current reports on Form 8-K, and
amendments to those reports filed or furnished pursuant to Section 13(a) or 15(d) of the Exchange Act, are made
available free of charge at www.generalcable.com as soon as reasonably practicable after we electronically file such
material with, or furnish it to, the Securities and Exchange Commission (SEC). In addition, the Company will provide,
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at no cost, paper or electronic copies of our reports and other filings made with the SEC. Requests should be directed
to: Investor Relations, General Cable Corporation, 4 Tesseneer Drive, Highland Heights, KY 41076-9753.

The information on the website listed above is not and should not be considered part of this annual report on Form
10-K and is not incorporated by reference in this document. This website address is and is only intended to be an
inactive textual reference.
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Executive Officers of the Registrant

The following table sets forth certain information concerning the executive officers of General Cable on December 31,
2008.

Name Age Position

Gregory B. Kenny 56 President, Chief Executive Officer and Class II Director

Brian J. Robinson 40 Executive Vice President, Chief Financial Officer and Treasurer

Robert J. Siverd 60 Executive Vice President, General Counsel and Secretary

J. Michael Andrews 44 Executive Vice President

Domingo Goenaga 67 Executive Vice President, President and Chief Executive Officer, General Cable
Europe and North Africa

Gregory J. Lampert 41 Executive Vice President, President and Chief Executive Officer, General Cable
North America

Roddy Macdonald 60 Executive Vice President, Global Sales and Business Development

Mathias Sandoval 48 Executive Vice President, General Cable Rest of World, President and Chief

Executive Officer, Phelps Dodge International Corporation
Mr. Kenny has been one of General Cable s directors since 1997 and has been President and Chief Executive Officer
since August 2001. He served as President and Chief Operating Officer from May 1999 to August 2001. He served as
Executive Vice President and Chief Operating Officer of General Cable from March 1997 to May 1999. From
June 1994 to March 1997, he was Executive Vice President of General Cable s immediate predecessor. He is also a
director of Corn Products International, Inc. (NYSE: CPO) and Cardinal Health, Inc (NYSE: CAH). He is member of
the Board of Directors of the Federal Reserve Bank of Cleveland (Cincinnati Branch).
Mr. Robinson has served as Executive Vice President, Chief Financial Officer and Treasurer since January 1, 2008.
He served as Senior Vice President, Chief Financial Officer and Treasurer from January 2007 to December 2007. He
served as Senior Vice President, Controller and Treasurer from March 2006 to December 2006. He served as General
Cable Controller from 2000 to February 2006 and Assistant Controller from 1999 to 2000. From 1997 until 1999, he
served as an Audit Manager focused on accounting services for global companies for Deloitte & Touche LLP, and
from 1991 to 1997, he served in roles of increasing responsibility with the Deloitte & Touche LLP office in
Cincinnati, Ohio.
Mr. Siverd has served as Executive Vice President, General Counsel and Secretary of General Cable since
March 1997. From July 1994 until March 1997, he was Executive Vice President, General Counsel and Secretary of
the predecessor company.
Mr. Andrews last day of employment was December 31, 2008 under a Separation Agreement and Addendum,
Departure of Principal Officer incorporated by reference (exhibit 10.50).
Mr. Goenaga has served as Executive Vice President, President and Chief Executive Officer, Europe and North
Africa since October 2007. He was President and Chief Executive Officer of General Cable Europe since 2001.
Mr. Goenaga joined General Cable in 1963. Throughout his service with General Cable, Mr. Goenaga has held
numerous leadership roles in both finance and general management, including Managing Director of General Cable
Iberia.
Mr. Lampert has served as Executive Vice President, President and Chief Executive Officer for General Cable North
America since August 1, 2008. Prior to that, Mr. Lampert was Executive Vice President and Group President, North
America Electrical and Communications Infrastructure since October 2007. He served as Senior Vice President and
General Manager Data Communications and Carol Brand Products from August 2005 until September 2007. He
served as Vice President and General Manager Carol Brand Products from January 2004 until July 2005. He served
as Vice President of Sales Electrical and Industrial Distribution from July 2000 until December 2003. He served as
Product Manager Building Wire from April 1998 until June 2000. Prior to joining General Cable, Mr. Lampert spent
eight years with The Dow Chemical Company in sales and marketing roles of increasing responsibility.
Mr. Macdonald has served as Executive Vice President of Global Sales and Business Development since
October 2007. He was Senior Vice President, Sales and Business Development for General Cable since
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September 2001. He joined the Company as Senior Vice President and General Manager, Electrical Cables in
December 1999. From the period 1994 1999, Mr. Macdonald served as Vice President, Human Resources,
Information Technology and Corporate Secretary for Commonwealth Aluminum Corporation. In 1995,
Mr. Macdonald was appointed to the position of Executive Vice President, Corporate Systems for Commonwealth,
and in 1997, he assumed the role of President of Alflex Corporation, a subsidiary of Commonwealth that
manufactures armored cable products. He served for 25 years as an officer in the British Armed Services. In 1983 he
was made a Member of the Order of the British Empire for services leading commando forces in combat in the
Falkland Islands and ended his distinguished military career in 1993 as a Brigadier General.
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Mr. Sandoval has served as Executive Vice President of General Cable Rest of World and President and Chief
Executive Officer of Phelps Dodge International Corporation ( PDIC ) since October 2007. He began his 24-year career
with PDIC as a process engineer in Costa Rica and has held positions in engineering, operations and management,
including General Manager of PDIC s Honduras-based business, President of their Venezuelan operations, Vice
President of their Global Aluminum Business Segment and Vice President of PDIC s Global Energy Segment. He
became President of PDIC in 2001. He has served on Boards of Directors for joint ventures between United States
companies and private- and government-owned enterprises in China, Thailand, the Philippines, Zambia, South Africa,
Mexico, Honduras, Costa Rica, Panama, Venezuela, Ecuador, Brazil and Chile.
ITEM 1A. RISK FACTORS
Unless the context indicates otherwise, all references to we , us , our in this Item 1A, Risk Factors, refer to
Company. We are subject to a number of risks listed below, which could have a material adverse effect on our
financial condition, results of operations and value of our securities.
Certain statements in the 2008 Annual Report on Form 10-K including, without limitation, statements regarding future
financial results and performance, plans and objectives, capital expenditures and our or management s beliefs,
expectations or opinions, are forward-looking statements, and as such, we desire to take advantage of the safe harbor
which is afforded such statements under the Private Securities Litigation Reform Act of 1995. Our forward-looking
statements should be read in conjunction with our comments in this report under the heading, Disclosure Regarding
Forward-Looking Statements. Actual results may differ materially from those statements as a result of factors, risks
and uncertainties over which we have no control. Such factors include, but are not limited to, the risks and
uncertainties discussed below.
Risks Related to Our Business

Our net sales, net income and growth depend largely on the economic strength of the geographic markets that

we serve, and if these markets become weaker, we would suffer decreased sales and net income.
Many of our customers use our products as components in their own products or in projects undertaken for their
customers. Our ability to sell our products is largely dependent on general economic conditions, including how much
our customers and end-users spend on power transmission and distribution infrastructures, industrial manufacturing
assets, new construction and building, information technology and maintaining or reconfiguring their communications
networks. Should the economic slowdown in the United States and European markets worsen or expand more fully to
other parts of the world, the Company would suffer a decrease in sales and net income.

The markets for our products are highly competitive, and if we fail to invest in product development,

productivity improvements and customer service and support, sales of our products could be adversely

affected.
The markets for copper, aluminum and fiber optic wire and cable products are highly competitive, and some of our
competitors may have greater financial resources than ours. We compete with at least one major competitor with
respect to each of our business segments. Many of our products are made to common specifications and therefore may
be fungible with competitors products. Accordingly, we are subject to competition in many markets on the basis of
price, delivery time, customer service and our ability to meet specific customer needs.
We believe that competitors will continue to improve the design and performance of their products and to introduce
new products with competitive price and performance characteristics. We expect that we will be required to continue
to invest in product development, productivity improvements and customer service and support in order to compete in
our markets. Furthermore, an increase in imports of competing products could adversely affect our sales on a region
by region basis.

Our business is subject to the economic, political and other risks of maintaining facilities and selling products

in foreign countries.
During the year ended December 31, 2008, approximately 65% of our sales and approximately 76% of our assets were
in markets outside North America. Our operations outside North America generated approximately 39% of our cash
flows from operations during this period. Our financial results may be adversely affected by significant fluctuations or
devaluations in the value of the U.S. dollar against foreign currencies or by the enactment of exchange controls or
foreign governmental or regulatory restrictions on the transfer of funds. In addition, negative tax consequences
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Furthermore, our foreign operations are subject to risks inherent in maintaining operations abroad, such as economic
and political destabilization, international conflicts, restrictive actions by foreign governments, nationalizations,
changes in regulatory requirements, the difficulty of effectively managing diverse global operations, adverse foreign
tax laws and the threat posed by potential international disease pandemics in countries that do not have the resources
necessary to deal with such outbreaks. Over time, we intend to continue to expand our foreign operations, which
would serve to exacerbate these risks and their potential effect on our business, financial position and results of
operations. In particular, with the acquisition of PDIC, we have significant operations in countries in Central and
South America, Africa and Asia. Economic and political developments in these countries, including future economic
changes or crises (such as inflation, currency devaluation or recession), government deadlock, political instability,
civil strife, international conflicts, changes in laws and regulations and expropriation or nationalization of property or
other resources, could impact our operations or the market value of our common stock and have an adverse effect on
our business, financial condition and results of operations. Although PDIC and its subsidiaries maintain political risk
insurance related to its operations in a number of countries, any losses we may incur may not be covered by this
insurance and, even if covered, such insurance may not fully cover such losses. In addition to these general risks, there
are significant country specific risks including:
Brazil and other Latin American countries have historically experienced uneven periods of economic growth
as well as recession, high inflation, currency devaluation and economic instability. The countries
governments have been known to intervene in their respective economies, which have involved price
controls, currency devaluations, capital controls and limits on imports.

Thailand recently experienced significant political and militant unrest in certain provinces. The
country s elected government was overthrown in September 2006, with an elected government only recently
restored.

Venezuela has experienced difficult economic conditions, relatively high levels of inflation, and foreign
exchange and price controls. The President of Venezuela has the authority to legislate certain areas by
decree, and the Venezuelan government has nationalized or announced plans to nationalize certain industries
and has sought to expropriate certain companies and property.

Algeria has a tumultuous past, characterized by violence and terrorism. The country s government has been
moderately successful in neutralizing these threats creating a more receptive political and social atmosphere.
Compliance with foreign and U.S. laws and regulations applicable to our international operations, including
the Foreign Corruption Practices Act (FCPA), is difficult and may increase the cost of doing business in
international jurisdictions.
Various laws and regulations associated with our current international operations are complex and increase our cost of
doing business. Furthermore, these laws and regulations expose us to fines and penalties if we fail to comply with
them. These laws and regulations include import and export requirements, U.S. laws such as the FCPA, and local laws
prohibiting corrupt payments to governmental officials. Although we have implemented policies and procedures
designed to ensure compliance with these laws, there can be no assurance that our employees, contractors and agents
will not take actions in violation of our policies, particularly as we expand our operations through organic growth and
acquisitions. Any such violations could subject us to civil or criminal penalties, including substantial fines or
prohibitions on our ability to offer our wire and cable products in one or more countries, and could also materially
damage our reputation, our brand, our international expansion efforts, our business and our operating results. In
addition, if we fail to address the challenges and risks associated with our international expansion and acquisition
strategy, we may encounter difficulties implementing our strategy, which could impede our growth or harm our
operating results.
Volatility in the price of copper and other raw materials, as well as fuel and energy, could adversely affect our
businesses.
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The costs of copper and aluminum, the most significant raw materials we use, have been subject to considerable
volatility over the past few years. Volatility in the price of copper, aluminum, polyethylene, petrochemicals, and other
raw materials, as well as fuel, natural gas and energy, may in turn lead to significant fluctuations in our cost of sales.
Additionally, sharp increases in the price of copper can also reduce demand if customers decide to defer their
purchases of copper wire and cable products or seek to purchase substitute products. Although we attempt to recover
copper and other raw material price changes either in the selling price of our products or through our commodity
hedging programs, there is no assurance that we can do so successfully or at all in the future.

Interruptions of supplies from our key suppliers may affect our results of operations and financial

performance.
Interruptions of supplies from our key suppliers, including as a result of catastrophes such as hurricanes, earthquakes,
floods or terrorist activities, could disrupt production or impact our ability to increase production and sales. All copper
and aluminum rod used in our North American operations is externally sourced, and our largest supplier of copper rod
accounted for approximately 91% of our North American purchases in 2008 while our largest supplier of aluminum
rod accounted for approximately 84% of our North American purchases in 2008. The Company s European operations
purchase copper and aluminum rod from many suppliers with each supplier generally providing a small percentage of
the total copper and aluminum rod purchased while operations in ROW internally produce the majority of their copper
and aluminum rod production needs and obtain cathode and ingots from various sources with each supplier generally
providing a small percentage of the total amount of raw materials purchased. Any unanticipated problems with our
copper or aluminum rod suppliers could have a material adverse effect on our business. Additionally, we use a limited
number of sources for most of the other raw materials that we do not produce. We do not have long-term or volume
purchase agreements with most of our suppliers, and may have limited options in the short-term for alternative supply
if these suppliers fail to continue the supply of material or components for any reason, including their business failure,
inability to obtain raw materials or financial difficulties. Moreover, identifying and accessing alternative sources may
increase our costs.
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Failure to negotiate extensions of our labor agreements as they expire may result in a disruption of our

operations.
As of December 31, 2008, approximately 54% of our employees were represented by various labor unions. During the
five calendar years ended December 31, 2008, we have experienced only two strikes, which were settled on
satisfactory terms.
We are party to labor agreements with unions that represent employees at many of our manufacturing facilities. In the
United States, Canada, Chile, Thailand, Venezuela and Zambia, union contracts will expire at seven facilities in 2009
and seven facilities in 2010 representing approximately 9.6% and 14.6%, respectively, of total employees as of
December 31, 2008. Labor agreements are generally negotiated on an annual or bi-annual basis unless otherwise noted
above and the risk exists that labor agreement may not be renewed on reasonably satisfactory terms to the Company or
at all. We cannot predict what issues may be raised by the collective bargaining units representing our employees and,
if raised, whether negotiations concerning such issues will be successfully concluded. A protracted work stoppage
could result in a disruption of our operations which could, in turn, adversely affect our ability to deliver certain
products and our financial results.

Our inability to continue to achieve productivity improvements may result in increased costs.
Part of our business strategy is to increase our profitability by lowering costs through improving our processes and
productivity. In the event we are unable to continue to implement measures improving our manufacturing techniques
and processes, we may not achieve desired efficiency or productivity levels and our manufacturing costs may increase.
In addition, productivity increases are related in part to factory utilization rates. Unanticipated decreases in utilization
rates may adversely impact productivity.

Changes in industry standards and regulatory requirements may adversely affect our business.
As a manufacturer and distributor of wire and cable products for customers that operate in various industries, we are
subject to a number of industry standard-setting authorities, such as Underwriters Laboratories, the
Telecommunications Industry Association, the Electronics Industries Association, the International Electrotechnical
Commission and the Canadian Standards Association. In addition, many of our products are subject to the
requirements of federal, state and local or foreign regulatory authorities. Changes in the standards and requirements
imposed by such authorities could have an adverse effect on us. In the event that we are unable to meet any such new
or modified standards when adopted, our business could be adversely affected.
In addition, changes in the legislative environment could affect the growth and other aspects of important markets
served by us. The Energy Policy Act of 2005 was enacted to establish a comprehensive, long-range national energy
policy. Among other things, it provides tax credits and other incentives for the production of traditional sources of
energy, as well as alternative energy sources, such as wind, wave, tidal and geothermal power generation systems.
Although we believe this legislation has had a positive impact on us and our financial results, we cannot be certain
that this impact will continue. Further, we cannot predict the impact, either positive or negative, that changes in laws
or industry standards may have on our future financial results, cash flows or financial position.

Advancing technologies, such as fiber optic and wireless technologies, may continue to make some of our

products less competitive.
Technological developments continue to have an adverse effect on elements of our business. For example, a continued
increase in the rate of installations using fiber optic systems or an increase in the cost of copper-based systems may
have an adverse effect on our business. While we do manufacture and sell fiber optic cables, any further acceleration
in the erosion of our sales of copper cables due to increased market demand for fiber optic cables would most likely
not be offset by an increase in sales of our fiber optic cables.
Also, advancing wireless technologies, as they relate to network and communications systems represent an alternative
to certain copper cables we manufacture and may reduce customer demand for premise wiring. Traditional telephone
companies are facing increasing competition within their respective territories from, among others, providers of voice
over Internet protocol ( VoIP ) and wireless carriers. Wireless communications depend heavily on a fiber optic
backbone and do not depend as much on copper-based systems. The increased acceptance and use of VoIP and
wireless technology, or introduction of new wireless or fiber-optic based technologies, continues to have an adverse
effect on the marketability of our products and our profitability. Our sales of copper premise cables currently face

Table of Contents 28



Edgar Filing: GENERAL CABLE CORP /DE/ - Form 10-K

downward pressure from wireless and VoIP technology, and the increased acceptance and use of these technologies
has heighten this pressure and the potential negative impact on our results of operations.
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We are substantially dependent upon distributors and retailers for non-exclusive sales of our products and

they could cease purchasing our products at any time.
During 2007 and 2008, approximately 36% and 38%, respectively, of our domestic net sales were made to
independent distributors and four of our ten largest customers were distributors. Distributors accounted for a
substantial portion of sales of our communications- and industrial-related products. During 2007 and 2008,
approximately 10%, respectively, of our domestic net sales were to retailers. The two largest retailers combine to
account for approximately 2%, respectively, of our worldwide net sales in 2007 and 2008.
These distributors and retailers are not contractually obligated to carry our product lines exclusively or for any period
of time. Therefore, these distributors and retailers may purchase products that compete with our products or cease
purchasing our products at any time. The loss of one or more large distributors or retailers could have a material
adverse effect on our ability to bring our products to end users and on our results of operations. Moreover, a downturn
in the business of one or more large distributors or retailers could adversely affect our sales and could create
significant credit exposure.

In each of our markets, we face pricing pressures that could adversely affect our results of operations and

financial performance.
We face pricing pressures in each of our markets as a result of significant competition or over-capacity. While we
continually work toward reducing our costs to respond to the pricing pressures that may continue, we may not be able
to achieve proportionate reductions in costs. As a result of over-capacity and economic and industry downturn in the
communications and industrial markets in particular, pricing pressures increased in 2002 and 2003, and continued into
2004. While we generally have been successful in raising prices to recover increased raw material costs since the
second quarter of 2004, pricing pressures continued from 2005 through 2008, and price volatility is expected for the
foreseeable future. Further pricing pressures, without offsetting cost reductions, could adversely affect our financial
results.

If either our uncommitted accounts payable confirming arrangement or our accounts receivable financing

arrangement for our European operations is cancelled, our liquidity may be negatively impacted.
Our Spanish operations participate in accounts payable confirming arrangements with several European financial
institutions. We negotiate payment terms with suppliers of generally 180 days and submit invoices to the financial
institutions with instructions for the financial institutions to transfer funds from our Spanish operations accounts on
the due date (on day 180) to the receiving parties to pay the invoices in full. At December 31, 2008, the arrangements
had a maximum availability limit of the equivalent of approximately $408.6 million, of which approximately
$238.5 million was drawn. We also have approximately $145.3 million available un
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