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P R E S E N T A T I O N

Operator

Good morning, ladies and gentlemen, and welcome to the Plexus Corp. conference call regarding its first fiscal quarter 2011
earnings announcement. At this time, all participants are in a listen-only mode. After a brief discussion by management, we will
open the conference call for questions. The conference call is scheduled to last approximately one hour.

I would now like to turn the call over to Mr. Angelo Ninivaggi, Plexus Vice President, General Counsel and Secretary. Angelo?

Angelo Ninivaggi - Plexus - VP, General Counsel and Secretary

Thank you, Alli. Good morning everyone and thank you for joining us this morning.
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Before we begin, I would like to establish that statements made during this conference call that are not historical in nature, such
as statements in the future tense and statements including believe, expect, intend, plan, anticipate, and similar terms and
concepts are forward-looking statements. Forward-looking statements are not guarantees since there are inherent difficulties
in predicting future results, and actual results could differ materially from those expressed or implied in the forward-looking
statements. For a list of major factors that could cause actual results to differ materially from those projected, please refer to
the Company's periodic SEC filings, particularly the risk factors in our Form 10-K filings for the fiscal year ended October 2, 2010,
and the Safe Harbor and fair disclosure statement in yesterday's press release.

The Company provides non-GAAP supplemental information. For example, our call today may refer to return on invested capital.
Non-GAAP financial measures, including return on invested capital, are used for internal management assessment because
such measures, we believe, provide additional insight into ongoing financial performance. For a full reconciliation of non-GAAP
supplemental information, please refer to yesterday's press release and our periodic SEC filings.

Joining me this morning are Dean Foate, President and Chief Executive Officer; Ginger Jones, Vice President and Chief Financial
Officer; and Mike, Buseman Senior Vice President of Global Manufacturing Operations. Let me now turn the call over to Dean
Foate.

Dean Foate - Plexus - President and CEO

Thank you, Angelo, and good morning everyone. Last night we reported results for our fiscal first quarter of 2011. Revenues
were $566 million, up 2% sequentially, with earnings per share of $0.61. Both revenue and earnings were in line with our guidance
range when we set guidance for the quarter. We were pleased to deliver a record revenue quarter with decent return on invested
capital performance of 17.3% in spite of a challenging environment.

Turning now to some additional insight into our performance by market sector during our fiscal first quarter, and current
expectations for fiscal Q2. Our Wireline/Networking sector was up sequentially, a solid 5% in fiscal Q1, in line with our expectations
when we established guidance for the quarter. It was a fairly uneventful quarter for our Wireline/Networking sector as customer
forecasts performed largely as we expected. Looking ahead to Q2, we currently expect our Wireline/Networking sector to be
flat to slightly down. Our Wireless Infrastructure sector was down approximately 10% sequentially in Q1, in line with our
expectations. This decline was largely a consequence of the ramp-down of the Cisco Starent program that offset growth in the
quarter with a couple of newer customers. We currently expect that our fiscal Q2 will be another difficult quarter for our Wireless
sector as we complete the exit of the Cisco Starent program. While we are currently forecasting growth for all other customers
in this sector, the ramp-down of the Cisco Starent program is expected to drive overall revenue performance in the sector down
approximately 30%.

Our Medical sector revenues were flat sequentially in fiscal Q1, in line with our expectations when we established guidance.
The quarter was perhaps unremarkable. We experienced the usual seasonal strength with GE Healthcare that offset a similar
but expected end market challenge with another significant customer in the sector. We currently anticipate that our Medical
sector will grow nicely in the low to mid single digit percentage range in our second fiscal quarter, driven by new program wins
and improving end market conditions for several customers that more than offset the GE Healthcare business returning to a
more normal run rate.

Revenue in our Industrial/Commercial sector was up approximately 2% in Q1, slightly better than anticipated when we established
guidance as several customers outperformed the earlier forecast. We continue to experience program delays for the Coca-Cola
Company programs while the customer continues to revise and refine the market launch program to ensure a success oriented
program. Specific reasons for the delays are best answered by the Coca-Cola Company and I will defer to their public statements.
With the continuing delays, we have decided to derisk our forecast by lowering expectation for these programs for the remainder
of fiscal 2011. This is a significant change from our view when we provided guidance last quarter when we highlighted delays
but still anticipated a substantially back end loaded year. We now have just $55 million in our forecast for the entire fiscal year,
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with the revenue split evenly between the first and the second half of the year. I want to make clear that our customer continues
to be enthusiastic and committed to the overall program, as are we. Even with the reduction in the Coca-Cola Company programs,
we still anticipate that our Industrial/Commercial sector will grow sequentially in the low to mid single digit percentage range
during our second fiscal quarter.

Our Defense, Security and Aerospace sector was up sequentially about 6% in Q1. We currently expect sequential growth to
continue in Q2 with revenues up in the mid-teens percentage range in the smaller sector.

Turning now to new business wins. During the fiscal first quarter we won 24 new manufacturing programs that we anticipate
will generate approximately $130 million in annualized revenue when programs are fully ramped in our Manufacturing Solutions
group. Our funnel of manufacturing opportunities remains healthy at $1.6 billion with 40 opportunities in the $10 million to
$50 million range. A program range we have demonstrated we can be very competitive. Additionally, about 40% of the funnel
is in Medical, while another 25% is in Industrial/Commercial, two sectors where we have strong momentum.

Our Engineering Solutions group enjoyed another strong quarter of new program wins totaling $17 million. The vast majority
of the revenue is with medical programs. Addressing capacity, utilization and global growth, our added tool capacity utilization
in Q1 was approximately 82% overall for the Company, a level that will limit our growth opportunities without further investment,
as Ginger will outline during her comments.

Turning now to guidance. We are establishing fiscal second quarter 2011 revenue guidance of $540 million to $570 million,
with EPS of $0.53 to $0.58, excluding any restructuring charges and including approximately $0.08 per share of stock-based
compensation expense. The midpoint of the guidance suggests a modest sequential decline in revenues as we largely complete
the Starent program and continue to ramp down Avocent. You might recall, as we had previously communicated, both of these
customers were acquired during 2010 and the acquirers chose to relocate these programs to their preferred EMS partners.
Additionally, the fiscal second quarter will be unfavorably impacted by the increase in seasonal structural operating costs
including salary adjustments which need to be absorbed in the financial model going forward.

Given my comments in the press release about the fiscal third quarter and the full year, I think it prudent to provide you some
additional insight in what is emerging as a challenging environment. While we did not guide full year fiscal 2011 revenue on
our conference call back in October, it is an important part of our normal process to update and refine our full year forecast just
prior to each quarter's Earnings Release. At that time, back in October, our forecast confirmed that we had a positive revenue
cushion to deliver revenue growth in excess of our 15% enduring growth goal This forecast anticipated the impact of both the
Starent and the Avocent programs exiting Plexus. Our current forecast indicated that our success in winning new programs
during fiscal 2009 and fiscal 2010, in combination with proved end market demand, would more than offset the lost business
and would deliver a very strong growth year in fiscal 2011. As you already know, we delivered our fiscal 2011 in line with
expectations, our fiscal Q1 in line with expectations, and aside from the meaningful delay in the two Coca-Cola programs, fiscal
Q2 appears to be holding up, as well.

But, as we refined our full year forecast in January in preparation for this call, it became apparent that softening of forecast in
the latter half of fiscal 2011 was troubling and very significant. Comparing our October full year forecast to our January full year
forecast, we have seen in excess of $100 million of forecast erosion in fiscal Q3 alone. About half is broad-based across all sectors,
exclusive of the amount attributable to the delay of the Coca-Cola Company programs. The confluence of these issues sets our
expectations for a challenging fiscal Q3 as we currently anticipate revenues to be down sequentially in the mid single digit
percentage range from the midpoint of our fiscal Q2 guidance. The large swing in revenue will pressure gross margins and
operating margins during Q3, although we execute plans to mitigate the impact.

We currently anticipate that Q4 will grow sequentially from Q3, with margins trending back to our financial model. It is important
to consider that the forecast for fiscal Q4 also experiences substantial overall revenue reduction relative to the October forecast,
although the reductions were not as broad-based as the reductions in Q3. In spite of these challenges, we still currently anticipate
that we will deliver fiscal 2011 revenue growth in the range of 10% to 13%. If achieved, this will be a strong organic revenue
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growth, although below our enduring goal of 15% revenue growth and below our expectations just a quarter ago. The exceptional
growth we experienced in fiscal 2010, in combination with the underlying success and growth in fiscal 2011, gives us confidence
in our strategy and the value of the Plexus planned brand in the EMS marketplace. This confidence compels us to continue with
investments with the appropriate time line investments to support longer term growth.

Ginger will discuss these investments and other details about the quarter in her comments. Ginger?

Ginger Jones - Plexus - VP and CFO

Thank you, Dean. As Dean mentioned earlier, revenue was largely as we expected and at the midpoint of our guidance range.
Gross profit was 9.7% for the first fiscal quarter. This was in line with our expectations and below the fiscal fourth quarter. This
reflected the mix change in our revenue during the quarter, as some mature programs were replaced by newer programs which
are inherently less profitable while they ramp to volume.

Selling and administrative costs were $27.1 million, in line with our expectations and lower than our spending in the fiscal fourth
quarter. The reduction in spending was a result of lower incentive compensation expense, and restraint in hiring and managing
our discretionary spending. SG&A costs as a percentage of revenue decreased again this quarter to 4.8%, an expected result as
we managed spending carefully and obtained better leverage from increased revenue during the quarter. Operating profit was
in line with our expectations at 4.9%, very close to our model of 5% operating earnings. Diluted earnings per share were positively
impacted by our lower estimated tax rate. Our estimated tax rate for fiscal 2011 as we entered the fiscal year was 5%. This is
now estimated to be 3% based on the forecasted regional mix of earnings for the full year. Consequently, diluted EPS for the
fiscal first quarter was $0.01 higher than we would have anticipated. As a reminder, variations in mix of forecasted earnings
between jurisdictions can have a significant impact quarter to quarter on our estimated tax rate. Earnings in our Asian locations
benefit from negotiated tax holidays in both Malaysia and China, while US earnings are taxed at a full 38% federal and state tax
rate.

Return on invested capital was 17.3% for the fiscal first quarter, above our weighted average cost of capital of 13.5%. Our target
is to deliver ROIC of 500 basis points, above our weighted average cost of capital or 18.5%. We were not able to do that in the
fiscal first quarter based largely on increased investment in working capital during the quarter. Working capital ended the fiscal
first quarter higher than we expected with increases in both the dollar amounts and in the days of cash cycle. Cash cycle increased
by eight days from the prior fiscal quarter to 78 days. We had discussed a range of 78 to 80 days for the fiscal first quarter before
cash deposits, which we are now reflecting in our disclosures for better optics. Adjusting for the deposits, the numbers for fiscal
first quarter would have been 73 to 75 days.

I will now get into the details by balance sheet line items. Days in receivables increased by one day to 52 days. This was impacted
by the timing of shipments during the quarter and is within a normal range based on our agreed-upon payment terms. Days
in inventory were 93 days, up three days from our results in the prior fiscal quarter. The dollar value of inventory increased by
approximately $29 million, or about 6%. We are ramping new programs to offset lost revenue which challenges our cash cycle
metric as we are procuring inventory in advance of the revenue. One day of this inventory increase was to support inventory
for new customers that are ramping in the fiscal second quarter. The remaining increase in inventory dollars was largely based
on our customers' demand variability and some inventory that did not ship at the end of the quarter. We are actively involved
in managing these inventory levels down with the assistance of our customers to ensure that we are managing our balance
sheet prudently.

Accounts payable days decreased by four days to 62 days. Largely the result of the timing of inventory receipts during the
quarter which were concentrated in the early portion of the fiscal first quarter. Days of cash deposits were flat at five days or
$28.2 million. These are the deposits received from customers to offset the risk of inventory that we hold on their behalf. Free
cash flow for the quarter was negative in the amount of $34 million. We utilized $21 million of cash in our operations during
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the quarter, largely to fund the increased working capital described above. During the quarter we spent $13 million in capital
expenditures, primarily for equipment to support new programs and increased customer demand.

I'll now turn to some comments on the second quarter of fiscal 2011. Gross margin is expected to be in line with the results in
the fiscal first quarter in the range of 9.5% to 9.7%. This is lower than our targeted model of 10% and reflects changes in revenue
mix. As we have discussed, several significant programs that are mature, and therefore inherently more profitable, are beginning
to be replaced by new programs that are inherently less profitable as they ramp up. We are working to offset this projected
near term gross margin pressure with aggressive management of costs including SG&A, in an effort to protect operating profit
and to adjust for an even more challenging Q3 that Dean mentioned.

SG&A for the fiscal second quarter of 2011 is expected to be in the range of $27.5 million to $28 million. This is slightly higher
than spending in the first quarter of fiscal 2011. As we have discussed, during the fiscal second quarter we incurred expenses
related to merit increases for our employees. We expect to absorb approximately $0.5 million of expense on the SG&A line in
the fiscal second quarter. This increase is expected to be partially offset by a decrease in incentive compensation expense, as
the lower revenue and ROIC expectations for fiscal 2011 have reduced our expected accruals for incentive compensation.

Depreciation expense is expected to be approximately $11.6 million to $11.9 million in Q2. Up from $11.3 million in the fiscal
first quarter. We are estimating the effective tax rate for fiscal 2011 will be 3%. This is an increase from fiscal 2001 based on our
slightly improved outlook for the US footprint. As demonstrated in recent quarters, the tax rate can vary during the year based
on the mix of forecasted earnings between taxing jurisdictions.

Our expectations for the balance sheet are for inventory and accounts receivable to decrease based on our work to better
manage the balance sheet. Accounts payable are expected to decrease in dollar terms as well, based on the expected timing
of inventory received. Based on the forecasted level of revenue, we expect these decreases will result in lower cash cycle days.
We currently expect cash cycle days, net of cash deposits, of 76 to 78 days for the fiscal second quarter. Our capital spending
forecast for fiscal 2011 is expected to be approximately $100 million. Our global added tool capacity remains high at 82%, which
is not sustainable to support new programs and retain white space to show to potential new customers.

As a result we are making plans to expand our footprint in close proximity to our existing locations including the following
investments. The fourth manufacturing site in Penang, Malaysia that was announced in July 2010. We spent approximately $9
million in capital for this site in the fourth fiscal quarter for the acquisition of land. Spending on this facility was minor during
the fiscal first quarter of 2011 as we are focused on site preparation. The balance of the capital for the building and initial
equipment will be spent in the last three quarters of fiscal 2011. This project is on schedule to be operational in early fiscal 2012.

In December we announced the construction of a second facility in Xiamen China. This new facility will operate under the
existing management team and will add approximately 180,000 square feet of manufacturing capacity. Construction is expected
to begin in March of this year, with production to commence in the second half of calendar 2012. Also in December we announced
our decision to lease approximately 15,000 square feet in Darmstadt, Germany. The space will house an Engineering Solutions
Design Center and is expected to be operational in March 2011.

Finally, we have not made final decisions on the timing of our potential new facility in Oradea, Romania. Our plan is for a
manufacturing facility of between 160,000 to 215,000 square feet. Construction of the facility could begin late in fiscal 2011.
The start date for construction of this facility will depend on our overall outlook for the fiscal year.

Our financial model and targeted ROIC is designed to generate enough cash to support 15% to 18% revenue growth. With our
expected improvements in working capital in fiscal 2011, we expect that we can fund these capital expenditures and generate
free cash flow. As a reminder, we generated $113 million of free cash in F '09 and utilized $73 million in F '10 We believe these
ebbs and flows of cash are a normal part of the EMS business. We expect to fund investments in F '11 with our existing cash. As
a reminder, if needed, we have a committed $100 million line of credit with our existing bank group that could be utilized if we
have short-term cash needs.
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Despite the challenges in the fiscal year we are committed to our long-term, 5-10-5 financial model which is an ROIC target of
500 basis points over our WACC. For fiscal 2011 this would be 18.5%. We believe this 500 basis point spread is enough to absorb
any volatility in our weighted average cost of capital. And when coupled with our enduring revenue growth goal of 15% drive
significant growth in shareholder value, making a compelling investment case for our shareholders. A 10% gross margin target.
And finally, a 5% operating margin target. As demonstrated in our first quarter fiscal '11 results, we will try to protect the operating
margin whenever possible by managing near term gross profit pressure through spending discipline.

With that I will open the call for questions. We ask that you please limit yourself to one question and one follow-up. Operator,
please leave the line open for follow-up questions.

Q U E S T I O N S  A N D  A N S W E R S

Operator

(Operator Instructions). Our first question comes from Joe Whitney of Longbow Research. Please go ahead.

Joe Whitney - Longbow Research - Analyst

Hi. Joe calling in for Sean Harrison. Can you hear me?

Dean Foate - Plexus - President and CEO

Yes, I can.

Joe Whitney - Longbow Research - Analyst

First thing, I appreciate the candor on the third quarter forecast revisions. Maybe, Dean, you could just go into a little more
detail to the extent you can. You said they were broad-based. Are these delays? Are they cancellations? Any markets that you
can call out that are maybe a little bit more overweight than others that have changed their outlook? And is it specific to these
customers, as far as you know, or is it a negative macro outlook from your perspective too?

Dean Foate - Plexus - President and CEO

I'll do the best I can there. Obviously, part of the Q3 reduction overall is related to the delay in the Coca-Cola program. But
besides that, if you look at our forecast across sectors, we saw a substantial amount of reductions in forecasted demand in Q3
and a take-down even in Q4 for really a broad-based group of customers. And it really wasn't sector specific. We really saw quite
a bit of trimming across the entire customer set. And in our view, we started to see a little bit of this in the mid-quarter role that
we do in December, although it was hard to get a real good view of it at that time of the year, just given the difficulties of getting
a good read from customers and things because that role happens right in the middle of the holidays. But clearly when we
came in the January role it was clear that expectations for the entire year had come down.

So we saw a pretty strong, I would say, Q1. We actually saw some folks trying to push up the forecast in Q1. Some of which we
were able to service but some of it we were not able to service because we were not able to get all of the materials we needed.
So that drove a little bit of the higher inventory that Ginger talked about. Some of that demand flopped over into Q2. Customers
pulled some demand from Q3 up to Q2 and created that little deeper hole in Q3, generally speaking.
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So it's an interesting phenomenon because it just doesn't feel like the environment is quite as bad as the adjustments that we
saw to the forecast, particularly in Q3. And it feels a little bit like what we saw in the second quarter of our fiscal 2007 where we
saw a hole that developed in Q2 and then the rest of the year normalized and everything was fine. So I don't know how to
characterize it at this point any better than that other than to say it was across the sectors and it was across a lot of customers
generally. And I think they were just looking at their demand profile here in Q1 and Q2 and were pretty confident with that and
they were not as confident in Q3 and they wanted to avoid driving too much inventory into their channels and wanted to just
avoid getting ahead of themselves given that overall the economic growth is at a relatively slow pace.

Joe Whitney - Longbow Research - Analyst

Could it have been any of your customers trying to reserve pipeline capacity as the supply chain was very tight, 90, 180 days
ago?

Dean Foate - Plexus - President and CEO

It could have been that we're seeing some customers drive a little harder than they perhaps should have. I don't know that
there was a tremendous amount of that in our environment but certainly I think that accounted for a little of it. But I just think
it's a question of confidence in the second half and customers resetting to a different level of expectations.

Joe Whitney - Longbow Research - Analyst

Okay. Just as a real quick follow-up, if I run the numbers to get to 11% to 13% on the year, assuming a mid single digit type
decline in the third quarter, the fourth quarter would have to see a pretty decent sequential pop. So why the conviction you're
going to see that? And what's the risk that in 90 days customers ratchet down numbers, again your best odds how you came
up with that fourth quarter broad guidance?

Dean Foate - Plexus - President and CEO

I think there's a couple parts. One is we did see the fourth quarter come down when the Q3 came down. It didn't come down
as much and it was not as broad-based and we really worked hard to get a read from the customers on whether or not they felt
there was further risk. It felt to us like things appeared to be, at this point, fairly stable in Q4. We also have a substantial number
of new program wins that we'll be ramping up as the year unfolds. We've got a fair amount of confidence in ramp-up of those
new program wins and so at this point we think that we will see reasonably decent sequential growth in Q4. Obviously, given
what just happened, there is probably incrementally some risk on top of that but it just doesn't seem like a broader environment
is suggesting that things are really going to fall off a cliff like they did when we came into the recession. It just doesn't have the
same feel to it. Customers are more confident than that, I would say. It just feels a little bit like they've reset now to what they
believe is a more achievable level of growth looking forward.

Joe Whitney - Longbow Research - Analyst

Very good. Thanks, Dean.

Operator

Our next question comes from Brian Alexander of Raymond James. Please go ahead.
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Brian Alexander - Raymond James & Associates - Analyst

Thanks. Just Dean, trying to clear up some confusion. So if I look at your new outlook for FY '11 revenue, it's down about 5%
from where you were before. I think you were comfortable with 15% to 18% growth and now it's 10% to 13%, which is about
$100 million lower relative to last quarter. And you said you expect Coke to contribute roughly $55 million in FY '11, if I heard
you right, versus previously $150 million to $175 million. So based on that information alone, it appears the entire delta in your
FY '11 outlook is driven by Coke. Yet obviously you're commenting on more broad-based weakness in customer forecasts. So
I'm just confused and was hoping you can reconcile how much of the annual revenue reduction is Coke-driven versus driven
by other customer forecasts. And then I have a follow-up.

Dean Foate - Plexus - President and CEO

Maybe Ginger can fill in, too, a little bit here. I guess what we're saying is we took Coke down to that $55 million. If you consider
that we completed about a fourth of that revenue in Q1 and you look and you consider that, it's just marginally a little larger in
Q4 than it is in Q3 right now. So that's the shape of the Coke $55 million. And as I said, we had a substantial cushion in our overall
year that would have driven revenues substantially above the 15%, had the year unfolded. But we're conservative people so
we were pretty comfortable with that 15% revenue growth number. We could have had, had we achieved everything that was
in our forecast back in October, the number would have been starting to approach better than 18%. So that came down and
that's why I was suggesting that we took $100 million, October forecast compared to January forecast, out of the Q3 forecast.
When you look at the Q4 forecast, I believe we took about $80 million out of the Q4 forecast and the majority of that was
Coca-Cola. So I don't know if I got to where you're headed or not with that further information.

Brian Alexander - Raymond James & Associates - Analyst

So it sounds like for the full year you took out a little bit over $100 million out of your forecast, ex-Coke, if I understand. That
$100 million for Q3, that's a quarterly number; right?

Dean Foate - Plexus - President and CEO

Yes, that was the one quarter number. And keep in mind that would have put us well above where this private street had us at.

Brian Alexander - Raymond James & Associates - Analyst

So based on your experience, how reliable are these customer indicators for the June and September periods at this stage of
the game? I think back to last year at the Analyst Day, and I know you called out proactively some customer forecast adjustments
at that time, and the quarter ended up actually being okay. So I'm just wondering based on your experience, how reliable are
these indicators and is it likely or possible a quarter from now that you'll be ratcheting those back up? And is any of this market
share driven where you're perhaps losing programs or customers or is that not part of the equation?

Dean Foate - Plexus - President and CEO

Lets me address that first. Aside from the Avocent and the Starent program, we don't have anything significant that we need
to talk about in terms of share shifts or program losses. We've had a remarkable track record of retaining our customer base
and growing share with our customers, which is, I think, evident in the growth rates that we've had organically. So that's not
the issue. The issue is really about what's happening in our customers' end markets and whether or not they're confident for
growth in the end markets. And I would say right now Q3, the kind of broad-based reductions that we're seeing gives me in the
aggregate -- in the aggregate I'm confident that Q3 is coming down, no question about it.
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I do think that there are certain customers within the forecast right now that given the broader market trends, particularly when
you look at the communications space and wireline, that I suspect are probably under-forecasting what is likely to happen. But
at this point we've got to go with what they're telling us and we want to be conservative in that quarter because we did see so
many other customers come down that even if we see some of these wireline customers come back up some, it may not be
enough to offset other reductions. So I'm believing these numbers at this point. I think there is, given the bigger environment,
I think we're probably playing the conservative side of this but I think that's the better place to be at the moment.

Brian Alexander - Raymond James & Associates - Analyst

No, I agree. It's great to be prudent. Just a final follow-up from me on Avocent and Starent, just to make sure we're all thinking
about this correctly. I recall you talking about these customers as roughly $50 million to $60 million each. And I noticed in your
10-K you talked about two customers that were $89 million and $72 million of annual revenue that were coming out of the
business. So I'm assuming those are Avocent and Starent and I'm just wondering if you can reconcile those two data points.
That's it. Thanks.

Dean Foate - Plexus - President and CEO

Those would have been looking back at the F '10 numbers. Starent was the bigger of the two, looking backward at F '10. We
were saying coming out in F '11 was the numbers that we had looking forward into the forecast at the time that we came to
the conclusion they were coming out.

Brian Alexander - Raymond James & Associates - Analyst

Got you. Okay.

Dean Foate - Plexus - President and CEO

Do you want the to clarify further, Ginger?

Ginger Jones - Plexus - VP and CFO

No, Brian, I just wanted to add that Starent had a stronger finish to F '10 than we expected as they started managing their
transition, so they ended up a little bit higher in F '10 than we had talked about or they had historically been.

Dean Foate - Plexus - President and CEO

Just to give a little further clarity on this, Starent -- there's a little bit of revenue for Starent yet in Q2 but it's becoming almost
de minimis. It's going to be pretty well gone. The Avocent program, there's a fair amount of revenue yet in Q2. It steps down
into Q3 and then is completely out by Q4.

Brian Alexander - Raymond James & Associates - Analyst

Thank you very much.
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Operator

Our next question comes from Sherri Scribner of Deutsche Bank. Please go ahead.

Sherri Scribner - Deutsche Bank - Analyst

Hi. Thank you. I just wanted to clarify the comment you just made in terms of Starent and Avocent. It sounds like those programs
are still progressing down in the way that you had originally anticipated. There hasn't been any change to the forecast for those
customers?

Dean Foate - Plexus - President and CEO

Not materially. There's been a little bit of adjustment here and there as their other suppliers have struggled in some cases to
bring those programs up and we've provided some nice support to the customers. But other than that, it's unfolded pretty
much the way we thought.

Sherri Scribner - Deutsche Bank - Analyst

Okay. And then in terms of the comments about Oradea, Romania, I was curious that you're not making more firm plans in
Europe. It seems like a segment that you've been talking about for a long time where you want to expand. Is there something
that you're seeing there in terms of slower customer forecasts that are specifically out of Europe? Or why are you not as -- it
seems not as committed to Europe right now as you were in the past?

Dean Foate - Plexus - President and CEO

I'm sorry if we left you that impression because there's several parts to the Europe story. Part of it is that, of course, we took one
of our long-term executives, Steven Frisch, to take the leadership role in Europe overall as the regional President there. He's run
our Engineering Solutions business for many years and he's a talented guy. He's over there now. He's been relocated with his
family. And, of course, there's a couple work items that were right in front of him, one of which was to get the Darmstadt,
Germany design center up. So we talked a little about that, Sherri, where we do have an address there. We expect that to be
ready or so this quarter, late this quarter, and we've hired a leader for that design center. So that's, I think, a sign of a significant
commitment to bring up the Engineering Solutions part of the business.

As for the manufacturing center, we do have two leased facilities in Oradea. And we've had, I think, the appropriate level of
success bringing in customers into those facilities. And so we feel quite confident that we're in the right place. I'm looking at
Mike Buseman over here. He leads Global Manufacturing. He can maybe just give you a little bit of update on the cycle that
we're looking at for land acquisition and construction. Go ahead, Mike.

Mike Buseman - Plexus - Senior Vice President, Global Manufacturing Operations

Thanks, Dean. So, Sherri, just to give a little more flavor, we're moving forward, preparing to execute what we would call the
greenfield or new construction, new site in Oradea. As Dean mentioned, we have various phase gate check points. We've gone
around again, validated that we're very comfortable with where we're at, where we've chosen. We have chosen our design build
partner and we're actively designing the building, as we speak. We're on a path now where we have closed our land deal. So
all the pieces are coming together. We want to be prepared to start to execute this spring and then we just, as usual around
here, one of our last phase gate check points is, is it still the right time to proceed or do we moderate timing a little bit based
on a combination of the end market as well as the total capital spend that we see. Does that help?
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Sherri Scribner - Deutsche Bank - Analyst

Yes, that helps. So it sounds like it wouldn't be fair to assume that there were changes in forecasts specifically in Europe and
you are progressing, but right now you have plenty of capacity because of the other two facilities. Is that the way to think of it?

Mike Buseman - Plexus - Senior Vice President, Global Manufacturing Operations

I think that's a fair to think of it, yes.

Ginger Jones - Plexus - VP and CFO

Yes, and I would also add, Sherri, that we're trying to manage our capital spend for the year. And we've committed to two new
facilities that are near existing facilities that are very good investments for us because they come up to profitability much more
quickly, and we're just trying to be prudent about a year, our capital spend, in light of our revenue forecast.

Sherri Scribner - Deutsche Bank - Analyst

Okay, great. That's very helpful. Thank you.

Operator

Our next question comes from Jim Suva of Citi. Please go ahead.

Samuel Mann - Citigroup - Analyst

Good morning. This is actually Samuel Mann in place of Jim Suva. How are you? In regards to the Coca-Cola project, should we
expect any excess fixed costs from underutilized building or equipment dedicated to the Coke project?

Ginger Jones - Plexus - VP and CFO

I'd say we're working through that to better understand how we're going to manage our cost structure during the delay. So we
will do what we can to mitigate that. We'll have some conversations with our customer about how we mitigate some of that
and still be ready for their ramp when it comes. That's an issue that's ongoing. I'd say that those costs are anticipated in what
we guided for Q2 and also how we're thinking about the end of the second half of the year.

Samuel Mann - Citigroup - Analyst

Also, when I think about capacity utilization at 85%, are there any plans to move other projects into the facility dedicated to
this Coke project?

Ginger Jones - Plexus - VP and CFO

We've had some of those discussions. That building was never intended to be just for the Coca-Cola program. It was intended
to be for larger, form factor manufacturing, other mechatronics work. So, there is absolutely the opportunity to do some of that
and we're considering that as we think about all of our North America and Americas footprint decision.
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Samuel Mann - Citigroup - Analyst

Thank you, Ginger.

Operator

Our next question comes from William Stein of Credit Suisse. Please go ahead.

Rahul Chadaha - Credit Suisse - Analyst

Hi. Good morning. This is on Rahul Chadha on behalf of William Stein. Just wanted to understand how do you look at margins
for Q3 and Q4? How should we be thinking about that?

Ginger Jones - Plexus - VP and CFO

I'd say that clearly they're going to be -- let me take them in two pieces. We've guided the second quarter, so you see that we
are thinking about 9.5% to 9.7% for the March quarter. It will be less than that in the June quarter. I think we're not quite ready
to guide what that's going to be, particularly because we are working on some mitigation plans. So less than the second quarter,
and then the fourth quarter trending back up towards our model based on what we expect are going to be some cost containment
programs and also recovery in the revenue level.

Rahul Chadaha - Credit Suisse - Analyst

Okay. That's helpful. And then just to dig a little deeper into the Coke project, not to beat a dead horse. Could you help us
understand what was the reason behind the push-out. And if it is a push-out, then at what point do we see revenues coming
back? And once fully ramped up, how big is this project going to be, let's say in the next fiscal year?

Dean Foate - Plexus - President and CEO

First off, we don't want to characterize it as a dead horse because we don't see it that way at all. We think it's an exciting program
and we're happy to be a part of it. What we're not happy about is that, of course, it's been delayed several times. And so our
view is that, rather than keep stringing this out with shareholders, and us trying to manage the business as if it's happening in
the near term, it would be more prudent for us to operate with very conservative assumptions about the Coca-Cola program,
at least for the remainder of the fiscal year. And then if things start to ramp up, then we're do our best to service the business
on the way up.

But the way we view it at this point now is it's been delayed enough, in enough times, that, as I said, we decided to just derisk
the business. And quite frankly, to be successful with the program and ramp up to the kind of volumes that the customer
ultimately expects for this program, it would be very difficult for us to respond quickly now before the end of the fiscal year to
service revenue of a much higher level, because the program is going to require some additional investment in tooling, in the
supply chain. And it's going to require some additional investment in automation in our facilities. And it's going to require, of
course, a ramp-up of human resources that are fully trained and able to build at the rates they're talking about.

So while right now our customer expects more in our fiscal fourth quarter than what we currently are reflecting in our full year
guidance that we're talking about today, we think the likelihood of being able to actually pull off a much higher revenue level
in the fourth quarter is becoming more difficult with each passing day just because of the factors that I talked about. So we're
just looking at this now as more likely it's a fiscal '12 event, and it's starting to shape up in fiscal '12 much like what we originally
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thought at the beginning of fiscal '11. The whole thing, in our mind, at least at this point, unless something changes dramatically
here in the next few weeks, is going to look like a whole year delay, from our perspective. And then I would go back and take
a look at the numbers that were already talked about and say nothing is really changed, at least from a communications from
the customer to us, about what the ultimate production levels would be.

Rahul Chadaha - Credit Suisse - Analyst

Okay. That's very helpful. One last big picture question. We recently saw that Jabil is splitting into three segments, and one of
the segments specifically targets Plexus' core high mix, low volume strength. Do you see increasing competition in that business
which is the core strength as you view it?

Dean Foate - Plexus - President and CEO

From our viewpoint there's always been competition in this business. Flextronics has got a focused business unit that makes
claims of coming straight after us in our space. Of course Jabil, we competed with Jabil consistently from as long as I've been
in this business, head to head. I view them as a formidable competitor. I think the additional focus on the space from them,
we'll see if that increases competition. In their view, in their strategy, I'm assuming that they expect it to be more successful.
But at the same time, I don't view it as a zero sum game in that the marketplace, these market sock sectors that we're competing
in are substantial market sectors. And the market sectors themselves have very low levels of penetration and there is certainly
plenty of business to go around for a long time to come. And it could very well be that some additional focus in this market will
help open up some opportunities and accelerate outsourcing from the OEM base that has so much of this business internal. So
I don't know that increased competition, in a sense, is bad. I think increased competition may have a positive effect in that it
may accelerate the market growth overall.

Rahul Chadaha - Credit Suisse - Analyst

Thank you very much.

Operator

Our next question comes from Brian White of Ticonderoga. Please go ahead.

Brian White - Ticonderoga Securities - Analyst

Yeah, Dean, just looking at the second half of the year, while it sounds like there's some broad-based cuts, what markets do you
think will outperform in the second half of the year for Plexus?

Dean Foate - Plexus - President and CEO

Well, I certainly can't point to Q3 and say much has outperformed. But I think just generally speaking, Brian, this is a really good
question because we're sitting here hanging our heads because we're looking at maybe still a pretty strong overall growth here.
But when we really look at the business, we're looking at almost all of our market sectors performing pretty well overall for the
year, with the exception of wireless, which is coming down dramatically from the Starent business coming out, and the newer
customer ramps in that sector not able to overcome that for the full year. The Medical sector for the full year we expect to be
quite strong. Right now we've got overall growth in there north of 20% for the full year. The Industrial/Commercial sector for
the full year we see up north of 35% for the full year, even with the Coca-Cola program coming out. Defense Security and
Aerospace it up a little north of 20% at this point. And the Wireline, of course, the biggest sector, is up single digit at this point,
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but there's a whole bunch of, I believe to be end market momentum there that with our position with our customer base I
suspect, at this point, maybe a conservative kind of view.

It could be that we're not going to get as much in F '11 but certainly the momentum as the year comes to an end as we start
moving into '12 could be quite dramatic for us because we've had some great wins in that marketplace. And as I said, the end
market trends there are really supportive of our customers and the new business wins that we've had over the course of the
last year, and even into the first quarter this year. One of the big wins embedded in our new wins was another significant
opportunity with Juniper, which we're just ecstatic about. You step back and you look at it and it's really not a bad looking year.
It's just disappointing the hole we're falling into here in the third quarter. And, of course, the Coca-Cola program delays which
we're being very conservative about at this point is, of course, a disappointment, as well.

Brian White - Ticonderoga Securities - Analyst

And when we think about the networking cloud computing area, should we expect Plexus to participate in programs in that
area where you haven't historically?

Dean Foate - Plexus - President and CEO

I think the demands on the network associated with the whole cloud computing environment is going to drive opportunities
with our customer set. Certainly Juniper is going to benefit from that, Ericsson Redback is going to benefit from that. As are a
number of others -- customers that we generally don't talk about, but there's some really good, I think, opportunities in our
portfolio, especially with those customers. Sycamore is another one with demand on the infrastructure.

Brian White - Ticonderoga Securities - Analyst

Thank you.

Operator

Our next question comes from Sean Hannan of Needham & Company. Please go ahead.

Sean Hannan - Needham & Company - Analyst

Yes, good morning. So when you talk about your funnel at about $1.6 billion, that's down from about $1.8 billion last quarter.
And actually a bit lower than we've seen for a few years. What has changed there or is this really Coca-Cola being removed?

Dean Foate - Plexus - President and CEO

Keep in mind, the funnel is new business opportunities that we're working to win. So it's not forecast. It's what the go-to-market
teams are pursuing. Some of the funnel has come down, quite, frankly because we've done a good job harvesting opportunities
out of it and so we need to go out and identify further opportunities. I'm not troubled by the $1.6 billion because, as I said, the
path to get there has been part harvesting and part just better diligence on what goes in. We continue to refine the go-to-market
strategies and we continue to do a better job of just not letting a lot of noise come in there, opportunities that really don't fit
the model of the Company. And so I think it continues to be a cleaner funnel. I'd like to see it closer to about the $1.8 billion. I
think it's a better number for us going forward. But I wouldn't view $1.6 billion as a difficult funnel for us to harvest good revenue
out of at all.
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Sean Hannan - Needham & Company - Analyst

Okay. So if I hear correctly, we've had harvesting in some manner, perhaps some criteria has gotten more specific?

Dean Foate - Plexus - President and CEO

Agreed.

Sean Hannan - Needham & Company - Analyst

Okay. All right. So next, when you think about your lowered forecast, are you seeing or at least more conservative forecast when
we look to the back half of the year, are we seeing increased conservatism at least -- I'm trying to differentiate between existing
programs and new ramping programs. Is there any difference of conservatism with the ramp of new programs or are new
program ramps in line with some of the tempered views that you're seeing with existing lines that you have with customers in
the market?

Dean Foate - Plexus - President and CEO

Yes, I wouldn't say that the conservatism that we saw roll into -- it started a little bit in Q2, and in particular in Q3 was across
both existing customer product lines as well as the newer customers and the ramp-up rates of programs. So it was hard to single
anybody out that really didn't feel consistent with the group.

Sean Hannan - Needham & Company - Analyst

Okay. And then lastly, is there anything that you're seeing within forecast changes around Defense and Security tied to current
budget anxiety? What have you been seeing in your forecasts there?

Dean Foate - Plexus - President and CEO

We are seeing some of that. Actually, I think that impact, we started seeing it even back in Q10 -- in fiscal '10, when we saw
things back off. I think that what we have done is certainly elevated our focus on the aerospace components of DSA, and that's
really what's driven most of the growth for us, is around a lot of the new air platforms that are being brought into the marketplace.
And so that's where we're putting the focus of our energy right now, versus the difficult market I think with Defense in particular.
Although I would say that some of the aerospace technologies do fall into the Defense category. And I think the longer term,
the Defense category, you can still grow there even with the budget situation because so much of this business is internal to
the OEMs. But I think with the budgets coming down, that it's going to be harder essentially to extract some of that business
in the near term. It's going to come out slower because those OEMs will protect their internal capacity for the time being, is our
view.

Sean Hannan - Needham & Company - Analyst

Okay. Thanks, Dean.

Operator

Our next question comes from Wamsi Mohan of Bank of America.
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Rupu Padacharia - BofA Merrill Lynch - Analyst

Good morning. This is actually [Rupu Padacharia] filling in for Wamsi. I just had two quick questions. Looking at the new
manufacturing wins this quarter, you had 24 new wins with an annualized revenue of $130 million. And if I look at the year-ago
quarter I think you 17 with $208 million of annualized revenues. Then the year before it was about 15 wins with $234 million.
So, if you can just given us some color on what you're seeing in the marketplace with respect to the size of programs. Or is this
just a function of mix or are the programs smaller in size? It just seems that your annualized revenue, even though you're winning
more programs, the total revenue size on an annualized basis is decreasing.

Dean Foate - Plexus - President and CEO

Yes, I think it's important to keep in mind that we had just an exceptional period of new program wins that happened in actually
our fiscal '09. And that was in the midst of the recession where we actually benefited from a number of our customers consolidating
their supply chain. And in some cases backing out of internal manufacturing capacity. And so we just had this exceptional rate.
We feel that the $130 million is a good number when we look at the roll-off of existing programs as they come end of life,
average costs down, those sort of things. So that's not a difficult number for us. We would like to see that closer to $140 million
to $150 million because I think that will help us drive longer term growth. And of course as the base of the business continues
to get larger, if we're going to continue at a 15% enduring goal, we've got to continue to see that number ratchet up.

But I don't think there's anything meaningful. We're going to see some ebb and flow on that number. And I think the shorter
term average, if you look at our business through F '10, I think our F '10 numbers if Q1 were $108 million, Q2 $137 million, Q3
$141 million, Q4 $115 million. Then back up to $130 million. This is not out of line with what unfolded through all of fiscal '10.

Rupu Padacharia - BofA Merrill Lynch - Analyst

All right. Yes, that's helpful. Thanks, Dean. Just one more question. With respect to the Coca-Cola program, are both the freestyle
program as well as the behind-the-counter program, are both of them being pushed out equally or do you see some difference?
Could one come back sooner than the other?

Dean Foate - Plexus - President and CEO

No, they're being pushed out equally. I would say I'm glad you brought this up, though, because the behind-the-counter, what
they call the crew serve, that has gone -- back in the fall we were talking about the first units of that getting out the door for
consumer tests and things. And so far the feedback on that technology has been that it's meeting the commercial needs of the
customers involved in the test market. So there's some encouragement there related to the crew serve which is, of course, a
critical part of this for some of the restaurant chains to move to the technologies they needed. They felt they needed both a
crew serve and self serve unit, the freestyle, at the same time.

Rupu Padacharia - BofA Merrill Lynch - Analyst

The last one from me is the $55 million number, is that your estimate for the total revenue from both of the programs?

Dean Foate - Plexus - President and CEO

That's the total from both of the programs for the full year and we fulfilled part of that already in Q1, about a fourth of it.
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Rupu Padacharia - BofA Merrill Lynch - Analyst

All right. Okay. Thank you.

Operator

Our next question comes from Lou Miscioscia of Collins Stewart. Please go ahead.

Lou Miscioscia - Collins Stewart - Analyst

Great. Could you just go back into the revenue decline, obviously going into the June quarter, and give us a little bit more color?
You might have mentioned this before, as to which industries actually you're seeing it hit harder.

Dean Foate - Plexus - President and CEO

Lou, I don't know that I talked about it hitting any of them harder than any others. We saw it come down pretty dramatically in
most of the sectors, I would say. The only one that really was somewhat immune to it was our Medical sector. And the Medical
sector did experience a number of declines among the customer set but we've got some newer program wins that are overcoming
what we saw as end market softness. The end market adjustments from the customers to their forecast was pretty consistently
applied across all the sectors.

Lou Miscioscia - Collins Stewart - Analyst

Okay. And then flipping back to the new program wins that you announced, any breakdown by industry there?

Dean Foate - Plexus - President and CEO

I can give you the revenue breakdown by industry, if you find that helpful. About 40% of that revenue number was in Wireline,
41% of it in Medical, 19% of it was in Industrial/Commercial.

Lou Miscioscia - Collins Stewart - Analyst

Okay. Great. Thanks.

Operator

I'm showing no further questions and would like to turn the call back over to management for any closing remarks.

Dean Foate - Plexus - President and CEO

All right. I just want to thank everybody for the good questions today. Obviously, this is not the kind of performance we were
looking for for the full year, but we view it at this point -- or for the full year as we looked just a quarter ago. But at the same
time we view it at this point as being a troubling kind of Q3 but then back to more normal kind of business conditions in Q4.
And we haven't seen anything at this point that would suggest anything other than that, that customers have just brought
their forecast down to what they believe to be a more normalized kind of growth rate for the remainder of the year. And we'll
see if that unfolds. But we're not seeing anything in the supply chain, in the customers generally, to suggest it's anything other
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than that. And I guess we'll watch with interest what the rest of our peers say in the industry as they come through their
announcements. Thanks very much for the questions and enjoy the rest of your day. Bye.

Operator

Ladies and gentlemen, that does conclude today's conference. You may all disconnect and have a wonderful day.
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