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Dan Janki - GE - Investor Relations

Great. First of all, I'd like to welcome you to the headquarters of GE Aviation here in Cincinnati, Ohio. Great to have you, we had a great

evening. And we look forward to a great day today, also like to welcome everybody that's joining us on the webcast.

We have a line-up that we're going to keep you busy through most of the morning and into the early afternoon. First of all, we have our CFO,
Keith Sherin, who's also Vice Chairman. And he's going to give you a business update. And then as we talked about on the second quarter
earnings call, he'll give you an update on the plastics gains and how we're using that to relate to restructuring in the third quarter.

And then, we're going to kick it over to John and the team. And they'll give you -- 12, 13 business leaders across the infrastructure will give you
an update on their businesses and the markets that they operate in. So, we're going to have Q&A at the end. And then, we're going to do a break

for lunch. And then, we'll have the operational tours of Aviation after that. So, we look forward to a great day.
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Just a reminder, that today's presentations do contain forward-looking statements. They're based on the economic environments that we're
operating in today. And that is subject to change. So with that, I'd like to introduce Keith and get us started.

Keith Sherin - GE - Vice Chairman, CFO

Thanks, Dan. Well, Dan assures me you're all very happy to see me here as a added speaker on the agenda. I just wanted to let you know I'm here
to give you a quick update on the Company and also, as Dan said, talk about what we're going to do with the plastics gain and the restructuring.
Those are the two topics.

So in terms of the environment, the broad industrial economy is still pretty good for the activity we see. And I think the best evidence of that is on
the right side for GE. Our orders in the third quarter continue to be really strong, and you're going to see that today in John in his teams' business
results.

But, our major equipment orders are up around 40% the services orders are up around 9% and the flow orders are up in the single digits, mid
single digits where they've been all year. We feel pretty good about the economic activity we see driven by rate infrastructure demand, global
demand for industrial products and pretty good orders across our service portfolio.

So, we're watching the impact of housing, as everyone is. And we'll see how that unfolds over the next several months. But, the industrial activity
we see is pretty good. The second topic is, economically, the financial markets are obviously in transition. August was a pretty rocky month, as
all of you know. There's a repricing of risk. Liquidity still does exist.

And I'll give you an update on how we did. It's certainly been a validation of our strategy to remain AAA. We had a terrific summer, and I'll show
you the details of that. We're getting opportunities to put capital to work at very high returns. And I'll show you how we're taking advantage of
that.

And then finally today for us, we are using the plastics gain to improve our position in the Company. We're going to lower our cost structure.
We've been doing that all year with gains offset by restructuring. And we're going to also reduce the risk of the portfolio, and I'll show you how
we're going to accomplish that today.

In terms of financial markets, obviously everyone is familiar with the August challenges in financial markets, all the CLOs, CDOs, kind of the
frozen up. People are -- investors are trying to find out what's the asset quality and what I've invested in. There's certainly been a lot of deals
delayed or cancelled, and there's an awful lot of deals that have been announced that are going to have challenges in how they get funded, a lot of
bridge loans that we've put in place I think on some of the big private equity deals.

We're seeing a lot more conservative structures. We're seeing a repricing of risk, which is good news for us. You're seeing senior secured loans
traded $0.95 on the dollar, and that creates investment opportunities for us. So to me, when we look at the challenges going on in the financial
markets, we see a lot of liquidity. It's on the sideline.

It's waiting for opportunistic places to put capital to work and the repricing risk, which is great for GE Capital for us to be able to get a spread
commensurate with the strength of a AAA balance sheet and earn a good return. It's something that we're excited about today.

So for us in the summer, we had a terrific summer. GE Capital, we did $18 billion of long-term debt in the month of August, one of the toughest
debt market months ever. We're ahead of our capital-raising plan. So, we kind of raised enough capital to have some power available for
opportunistic investment.

Our CPs had no challenges. I'll tell you, there's been a flight to quality. Unsecured Al, P1 CP from GE Capital is trading 100 basis points below
secured asset-backed commercial paper conduits. And it's because of the strength of the credit and the confidence they have in our operations.
And we've got great rating agency relationships.

On the commercial finance side, the commercial credit cycle's still in great shape. We haven't really seen any change in delinquencies or issues in
the portfolio. The credit quality of our assets in the commercial side is in terrific shape. And as I said, we're opportunistically out there making
investments today. We're looking at the GE Capital Board. It deals at debt deals, senior secured, 70% loan to value with 20-plus percent ROEs.
These are really good opportunities for us.
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If you look prior to August with all of the liquidity that had come in and a lack of pricing for risk, you'd be struggling to find an equity deal with
these kinds of returns. So, this is good news for GE financial services. On the GE Money side, really a distinction, the global consumer continues
to perform very well. We haven't seen any spread over subprime issues that are in the U.S. to the global consumer.

And while we haven't seen any dramatic change in our U.S. book on the consumer, we're watching what's going to happen with the U.S.
consumer. I think you're going to expect to see delinquencies rise. And as a result, as those delinquencies rise, there'll be higher posting of
reserves as we go forward.

And I'll give you an update of that at the third quarter call, but nothing outside of our current guidance. So, it's been a great time to be a AAA and
overall a net positive for our financial services businesses as we look to put this capital to work at good -- very good returns.

Now today, what we told you in December is we were going to have somewhere around $1 billion to $1.5 billion of after-tax gains and that we
were going to offset those gains with restructuring. If you look at what we've done, the gains are much higher than what we thought. At the time
in December, we weren't really anticipating the size of the plastics gain trade that came in, but clearly more than $1 billion after tax of gains
above whatever we thought we were going to achieve, which is great.

We've been able to do a tremendous job on restructuring both the industrial side of the Company and reducing risk in financial services,
specifically GE Money. If you look at capital allocation, we told you we were going to have some dispositions, $7 billion to $12 billion. We were
going to do some acquisitions, $7 billion to $15 billion and buy back about $6 billion of stock. We've closed all the transactions that created gains
and extra cash flow for us.

Now, the plastics deal I'll show you in a second, the Nuclear JV, the Swiss Re stock sale, all have worked out great for us. We have completed the
Vetco and the Smiths acquisition. We're in the process of closing Sondex and the Hallmark Global Cable channel for NBC, about $8 billion of
acquisitions this year.

And without Avid, obviously we upped the buyback. We're going to buy back $14 billion of stock this year. So, between the buyback and the
dividend, we're returning $26 billion of capital to shareholders to this year in a very shareholder-friendly way on capital allocation.

So, the gains are funding restructuring. They're being offset. They're not falling through. They create operating earnings, as we said, and we're
doing a very good job, I think, on disciplined capital allocation to return money back to shareholders.

Plastics recap, very happy to report that on August 31st, the deal closed. You all know that. Pam Daley and our business development team ran a
terrific process, a very disciplined auction process. We got a -- the perfect buyer for that business from a strategy perspective. SABIC combined
their opportunity to get to the raw material costs.

With our great marketing and technology in the front end, it's just a fantastic business combination. And that team did a great job on the road
show this summer, both the plastics team and the SABIC team. They raised $8 million of debt in August. This was the only high-yield deal to
fund in the month of August around the world. And it's a tribute to the quality of the business and the quality of the business team. And -- but we
got $1.7 billion to $1.9 billion of after-tax gain that'll be in the third quarter.

It'll be in discontinued operations. We got all the cash proceeds. And we have tremendously strong relationships between GE and Saudi, Arabia.
You'll see some of those results today in terms of what it's doing for our business opportunities, in John's business specifically. So, this was a
terrific win for us and a perfect buyer, and we're very happy to have the deal concluded.

So, what are we going to do with it? In the third quarter, we're going to continue to do first, restructuring in the industrial businesses. We have an
opportunity to continue to lower our cost position, improve our technology position. I'll show you some of the details of that today on the
industrial. It's going to be about $0.5 billion after tax. We continue to reduce our headcount in high-cost countries and improve our going-forward
strategy position on an industrial basis.

So, this will continue, the work that we did in the first two quarters of the year. And we'll continue to report in the third quarter earnings all the
details about it. I'll show you a little bit in a second, so about [$500 billion] after tax about $0.05 in continuing operations from continued
industrial restructuring.

The rest of the opportunity here is going to be to reduce risk in GE Money. You know we've been exiting -- have made the decision to exit WMC
in the second quarter. We had about $1.1 billion of assets on the books. I'll show you how we're taking that portfolio down and the additional
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charges we're taking to bring those assets down on the way to get completely out of the business by the end of the year. That's about $300 million
to $400 million of additional charge in the third quarter as we sell those assets down.

And then finally, we've made a decision to exit the Japan personal loan business. You're familiar with as the Lake business, GE Money in Japan.
That's going to require a charge of somewhere between $900 million and $1 billion after tax. And I'll show you how we're thinking about that and
why we're thinking of that.

So, if you look at our goals that we entered with on restructuring, number one, we're going to have -- certainly all the gains will be offset and not
create earnings. We're doing that. We're going to improve our cost position, and we're going to lower our risk and improve our strategic position
going forward. And I'll show you the details of all these programs in the next couple of charts.

First on industrial, we're going to have, as I said, $0.5 billion after tax. It's going to be spread across the businesses I -- based on the programs that
we're working on today, it's -- the majority of this will be in industrial. But, we'll have some in NBC and healthcare. We're going to continue to
have footprint reductions.

Basically, if you look at a go-forward analysis of our lighting business, having that incandescent footprint in both North America and in Europe is
going to be something that we've got to deal with. And we're taking that on. We'll have a lot less capacity in incandescent when we get done with
these restructuring programs. And we'll be technically in a better position to compete in that business going forward.

And we're going to continue to reduce our costs in NBC. They continue to do the NBC 2.0, and I think that's going very well. We have some
infrastructure programs where we're taking advantage of the service opportunities together as a set of businesses. And that's required a little
restructuring. And then, we have some other purchase accounting that we still need to do.

We're getting about a 3.7-year payback on the programs that we've got aligned for the third quarter. And obviously, that helps us in 2008 and
2009 and beyond. And so in the third quarter earnings call, we'll give you the specific details by business of what's in these industrial-
restructuring projects.

GE Money historically here has had a tremendous contribution the Company. And we've grown over the last several years at strong double-digit
rates, at very high returns on equity. And one of the things that we've been able to do is grow through the pressure that we've had in Japan.

If you look at the top-right here, Japan came close to $0.5 billion in 2005, was a little above half of that in 2006. So, the pressure from these
rebates that we're having to pay back to consumers who were getting charged interest above 18% and below 29% has created a real operating
drag on that business. And through the half, we're just about break-even in GE Money this year.

So, despite the fact that we've had this drag, GE Money's been able to grow at very healthy rates. Our decision today is to take that risk off the
table going forward and remove that drag over the next several years that you look at it and the rebates in that book. And I'll show you the details
of that.

The second thing is, WMC has just been a real drag for us. Obviously, the losses in the first half as we've exited from $5 billion of assets down to
$1.1 billion at the end of the second quarter. And I'll show you the impact of getting that down to an exit by the end of the year. So if you look,
GE Money's been a terrific performer for us. And when we look going forward, this is an opportunity to take a lot of risk off the table with the
gains from plastics and also improve our strategic position in GE Money as we go forward.

WMC, as I said, you know we got down to $1.1 billion at the end of the second quarter. Interesting, but the buyers who bought our $3 billion of
sales remaining in the second quarter did not want to participate in the auction to buy the next $1 billion. We're going to sell $700 million to $900
million of these assets. We've made a decision to get out. We're taking the hit, and we're exiting this and removing it from investors' minds as we
go forward.

We haven't done any new originations, but we're on track to close or sell the business by the end of the year. And this will be reported in
discontinued operations in the third quarter, as I said. To get these assets out, we're probably going to have $300 million to $400 million after-tax
impact in the third quarter.

And I've given you ranges on all these things. We'll finalize these and give you the final numbers in the earnings call. But just not everything is
complete. And I wanted to make sure that we give you the ranges. So, this portfolio exit and the business exit's on track. And I think the fact that
we made the decision, when we made it and the fact that we've been getting out the way we've been getting out has really been advantageous.
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GE Money Japan, a little different story, this business has been extremely profitable for us. If you look over the last seven years, we've made
more than $3 billion of net income at a high 30, low 40 ROE. So, this has been a very lucrative business. But, the legislation in Japan has
definitely changed the industry. It's led to a lot tougher controls.

Recent Supreme Court decisions have created an ability for consumers who participate in these long programs at these APRs to get a rebate back
on interest that's been charged going back as far as ten to 15 years. And as a result, that rebate drag has had a real impact on the entire personal
loan industry in Japan.

There's some other effects as well, I'll show you in the next page, but paralegals are advertising to consumers to, let us help you get your rebate
on any interest if you have any loans with any of these companies. And the market's really shrinking, and there's going to be some pressures in
Japan from the complete retraction in a huge segment of personal loan lending in Japan.

So, when we look -- we've done a lot of strategic work on Japan. And our analysis is, this industry's going to consolidate. It's already started a
little bit in Japan. The big banks have taken on a lot of the consumer loans companies and have the alliances. And in our world, either you had to
be a buyer or seller. We feel like the time now is to be a seller.

We're not going to put additional capital to work in this space at the present time with that continued gray zone risk. And we've got other better
opportunities, especially in commercial finance, not only to invest in Japan, but to invest in the rest of the world. So in our analysis, as this
consolidates, we're going to be a seller, better uses of capital.

So if you look, these are some the -- just some of the dynamics of the regulatory environment here. Obviously, with an APR cap of 29% and
borrowing costs below 2%, this was a very lucrative business. You could cover a lot of losses in a -- in the lending environment. There were no
lending limits. In other words, there were no personal multiples of debt to income restrictions and limited rebates.

And with the changes in the law from the Supreme Court decisions against this industry, everybody's been impacted. Today, the rate is going to
go down to 18% over the next two and a half years. So, you can still lend above 18%. But if you do that, you're incurring gray zone liability.

There is a lending cap that's been put in place that says you can't provide any of these loans to consumers who have more than 30% debt to
income. And basically in Japan, a significant portion of the book are individuals or consumers who have a higher percent of debt to income than
that. And as a result, you've got to stop lending to them. And then, the rebates are very easy to get. And the industry is completely supported by
paralegals and legal systems to get these rebates for consumers.

So, if you look at the public market deals, they're trading about 70% of asset value. We have about $6 billion here in this book, and if you just use
those numbers, that's how you kind of get to the pretax and after-tax charge that I'm talking about on a $6 billion book with that type of
realization value as we sell it.

We're looking to finish this in the next nine to 12 months. We do have a lot of discussions with both strategic buyers and financial buyers who are
interested in consolidating. And the charge, as I said, will be around $900 million to $1 billion after tax in disc ops against that plastics gain.

So, we're going to continue to invest in Japan. You saw us. We just completed a commercial finance leasing transaction in Japan, and that's going
very well. And we have other opportunities to invest in Japan as we look forward. So, the regulatory and legal environment here has just really
impacted the business.

And overall on a round trip, this has been a pretty positive for GE shareholders overall. Even with this loss, there's a more than 20% IRR in a
round trip for what we've done with Lake in Japan. But, as a -- as I said, right now is a good time for us to remove this drag that's been in GE
Money and not have it going forward and not have it be something that investors have to deal with.

If you look at this business post restructuring, we're going to earn about $4.2 billion this year is the estimate. You've got a little bit of model work
to do. We've given you the details here, but Dan and [Joanna] are going to be available to work through this. $4.2 billion this year, the '08 forecast
somewhere up 5% to 10%.

I think while the business is in better shape, the comparisons are tougher. And the reason for that is if you look at WMC going into discontinued
operations, in the first and second quarter, you know we had losses in WMC. GE Money had a number of actions they took to offset those losses,
mostly offset those.
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Now, the losses come out. And so next year, they're going to be compared to those higher numbers without the losses in there. So, the business is
in better shape, but they've got a lot tougher comparisons. And I'll show you the numbers on that in a few pages.

But you look, 30% of the business is in very strategic emerging markets with a lot of great growth, good returns on equity. 40% is in developed
markets, mostly Western Europe and Australia. And then, another third is in the U.S. with the private label credit card business that still perform
very well and the retail sales finance business, which has been very lucrative for us and is well positioned.

So, I think when you look at GE Money post restructuring, you get no risk from WMC in the U.S. mortgage business. You've got the drag from
Japan reduced. And we're just in a much better position in -- both strategically and risk-wise.

So, step back from the gain on the restructuring and look at the six-business basis, where do we stand as we look at 2007 and into 2008, number
one is infrastructure, 37% of segment profit. You're going to hear the story today. We just have a tremendously strong global competitive
position. And John and his team are going to show you that.

As many of you commented, we're in early innings. I guess we're all kind of saying that. I believe it. When you look at the order rates and you
look at our competitive position, we've got a lot of activity here that's going to continue for a long time. And you'll see that this morning. So, we
feel great about infrastructure obviously.

We feel great about commercial finance. I think our secured lending positions are great and with an opportunity to put capital to work at these
returns, that business has a very nice outlook as we go forward. GE Money, much better risk position and more strategically positioned for us, but
again, a little tougher comparison when you compare in '08.

Healthcare, we like our global position. We love the business. We still expect to shift out of what we see in the fourth quarter. But, when we look
into '08, we see the DRA continuing to be tough. And the only thing that we have that's a better offset to that is we've got a lot easier comparisons
since we've already been in that hold cycle for more than a year. So, I think easier comparisons and then getting OEC for all of '08 is going to
help us a lot.

And NBC, you've seen the cable performances really providing a lot of earnings growth. The film business has really performed extremely well
through the summer. And the network's turning around. And we were all very positive about the activity that Jeff and team have done. And I feel
like they're making real progress through a positive earnings contribution again in '08.

And then finally industrial, we're thrilled to have the plastics deal complete. It changes the risk profile of the Company. It changes the earnings
profile going forward, and we're investing in high-tech businesses that really have a good competitive opportunity to grow at a -- above-average
rates when we look going forward.

So when you look at the six-business basis, the portfolio going forward, it's in great shape. And the actions that we've taken on restructuring
improve the cost position and lower the risk. I feel really very solid about what those are going to deliver for us.

So, this is a page that we had in the second quarter earnings deck. And I just wanted to bring you back to that. Obviously, we had the business
season on the left side and the total company results. The bottom right box is what I was going to focus on.

In the second quarter earnings call, we told you we were going to have about $1.5 billion of after-tax gain from plastics that we were going to
look at opportunities to restructure the Company. Some would be in continuing operations. Some would be in discontinued operations, we had to
sort that out, and that we'd update you today at this meeting. And that's why I'm here.

So, just to revisit (inaudible) -- I was scheduled earlier. This was a planned event. And here's how it comes out on the numbers. If you look at
third quarter earnings per share, our guidance at the end of the second quarter was $0.54 to $0.56. Go right down to the bottom on total reported
continuing and discontinued, there's no change, $0.54 to $0.56. But, we're going to have about $0.05 in continuing operations. So, the $0.54 to
$0.56 on a continuing basis will be somewhere $0.49 to $0.51.

And then if you look down below, we've got the plastics gain in discontinued operations of -- I've just taken the middle of the ranges on the
previous pages to try and make the math easier for you instead of having ranges here. So, we've got $1.8 billion, $0.18 after tax and plastics in the
gain, and then about $0.13 after tax for restructuring and WMC and GE Money Japan offsetting that.
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So, no change to total reported earnings in the third quarter, but the match between what's in continuing and what's in discontinued, we just want
to have the math straight for you. And then for the total year, $2.18 to $2.23, on a continued basis, there's no change to that guidance. We're
sticking to $2.18 to $2.23.

Basically, you're going to have $0.07 of restructuring in continuing operations in the third and fourth quarter. You've got $0.05 in the third
quarter, a little bit in the fourth quarter. And then, you have $0.07 of losses from WMC in Japan in the first and second quarter that when we go
into discontinued operation, those losses come out and that increases continuing earnings, and the two offset for the total year.

So, no change for the total year continued guidance, but you've got again to get from the first half to the second half. We're increasing our
earnings in the first half by taking these into discontinued operations, which all that does is make the comparisons next year a little more
challenging. And then for the total year, it's adding $0.07 in the continuing, offset by the restructuring.

So for us, I think the fact that we're using the plastics gain to improve the cost position and reduce the risk and improve our strategic position of
the Company is a sensible thing. The gain is more than $1.5 billion more than what we thought at the beginning of the year. We've been able to
accomplish the industrial restructuring we thought we could do. And then, we've been able to take this as an opportunity to do the restructuring at
GE Money going forward to take out that drag, which I think is really a good thing.

So, financial markets are volatile. They're in transition, and we're really well positioned. It's a great time to be a AAA. The flight to quality's been
incredible. The repricing risk gives us a lot of opportunities to put capital to work at nice returns.

The broad industrial economy is still in pretty good shape. If you look at those order rates, it's an indicator that our global infrastructure business,
our global industrial businesses and our U.S. activity's still pretty good. So, we see a lot of good economic activity. We're going to watch the
consumer. We're watching unemployment. We'll see what happens with interest rates today. But for us, when you look at those orders in the third
quarter, things look pretty good.

And the plastics sale has created a unique opportunity for us to do additional restructuring and take out risk in this company. So, I think we've
done what we needed to do to improve the cost position. And that'll continue to give us benefits going forward. And we've also been able to take
advantage of that to improve the strategic position of the Company. And we're on track for the third quarter and for the total year.

So with that, what I'd like to do is I'd like to turn it over to John. I will be here through the break. And Dan and Joanna will be here. But, if there
are any clarifying questions that you have about this, I'd be glad to do that before we turn it over to John and get him into the meeting. If not, I'll
be here. And Dan and Joanna will be here, and we can get the meeting going on infrastructures.

Look, we'll be here. It's great to be here with John, and it's a pleasure to introduce John Rice, our Vice Chairman of the Infrastructure business.
John?

John Rice - GE - Vice Chairman, President and CEO - GE Infrastructure

Thanks, Keith (inaudible). I thought there'd be at least one question about Notre Dame football. Let me add my welcome to Dan and Keith. It's
great to have you here. And for those on the webcast, we appreciate your participation. We think we've got a great story to talk about today.
Reconfirming I think a lot of what you expect about our infrastructure portfolio and suggesting that there are good times in front of us.

This first slide you've seen before. Basically, what you're going to see from the business leaders and their teams today -- in today's discussion is
confirmation that this is working. We do think that we have great people. We think that this growth as a process is really working for our
businesses. We're in the right businesses.

We're in the right markets. We've invested over the long run for leadership positions and leadership businesses. And you'll see examples of that.
And we're going to do what we say we're going to do, which I think is important for all of us.

If you -- well, let's start with a little historical perspective. If you take these businesses back to 1995 and you just do a compound annual growth
rate calculation, the top line and the bottom line, you see 11% top line growth and 16% bottom line growth. And this is through power bubbles
and aviation cycles.
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It's also during a time period during which we took one-dimensional businesses in oil and gas and transportation and made them multi-
dimensional. And we added a water business to our portfolio. So, the businesses have both withstood the test of time and also changed in order to
provide the vehicles for growth that we see today and as you can see, very efficient use of our shareholder capital.

The environment, as Keith mentioned, remains very strong across the portfolio, good volume really in every segment, lots of global breadth to
what we're seeing. And you look at oil and gas and water where we're seeing great growth in -- and adjacencies in oil and gas as subsea is
progressing nicely. And Claudi will talk to you about that. And in Jeff Garwood's business, $1 billion of global project wins, which is a very big
deal for this business as we've stabilized it and now have a great growth profile.

From a strategy and execution perspective, this is not new news. These are the themes that are -- continue to be very important for us, technology,
globalization, a lifecycle approach to services, having a global best cost structure and making sure that we're moving into the right adjacencies.
I'm going to spend a little bit of time on each one of these themes. And then, you're going to hear in more detail from the business leaders.

All of our businesses are founded on having great technology. You're in the heartland of one of the most important ones, our aviation business,
where it takes ten or 15 or 20 years for engine investments to mature, though the GE90 is a hugely successful program now, has been around for
20 years. We have to have great technology as an underpinning to what we do.

We know that, but tech for us is to continue investing. So, we're going to spend over $2 billion this year on next-generation research and
development and technology. A lot of that even falls out of a window over the next three to five years, because that's the time it takes for these
technical investments to mature.

Past investments have also allowed us to create a tremendous installed base, some 70,000 units across the portfolio that we can work to make
more value -- valuable for our customers and in doing that, create more value for our shareholders.

We're facing an environment today where fuel prices, oil and natural gas are fundamentally higher than they've been over the last ten years, oil at
$70 to $80 a barrel, natural gas at $5 to $8 per Mbtu may go up from that, may drop down from that. But in the world that we see, we expect
prices in these ranges to continue, which, frankly bodes well for us.

It puts a premium on fuel efficiency. And you can see in our core businesses how important that is. And it leads to the value creation that you'll
with the GEnx. And Scott and his team will talk about that and LEAP 56, transportation with the EVO and the Hybrid locomotives and energy
with an array of products including the Jenbacher engine. It also allows us to get more value out of the installed base.

This leads us right into a discussion about ecoimagination. It fits hand in glove with what we were thinking when we launched that program
several years ago and also about how we think about carbon management. And now, I'd like to invite Lorraine Bolsinger who, as you know,
heads our Ecoimagination efforts to -- up to talk to you about that activity.

Lorraine Bolsinger - GE - VP - GE Ecomagination

Thank you, John. Good morning. Ecoimagination is really a growth strategy for the Company. And I think you'll see that on this chart where we
show the numbers. Last year, we closed $9 billion in revenues, and we're projected to hit $16 billion by the year 2010. I have to tell you, I
panicked a little when I saw this chart, because I don't usually talk about infrastructure numbers. I usually talk about the whole company numbers.
So, our commitment is to hit $20 billion by the year 2010, and we're well on our way to do that.

So as you can see, the majority of those products, as you might suspect, come from the infrastructure businesses. In fact, we have 45 certified
products, and more than half of those come from infrastructure. And you're going to hear from those business leaders today about those products.
So, I won't go into too much detail on that.

But right behind it, we have another 40 products that are ready to be certified. Or at least, they're in the research and development cycle. And I
think that's a result of the fact that we've doubled down on our research and development in green technology. So, we've gone from about $700
million in 2005, and we plan to be at about $1.5 billion research and development investments just in green technologies by the year 2010.

You've seen what some of the results are, the Hybrid loco right on the heels of a very successful of the Evolution locomotive. We have the next-
generation already. In fact, it was demonstrated out in California earlier this year, 10% fuel savings. And whenever you think about fuel savings,
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you've got to think right commensurate with that is the impact of CO2, because CO2 has to do with fuel burns. Of course, it has to do with
efficiency, and so the lower the fuel burn, the lower the CO2. And that's important, and I'll tell you why in a second.

Global desalination, big product line, very important because today 1 billion people live in water scarcity. By 2020, that number's going to be 3
billion people. So, this is right in the sweet spot for us in terms of infrastructure building around the globe. And we expect to have about $300
million in revenues by the year 2010.

Lastly the GEnx, you are in the home of the GEnx -- right behind us. I think is anyway, Scott. Great engine that's going to allow the 787 to get a
20% better fuel burn than the 767, which it'll replace, and you can see the fuel saving is $1.3 million annually. And right along with that is an
impact of about 1.1 to 1.3 times because of the carbon dioxide.

And you say, okay, what do you mean by that?" Well, carbon legislation is inevitable. We see it post 2012 in Kyoto. They're already working the
plans for that. In the United States, there are numerous bills in Congress being contemplated. The White House, who has been reticent in the past
is starting to move in this direction. There was an APEC conference just recently. So, we're seeing a real movement.

And regardless of where you sit on the science or how you feel about the subject, this is a scenario. This is the world we will live in. And there
will be legislation, and there will be a price on carbon. Now what this chart is, and I have to tell you who developed this, its two professors at the
University of Princeton -- Princeton University, excuse me. And they are -- they're known for work in the area of carbon mitigation.

And what this shows is if you look at the orange line going up, that's business as usual. So, if the world continues to grow as it's going to grow
and we continue to use high-emitting carbon products, that's the trajectory we're on. And that's a bad scenario in terms of global warming.

In order to keep the world neutral, we have to keep it flat or that orange line -- or the horizontal orange arrow is going. So, the space in between
that blue space is what's called the stabilization triangle. And what they have come up with is 16 ideas or a framework for solutions in that space.

And the beauty of their work, I think, is that it's not moon shot technology. It's technology that we either have in hand today or could deploy with
the right policy incentives and the right economic incentives. So the wedges, as they're called, those little slices are each a solution. Think of it
that way. And they each represent a billion tons of CO2 that won't be emitted.

They have come up with 16 of these. And in order to get stabilization, you only need seven. But, what I think is really important to us as a
company is that we actually play in 12 out of those 16. So for us, this is a very hopeful picture of how our technologies might get deployed going
further -- going into the future, because this is the solution that we're trying to get to.

Just to give you an idea of what one of those wedges might be, and these are just some representatives, 25% reductions in building electricity, or
800 coal plants that have carbon capture, or this one's a little tough, 700 times the amount of solar that's installed today. These aren't easy. These
are -- like I said, they're not moon shots. But, they would take some policy and some incentives to make happen. But, they're all doable. And that
last is, all existing cars running on biofuels.

So, how are we positioned in this? If you look at each of these, 5 billion tons is an efficiency. Building and transportation and coal plants, all of
which just need to be more efficient, low-carbon power, so this really means making electricity from renewables or nuclear or integrated coal
gasification or natural gas, which is cleaner burning, 4 billion tons of carbon in the areas of low-carbon fuels like CO2 capture, biomass and fuel
cells.

We play in all of these areas. The only one that we don't play in is the last, which is 2 billion tons that can be identified out of better forestation
and agricultural practices. That's just not our space. So I think the message is, we believe that CO2 legislation is inevitable.

We think we're incredibly well positioned in this space, being able to play in 12 out of the 16 potential wedges and more importantly, having a

broad product portfolio that is technically differentiated today on fuel burn and lots of technical factors. We'll be even more differentiated when
we have a price on CO2. And we continue to invest in research and development for the next-generation products.

John Rice - GE - Vice Chairman, President and CEO - GE Infrastructure

Thanks, Lorraine. I think if you think about where this is going, and Lorraine said some very important things about the fact that science, there
are smart people on all sides of this debate. But the fact of the matter is, you can see this coming. There will be regulations. There will be a price
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attached to carbon. And that's going to play to our strength, not just in terms of new products, but in terms of the installed base and making the
efficiencies that we can create in the installed base more valuable for our customers.

So, it's a perfect marriage with our strategy. Think about renewable portfolio standards. And back in 1983, there was one, the first one. It took us
17 years. I think by 2000, we had seven. And now, we have 27. And there isn't any overwhelming legislation that's going with that. That's just
individual states deciding that they need to take matters into their own hand. But, we think you can expect the same scenario here, and we think it
plays to our strength.

In addition to technology, one of the key elements of our strategy is globalization. As you're going to see today, we have broad and deep
activities, doing business in over 100 countries. So, this is really important to us. Each one of our businesses has a much more global platform
today than it had five years ago. And we will be even more global five years from now than we are today.

If you look at the growth in the emerging markets, we expect by 2010 to add about $11 billion of top line growth. We're going to do that by
expanding our commercial presence, by improving our engineering capabilities globally, by making sure that we have the right local production
and service capabilities. And you'll hear all about that from the business leaders where it's relevant in their businesses.

But, we have to make sure we continue to get this right. We're very pleased with what we've done to this point, but assessing our capability, our
competitive scenarios and making sure that we are expanding this footprint as quickly as we need to is the -- going to be the key to capturing all
of this growth and, quite frankly, maybe more.

There's a lot in play in emerging markets. We talk all the time about India and China. Those continue to be important countries for us, but in
addition, I know a number of you were with us last year when we took you to the Middle East. We see an infrastructure, great growth in the
Middle East, $3 billion between '07 and 2010.

In Latin America, a region that we don't talk a lot about, couple of billion dollars of growth, again driven by -- and we're going to spend a little
time in a few minutes on commodity prices and what's happening in the mining industry. And you'll see that in several of the presentations
including John Dineen's in Transportation, all of this fueling a lot of activity in markets that maybe don't get all of the attention today that India
and China get. So, it's going to continue to be very important to us.

A third element of our strategy is to make sure that we have the services thing right. And we think we're doing great, both in terms of growth and
in terms of margin expansion. The installed base to 70,000 units will throw off, over the next three or four years, some $100 billion plus of
revenue in aggregate over that time period.

In addition, as you'll hear from a number of the business leaders, we're building revenue streams that come from outside the traditional installed
base, so both energy and oil and gas and transportation have opportunities now to develop service profiles, which don't necessarily rely directly
on the installed base for their growth.

So, we'll continue to mine the installed base. And it's particularly important with respect to the discussion we just had with Lorraine. In addition,
develop service adjacent to these, which are increasingly meaningful in terms of our growth game plan.

And one of the things we're working on is opportunities to consolidate our service activities. If you think about something like gas turbine repair,
we do it in three businesses, in oil and gas, in aviation and energy. In the past, we had 22 shops that were each dedicated to a business. We think
we've got a lot of opportunity to share some activities and go from 22 to 11 that will still be dedicated. Nine will be shared. Two will be closed.

And Dan Heintzelman, who you're going to hear from in a little while is leading that effort along with John Falconi and the other service leaders.
We think that's going to help us accelerate our growth, because it ought to improve our fulfillment capability. It will obviously increase the
amount of activity we have in low-cost areas and will reduce our overall cost per hour, all of which has benefits for our customers and our
shareholders.

The supply chain environment is challenging right now. We -- when we look at commodity growth, demand for commodities, aluminum, steel,
nickel, copper, zinc, China -- if you look at the last five or six years, China has been driving the predominant share of that. That's really not new
news to anybody in this room or anybody on the webcast.
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But, if you look at the upper right-hand part of this slide and you look at per capita consumption of copper, you can see that with all this demand
growth in China, there's still a lot more to come. But still on a per capita basis, China still consumes a lot less copper relative to developed
economies than it may in the future. And you can put India on that slide too.

That's going to -- so in our world, we think that that means that commodity prices are going to remain high. And we've got to deal with that from
a supply chain perspective. It's a good thing for John Dineen's business and our efforts to expand our activities in mining. And we think we've got
a great plan for managing it from a cost input perspective. Material inflation, copper, over three years, up 3x, rhenium, 6x, so in our -- we just
have to prepare for this to continue. And that's exactly what we're doing.

From a supply chain strategy, we've got a broad base of initiatives. You've heard about a lot of them before. This is really doubling down to make
sure we get it right, because when you look at the infrastructure portfolio in total, there's going to be no shortage of growth. Having the right cost
structure, being located in the right countries and being able to fulfill is what it's going to be all about.

And you're going to hear about material cost-out designed for productivity and efficiency initiatives. Using our capital wisely in several
businesses, we're investing over the next two or three years to reserve capacity in our supply base so that we have the capability to fulfill these
orders. We're going to be looking at the low-cost, best-cost footprint and make sure that we have a best-in-class competitive cost structure, and
making selective investments in our supply base.

Driving material costs out is what's all about, low-cost country content. Today, it's between 10% and 15%, depending on which business you
measure, so a couple of billion dollars a year we get from low-cost areas. Typically, that creates -- when you -- the first year you do it, 10% to
15%, deflation, maybe the second year, that drops down to 5% or 10%, but it's still a really good thing. So, that's going to continue to be a big
effort. And with $2 billion out of $25 billion, there's a lot of room for us left to grow that.

Focusing on material cost productivity, putting dedicated resource, engineering talent on the material -- the cost structure of our parts and our
goods and making sure that we're driving out every element of cost, this year, our plan is to deliver $325 million of material cost-out productivity.
That's a separate calculation from the deflation calculation or 1.6% of our total direct material cost structure.

Lean is a subject you've heard a lot from us about, got some examples here from each one of the businesses. And you're going to hear more from
a number of the business leaders. This continues to pay huge benefits.

And for those of you going on the tour this afternoon, you're going to see exactly what we mean and what lean can create on the shop floor.
There's a lot more space in the facility. And we're putting more engines out here, and there's still a lot more space in this facility here at Evendale
than there's been because of lean.

Lean is what helps us get tremendous capacity output increases from our wind business. And Steve Bolze and John Krenicki are going to talk to
you about that. So, there -- you see benefits from lean everywhere in our business. And with the demand increases we're seeing and the need for
additional capacity, lean is doing just what it -- what we were able to do during the power bubble in creating free capacity where we need it.

You think about the operational scale that this creates across the infrastructure businesses you don't have to go too far to find a lot of money. With
47,000 hourly employees, 1% variable cost productivity improvement throws off $350 million of benefit. With a $25 billion direct material buy,
1% of material deflation is $250 million to $300 million of benefit. And with $4 billion of SG&A, 1% base cost productivity is $80 million worth
of benefits.

So, we can -- don't have to look far to find opportunities to save money. And we think we have the potential to create another $1 billion of value
as we think about this game plan over the next couple of years. The fifth strategic effort for us is around expanding into adjacencies, and that's
been a very successful effort for us.

Again, dialing back to 2000, if you look at the business that we had in place, it was about $30 billion worth of revenue. And if they had grown on
their own organically, that would be somewhere between $43 billion and $45 billion today. We'll be north of $50 billion, closer to $55 billion, by
the end of the year, maybe a little bit higher than that. And that's -- and $12 billion of that growth comes from a set of businesses and business
activities that we weren't in in 2000.

You're familiar with them all, renewables. John and Steve are going to talk about the wind business, subsea production. Claudi's going to talk
about that. Water, you'll hear from Jeff. Rail, you'll hear from John Dineen, optimization and control and environmental services and Dan
Heintzelman's business and the whole gas engine suite.
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So we feel great, frankly, about what we've done over the last five or six years to expand into adjacencies. And there's more to come, things like
batteries or power storage, subsea processing, which is different than subsea production, the turbo prop business that Scott will talk about,
business jets, solar and a lot more.

So, this is all about making sure that we're in the right spaces today and figuring out over the next five and ten years, what are the spaces that we
need to be in and making sure that we're making reasonable and prudent bets in order to get there.

Creating synergies across our businesses, a number of our business leaders are going to talk about that. You'll hear from Alex Urquhart, the work
he's doing with the energy team. Jeff Garwood's going to talk about that work he's doing with both energy and oil and gas, all to try to create extra
value for our customers and our shareholders, because we have a suite of capabilities that nobody that we compete with in any of our individual
businesses can match.

So, as we find new ways to put these capabilities together, we create more value for our customers and shareholders of both cost synergies, the
back-room stuff, sharing warehouses, the service shop efforts that I talked about, repair technologies, which we've spoken to you about in the past
as well as commercial synergies. So, we think we've got them on the top line and the bottom line.

So, from an infrastructure perspective, things continue to go great. We're on track to do what we said we're going to do for the year, because we're
going to be able to capitalize on continuing strength in our markets. We're making the right short-term and long-term bets on investments and
ensuring that we're in the next-generation technologies and the stuff that's going to count tomorrow as well as the stuff that's going to count in
2008.

Continuing global expansion, we benefit from the fact that this is broad and deep and covers lots of markets and lots of products. It is not the
same as some of the one-dimensional efforts that we benefited from in the past, the U.S. power bubble, which was one market, one product.
Making sure that we continue to focus on operational excellence, it's what we know how to do. It's kind of our bread and butter. And you can see
that there's a lot of opportunity to continue to improve and finding new ways to work together and create synergies across our businesses.

So with that, I'm going to get ready to introduce the rest of the team. I'll -- we'll start with Scott Donnelly, who's going to lead off and present the
aviation business with a number of members of his leadership team. Thanks.

Scott Donnelly - GE - President and CEO - GE Aviation

Well, good morning everybody. And once again, welcome to the home of GE Aviation, talk a little bit about our business and where we are right
now. First of all, we're in a pretty good place at a pretty good time, I think. The market out there remains very, very strong, record orders, record
deliveries. If you look at the book of business of Boeing and Airbus, Embraer, Bombardier is really strong across the board and around the world.

I say we're in the right place at the right time because our products, frankly, out in the field are performing extremely well. I think they're sort of
our calling card right now, whether it's fuel burn associated with something like a GE90 for long-haul aircraft or the durability and time on wing
of our CFM-56 powering most of the world's narrowbody aircraft, we really great relationships with our customers and that's translating, frankly,
with a very strong book of business.

We've got some great [MTI] programs. David Joyce will take you through the Commercial Engine business and talk about some of those here in
just a minute. How we get there? Frankly, is pretty simple. I think as you go around, and most of you will have an opportunity this afternoon to
go on some tours and see some of the shops and some of our people, we have an enormous amount of domain expertise in this business.

People tend to come here, stay here. As a result we have great knowledge of the markets, the customers, the products and the technology, so it
helps us to know where to go, where to make the bets on what aircraft in what market and obviously it helps us to execute and get it done after
we've made this decision. So that's been paying off for us for a long time and we see that continuing.

I think you're all pretty familiar with our business model, it's all about building an installed base and then going out there and make sure that we're
capturing the service opportunities that installed base represents. So right now as we go through a real boom in this industry with these
unprecedented deliveries, that's building our installed base and that's been reflected on the growth of our service business, which will come for
literally decades to come.
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And we now have over $40 billion just in long-term service agreements alone on that installed base and that number continues to grow. And
obviously the service opportunities grow even beyond the long-term service agreement. So I think we've had a strong track record in terms of
delivering organic growth, picking the right aircraft, developing that right engines and succeeding at doing that.

We also have an opportunity now on the in-organic side with the acquisition of Smiths that closed earlier this year, a business that we feel very
good about in terms of their ability to deliver the top line based on the platforms and strong position they have. And clearly an opportunity for us
to grow and expand the profit margins associated with that business, and we'll talk a little bit about that as well.

So the industry, as I said, remains very strong. If you just look at revenue, passenger miles around the world continue at unprecedented levels.
Certainly everybody talks about the Indias, the Chinas, the Middle East, the emerging parts of the world and its incredible the amount of growth.
Aircraft (inaudible) everywhere, they put new airplanes in, they fill them up virtually right away. But we also continue to see very strong growth
in the United States in Europe, Japan and around the developed world.

So one of nice things about this cycle is it's not concentrated in one particular region, one particular economy, and that's reflected in our order
book. If you look at the orders, they really are around the world. So I don't think that this cycle we're going through is suspect or susceptible to
one particular economic slowdown in one particular region of the world, it really is very, very broad based, and as I said, that reflects in our order
book on both the new engines as well as our Services business.

So if you look at the portfolio as it stands today, obviously we have a great and growing very rapidly Commercial Engine business as we ship all
these new engines for all the new aircraft around the world, the service business also growing dramatically, primarily utilization. Most of you
guys fly around a lot, it's probably been some time since you got in an airplane that wasn't filled with all of your friends and neighbors.

And so the aircraft utilization is very high and that's really what drives the Service business. So the installed base is growing and it's being
utilized. The Military Engine business we talked a little bit about, this has been relatively flat. We all kind of expected that. We know there are
pressures, particularly with the war in Iraq and things like that, competing for funding in the U.S. DoD.

On the other hand, we continue to see this business doing very well, very strong, well positioned I think, almost countercyclical to some of what
goes on in the commercial world and I'll give you some of those details in just a minute. If you look at the Smiths business, again a great portfolio
of product that really broadens and diversifies our footprint in this industry.

We love the industry, we know the customers very well, we like this industry and it's really given us an opportunity to expand our footprint from
really just being in the propulsion side to being all over the aircraft. The Visual Systems business, which is flight management systems, displays,
mission computers and things of that nature, doing very well and well positioned. I'll talk specifically about one of its biggest positions here in a
moment.

Electrical Power, a relatively small business but an area that, as electric power becomes a bigger and bigger player on aircraft, as most aircraft are
going to electrical versus hydraulic actuation and things of nature. A place we've wanted to play for a long time, great opportunities to integrate
this with the propulsion system.

But what we really needed was a little bit of a foothold here to gain the credibility and expertise of what it takes to do energy management
distribution conversion on the aircraft. And while this is a small business, one that I think we can see grow dramatically going forward. And the
Mechanical Systems, all the actuators for high lift and landing gear and things like that also very well positioned on key platforms going forward.

Unison Engine Components, as we now call that, was a part of Smiths that was actually a manufacturer of bench components. This has actually
been a great story, we've taken that business, basically integrated it in with our supply chain, and Scott Ernest will talk about some of that here
coming up. And it's delivering some great productivity for us here in the near term as we really integrate those shops into our manufacturing shop
operation.

So just as a reminder, this is just a good example I think of what it means now to have GE and Smiths together. If you look at the Boeing 787,
which is obviously becoming a hugely successful new aircraft as that gets ready to launch. We have a great position today with GEnx on the
engines on that platform.

But if you look at all of the components and what Smiths brings to this, everything from all the common four computing systems, all the mission
compute capabilities, all provided now by GE Aviation, all the data concentrators that bring all the intelligence and information from all the
different sensors and systems around the aircraft into those central processors, all the high-life actuators, all the landing gear system.
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It really gives us a great position with key technology all over that aircraft, a lot of which is at the end what translates into a lot of value for the
customers. So we like the position we have in terms of the portfolio and this is probably our best example of what we think aircraft will look like
going forward with the combined product content of both our aircraft engine legacy as well as now our Aviation Systems business.

We just did a small acquisition announced a couple weeks ago called Walter Engines. This is a small company in the Czech Republic. They've
had a great history of making engines, have a great product line right now of small turbo props that power some Russian aircraft, other Eastern
European aircraft.

A very nice position, one that we think will keep growing but also has a real growth opportunity because they never really were able to make a
big penetration into the Western Europe or in the United States where you have a huge installed base of small turbo prop powered aircratt.

So, I think with our brand, with some of the technology that we can bring to this thing, with our service network, we'll really be able to bring the
credibility of the Company, which has got a bunch of great people and great proposition and some great technology in this sector, and really grow
that across the U.S. and Western Europe, as well as continue to build on the strength they've had in their current market.

So a new space for us, obviously technologically very similar to what we do and a great opportunity for us to grow this business. Military I talked
about earlier. Again, it's been relatively flat driven primarily by competing funds around the war, but we've kind of quietly been going along
winning a lot of international business. Turkey is expanding their F-16 fleet, all F-110 powered. The United States Navy continues to take F-18s,
Australia just announced a big order for F-18s, all GE F414 powered.

We did win a big program last year, as most of you know we have a great franchise in sort of mid-size helicopters with our T700 engine. We won
a contract at the end of last year for an engine we call the GE38, which is going to power large helicopter platforms. And we think this is an
opportunity for us to take the success we've had and all of the technology investment we've put in the mid-size helicopter market in the large
helicopter market. So a great product opportunity, great new platform, and one that we think we can grow dramatically.

Obviously one of our most important programs on the development side is the engine for the F136 for the Joint Strike Fighter. This has been a
rather [contentious] issue here the last couple years as the government, because they're strained by funding, has been trying to cancel the program
just frankly because they don't want to pay for two developments.

We believe this is $100 billion program, and it's crazy to have a sole source supplier for $100 billion of opportunity for decades to come. We've
always had enormous Congressional support on this thing, last year they restored the funding, this year we've already been approved and have full
funding reinstated for both the House and the Senate Authorizing and now Appropriating Committees.

And so we're hopeful here that we're getting pretty close to the end where all the money will be fully restored and the program will continue to
go. The perform of the program has actually been outstanding, so from a products and schedule standpoint, the performance of the engine is
outstanding and we think, if you get into the services, there's real support to make sure that there are two (inaudible) on this platform.

We've also been positioning ourselves, I think, very well in terms of future programs. If you look at the cycles that the acquisitions go through in
the Military, we've now won both key technology development programs for the next generation of fighter and bomber class engines, and [have
them] compete. And we also won a program from the Army called [Eight], which is really the technologies that will lead to the successor of what
today is the T700.

So again, a great franchise for us today, the T700, and really an important win to kind of sweep the board here in terms of the important next
generation technology programs that will fuel growth for the Military Systems business. Commercial outlook, I'm going to have David Joyce who
you probably all know runs our Commercial Engine business. And he'll take you through where we are on the Commercial side.

David Joyce - GE Aviation - VP & GM, Commercial Engines

Thank you. As Scott said, the Commercial outlook is very, very strong and that's really being fueled by having a terrific product portfolio on just
about every one of the sectors and being on the right airplanes. And if you take a look today, we have the best selling engines on the regional
sector, best selling engines on the single aisles on the A320s and 737s. We have the best selling engine on the 787 and we essentially have the
best selling engines in all the wide bodies in the world.
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We have a backlog right now in engines that is approaching 8,200 engines. And as we forecast that forward over the next ten years, we see that
between GE and CFM that will increase the number of airplanes flying with our products by about 43% in both cases. So a terrific story in the
installed base, all driven by great products which is really the statement of an investment and technologies at the right time and putting them on
the right airplanes.

And when you have an installed base growth that looks like this, you take a look at the material stream. If you look at departures, which of course
goes up with the installed base, it really is a proxy for material. Every cycle requires more material. So if you take a look along that same
extension of the installed base growth, you'll see a 40 and 42% increase in the number of departures that will occur, powered by GE and CFM
products, which is a proxy for our material growth.

In fact today one airplane takes off with either GE or CFM power about every two seconds. We take about 45 or more round trips to the moon
every day with our equipment in service. And if you extend that forward over the next ten years, CFM will power 40% of all departures in the
world and GE will power an additional 20% of all departures in the world. So between GE and it's partnership on CFM we'll make up 65% of the
world's departures of commercial aviation in the next ten years, which is a terrific story on our material stream.

Now that material stream, like Scott said, leads to a terrific Services business. Today on the commercial side of our Services business, 39 billion
in commercial backlog in our long-term service agreements. And the beauty of this model is the length of time of the model, far beyond the
production runs on the engines and airplanes.

The best example of this now is the 737 Classic, went into service sometime around 1984, Boeing made about 1,990 airplanes and today, 23 years
later, it's been out of production for almost nine years and there's 1,970 of those aircraft still flying, still burning parts and still requiring upgrades.
So that's why we like this long-term service agreement model so much and how come we've worked so hard to make sure that we've got the right
technologies invested in this services game, as much as we do into the installed base game for the future.

So the whole idea of this customer service model is to get on the right side of the customer from a terrific value proposition. That requires
investments in upgrade technologies where we take today's technologies and ship them back into these products. We want to build out this whole
remote diagnostics and diagnostics suite so that we have the best knowledge around the world of how these fleets perform and can customize our
service agreements accordingly.

And, at the same time, really understand the ownership horizon of these customers so we can use a combination of used material, repair material
and new material to make sure that we fit within their financial game plan and what they're going to do with their equipment longer term.

So as you've heard a number of times this morning, particularly true in commercial aviation, this business is absolutely fueled by an investment in
technology. And this [steak head] represents the most new product development work we've done in the history of our business. And we'll wrap
up this decade with a number of brand new applications.

The A380 will go into service with the GP7000 next year, the 787 with a brand new GEnx next year followed again in 2010 on the 747 with a
new variance. The first regional jet in China will be powered by the CF34 and go into service in 2009. And we'll end the decade in 2010 with a
new adjacent market in very light jets with our new venture, GE/Honda and the Honda Jet.

So a nice way to end the decade and when it's all said and done and we write the history books on 2000 to 2010, we'll have put one new engine
airplane combination in service every year of this decade in what might be the toughest cycle we've been through in the last 50 years. Not a bad
record.

So let me just quickly show you what technology does in terms of a winning product by showing you the GEnx, which we go into service with in
2008. Over 950 engines to date ordered, 63% share on the 787. And if you take a look at what this product does versus the product it replaces, it's
pretty extraordinary.

50% reduction in nitrous oxide and its noise footprint and big time improvement in the economics for the customer, as well as carbon dioxide
reductions, as you heard Lorraine talk about. So we'