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Operator

Good day, everyone. Welcome to the Global TeleanthTechnologies, Incorporated, Second QuarterifitggiConference Call. Today's call is
being recorded.

At this time, I'd like to turn the call over to $h Drennan for opening remarks and introductiofead® go ahead.

Trish Drennan - Global Telecom & Technology, Inc. - IR

Thank you, Jim, and good morning to everyone enitie and welcome to GTT's conference call towdismur second quarter ended June 30th,
2007, financial results.

This morning I'm joined by Brian Thompson, GTT'seEntive Chairman of the Board, Rick Calder, GTTresRlent and Chief Executive
Officer, and Kevin Welch, the Company's CFO.

Our discussions this morning are being made availbp a webcast, accessible through our websiteeptay of the call will be available
approximately one hour after the end of this magtsicall through Friday, August 10th.

Interested parties can access the call by diald@23-1112 and using the pass code 2129594. Iitiadda replay of the webcast will be
available on the Company's website.
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| should also mention that our comments today wdihtain certain forward-looking statements withiire tmeaning of the Private Securities
Litigation Reform Act of 1995.

Statements that are predictive in nature, that migpeon or refer to future events or conditionsttat involve the use of words such as
anticipates, expects, intends, plans, believes, milyand other similar expressions are intendedientify forward-looking statements.

Forward-looking statements include, by way of ex@npevenue and margin expectations or projectamsvarious references to trends in the
industry and GTT's business.

Such statements reflect our current views witheesfo future events and are subject to risks, miaicgies and other factors, some of which are
beyond our control, that could cause the Compatiisal results to differ materially from those aiptated in these forward-looking statements.

There are other risks, uncertainties and otheofad¢hat can prevent the Company from achievingatds and case the Company's actual results
to differ materially from those expressed or imgli®y the forward-looking statements contained inanmments this morning.

These factors and others are more fully discusedénthe Risk Factors section in GTT's most regdiitld Forms 10-K and 10-Q. Statements
in this call should be evaluated in light of the@sportant factors.

Under our current policy, performance and earnprggections are provided at each quarterly earnaoggerence call and in specific regulatory
fillings. These forecasts are as of the date ofcikor filing and will include estimates based factual information and assumptions which

management believes to reasonable at that time.

GTT does not, and will not, undertake to updateggotmns prior to the next quarterly earnings coerfiee call. Any interim updates the
Company choose to make will be provided by a prelesise or SEC filling.

I would now like to turn the call over to GTT's Exgive Chairman, Brian Thompson. Brian?

Brian Thompson - Global Telecom & Technology, Inc. - Executive @man

Thanks, Trish. | just wanted to briefly welcomeuyall to the call and thank you all for joining.

The call is going to be handled completely todayRigk Calder, who has now been in the CEO seaa fayuple of months and | think has now
got his hands around all of the issues and comments

I'll be here to answer questions you may have if want to specifically ask me, but what | woulcelito do is hand the baton to Rick Calder and
from here forward you'll just be hearing from Rick.

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

Great, thank you very much, Brian. And I'd like liegin the call with an overview of our three Comypanitiatives and give you some
operational progress during the quarter.

I'll then turn the call over to Kevin, who will walyou through our second quarter results, includingupdate on our guidance, and then, of
course, we will open the call for your questionbkjali we will be excited to answer and listen to.

First, our first initiative is to create a singléolgal Company and during the second quarter wdyréatused on completing our internal
restructuring to achieve that goal. We took a lbsteps in the second quarter, including we redum&dheadcount to eliminate duplicate
functions.

In addition to the reductions from the first quartee closed an office. We eliminated the sepdeAté&A and Americas segment structure and
now report our financials as one global operation.
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We consolidated our provisioning and our networlerations function under a single organization amdcneated an integrated global sales
organization with strategic account teams, focusedur largest customer and prospect accounts.wndonsolidated our finance functions
under Kevin's leadership.

We began moving our combined operations onto cateteld systems, both our proprietary CMD tool fastomer relationship management
and a single general ledger finance system, andilveomplete this system consolidation in the dhjjuarter.

We have taken the necessary steps to lower our G#sAstructure, and we have reduced our overatideemt from 92 at the end of 2006 to 75
at the end of the second quarter of 2007. We nos Hee flexibility to more aggressively increase #lize and scope of our sales organization in
the second half of the year to achieve our growtgy

As a result of these efforts, we saw significartigpess on our profitability or adjusted EBITDA gaatven while increasing some of our cost
structure to accommodate our public Company exgeasd Sarb-Ox compliance. Kevin will provide moegail during his discussion of our
second-quarter results.

But with our restructuring complete, we have a meffecient and focused cost structure and we witlvg the business with positive adjusted
EBITDA.

Our second initiative is to drive rapid global sakxpansion. During the second quarter, we reésitaiol our mission to be a sales-driven
Company and we increased our sales resources retileing our G&A expenses, as described previously.

We will continue to increase our sales resourcesexpect that by year end over a third of our eyr®s will be quota-bearing.

In addition, we are expanding both our wholesalé anterprise initiatives globally via our directesaforce, and through a larger indirect
channel strategy to include system integrators, ¥AdRjuipment manufacturers and agents.

We continue to execute our multi-network operatmatsgy, which allows GTT to provide the best netwaptions to customers without making
significant capital investments. Our multi-netwaerator approach positions us to benefit frontieds in the telecom industry.

First, the global privatization of telecom has gased the number and availability of telecom netearound the world. Moreover, the global
expansion of multinational enterprises is drivirgrénd for network capacity.

GTT is positioned to take advantage of these tressls/e specialize in designing global wide-argaouks for customers that leverage all of the
available telecom networks.

GTT can provide offerings that are superior to simgle network owner. Today, we have active ciisitover 70 countries, in all six populated
continents, using over 100 network providers anddes&gn networks using our proprietary CMD datapesth over 100,0000 global points of
presence.

We then provision and median these networks withghabal provisioning team and our 24/7 networkragiens center. In sum, we select for
our customers the most appropriate networks dbéeprices.

Our third initiative is to pursue complementary M&pportunities. However, we expect that our timelfor acquiring additional revenue
through acquisition will be extended by at leasttd 24 months. We will, however, continue to evéduapportunities to expand our customer
base and our global reach through these acquisition

I will leave the majority of the financial commentaon the quarter to Kevin, though | will say ttethough revenues were up both sequentially
and year-over-year, they were below the expectatizset out to achieve at the beginning of 2007.

Nonetheless, in the second quarter, we made pgrdaying the cost structure foundation for imgd growth, and the combination of our
sales-driven strategy, our strong operations, tegetith our new One Company structure has pogtloBTT to accelerate our growth and to

grow profitably moving forward.

I'd like to turn the call over to Kevin, now, to likg/ou through the financials.
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Kevin Welch - Global Telecom & Technology, Inc. - CFO

Thank you, Rick, and good morning, everyone. Befgetting to the results, I'd like to highlightesfimportant points about the presentation of
the information.

As we have discussed in our previous results anéeoence calls, the Company did not have meanirggfatations until it acquired the U.S. and
European companies Gll and ETT in October of 2006.

To give a more useful view of the current Comparg&ailts, we've provided combined historical perfance information for the second quarter
2006.

This is a non-GAAP measure and simply adds theffistl results of the two acquired companies togethith GTT's results for the second
quarter of 2006.

Today, most of my discussion and comparisons milbive this non-GAAP combined information.

A presentation of GAAP financial measures and reitiation of this non-GAAP combined information @AAP financial measures is included
in the press release we issued last night, whielaslable on our website.

For the second quarter of 2007, our revenue of8st8llion grew 5.6% over the 2006 second quarter-8#AAP combined revenue of $13.1
million.

The revenue benefited by continued sales activitynd the second half of 2006 and into the firstt jéd this year. Revenue growth in Europe
also benefited by the increase in the British poagainst the U.S. dollar to 1.99, up from 1.83hia second quarter of 2006.

Negatively impacting sales growth were customecatisects that occurred in Europe during the seaaddhird quarters of 2006.

In addition, while new sales have added to themeggethe rate of new sales was low, as sales eff@te impacted by post-acquisition activity,
including slower hiring of additional quota-bearisgjes reps.

As Rick mentioned, our view of the market opportyihias not changed and we expect this impact teebeterm.

We have adjusted our 2007 projections based upogeau-to-date performance, and we expect to seslexating growth in the second half of
2007.

Gross margin for the second quarter of 2007 wa2%1which was an increase over the second quafft20@6 non-GAAP combined gross
margin of 30.7% and a sequential increase fronfitsiequarter of this year gross margin of 29.3%.

The improvement in gross margin for the quartdect$ our carrier pricing management, including r&views of current facilities, resulting in
some near-term benefits.

We will continue to review and manage network sigsglosts and design efficiencies and maintainoverall gross margin outlook of 28% to
30%.

Excluding employee termination and non-recurriregn, selling, general, and administration expef$gl@ million during the second quarter
this year was $300,000 below the SG&A expensearfitht quarter of 2007.

As Rick mentioned, we initiated our cost-reductamtivities in the first quarter of this year andyae to see the benefits of those actions during
the second quarter, through reduced administratiaelcount and the consolidation of operationaltfans.

We completed our organizational restructuring dyithe second quarter, and, as Rick mentioned, we'daced our headcount from 92
employees at the beginning of the year to 75 enggleyas of June 30, 2007.

These reductions to administrative and operationat will benefit future periods, as additional gt in expenses will be focused mainly on
adding quota-bearing sales capabilities.
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Our second quarter costs do reflect lower [andjllegdit fees compared to the first quarter yearreporting activities.

However, this reduction was partially offset byrieesed spending during the second quarter for @@ampany initiatives, including Sarbanes-
Oxley implementation.

In addition, the Company reported an expense ef #illlion for the quarter for employee terminati@nd non-recurring costs.

The majority of the $1.4 million relates to empleyrmination and severance costs associated héthéadcount reduction and includes
approximately $400,000 in non-cash compensation.

With the completion of our organizational restruttg activities during the second quarter, we da¢ expect to have future employee
termination non-recurring items related to the asitjan integration.

As Rick mentioned, we saw significant improvemenour adjusted EBITDA in the second quarter congbéwehe first quarter of this year.

The adjusted EBITDA loss of just over $50,000 ie #fecond quarter improved by $550,000 comparduktéirst quarter of this year, which has
an adjusted EBITDA loss of approximately $600,000.

The improvements came from the $300,000 reductioBG&A, as well as improved gross margin and ttguestial revenue growth for the
quarter.

Please see our reconciliation of this non-GAAP stditi EBITDA information to GAAP financial measuras,included in the press release from
yesterday.

We ended the second quarter with $1.7 million ish¢aas operations used approximately $1.6 millioreash for the first quarter of 2007,
reflecting changes in working capital and paymestociated with the completion of the share coimesrocess.

We become adjusted EBITDA positive through the Eienéthe cost reductions sand the revenue growthwill have less cash demand for the
business, but we'll still need to diligently momitaur cash and working capital positions going famv

And, finally, before turning the call back to Ricke are providing updated guidance for 2007 follaywur year-to-date results. Revenue growth
for 2007 is expected to be 10% to 15%, compargdemon-GAAP combined 2006 revenue.

In addition, gross margins for the full year 200& expected to be in the 28% to 30% range, andxpect adjusted EBITDA to be positive for
the second half of 2007.

And, with that, I'll turn the call back to Rick.

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

Thank you very much, Kevin, and, operator, I'e:lth now open the call up for questions.

2"0 1/ '/$ '103"-

Operator

(OPERATOR INSTRUCTIONS)

We'll take our first question from Alan Lowenstéiom American Fund Advisors.
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Alan Lowenstein - American Fund Advisors - Analyst

Hi, Rick. | have two questions. One is, when da gapect to be EBITDA positive, and also can yougther into your acquisition strategy,
which seems to b delayed by at least a year?

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

Alan, thank you very much for the two questionthihk, as Kevin said, we expect to be adjustedTER positive in the third quarter, and we
clearly expect to be there for the entire seconrfj s well, but we made a significant move froi$i600,000 loss to a $50,000 loss, and with the
cost structure initiatives that we made, we expebee there in that second half.

| would say on the mergers and acquisitions styatag I've said during the prepared remarks, warlglsee a delay in that, given the currency
that we have today. W are still actively lookingt lve see a delay of at least 12 to 24 monthgring of actively adding significant revenue to
the firm through acquisition.

Alan Lowenstein - American Fund Advisors - Analyst

Are you in discussions with companies or have lyeen in discussions with companies over the lasettmonths?

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

We have been actively, as | said, identifying ipafar opportunities, though in terms of actuabggeuting on that opportunity, again, as | said, |
think that is delayed probably 12 to 24 months.

Alan Lowenstein - American Fund Advisors - Analyst

Okay, thank you.

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

Thank you, Alan.

Operator

Moving on, we'll take our next question from Bob¥glnick from Terrier.
Bobby Melnick - Terrier Partners - Analyst
Hey, good morning.

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

Good morning.

Bobby Melnick - Terrier Partners - Analyst

| want to make sure that my math is right hereabse we're dealing with a lot of adjusted numbEhne. sales figure to which you refer, the
applicable figure for 2005 would be $50 million dafior '06 would be $52 million?
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And you're now suggesting forward-looking guidafme2007 of somewhere between $57 million and $80om? Is my math right?

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

Yes, that's right.

Bobby Melnick - Terrier Partners - Analyst

Can you talk a little bit about -- | met with somkyou in late April, and you had affirmed the dmince that you had provided March 28th for
2007 revenue of $62 million to $68 million.

In fact, if your body language, if | interpreteccitrrectly, you were pretty ebullient about theamwe figure being a lowball and a conservative,
almost a banker-type number.

And you presented the posture as such that yourstode that this enterprise as a public Companydisappointed in the past, and that the last
thing you wanted to do going forward was to impygar credibility by missing numbers.

And here we are, a few short months later, reduging guidance for 2007 from $62 million to $68 lioih, which represents about 30% growth,
to $57 million to $60 million, which represents 1@¥owth, on the low end.

Can you talk about that a little bit, what wenthmre and what led you to be so ebullient three hwago and so conservative today?

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

Okay, well, | guess, let me take that. | thinkyyas know, | joined the firm in the middle of May 007 and my principal directive from the
Board was to put this board on a footing that weld¢@ontinue to grow positively as a business mg¥arward.

| assessed the business, took immediate actionttoyr cost structure in place to allow us to ammi to aggressively hire salespeople and to
grow this business moving forward.

I would tell you, as | looked at what we have soldhe first half of the year, from January throulyme, we did not have the sales performance
that we needed to hit the growth goals that we werrg to have, or that we established at the éginof the year, which is why right now we
are revising guidance to the 10% to 15% growth framere we existed before.

| believe that the firm, and we were very focusadie restructuring and integration of the firmgas a function of that did not meet our initial
top-line sales goals for the first half of the year

| believe that, as Kevin mentioned, is a near-tplranomenon. | believe there is tremendous oppadytimithe market to continue to grow and
we will grow and we will accelerate our growth inlee second half of this year and into 2008. Seliele this is a short-term phenomena.

| think the market opportunity exists as it hassted, but in terms of making goals, we will eststblhe revenue and meet the revenue guidance
that we've given you today?

Brian Thompson - Global Telecom & Technology, Inc. - Executive @man

Could | comment? This is Brian -- because | wasdhe that gave those projections when | gave thack at the last conference call. | can
honestly tell you, this is the first time I've exm¥en termed ebullient, because I'm never ebullibout anything.

Bobby Melnick - Terrier Partners - Analyst

Well, 30% growth is pretty optimistic when actyatbu haven't had any growth really in the last tears.
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Brian Thompson - Global Telecom & Technology, Inc. - Executive @man

But that was -- you have to go back and look atsticond half of the year, which is based on actemy as well, in the revenue stream in the
previous year. It wasn't a question of a flat-dd3growth, but it was closer to a 15% to 20% growithich we did --

Bobby Melnick - Terrier Partners - Analyst

You mean 20% as seven to eight times GDP groWitss hot ebullient, what would you characterize-i

Brian Thompson - Global Telecom & Technology, Inc. - Executive @man

You can characterize it your way. It's fine. | Hdmave any problem. | think it was bullish, okaffd you're correct, and we were bullish
because of commitments that we had from our twesdakders, especially in the European marketplace.

The fact of the mater was that we simply did notehperformance. It wasn't there. We weren't getiting/hen | brought Rick in, his first test
was to go throughout the organization and findvautre we were.

We felt at that point in time, as we were just cogiiogether as a Company, as | said in that medtiagwe felt comfortable we had a lot of the
pain behind us but we still didn't have a CEO &cpl

And | was in the acting role as CEO, and | felttett time that we did have fairly strong feelingstbe part of our sales force that they could
begin to sell appropriately in the marketplace.

We didn't have the kind of leadership that | fedt ad at the time, as it turned out, and the esué clear. Rick has come in. He's done the right
things. He's created a very different structure la@ds now, | think, very confidently telling youhat he believes is the future of the Company,
and | will subscribe to that.

Bobby Melnick - Terrier Partners - Analyst

Okay, just a comment from one owner to anothettireaside the sales performance, which | thindissurbing, a comment -- you're a fairly
new public Company, okay?

Hey, look, I've been investing in micro-cap land 26 years, and so I'm not unfamiliar with the végmof stock performance in that period and
certainly everybody can open a newspaper and lbaksereen and see that it's been a tumultuousdoierthe stock market.

But in the last five weeks, your stock is down adtnd0%. It's down 38% since late June, and indkethree days leading into this conference
call, your stock declined 18%, which suggests least raises the possible, that the informatiam gj@sented in this morning's release was not

unaware to some people outside of he Company.

And | suggest --

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

Well, you can interpret, again, as you'd like.

Brian Thompson - Global Telecom & Technology, Inc. - Executive @man

Absolutely not so.

Bobby Melnick - Terrier Partners - Analyst
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Well, I hope you're right, and | hope that youastigate and assess the credibility of the Compaggause at the moment you're on a pretty fine
line. That's my last comment. Thank you very much.

Brian Thompson - Global Telecom & Technology, Inc. - Executive @man

Well, let me respond, because | think you're gdm§ind out that every opportunity in the pasttthe've had on windows, the insider people
that know the Company have been buying shareseo€tmpany. So the stock does not trade on any stadelable basis, other than the fact
that people are either clearing out or changingtioéiles of their portfolios.

And if you look at the number of shares it tradedrahe last 10 days, you'll find out it's miniseutlatively to the actual shares that are in the
liquid ability to be traded.

So | think it's fair to say that as a micro cap,revérading on the basis of whim, and let's takeck and see what happens over the next few
weeks.

There's no question in my mind, this is the fingblir announcement that we've made about performanthe Company, and | can assure there
is nobody else that knows anything about the Comizett would be trading in the shares of the saddkis stage.

It's a very small group of people that really umstiand it. So | think you're -- as an owner, to amer, and I'm a fairly substantial owner and |
have a very important stake, as far as I'm condeirman assure you that this Company is in a shiseever been in before.

It is a new Company and you're absolutely corréée. have put the Company into a position where mikththat this stage it is a terrific
investment, and it will be.

Operator

And now we'll talk our next question from Yehudadchter from Envoy Global.

Yehuda Fruchter - Envoy Global - Analyst

Yeah, hi, guys. Good morning. Actually, | havecagle of questions. | guess the first questioregmarding the cost structure and I'm interested
in understanding, number one, the gross margimctsire.

| know Vanco has about gross margins of close #.36ou guys are still forecasting under 30%. | vegintio understand that variance.

And, on the SG&A side, what the ongoing costs. Aghimean, your cost structure seems to be a gitenithan competitors such as Vanco,
which is at 255 of revenue, and you guys arerstdr 33%. So just trying to understand what's goimgith the cost structure.

Kevin Welch - Global Telecom & Technology, Inc. - CFO

Sure. This is Kevin. | think I'll take your secoqdarter first, and | think a lot of the differesce I'm not an absolute student of Vanco's cost
structure -- probably has more to do with scale @raything else.

| think from a percentage, we're around 32% ancewgect that as we grow our revenues, now that westablished the right cost structure
program, that we will see that percentage of regatecline going forward.

And we look at the size of the companies, us vevareo, they have a much bigger revenue base ¢agfthose costs over.

So | think it's more a function of size than aricééht cost structure that we have here. | would @a the gross margin standpoint, our gross
margin ties very closely to our supplier costs.

We are assets light in the sense that we havelitégyto no CapEXx to impact our gross marginsifsmu look at our cash flows, our cash from
investing or our CapEx spend is very low.
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So | think where Vanco does a little bit more calpitvestment and that improves their margins, see it in their margins, we do not have a
very capital intensive model.

So our margins are more a function of our suppleats, and we manage that pretty closely and e@itinue to, because obviously it's a big
component of our cost structure.

Yehuda Fruchter - Envoy Global - Analyst

Okay.

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

Let me just add one comment to that, too, abaitiSB&A side. We saw a significant percentage dromf35% in the first quarter to 32% in
SG&A and we absolutely expect that percentage tdimoe to decline, because we can grow revenuehisncbst base without significant
increases in SG&A.

With that being said, with the big move we madehiis restructuring that | had talked about at thgibning of the call was to take out G&A
expense so that we could add S expense, sellirenegpWe do plan to add selling expense over titscontinue to expect to see the SG&A as
a percentage of revenue continue to decline asale sur business.

Yehuda Fruchter - Envoy Global - Analyst

Okay, so what do you expect the SG&A to be onragoimg basis? What's the fixed cost basis theth@i$G&A side?

Kevin Welch - Global Telecom & Technology, Inc. - CFO

We don't have a specific number. That G&A perogataill continue to decline and over time we expecget that to be fairly small, as we
include our EBITDA margins.

So it would be difficult to give an exact numberparcentage because that's going to be a dynaete pif the business going forward, as we
grow the business.

Yehuda Fruchter - Envoy Global - Analyst

Okay. Just also a couple of questions, in term§yfu can give out the number of customers, vthatcurrent average length of contracts is,
any sort of color on the extent of recurring rev@nuersus some one-time service charges, et cetera?

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

We have more than 200 customers. Our customertthdothree months ended just now in the secondepaur four largest customers were
about 21% of our total service revenues, and sgréhrot that concentrated.

We have a fair customer breadth. It's represemetoth fairly evenly between the carrier segmerd #re enterprise segment, and it's
represented fairly evenly between the Americasraatlof world.

So | think we have a good distribution of base. &etinue to win new. One of our objectives is to fgrticularly in this quarter, to tell you a
little bit more abut where our new wins and wheue mew business is coming from.
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I would tell you, as Kevin said, all of our reviethie vast majority of our review, with a small egtien, is what we call back to back, so that our
costs and our revenues are -- excuse me, our regseand our costs are effectively linked together threre's very little exposure in terms of
gross margins from that perspective.

The majority of our revenue is under contract aedegally over multiple years. And so we have anoojmity. We have a nice, sort of stable
revenue base. There is no sort of large one-tithatsare occurring.

It's a very sort of mature revenue stream thaedésinring month in and month out. And from the pecsive of the revenue, in terms of the
revised guidance, | would say that it is not relatecustomer disconnects or customer churn rasélliremains very low.

It is a function, as | mentioned before of notiagllenough in the first half. So we see the stighili the existing revenue stream and absolutely

the ability to accelerate our growth with incrensrstales efforts and sales resources, which we thaviinancial flexibility to do, in addition to
growing profitable.

Yehuda Fruchter - Envoy Global - Analyst

So is the average length of your contract nowtgreaan 12 months?

Kevin Welch - Global Telecom & Technology, Inc. - CFO

We've not disclosed that as a metric, though vilegwiback and look at it. But we haven't disclgsethink, the average length of our contract at
this stage, as a key operating metric. Though lleviell you that the majority of our revenue is endontract.

Brian Thompson - Global Telecom & Technology, Inc. - Executive @man

And just one comment on the recurring revenu®iels said, all of our revenue essentially is reigr

To the extent we have a customer contract thatham-recurring component to it, installation, wiél mmortize that over the life, or the term,
excuse me, of the contract. So our reported revisneeurring, from that standpoint.

Yehuda Fruchter - Envoy Global - Analyst

Okay, and just one final question. | guess thimise towards Rick. If you could give -- it's a fyecompetitive marketplace that you guys are
in, and | just want to hear from you what your ersiof the Company is and how GTT is going to ddferate itself in the marketplace. What
makes you guys unique and what's your value préposreally?

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

It's a great question. | think as a multi-netwogerator for both carrier and enterprise clierits, a@bility to sell solutions that integrate togethe
multiple networks and have a single provider, KK€T, provide the one-stop service provider that peovision that service, that can maintain
that service, whether it be for enterprise or aieacustomer and take the accountability at atibid prices is something that | see as a real
powerful winning proposition in the marketplaceagd

We play in a very large global LAN market, multigkens of billions of dollars. And | would tell yauot all of that market is addressable by
virtual network operators and multi-network operatbke ourselves, but a significant portion of ttmaarket is, mainly because carriers in
enterprises are looking for service providers ttaat actually put together these networks in corimge#olutions to them and take accountability
over time for the install, for the maintenance &rdthe upgrade, particularly as those networksvgpuer time, with the continued globalization
of the multinational enterprise.

So | think it's a really attractive market for wsplay in. Our issue is we haven't had enough resopressed against that market, selling to the
target accounts that are out there.
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So we are continuing to reduce the general andrasimative cost structure as we make ourselvesGamepany, and increasing globally, across
all of our geographies, the selling resources pagaimst these attractive opportunities.

Yehuda Fruchter - Envoy Global - Analyst

But when you're going up to accounts, you're gaipgagainst a Company like Vanco, | mean, how ane guys differentiating yourselves
versus them? Different vertical markets, or différealue proposition?

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

It's interesting. | would say to you the numbetiofes that we come up against Vanco is limited.

Vanco and GTT together are very small companiegivel to the carrier market and relative to thekaaoverall. So, principally, we compete
against the facility-based network operators. Thahose are our principal competitors.

As a function of that, the value proposition of altiinetwork operator is extreme, because a fgeilased operator wants to sell their network.
That is their goal in life.

They've spent billions of dollars in capital buiidia network and they want to sell it. And thatgasition works well when a customer has a
demand that specifically fits that network oppoityin

When a customer, whether it's a carrier customananterprise customer, has a demand, has athaetias to cross multiple networks, that its
an opportunity for a multi-network operator, andttis where we play. And that is where we win, trat is where we will grow our business.

And that market opportunity is billions and bill®lf dollars. So | think that is a particular swegdt for us to address and address and compete
effectively against the facility-based carrier ggiers who are out who are effectively trying tatffieir network solutions into customer needs.

Yehuda Fruchter - Envoy Global - Analyst

Great. Thank you very much. Appreciate it.

Operator

Moving on, we'll take our next question. That witime from Abe Bronchtein from AJB Capital.

Abe Bronchtein - AJB Capital - Analyst

| was wondering if you could give us your forecistyour cash requirements? | just convert youtTEBA forecast and your intentions with the
sales fore and CapEx into cash flow, you seem toubaing very skinny on cash. And | was just woigrA, when you think you'll be no
longer negative cash flow.

And, B, in the event that you use up existing castat provisions do you have for liquidity beyomat?

Kevin Welch - Global Telecom & Technology, Inc. - CFO

Sure. That's a good question. | think you're rigti¢ do have fairly tight cash balances.

However, given the cost reduction, we expect thatye talk about our adjusted EBITDA becoming pasifor the second half of the year, since
we have very low CapEx spend, adjusted EBITDAg®ad proxy for the cash required for operations.
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So we think we're in a good position from a casbdsestandpoint. However, we're not cash rich andaméinue to manage -- we will have to
manage very carefully our working capital goingAard.

From a standpoint of -- | think you asked me whatilat we do to raise cash, or if we need additi@aah? | think, obviously, if you look at our
balance sheet, we have some maturities coming elxteypar and we're in the process right now ofweatitig all of our options with respect to
that.

| think at this point it would be sort of prematuaed probably inappropriate to make any commentargnspecific activities that we could
undertake.

Abe Bronchtein - AJB Capital - Analyst

With all due respect, do you have a bank linelala&? And | think it is appropriate to commentisTis a current business issue.

Kevin Welch - Global Telecom & Technology, Inc. - CFO

Sure. We do not have a bank line available, becatithe debt that we have in place now, but tirae®mbination of as we look at our ops with
reducing our existing debt, one of the things thatwould like to do is put a credit facility in jgla as part of the overall management of the
capital structure.

I think your point is well taken. We are in a vélight cash environment.

Brian Thompson - Global Telecom & Technology, Inc. - Executive @man

He also asked, if | could add -- this is Brian. &t&ed if you were cash flow negative or positieeng forward, and | think you didn't answer
that question.

Kevin Welch - Global Telecom & Technology, Inc. - CFO

Well, I mean, | think sort of pointing to our adjad EBITDA, | think the question around our caskwffrom operations will really have to deal
with ho we manage our working capital from our AfRlaAP balances.

Abe Bronchtein - AJB Capital - Analyst

Well, it seems obvious that you're going to haifficdlty expanding your sales force in advancettoé revenues they bring in with your cash
position being as tight as it is.

It would seem to be appropriate under these camditio have a prepared or have negotiated somefsamitlitional liquidity in the form of some
kind of a credit line.

Kevin Welch - Global Telecom & Technology, Inc. - CFO

| think the answer, again, we talked about sortaygital markets transactions or options that weehaith respect to managing our capital
structure or our debt. And | think included inte¢ieg that would be steps that we would take tongjtteen our cash position, including putting a
credit facility in place when we have the abilitydo that.

Abe Bronchtein - AJB Capital - Analyst

Okay, thank you.
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Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

| would just add, too, that the moves that we madeduce our G&A structure were made very spedliff to give us that flexibility to increase
the size of the sales force within the constraimas we have today.

So we have flexibility now to increase the sizéhef sales force, with the notes that Kevin mentipne continue to manage our working capital,
but within the SG&A structure that we have we absdly intend to continue to increase the size af sales force and get to a third of our
employees to be quota bearing within the conssairat we have.

Operator

(OPERATOR INSTRUCTIONS)

Moving on, we'll take our next question from [TdRgllet] from Maxim Group.

Tony Follet - Maxim Group - Analyst

| was wondering if you could just give us a litt®re color on why sales growth is so dismal.

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

Sure. I mean, | think the two principal thingeksone, we had planned to have more quota-begeimgle on staff, effective even from this first
quarter into the second quarter than we do todayoe, we did not hire fast enough to actually qddta-bearing resource to hit the new order
numbers that we had planned to head.

Two, | think as we went through the restructurirfgttee firm and taking two companies through thetfiquarter and the second, the two
companies were making effectively two operatingitiest and bringing them together to one, we focuseate on the integration and
restructuring than we did on actually selling navgibess.

So | think both of those factors impacted the nedeobook that we brought into the Company in the half of the year.

I think much of that is behind us. We have growa shles force and we plan to grow the sales foare moving forward.

The issue with any recurring revenue businessdiks is that if you don't hit your sales numbershia first half of the year, it's difficult, given
the recurring nature of our business, to hit yaomgh goals in the second half of the year.

So | think those are the two main impacts that aa | came on in May in terms of where we wereeims of absolute sales performance versus
where we need to be. | think much of that is behisénd we see the ability to accelerate our grolitugh the remainder of this year and into
2008.

Tony Follet - Maxim Group - Analyst

Is there anything that's changed with the so-dallempelling sales story, in terms of the actuabprt and the actual advantage to the client in
terms of using your services versus someone essys last year?

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

Actually, | see nothing different from the positithat we laid out originally and that the oppoityto continue to take the myriad of networks
that are out there and provide them and package #taolutions to specific customer need is there.
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And | believe that as we discuss these trends aheufct that more and more companies are incrgagobalizing their operations and entering
locations that are even more difficult to reacthimk the opportunity to sell network to them amalti-network operator and being able to take
advantage of the hundreds of suppliers that weflmng to source solutions to customers and being @blntegrate those solutions together is
actually growing, not shrinking.

And | think you also see that, as | mentioned lftrat we don't see significant disconnects inbusiness, that as people have bought services
us from us in the past, in the first half of theayeas I've stated, the revenue piece that | déscliand the reason why we lowered revenue
guidance is purely a sales issue, not a disconssct.

But | see the opportunity to continue to sell to existing and new customers the value propositia we outlined originally, and | think that
value proposition is as strong, if not strongedatn

Tony Follet - Maxim Group - Analyst

Okay, thank you.

Operator

Moving on, we'll take our next question from [MéniVard].

Merwin Ward Analyst

My question is this, the gentleman two questiays facused on cash flow. What I'm most concernamialfor a Company and with the plans
that I've been listening to this morning, that ke cash on hand is very diminutive in terms of @@mpany even surviving another [pay] the
bills. Now, I'm hearing about the sales focus draldales plans.

These things take a great deal of money to bringleson. What plans do you have in place if yowalty go to no cash, and do you plan to do
this just by doing more financings and creating embebt? | think that there has to be more focuthenliminutive amount of cash on hand.

Kevin Welch - Global Telecom & Technology, Inc. - CFO

| agree. Again, | don't want to sound as if walieimizing the fact that we do have a low cash heda We recognize that.

Merwin Ward Analyst

What is the cash balance at this time, please?

Kevin Welch - Global Telecom & Technology, Inc. - CFO

Well, we reported a cash balance of $1.7 milliotha end of the quarter. And | will say, | thirkthe question of our cash needs going forward,
two points, and one is that we've taken a fair arhoficost out of the business, and that happenedgithe second quarter, so we'll continue to
see the benefits of that going forward, and frooash flow standpoint we expect to be fairly modesgrs of cash to cash flow positive going

forward, from an operations standpoint.

Now, we still have a balance sheet to deal with@mdworking capital, managing that working capitalvery important. And we're evaluating a
number of options right now with respect to imprayiour balance sheet through what we do to retieedebt, to bring some cash into the
Company, to have some cash facilities available.

Merwin Ward Analyst

Can you expand on those plans?
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Kevin Welch - Global Telecom & Technology, Inc. - CFO

Well, | mean, | think we have any number of opsipand right now it would be difficult to get intmy specific potential transactions, but
certainly there are a number of options that weeaeduating and we are working diligently on ttgsue.

And you're right, it is first and foremost the isshat we're dealing with in the Company, and wedrinuing to focus on it.

Merwin Ward Analyst

Do you find that you don't have a line of credithithe banks because of the poor cash-on-hantigrasbn debts that are owed?

Kevin Welch - Global Telecom & Technology, Inc. - CFO

No. The reason we don't currently have a creditiigin place is because of the current debt thah place. And the holders of that debt have
not permitted subordination to allow us to putedérfacility in place.

So as | mentioned in part of working through thetnecturing -- restructuring, excuse me -- sonvofking through the management of that debt
would be to, once we've managed that debt outate lthe flexibility then to put a credit facility iplace to give us some additional cash for

working capital needs.

Merwin Ward Analyst

It sounds like future sales are going to haveke tare of debts on hand before you go for a tcfacllity.

Kevin Welch - Global Telecom & Technology, Inc. - CFO

| think the availability of a credit facility is are a function of he debt that's in place. | thin& banks are interested, or would be interested, i
putting a facility in place at this point, but wave to get there. We have to have the ability tthdd with the debt holders that we currently have

in place before we can make something happen.

Merwin Ward Analyst

Thank you.

Operator

Now we'll take a call from Alan Lowenstein from Anican Fund Advisors.

Alan Lowenstein - American Fund Advisors - Analyst

Yes, you mentioned that you had some Europeaonmastdisconnects. Why did that occur, and how nveerg there?

Kevin Welch - Global Telecom & Technology, Inc. - CFO

Yes, there probably | think principally two largemstomers that disconnected in 2006. So duringéeend quarter of 2006, which takes that
revenue out of the base and from a growth stantp@rhave to grow on top of that.

| believe one of the customers was an automotivag2my that has been going through an restructuring.
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Another customer was a financial institution thatifa fairly large contract, and that contract céangompletion, the contract ended and was not
renewed. | think, as | understand it, they completeanged their network configuration from whatyttiad done previously and it was not
business that we were interested in pursuing.

Alan Lowenstein - American Fund Advisors - Analyst

And how many new customers did you sign up ingiherter?

Kevin Welch - Global Telecom & Technology, Inc. - CFO

New customers in the quarter, | think we added Giustomers for the quarter.

Brian Thompson - Global Telecom & Technology, Inc. - Executive @man

I think it's important to point out, as well, ththie two customers that had disconnects last gearyery large and growing customers, continue
to be so, in the Company. So the disconnects @&afgpcontracts within a broader base of businassl that's an important point.

Alan Lowenstein - American Fund Advisors - Analyst

So you still have the customer. It's just thaythe

Brian Thompson - Global Telecom & Technology, Inc. - Executive @man

Yes. Oh, yes. They changed their business ane these just terminations of networks that theyormkr needed.

But those were under contract and they were ndacef at the time and that's what | was gettirgylatle bit earlier about the second half of last
year and the former companies and comparing year-year is a difficult thing.

Kevin Welch - Global Telecom & Technology, Inc. - CFO

And, Alan, sorry, we added 12 new customers dutiegsecond quarter.

Alan Lowenstein - American Fund Advisors - Analyst

And you say you have 200 customers now.

Kevin Welch - Global Telecom & Technology, Inc. - CFO

Over 200.

Alan Lowenstein - American Fund Advisors - Analyst

Over 200, and how many of those are enterprise?

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

I think our mix is fairly balanced between entésprand carrier at this stage.
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Alan Lowenstein - American Fund Advisors - Analyst

Okay, thank you.

Operator

And at this time it appears there are no furthestjons.

Rick Calder - Global Telecom & Technology, Inc. - PresidentEO

All right. Well, thank you, operator, and thankuy@veryone, for spending time with us today andowé& forward to sharing our results with
you next quarter. Thank you very much.

Operator

Thank you and that will conclude today's confeeend/e thank you for your participation. At this #mour phone audience may now
disconnect.
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