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after , 2008 at specified redemption prices, and at any time in the event of certain changes affecting Canadian withholding taxes at
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This document is in two parts. The first part is the prospectus supplement, which describes the specific terms of the notes we are
offering and certain other matters. The second part, the accompanying prospectus, gives more general information, some of which does
not apply to the notes we are offering. In the event information contained in the prospectus is inconsistent with this prospectus
supplement, the information in the prospectus supplement updates and supersedes the information in the prospectus. Generally, when
we refer to the prospectus supplement, we are referring to both parts combined.

"nn

In this prospectus supplement, unless we state otherwise, ''Celestica,' the '"Company," '"we," "us' and "our" refer to

Celestica Inc. and its subsidiaries.

We furnish our shareholders with annual reports containing financial statements prepared in accordance with Canadian generally accepted
accounting principles (GAAP) audited by our independent accountants, with a reconciliation of those financial statements to U.S. GAAP. We
will make available copies of quarterly reports for each of the first three quarters of each fiscal year containing interim unaudited consolidated
financial information.

In this prospectus supplement, all dollar amounts are expressed in United States dollars, except where we state otherwise. All references to
"US$" or "$" are to U.S. dollars and all references to "C$" are to Canadian dollars. Unless we indicate otherwise, any reference in this
prospectus supplement to a conversion between US$ and C$ is given as of June 3, 2004. At that date, the noon buying rate in New York City for
cable transfers in Canadian dollars was US$1.00 = C$1.3606, as certified for customs purposes by the Federal Reserve Bank of New York.

Canada has no system of exchange controls. There are no Canadian restrictions on the repatriation of capital or earnings of a Canadian
public company to non-resident investors. There are no exchange restrictions affecting the remittance of dividends, interest, royalties or similar
payments to non-resident holders of the notes we are offering.
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FORWARD-LOOKING STATEMENTS

Information about us contained under the headings "Prospectus Summary," "Management's Discussion and Analysis of Financial Condition
and Results of Operations," "Business" and other sections of this prospectus supplement and prospectus contain forward-looking statements
within the meaning of section 27A of the Securities Act of 1933, as amended (U.S. Securities Act), and section 21E of the Securities Exchange
Act of 1934, as amended (U.S. Exchange Act), including, without limitation, statements concerning our possible or assumed future results of
operations preceded by, followed by or that include the words "believes," "expects," "anticipates," "estimates," "intends," "plans," or similar
expressions. For those statements, we claim the protection of the safe harbor for forward-looking statements contained in the U.S. Private
Securities Litigation Reform Act of 1995.

non non non

Forward-looking statements are not guarantees of future performance. They involve risks, uncertainties and assumptions. You should
understand that the following important factors, in addition to those discussed in "Risk Factors" and elsewhere in this prospectus supplement,
could affect our future results and could cause those results to differ materially from those expressed in such forward-looking statements:
variability of operating results among periods; the effects of price competition and other business and competitive factors generally affecting the
electronics manufacturing services (EMS) industry; the challenges of effectively managing our operations during uncertain economic conditions;
our dependence on a limited number of customers; our dependence on industries affected by rapid technological change; the challenge of
responding to lower-than-expected customer demand; our ability to successfully manage our international operations; component constraints;
our ability to manage our restructuring and the shift of production to lower cost geographies; the success of our new product development
efforts; and our ability to achieve the anticipated benefits of our merger with Manufacturers' Services Limited (MSL).

Except as required by applicable law, we disclaim any intention or obligation to update or revise any forward-looking statements, whether
as a result of new information, future events or otherwise of which we hereafter become aware. You should read this prospectus supplement and
the documents, if any, that we incorporate by reference with the understanding that our actual future results may be materially different from
what we expect. We may not update these forward-looking statements, even if our situation changes in the future. All forward-looking
statements attributable to us are expressly qualified by these cautionary statements.

il
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SUMMARY

The following summary highlights selected information from this prospectus supplement to help you understand Celestica Inc. and the
notes being offered. For a more complete understanding of Celestica and the notes, we encourage you to read carefully the entire prospectus
supplement and accompanying prospectus, as well as information incorporated by reference from the reports we filed with or furnished to the
U.S. Securities and Exchange Commission.

Our Business

We are a world leader in the delivery of innovative electronics manufacturing services (EMS). We operate a highly sophisticated global
manufacturing network with operations in Asia, Europe and the Americas. We target leading industry original equipment manufacturers
(OEMs), historically in the computing and telecommunications industries and increasingly in other manufacturing end markets, such as
industrial, aerospace and defense, automotive and consumer electronics. Our expertise in quality, technology and supply chain management
enables us to provide competitive advantages to our customers by improving time-to-market, scalability and manufacturing efficiency.

We provide our OEM customers with a broad range of services, including manufacturing, design, new product introduction, engineering
services, supply chain management, printed circuit assembly (PCA), system assembly, direct order fulfillment, logistics and after-market
services and support. We have built a customer base that is now comprised of over 160 OEMs, including such industry leaders as Avaya Inc.,
Cisco Systems, Inc., EMC Corporation, Hewlett-Packard Corporation, IBM, Lucent Technologies Inc., Motorola, Inc., NEC Corporation and
Sun Microsystems, Inc. During 2003, our top ten customers represented 73% of our total revenue.

For the year ended December 31, 2003 and the quarter ended March 31, 2004, we had revenue of approximately $6.7 billion and
$2.0 billion, respectively.

Our Strengths
We have become one of the largest EMS providers by capitalizing on the following competitive strengths:

Advanced Technological Capabilities. We are a leader in manufacturing highly advanced products, particularly in the areas of
communications and computing infrastructure. These products include mainframes, routers, photonic devices, wireless base stations, networking
equipment and mass storage devices, among others. We have earned a superior reputation with global OEMs in these areas through our skilled
engineers and our development of advanced capabilities in the areas of manufacturing and testing processes. We endeavor to remain at the
forefront of technology. For example, we have recently expanded our service offerings to include reference designs in next generation
computing platforms based on 64-bit architectures.

Large-Scale and Flexible Production Capacity. We have over 9 million square feet of diverse manufacturing capacity in 19 countries
around the world. In our lower cost regions of Asia, Eastern Europe and Mexico, we offer a broad range of low cost manufacturing and supply
chain solutions for our customers. As of March 31, 2004, approximately 70% of our production facilities and human resources were located in
lower cost geographies. In Western Europe and North America, we offer a broad range of capabilities in areas such as design, manufacturing of
new technologies, logistics, order fulfillment and after-market services. All of these regions continue to play an important role as we expand our
service offerings and deepen our customer relationships.

Global Supply Chain Management Expertise. We have made significant investments in human resources and information technology
in order to manage a large and growing portion of our customers' supply chains. We use electronic data interchange with our key suppliers and
ensure speed of supply through the use of automated receiving and full-service distribution capabilities. During 2003, we procured and
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managed approximately $5 billion in materials and related services. We believe this size of procurement enhances our ability to obtain better
pricing, influence component packaging and design, and obtain supply of components in constrained markets.

Broad and Global Service Offerings. We provide a full spectrum of products and services that capitalize on the extensive technological
know-how and intellectual capital we have developed within our organization. Our broad portfolio of services positions us as a value-added
provider within the EMS industry. Selected services within our broad line-up include product design and design for manufacturability, reference
designs, component selection and procurement, quick-turn prototyping, PCA testing and full system assembly, product assurance and failure
analysis, order fulfillment, worldwide distribution and after-market support, including repair services. A customer may use a selection of our
services to complement its own capabilities or use all of our capabilities to better manage its complete supply chain needs.

Experienced Management Team. We have a strong executive and management team with extensive manufacturing and supply chain
expertise. Stephen Delaney, prior to becoming our CEO, held a variety of executive and senior management positions at Celestica, as well as
executive and senior management roles in operations at Visteon Automotive Services, AlliedSignal's Electronic Systems business, Ford Motor
Company's Electronics division, and IBM's Telecommunications division. Marvin M*Gee, President, and Anthony Puppi, CFO, have each been
with Celestica and its predecessor company, IBM, for over 20 years, where each held a number of executive positions of increasing
responsibility. We have established manufacturing and customer management teams in Asia, Europe and the Americas through a mix of external
hiring, acquisitions and internal development of management within our global organization.

Our Strategy

We intend to deploy the following strategies in order to maximize customer satisfaction and achieve superior financial performance:

Steadily Improve Operating Margins and Increase Operating Efficiency. We are committed to applying strategies and processes
designed to improve margins and return on invested capital around the world. We plan to achieve this by:

completing our restructuring program;

leveraging corporate procurement capabilities to lower materials costs;

increasing utilization of facilities to take advantage of significant operating leverage;

deploying corporate cost reduction and productivity enhancement initiatives on a global basis;

applying best practices throughout our operations worldwide;

compensating our employees based, in part, on the achievement of earnings targets;

deploying lean manufacturing and Six Sigma techniques;

maximizing asset turnover; and

moving production to lower cost regions.

Leverage Expertise in Technology, Quality and Supply Chain Management. We are committed to meeting our customers' needs in
the areas of technology, quality and supply chain management to enhance our customer relationships and expand our business. Our modern
plants across the world and leading technological capabilities enable us to produce complex and highly sophisticated products to meet the
rigorous demands of our OEM customers. Our ongoing commitment to quality in all aspects of our business allows us to deliver consistently
reliable products to our OEM customers. The systems and processes associated with our expertise in supply chain management have enabled us

7



Edgar Filing: CELESTICA INC - Form 424B2

to rapidly ramp operations to meet customer needs, adjust capacity in response to product demand fluctuations and effectively distribute
products directly to end customers.
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Develop and Enhance Profitable, Strategic Relationships with Leading OEMs. We seek to build and sustain profitable, strategic
relationships with industry leaders in target sectors and markets that can benefit from the delivery of our innovative electronics manufacturing
services. By conducting ourselves as an extension of our customers' organizations, we are able to respond to their needs with agility, speed and a
commitment to deliver results.

Expand Range of Service Offerings. We continually assess opportunities to expand the breadth and depth of the services we provide to
OEMs in areas that can reduce their design, manufacturing, supply chain and product costs. While we have built our reputation by providing
services in connection with the production of higher-end and more complex products, we have significantly broadened our offering of services
to facilitate the manufacture of a wider spectrum of products and to support the full product lines of leading OEMs. In the past few years, we
have acquired additional capabilities in prototyping and PCA design, embedded system design, enclosure assembly, full system assembly,
logistics, order fulfillment and after-market services. We will continue to expand our capabilities and service offerings on a global basis in order
to maximize our potential returns and respond to the changing needs of our customers.

Continue to Diversify End Markets and Customer Base. We have historically focused on markets such as enterprise communications
and computing, where OEMs require higher value-added services for their complex products. During the downturn that significantly affected the
demand for our customers' products, we expanded our marketing efforts to other EMS markets to reduce our reliance on any particular industry.
Our strategy includes growing our other end markets, such as aerospace and defense, industrial, consumer electronics and automotive. For the
quarter ended March 31, 2004, our revenue from sectors outside of communications and computing approximately doubled to $275 million from
$140 million in the corresponding quarter in 2003. In conjunction with end market diversification, we also focused on expanding our customer
base. The percentage of our revenue from our non-top ten customers increased to 34% of total sales in the first quarter of 2004 from 22% of total
sales in the first quarter of 2003. In addition, our acquisition of Manufacturers' Services Limited (MSL) has enhanced our diversification strategy
by increasing the proportion of our customer base in the commercial avionics, automotive, retail systems and peripherals end markets.

Selectively Pursue Strategic Acquisitions. We have completed numerous acquisitions. We will continue to selectively seek acquisition
opportunities in order to:

further develop strategic relationships with leading OEMs;

expand our capabilities;

diversify into new market sectors;

broaden our service offerings; and

optimize our global positioning.

We have developed and deployed a comprehensive integration strategy that includes establishing a common culture at all locations with
broad-based workforce participation, providing a single marketing "face" to customers worldwide, deploying common information technology
platforms, leveraging global procurement and transferring best practices among operations worldwide.

Recent Developments

On June 4, 2004, we entered into an agreement to amend our existing 364-day credit facility by increasing the size of the existing facility
from $250.0 million to $600.0 million and extending the expiry to June 2007. Concurrently with this amendment, we terminated our
$500.0 million four-year revolving term credit facility. We refer to this amended credit facility as our new senior credit facility in this prospectus
supplement. See "Description of Certain Indebtedness  $600.0 Million Revolving Term Credit Facility."
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On April 22, 2004, we announced our results for the first quarter of 2004. Highlights of our first quarter results include:

a27% increase in revenue to $2,016.9 million for the first quarter of 2004 compared to $1,587.4 million for the
corresponding quarter in 2003, primarily as a result of an increase in business volumes from some of our top customers and
new business, together with the MSL acquisition, offset in part by pricing reductions and changes in product mix;

5% sequential revenue growth for the first quarter of 2004 over the fourth quarter of 2003, due to the MSL acquisition, an
increase in program wins with existing customers and strengthening in the communications market, despite typical cyclical
declines for the first quarter;

an increase in revenue for the first quarter of 2004 in each of the Americas, Europe and Asia compared to the fourth quarter
of 2003; and

an increase in gross margin to 4.4% in the first quarter of 2004 from 3.8% in the fourth quarter of 2003.
For additional detail, see "Management's Discussion and Analysis of Financial Condition and Results of Operations."

On March 12, 2004, we completed our acquisition of MSL, a global electronics manufacturing and supply chain services company with
design, manufacturing and fulfillment locations worldwide. For the year ended December 31, 2003, MSL had revenue of approximately
$826 million. Pursuant to the merger agreement, in consideration for the acquisition we issued to holders of MSL common stock and certain
holders of MSL preferred stock approximately 14.1 million subordinate voting shares and paid cash consideration to certain MSL preferred
stockholders totaling approximately $51.6 million.

Our Principal Executive Office

Our principal executive offices are located at 1150 Eglinton Avenue East, Toronto, Ontario, Canada M3C 1H7 and our telephone number is
(416) 448-5800.

S-4
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The Offering
Celestica Inc.
$350,000,000 aggregate principal amount of % Senior Subordinated Notes
due 2011.
,2011.
and of each year, beginning on ,

The notes will be:
our senior subordinated unsecured obligations;

effectively subordinated in right of payment to all debt and other obligations
(including trade payables) of our subsidiaries;

effectively subordinated in right of payment to all of our existing and future
senior debt, including borrowings under our new senior credit facility described
under "Description of Certain Indebtedness  $600.0 Million Revolving Term
Credit Facility," to the extent of the value of the assets securing that debt;

equal in right of payment with all of our future senior subordinated debt; and
senior in right of payment with all of our existing and future subordinated debt.

As of March 31, 2004, after giving pro forma effect to this offering, the application
of the net proceeds therefrom as described in "Use of Proceeds" and the execution of
our new senior credit facility:

we would have had outstanding:
no senior debt,
$350.0 million of senior subordinated debt, consisting of the notes, and

$609.0 million of the Liquid Yield Option Notes due 2020 (LYONSs), which are
subordinated to the notes, and

our subsidiaries would have had outstanding approximately $1.9 billion of
external liabilities.

At any time on or after , 2008, we may redeem all or a part of the notes at the
redemption prices specified in this prospectus supplement under "Description of the
Notes Optional Redemption."

At any time prior to , 2008, we may redeem all or a part of the notes by
paying a make-whole premium based on U.S. Treasury rates as specified in this
prospectus supplement under "Description of the Notes Optional Redemption."

At any time prior to , 2007, we may redeem up to 35% of the notes with the
net proceeds of certain equity offerings, at a price equal to % of the principal
amount thereof, plus accrued and unpaid interest, if any, to the redemption date,
provided that at least 65% of the aggregate principal amount of the notes remains
outstanding after the redemption.

Following a change of control as defined in the indenture, we will be required to

11



Change of Control
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make an offer to purchase all of the notes at a purchase price of 101% of their
principal amount, plus accrued and unpaid interest to the date of the repurchase.
However, our ability to repurchase your notes pursuant to this offer may be limited
by the terms of our new senior credit facility or future credit agreements or other
agreements related to our debt. See "Description of the Notes Repurchase at the
Option of Holders Upon a Change of Control Offer."

S-5
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Additional Amounts and We are required to make all payments to you under the notes without withholding or

Tax Redemptions deduction for Canadian taxes. However, if we are required by law or the
interpretation or the administration thereof to withhold or deduct amounts for
Canadian taxes, we are required to pay you such additional amounts as may be
necessary so that the net amount received by you after such withholding or
deduction will not be less than the amount you would have received in the absence
of such withholding or deduction.

We may redeem the notes in whole but not in part at any time at a price equal to
100% of their principal amount, plus accrued and unpaid interest, if any, to the
redemption date in the event of certain changes in the law or the interpretation or
administration thereof affecting Canadian withholding taxes.

Certain Covenants The indenture governing the notes will contain covenants that, prior to the date, if
ever, that the notes are rated at least Baa3 by Moody's Investors Service, Inc. and at
least BBB- by Standard & Poor's Ratings Service, will restrict our ability and the
ability of our restricted subsidiaries to, among other things:

incur additional indebtedness;
pay dividends or make other restricted payments;
apply the proceeds of asset sales;

create or permit restrictions on the ability of our restricted subsidiaries to pay
dividends or make other distributions to us;

enter into transactions with affiliates; or
consolidate, merge or sell all or substantially all of our assets.

The indenture will also contain covenants that apply even if the notes are rated at
least Baa3 by Moody's Investors Service, Inc. and at least BBB- by Standard &
Poor's Ratings Service, including covenants that restrict our ability to:

create or permit liens; or
incur layered indebtedness.

All of these restrictive covenants are subject to a number of important exceptions
and qualifications. See "Description of the Notes Certain Covenants."

Absence of an Established The notes are a new issue of securities, and currently there is no market for them.

Market for the Notes We do not intend to list the notes on any securities exchange or to arrange for any
quotation system to quote them. We cannot assure you that a liquid market will
develop for the notes.

Use of Proceeds We estimate that the net proceeds from the offering after deducting the underwriters'
commissions and expenses will be approximately $341.7 million. We intend to use
the net proceeds for potential repurchases of LYONS, either on the open market or
upon the exercise of holders' right to require us to repurchase LYONSs on August 2,
2005 (which we may elect to settle in cash or subordinate voting shares), and
general corporate purposes, including future acquisitions.
For a discussion of certain risks that should be considered in connection with an investment in the notes, see "Risk Factors" starting on
page S-11 of this prospectus supplement and starting on page 4 of the accompanying prospectus.

S-6
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Summary Financial Data

The following tables set forth certain consolidated financial data derived from our consolidated financial statements. The financial data as at
December 31, 2002 and 2003 and for each of the years ended December 31, 2001, 2002 and 2003, has been derived from our audited
consolidated financial statements for the years ended December 31, 2001, 2002 and 2003 and the unaudited financial data as at March 31, 2004
and for the three months ended March 31, 2003 and 2004, has been derived from our unaudited interim financial statements for the three months
ended March 31, 2003 and 2004 that are included in this prospectus supplement. The financial data as at and for the years ended December 31,
1999 and 2000 has been derived from our audited consolidated financial statements not included in this prospectus supplement.

In the opinion of management, our unaudited interim consolidated financial statements for the three months ended March 31, 2003 and
2004 contain all adjustments (consisting solely of normal recurring adjustments) necessary for a fair presentation of the results for such periods.
Interim results are not necessarily indicative of the results that may be achieved for the entire fiscal year. You should read the following
summary financial data together with "Management's Discussion and Analysis of Financial Condition and Results of Operations," our 2003
consolidated financial statements (including the notes thereto), the other information included in this prospectus supplement and the information
we incorporate by reference.

Our consolidated financial statements have been prepared in accordance with Canadian GAAP. These principles conform in all material
respects with U.S. GAAP except as described in note 20 to our 2003 consolidated financial statements. For all the periods presented, the
summary financial data is prepared in accordance with Canadian GAAP unless otherwise indicated.

Three months ended
Year ended December 31 March 31

1999 2000 20010 20020 2003 20030 20041

(unaudited)
(in millions)

Consolidated Statements of
Earnings (Loss) Data

(Canadian GAAP):

Revenue $ 52972 $ 97521 $ 10,0044 $ 82716 $ 6,7353 $ 1,5874 $ 20169
Cost of sales 4914.7 9,064.2 9,292.4 7,716.5 6,475.2 1,511.9 1,929.0
Gross profit 382.5 687.9 712.0 555.1 260.1 75.5 87.9
Selling, general and

administrative expenses® 202.2 326.1 3414 298.5 273.8 64.2 78.9
Amortization of goodwill and

intangible assets® 55.6 88.9 125.0 95.9 48.5 12.4 7.2
Integration costs related to

acquisitions® 9.6 16.1 22.8 21.1

Other charges® 273.1 677.8 175.4 (1.6) 10.9
Operating income (loss) 115.1 256.8 (50.3) (538.2) (237.6) 0.5 9.1)
Interest expense (income), net® 10.7 (19.0) (7.9) (1.1) 4.0) (3.4) 1.0

Earnings (loss) before income

taxes 104.4 275.8 42.4) (537.1) (233.6) 3.9 (10.1)
Income tax expense (recovery) 36.0 69.2 2.1 91.2) 33.1 0.7 (1.7)
Net earnings (loss) $ 684 $ 206.6 $ 40.3) $ (445.9) $ (266.7) $ 32§ (8.4)

Other Financial Data:
Depreciation expense $ 695 $ 1219 $ 193.1 $ 2128 $ 1720 $ 434 % 41.3
Capital expenditures 211.8 282.8 199.3 151.4 175.9 18.1 56.4

14
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Earnings (Loss) Data

(U.S. GAAP)?;

Operating income (loss)

Net earnings (loss)
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Three months ended

Year ended December 31 March 31
1132  $ 2544 $ (40.0) $ (569.8) $ (210.5)
66.5 197.4 (51.3) (494.9) (258.9)
S-7
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As at December 31 As at March 31
19991 2000 20010 2002M 2003 2004
(unaudited)

(in millions)

Consolidated Balance Sheet Data

(Canadian GAAP):

Cash and short-term investments $ 3715 % 8838 §$ 1,342.8 $ 1,851.0 $ 1,028.8 $ 831.0
Working capital® 1,000.2 2,262.6 2,339.8 2,093.2 1,513.6 1,506.7
Capital assets 365.4 634.0 917.1 730.2 681.4 732.2
Total assets 2,655.6 5,938.6 6,634.9 5,809.2 5,136.5 5,684.6
Total long-term debt, including current

portion® 134.2 132.0 147.4 6.9 34 6.3
Shareholders' equity 1,658.1 3,469.2 4,745.0 4,202.3 3,466.1 3,736.2

Consolidated Balance Sheet Data

(U.S. GAAP)?:

Total assets $ 26536 $ 59360 $ 66403 $ 58054 $ 5,181.3
Total long-term debt, including current

portion 134.2 1,005.1 1,046.8 831.7 626.4
Shareholders' equity 1,656.2 2,605.4 3,841.1 3,344.4 2,854.7
@

Effective January 1, 2004, we retroactively adopted the new Canadian Institute of Chartered Accountants (CICA) Handbook Section 3110, which
requires the recognition of liabilities for asset retirement obligations and the associated retirement costs, and have retroactively restated our results of
operations for all prior periods. The impact to our cost of sales and net earnings (loss) for Canadian GAAP for the year ended December 31, 2003 was
$0.9 million (2002  $0.7 million; 2001 ~ $0.5 million; 2000  $0.1 million) and $0.2 million for the three months ended March 31, 2003. The impact on
1999 was immaterial. See note 23 to the 2003 consolidated financial statements.

The consolidated statements of earnings (loss) data for:

1999, 2000, 2001, 2002, 2003 and the three months ended March 31, 2003 and 2004 include the results of operations of International
Manufacturing Services, Inc. (IMS) acquired in December 1998, Signar SRO acquired in April 1999, greenfield operations established in
Brazil and Malaysia in June 1999, VXI Electronics, Inc. acquired in September 1999, the assets acquired from Hewlett-Packard's Healthcare
Group in October 1999, EPS Wireless, Inc. acquired in December 1999, and certain assets acquired from Fujitsu-ICL Systems Inc. in
December 1999;

2000, 2001, 2002, 2003 and the three months ended March 31, 2003 and 2004 include the results of operations of the assets of the
Enterprise System Group and the Microelectronics Division of IBM in Minnesota and in Italy acquired in February and May 2000,
respectively, NDB Industrial Ltda. acquired in June 2000, Bull Electronics Inc. acquired in August 2000, and NEC Technologies (UK) Ltd.
acquired in November 2000;

2001, 2002, 2003 and the three months ended March 31, 2003 and 2004 include the results of operations of Excel Electronics, Inc. acquired
in January 2001, certain assets of Motorola, Inc. in Ireland and Iowa acquired in February 2001, certain assets of a repair facility of N.K.
Techno Co., Ltd. in Japan acquired in March 2001, certain assets of Avaya Inc. in Arkansas and Colorado acquired in May 2001, Sagem CR
s.r.0. acquired in June 2001, certain assets of Avaya Inc. in France acquired in August 2001, certain assets of Lucent Technologies Inc. in
Ohio and Oklahoma acquired in August 2001, Primetech Electronics Inc. acquired in August 2001, and Omni Industries Limited acquired in
October 2001;

2002, 2003 and the three months ended March 31, 2003 and 2004 include the results of operations of certain assets of NEC Corporation in
Miyagi and Yamanashi, Japan acquired in March 2002, and certain assets of Corvis Corporation in the United States acquired in
August 2002; and
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the three months ended March 31, 2004 include the results of operations of MSL acquired in March 2004.

Selling, general and administrative expenses include research and development costs. During 2003, we adopted the revised CICA Handbook

Section 3870, "Stock Based Compensation," which requires that a fair value method of accounting be applied to all stock-based compensation
payments to both employees and non-employees. In accordance with the transitional provisions of Section 3870, we have prospectively applied the fair
value method of accounting for stock option awards granted after January 1, 2003 and, accordingly, have recorded compensation expense of

$0.3 million in 2003 and $1.6 million for the three months ended March 31, 2004. Prior to January 1, 2003, we accounted for our stock options using
the settlement method and no compensation expense was recognized.

In 2001, the CICA approved Handbook Sections 1581, "Business combinations" and 3062, "Goodwill and other intangible assets." The new standards
under these sections mandate the purchase method of accounting for business combinations and require that the
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value of the shares issued in a business combination be measured using the average share price for a reasonable period before and after the date the
terms of the acquisition are agreed to and announced. The new standards are substantially consistent with U.S. GAAP.

Effective July 1, 2001, goodwill acquired in business combinations completed after June 30, 2001 has not been amortized. We fully adopted these new
standards as of January 1, 2002, and discontinued amortization of all existing goodwill. We also evaluated existing intangible assets, including
estimates of remaining useful lives, and have reclassified $9.1 million from intellectual property to goodwill, as of January 1, 2002, to conform with the
new criteria.

Section 3062 requires the completion of a transitional goodwill impairment evaluation within six months of adoption. Any transitional impairment
would have been recognized as an effect of a change in accounting principles and would have been charged to opening retained earnings as of

January 1, 2002. We completed the transitional goodwill impairment assessment during the second quarter of 2002, and determined that no impairment
existed as of the date of adoption. Under U.S. GAAP, any transitional impairment charge would have been recognized in earnings as a cumulative
effect of a change in accounting principles.

Effective January 1, 2002, we had unamortized goodwill of $1,137.9 million which is no longer being amortized. This change in accounting policy is
not applied retroactively and the amounts presented for prior periods have not been restated for this change. The following table shows the impact of
this change as if the policy had been applied retroactively to 2001:

Year ended
December 31

2001 2002

(in millions, except
per share amounts)

Net loss as reported $ (403) $ (4459
Add back: goodwill amortization 39.2
Net loss before goodwill amortization $ (1.1) $ (4459)

Basic loss per share:

As reported $ (026 $ (1.98)
Before goodwill amortization $ (0.08) $ (1.98)
Diluted loss per share:

As reported $ (026 $ (1.98)
Before goodwill amortization $ (0.08) $ (1.98)

“)

®)

These costs include costs to implement new information systems and processes, including salary and other costs directly related to the integration
activities in newly acquired facilities.

In 2001, other charges totaled $273.1 million comprised of (a) a $237.0 million restructuring charge and (b) a non-cash charge of $36.1 million relating
to the annual impairment assessment of long-lived assets, comprised primarily of a write-down of goodwill, intangible assets and certain long-term
equity investments.

In 2002, other charges totaled $677.8 million comprised primarily of (a) a $385.4 million restructuring charge, (b) a non-cash write-down of

$203.7 million relating to the annual goodwill impairment assessment, (c) a non-cash write-down of $81.7 million relating to the annual impairment
assessment of long-lived assets, primarily a write-down of intangible assets and capital assets and (d) a $9.6 million charge for the premium paid and
related deferred financing costs on the redemption of our senior subordinated notes.
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In 2003, other charges totaled $175.4 million comprised primarily of (a) a $94.9 million restructuring charge and (b) a non-cash write-down of
$82.8 million relating to the annual impairment assessment of long-lived assets, primarily a write-down of intangible assets and capital assets.

Effective January 1, 2003, we adopted the new CICA Handbook Section 3063, "Impairment or Disposal of Long-Lived Assets" and the revised

Section 3475, "Disposal of Long-Lived Assets and Discontinued Operations," which are consistent with U.S. GAAP. These sections establish standards
for recognizing, measuring and disclosing impairment for long-lived assets held-for-use, and for measuring and separately classifying assets
available-for-sale. Previously, long-lived assets were written down to net recoverable value if the undiscounted future cash flows were less than net
book value. Under the new standards, assets must be classified as either held-for-use or available-for-sale. Impairment losses for assets held-for-use are
measured based on fair value which is measured by discounted cash flows. Available-for-sale assets are measured based on expected proceeds less
direct costs to sell.

Effective January 1, 2003, we adopted the new CICA Emerging Issues Committee Abstracts EIC-134, "Accounting for Severance and Termination
Benefits," and EIC-135, "Accounting for Costs Associated with Exit and Disposal Activities," which establishes standards for recognizing, measuring
and disclosing costs relating to an exit or disposal activity. These standards are similar to U.S. GAAP. We have applied the new standards to
restructuring plans initiated after January 1, 2003. These EICs allow recognition of a liability for an exit or disposal activity only when the costs are
incurred and can be measured at fair value. Previously, a commitment to an exit or disposal plan was sufficient to record the majority of costs.
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©
Interest expense (income), net is comprised of interest expense incurred on indebtedness and debt facilities, less interest income earned on cash and
short-term investments.

O]

The significant differences between the line items under Canadian GAAP and those as determined under U.S. GAAP arise from:
for 1999: non-cash charges for compensation expense;

for 2000: non-cash charges for compensation expense, interest on the convertible debt we issued in August 2000 and classification of the
convertible debt as a long-term liability rather than as an equity instrument and retroactive recognition of asset retirement obligations for
Canadian GAAP;

for 2001: non-cash charges for compensation expense, interest on convertible debt classified as a long-term liability rather than as an equity
instrument, retroactive recognition of asset retirement obligations for Canadian GAAP, impairment charges to write-down certain assets and
gain on a foreign exchange contract;

for 2002: non-cash charges for compensation expense, interest on convertible debt classified as a long-term liability rather than as an equity
instrument, impairment charges to write-down certain assets, retroactive recognition of asset retirement obligations for Canadian GAAP and
gain on repurchase of convertible debt; and

for 2003: interest on convertible debt classified as a long-term liability rather than as an equity instrument, impairment on certain long-lived
assets, retroactive recognition of asset retirement obligations for Canadian GAAP, gain on repurchase of convertible debt and the adoption
of fair value accounting for stock compensation expense for Canadian GAAP only.

For 2003, net loss in accordance with U.S. GAAP reflects the accumulated effect of the change in accounting policy for asset retirement obligations.

®)

Calculated as current assets less current liabilities.

©

Long-term debt includes capital lease obligations.
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RISK FACTORS

This offering involves a high degree of risk. You should carefully consider each of the following risks and all of the other information set
forth in this prospectus supplement and prospectus, before deciding to invest in our notes. If any of the risks and uncertainties we describe
develop into actual events, our business, financial condition and results of operation could be materially adversely affected and you may lose all
or part of your investment.

Risks Related to the Notes and the Offering
Our indebtedness could impair our financial condition and prevent us from fulfilling our obligations under the notes.

After giving effect to the offering and the execution of our new senior credit facility, as reported under Canadian GAAP, we would have
had $356.3 million of debt outstanding and shareholders' equity of $3,736.2 million at March 31, 2004, and our deficiency of earnings to cover
fixed charges (based on an assumed interest rate) would have been $260.7 million and $16.9 million for the year ended December 31, 2003 and
the three months ended March 31, 2004, respectively.

Our indebtedness could:

make it more difficult to fulfill our obligations under the notes;

require us to dedicate a substantial portion of our cash flow from operations to required payments on indebtedness,
thereby reducing the availability of cash flow for working capital, capital expenditures and other general corporate
activities;

limit our ability to obtain additional financing in the future for working capital, capital expenditures and other
general corporate activities;

limit our flexibility in planning for, or reacting to, changes in our business and the industry in which we operate;

detract from our ability to successfully withstand a downturn in our business or the economy in general; and

place us at a competitive disadvantage against other less leveraged competitors.
Despite our debt levels, we may incur additional debt.

We may be able to incur significant additional indebtedness. Our new senior credit facility permits, and the indenture governing the notes
will permit, additional borrowings after the offering of the notes under certain circumstances. See "Description of Certain Indebtedness" and
"Description of the Notes Certain Covenants." As of March 31, 2004, after giving pro forma effect to the issuance of the notes, we would have
had approximately $310 million of additional borrowings available to us under our new senior credit facility, subject to compliance with our
financial and other covenants under the terms of the agreement governing our new senior credit facility. The holders of our LYONs may also
require us to repurchase their LYONs on August 2, 2005, and we may need to incur additional debt in order to meet this obligation.

We may be unable to generate sufficient cash flow or obtain additional financing to meet our debt service obligations, which could impair
our ability to repay the notes.

In recent periods, we have experienced negative cash flow, and we cannot assure you that our future cash flow will be sufficient to meet the
payment obligations under the notes or our other indebtedness. Our ability to generate cash flow from operations to make scheduled payments
on our indebtedness, including the notes, as they become due will depend on our future financial performance, which will be affected by a range
of economic, competitive and business factors. Many of these factors, such as general economic and financial conditions in the computing and
communications industry, the economy at large or the initiatives of our competitors, are beyond our control.
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If we do not generate sufficient cash flow from operations to satisfy our debt obligations or fund our liquidity needs, we may have to seek
additional capital or undertake alternative financing plans, such as refinancing or restructuring our debt, selling assets or reducing or delaying
capital investments. Any of these
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actions could result in unanticipated costs, disrupt the implementation of our business plan or otherwise hinder our growth. Moreover, we may
be unable to take any of these actions on satisfactory terms, in a timely manner or to the extent necessary to enable us to service our debt. The
recent downgrading of our credit rating by Standard & Poor's and of our senior implied rating by Moody's, or any future downgrades, could
reduce the availability and flexibility of our future financings and increase our financing costs. Our inability to generate sufficient cash flow or
to raise additional capital in order to satisfy our debt obligations or to refinance our indebtedness on commercially reasonable terms, would have
a material adverse effect on our business, financial condition and results of operations and could impair our ability to repay the notes.

We conduct substantially all of our operations through our subsidiaries, which may affect our ability to make payments on the notes.

The notes are our obligations and are not obligations of our subsidiaries. We are a holding company and, accordingly, substantially all of
our operations are conducted through our subsidiaries. As a result, our cash flow and our ability to service our debt, including the notes, depend
upon the earnings of our subsidiaries. In addition, we depend on the distribution of earnings, loans or other payments by our subsidiaries to us.

Our subsidiaries are separate and distinct legal entities. Our subsidiaries have no obligation to pay any amounts due on the notes. In
addition, our material subsidiaries provide unsecured guarantees of our obligations under our new senior credit facility; however, our
subsidiaries are not providing guarantees of our obligations under the notes. Our subsidiaries are not required to provide us with funds for our
payment obligations, whether by dividends, distributions, loans or other payments. The indenture will not prohibit restrictions on our
subsidiaries making dividend or other payments to us. As a result, our subsidiaries will be able to incur debt subject to financial maintenance and
other covenants that, if not satisfied, may restrict these subsidiaries from making dividend and other payments to us. In addition, contractual
restrictions and provisions of law, such as those requiring that dividends be paid only out of surplus, and laws limiting the ability of a subsidiary
to render "financial assistance" to its parent by way of loan or otherwise, will limit the ability of our subsidiaries to make distributions, loans or
other payments to us. Payments to us by our subsidiaries will also be contingent upon our subsidiaries' earnings and business considerations.

Our right to receive any assets of any of our subsidiaries upon their liquidation or reorganization, and therefore the right of the holders of
the notes to participate in those assets, will be effectively subordinated to the claims of that subsidiary's creditors, including trade creditors. In
addition, even if we were a creditor of any of our subsidiaries, our rights as a creditor would be subordinate to any security interest in the assets
of our subsidiaries and any indebtedness of our subsidiaries senior to that held by us.

The restrictive covenants in our debt instruments may affect our ability to operate our business successfully.

Our new senior credit facility contains, and the indenture governing the notes will contain, a number of restrictive covenants that, among
other things, limit our ability to incur additional indebtedness, create liens, pay dividends on or redeem capital stock or make certain restricted
payments, make certain investments, dispose of assets, engage in transactions with affiliates, engage in certain business activities and engage in
mergers or consolidations. In addition, our new senior credit facility requires us to meet or exceed specified financial ratios, some of which are
measured on a quarterly basis. These restrictions could limit our ability to obtain future financing, make needed capital expenditures, take
advantage of business opportunities, including acquisitions and dispositions, withstand a future downturn in our business or the economy in
general or otherwise conduct necessary corporate or business activities. Our failure to comply with any of these covenants would cause a default
under the applicable instrument, which in turn could cause an event of default under instruments governing our other existing and future
indebtedness, all of which would have a material adverse effect on our business, financial condition and results of operations. We urge you to
read the information under "Description of Certain Indebtedness" and "Description of the Notes  Certain Covenants" for a more detailed
discussion of these restrictions and covenants.

In the event of a default and acceleration of any of our debt, we may be unable to repay the notes.

If there were an event of default under our new senior credit facility, the notes or any other future indebtedness, the holders of the affected
indebtedness could declare all of that indebtedness immediately

S-12

23



Edgar Filing: CELESTICA INC - Form 424B2

due and payable, which, in turn, could cause the acceleration of the maturity of all of our other indebtedness. We cannot assure you that we
would have sufficient funds available, or access to sufficient capital from other sources, to repay any accelerated debt. Even if we could obtain
additional financing, we cannot assure you that the terms would be favorable to us. Our new senior credit facility ranks senior to the notes in
right of payment. We cannot assure you that our assets would be sufficient to repay borrowings under our new senior credit facility and the
amounts due under the notes in full.

Your right to receive payment on the notes will be subordinated to all our existing and future senior debt.

The notes will be unsecured and subordinated in right of payment to all of our existing and future senior debt, including our obligations
under our new senior credit facility. The notes will not be secured by any of our assets and, therefore, they will be subordinated to any secured
debt or unsecured senior debt that we may have now or may incur in the future. Subject to certain limitations, our new senior credit facility
permits us to incur additional senior debt in the future. The indebtedness under our new senior credit facility will also become due prior to the
time the principal obligations under the notes become due.

In the event that we are declared bankrupt, become insolvent or are liquidated or reorganized, our assets will be available to pay obligations
on the notes only after all of our senior debt and the debt of our subsidiaries has been paid in full. Substantially all of our assets including the
equity we hold in our subsidiaries and our subsidiaries' assets will be pledged to secure the indebtedness under our new senior credit facility, and
there may not be sufficient assets remaining to pay amounts due on any or all of the notes. Holders of the notes will participate with all other
holders of our subordinated indebtedness in the assets remaining after we have paid all of our senior debt. We may not have sufficient funds to
pay all of our creditors and holders of notes may receive less, ratably, than the holders of our senior debt. In addition, all payments on the notes
will be blocked in the event of a payment default on certain of our senior debt and may be blocked for up to 179 consecutive days in the event of
certain non-payment defaults on certain of our senior debt.

As at March 31, 2004, after giving effect to the offering and our new senior credit facility, approximately $310 million of senior debt would
have been available for borrowing under our new senior credit facility, and our subsidiaries, some of which guarantee our borrowings under our
new senior credit facility but none of which guarantee the notes, would have had approximately US$1.9 billion in outstanding external liabilities.

We may be unable to repurchase the notes following a change of control.

If a change of control (as defined in the indenture) occurs, we will be required to make an offer to purchase all the outstanding notes. Our
failure to make this offer upon a change of control or to repurchase notes tendered pursuant to the offer would cause an event of default under
the indenture. Certain events described in the indenture's change of control provisions would also result in an event of default under our new
senior credit facility and may result in the acceleration of the new senior credit facility, in which case we would be required to pay all amounts
outstanding under our new senior credit facility. A change of control (as defined in the indenture governing the LYONSs) on or before August 1,
2005 will also require us to make an offer to repurchase all of the outstanding LYON:Ss. If a change of control were to occur, our available funds
could be insufficient to repurchase the notes, the LYONs and any other securities we were required to purchase, and to repay outstanding
borrowings under the new senior credit facility. We expect that we would require additional financing to fund any such payments, which may
not be available on commercially reasonable terms or at all. We urge you to read the information under "Description of the Notes Repurchase at
the Option of Holders Upon a Change of Control Offer" for more information regarding the treatment of a change of control under the indenture.

You may be unable to sell the notes because there is no active trading market for the notes.

The notes are a new issue for which there is no established public market. Subsequent to their initial issuance, the notes may trade at a
discount from their initial offering price depending upon prevailing interest rates, the market for similar notes, our performance and other
factors. The underwriters have advised us that they currently intend to make a market in the notes. However, the underwriters of the offering are
not obligated to make a market in the notes, and they may discontinue their market-making
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activities at any time without notice. Therefore, we cannot assure you that an active market for the notes will develop or, if one develops, that it
will continue.

Canadian bankruptcy and insolvency laws may impair the enforcement of remedies under the notes.

The rights of the trustee who represents the holders of the notes to enforce remedies are likely to be significantly impaired by the
restructuring provisions of applicable Canadian federal bankruptcy, insolvency and other restructuring legislation if the benefit of such
legislation is sought with respect to us. For example, both the Canadian Bankruptcy and Insolvency Act and the Canadian Companies' Creditors
Arrangement Act contain provisions enabling an insolvent person to obtain a stay of proceedings against its creditors and others and to prepare
and file a proposal or plan of compromise or arrangement to be voted on by the various classes of its affected creditors. A proposal, compromise
or arrangement, if accepted by the requisite majorities of each affected class of creditors, and if approved by the relevant Canadian court, would
be binding on all creditors within each affected class that did not vote to accept the proposal, compromise or arrangement. Moreover, this
legislation permits the insolvent debtor to retain possession and administration of its property, subject to court oversight, even though it may be
in default under the applicable debt instrument during the period the stay against proceedings remains in place.

The powers of the court under the Bankruptcy and Insolvency Act and particularly under the Companies' Creditors Arrangement Act have
been exercised broadly to protect an entity attempting to restructure its affairs from actions taken by creditors and other parties. Accordingly, we
cannot predict whether payments under the notes would be made during any proceedings in bankruptcy, insolvency or other restructuring,
whether or when the trustee could exercise its rights under the indenture governing the notes or whether and to what extent holders of the notes
would be compensated for any delays in payment, if any, of principal, interest and costs, including the fees and disbursements of the trustee.

The interest of our controlling shareholder may conflict with the interest of our other securityholders.

Onex Corporation owns, directly or indirectly, or has the right to vote, shares representing 84.1% of the voting interest in us. See "Principal
Shareholders." Accordingly, Onex exercises a controlling influence over our business and affairs and has the power to determine all matters
submitted to a vote of our shareholders where our shares vote together as a single class. Onex has the power to elect our directors and to approve
significant corporate transactions such as certain amendments to our articles of incorporation, the sale of all or substantially all of our assets and
plans of arrangement in certain circumstances. Onex's voting power could have the effect of deterring or preventing a change in control of our
company that might otherwise be beneficial to our other securityholders. Gerald W. Schwartz, the Chairman, President and Chief Executive
Officer of Onex and one of our directors, owns shares with a majority of the voting rights of the shares of Onex. Mr. Schwartz, therefore,
effectively controls our affairs. The interests of Onex and Mr. Schwartz may differ from the interests of our other securityholders.

Civil liabilities and judgments in the United States may be unenforceable.

We are incorporated under the laws of the Province of Ontario, Canada. Substantially all of our directors, controlling persons and officers
are residents of Canada. Also, a substantial portion of our assets and the assets of these persons are located outside of the United States. As a
result, it may be difficult to effect service within the United States upon those directors, controlling persons and officers who are not residents of
the United States or to realize in the United States upon a judgment of courts of the United States predicated upon the civil liability provisions of
the U.S. federal securities laws.

Holders of the notes are subject to restrictions on the resale of the notes outside of the United States.

We are selling the notes in reliance on exemptions from applicable Canadian provincial securities laws and the laws of other jurisdictions
where the notes are being offered and sold, and therefore the notes may be transferred and resold only in compliance with the laws of those
jurisdictions to the extent applicable to the transaction, the transferor and/or the transferee. Although the notes are registered under the
U.S. Securities Act, we did not, and do not intend to, qualify by prospectus the notes for sale to the public in Canada and, accordingly, the notes
will remain subject to restrictions on resale in Canada. In addition,
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other non-U.S. holders will remain subject to restrictions imposed by the jurisdiction in which the holder is resident.
Risks Related to our Business

We have had recent operating losses and significant restructuring charges and may experience losses and restructuring charges in future
periods.

We generated net earnings in 1999 and 2000. We recorded net losses of $40.3 million in 2001, $445.9 million in 2002, $266.7 million in
2003 and $8.4 million in the three months ended March 31, 2004. In 2001, we incurred $22.8 million of integration costs related to acquisitions,
$237.0 million of restructuring charges and a $36.1 million write-down of certain assets, primarily goodwill, intangible assets and certain
long-term equity investments, with these charges totaling $295.9 million ($245.2 million after income taxes). In 2002, we incurred $21.1 million
of integration costs related to acquisitions, $385.4 million of restructuring charges, a $285.4 million write-down of certain assets, primarily
goodwill and intangible assets, and $9.6 million in deferred financing costs and debt redemption fees, with these charges totaling $701.5 million
($582.2 million after income taxes). In 2003, we incurred $94.9 million of restructuring charges, a $25.3 million write-down of intangible assets
and a $57.5 million impairment against capital assets, with these charges totaling $177.7 million ($166.8 million after income taxes). In
April 2004, we announced additional pre-tax restructuring charges of between $175.0 million and $200.0 million to be recorded over the next
12 months. We have undertaken numerous initiatives to restructure and reduce our capacity in response to the difficult economic climate, with
the intention of improving utilization and realizing cost savings in the future. These initiatives have included changing the number and location
of our production facilities, largely to align our capacity and infrastructure with anticipated customer demand, and to rationalize our operations
worldwide. We will continue to evaluate our operations, and may propose future restructuring actions as a result of changes in the marketplace,
including the possibility of exiting service offerings no longer sought by our customers. Any failure to successfully execute these initiatives,
including any delay in effecting these initiatives, can have a material adverse impact on our results. Furthermore, we may not be profitable in
future periods.

We are in a highly competitive industry which has resulted in lower prices, reduced gross margins and loss of revenue.

We are in a highly competitive industry. We compete on a global basis to provide EMS services to OEMs in the communications, high-end
computing, personal computing, storage, aerospace and defense, automotive, industrial and consumer end markets. Our competitors include
major domestic and foreign companies such as Flextronics International Ltd., Hon Hai Precision Industry Co., Ltd., Sanmina-SCI Corporation,
Solectron Corporation and Jabil Circuit, Inc., as well as smaller EMS companies that often have a regional product, service or industry specific
focus. In addition, in recent years, original design manufacturers (ODMs), which are companies that provide design and manufacturing services
to OEMs, have been increasing their share of outsourced manufacturing services provided to OEMs in several markets, such as notebook and
desktop computers, personal computer motherboards, and consumer electronic products, such as cell phones. While we have not, to date,
encountered significant competition from ODMs, such competition may increase if our business in these markets grows or if ODMs expand
further into or beyond these markets. We also face indirect competition from the manufacturing operations of our current and prospective
customers, which continually evaluate the merits of manufacturing products internally rather than using EMS providers.

Some of our competitors have more geographically diversified international operations, a greater production presence in lower cost
geographies, as well as substantially greater manufacturing, financial, procurement, research and development and marketing resources than we
have. These competitors may create alliances and rapidly acquire significant market share. Accordingly, our current or potential competitors
may develop or acquire services comparable or superior to those we develop, combine or merge to form larger competitors, or adapt more
quickly than we will to new technologies, evolving industry trends and changing customer requirements.
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Competition has caused and may continue to cause price reductions, reduced profits or loss of market share, any of which could materially
and adversely affect us. In addition, the EMS industry has been experiencing an increase in excess manufacturing capacity as well as increased
competition from Asian competitors. This has and will continue to exert additional pressures on pricing for components and services, thereby
increasing the competitive pressures in the EMS industry. We may not be able to compete successfully against current and future competitors,
and the competitive pressures we face may materially adversely affect us.

We are dependent on the computing and communications industries and are exposed to changes in general economic conditions that can
adversely impact our business, operating results and financial condition.

As a result of unfavorable general economic conditions over the past three years and the reduced demand for technology capital goods, our
sales have been negatively affected. Our financial performance depends on our customers' viability, financial stability, and the end-market
demand for our customers' products. Most of our customers, in turn, depend substantially on the growth of the computing and communications
industries. The computing and communications industries are characterized by rapidly changing technologies and shortening product lifecycles.
These industries have experienced severe revenue erosion, pricing and margin pressures, excess inventories, and increased difficulty in attracting
capital over the past few years. As a result of these factors, since the first quarter of 2001, we have seen declines in the demand for products in
the end markets that we serve. Although we experienced some improvements during the fourth quarter of 2003 and the first quarter of 2004,
these factors and their impact on our customers could continue to have a material adverse effect on our business.

We depend on a limited number of customers for a substantial portion of our revenue and declines in sales to these customers could
adversely affect our operating results.

Our three largest customers for the three months ended March 31, 2004 were Cisco Systems, Inc., IBM and Lucent Technologies Inc., each
of which represented more than 10% of our total first quarter 2004 revenue and which in aggregate represented 34% of our total first quarter
2004 revenue.

Our four largest customers in 2003 were Cisco Systems, Inc., IBM, Lucent Technologies Inc. and Sun Microsystems, Inc., each of which
represented more than 10% of our total 2003 revenue and in the aggregate represented 44% of our total 2003 revenue. Our top ten customers
represented 73% of total 2003 revenue. Our three largest customers in 2002 were IBM, Lucent Technologies Inc. and Sun Microsystems, Inc.
each of which represented more than 10% of our total 2002 revenue and collectively represented 48% of our total 2002 revenue. Our top ten
largest customers represented 85% of our total revenue in 2002. We expect to continue to depend upon a relatively small number of customers
for a significant percentage of our revenue. There was a steady decline in revenue from our top three customers in 2003, as their volumes were
most negatively impacted by the broad-based reductions in corporate spending for computing and communications infrastructure products. In
addition, some of our customers have in the past significantly reduced or delayed the volume of manufacturing services ordered from us. We
cannot assure you that present or future large customers will not terminate their manufacturing arrangements with us or significantly change,
reduce or delay the amount of manufacturing services ordered from us, any of which would adversely affect our operating results.

Other than in connection with asset acquisitions, otherwise known as "OEM divestitures," we generally do not enter into long-term supply
commitments with our customers. Instead, we bid on a project basis and typically have supply contracts or purchase orders in place for the
project. We are dependent on customers to fulfill the terms associated with these orders and/or contracts. Significant reductions in, or the loss of,
sales to any of our large customers would have a material adverse effect on us. OEM divestitures often entail long-term supply agreements
between ourselves and the OEM customer, and we are similarly dependent on customers to fulfill their obligations under these contracts.

Inherent difficulties in managing capacity utilization place strains on our planning and affect our results of operations.

Our customers are increasingly dependent on EMS providers for new product introductions and rapid response times to volume
requirements. Most of our customers typically do not commit to firm production
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schedules for more than 30 to 90 days in advance and we often experience reduced lead-times in customers' orders. Accordingly, we cannot
forecast the level of customer orders with certainty. This makes it difficult to order appropriate levels of materials and to schedule production
and maximize utilization of our manufacturing capacity. In the past, we have been required to increase staffing, purchase materials, and incur
other expenses to meet the anticipated demand of our customers. In addition, customers may cancel their orders, change production quantities, or
delay production for a number of reasons. The uncertain economic condition of our customers' end markets, intense competition with respect to
some of our customers' products and general order volume volatility has resulted, and may continue to result, in some of our customers delaying
or canceling the delivery of some of the products we manufacture for them, and placing purchase orders for lower volumes of products than
previously anticipated. Cancellation, reduction or delays by a significant customer, by a group of customers, or by a single customer whose
production is material to an individual facility would seriously harm our results of operations by reducing the volumes of products manufactured
and delivered by us for the customers in that period. Such order changes could also cause a delay in the repayment to us for inventory
expenditures we incurred in preparation for the customer orders or, in certain circumstances, require us to return the inventory to our suppliers,
re-sell the inventory to another customer or continue to hold the inventory, in any case absorbing some of the cost. Order cancellations and
delays could also lower asset utilization, resulting in higher levels of unproductive assets and lower margins. On other occasions, customers have
required rapid and sudden increases in production, which has placed an excessive burden on our manufacturing capacity. Any of these factors or
a combination of these factors could have a material adverse effect on our results of operations.

Prospective investors should not rely on results of operations in any past period to indicate what our results will be for any future period.

Any failure to successfully manage our international operations would have a material adverse effect on our financial condition and results
of operations.

During 2003, more than half of our revenue was produced from locations outside of North America. In addition, we purchased material
from international suppliers for much of our business, including our North American business. We believe that our future growth depends
largely on our ability to increase our business in international markets and, as we describe above, to shift much of our production to lower cost
geographies. We will continue to expand our operations outside of North America.

This expansion will require significant management attention and financial resources. International operations are subject to inherent risks,
which may adversely affect us, including:

labor unrest and differences in regulations and statutes governing employee relations;

changes in regulatory requirements;

tariffs, import and export duties, value-added taxes and other barriers;

less favorable intellectual property laws;

difficulties in staffing and managing foreign sales and support operations;

longer accounts receivable payment cycles and difficulties in collecting payments;

changes in local tax rates and other potentially adverse tax consequences, including the cost of repatriation of
earnings;

burdens of complying with a wide variety of foreign laws, including changing import and export regulations,
which could erode our profit margins or restrict exports;

adverse changes in trade policies between countries in which we maintain operations;
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political instability;

potential restrictions on the transfer of funds;

inflexible employee contracts that restrict our flexibility in responding to business downturns; and

foreign exchange risks.
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We have either purchased or built manufacturing facilities in numerous Asian countries, including Thailand, Malaysia, China, Indonesia,
Singapore and the Philippines, and are subject to the significant political, economic and legal risks associated with doing business in these
countries. For instance, under its current leadership, the Chinese government has instituted a policy of economic reform which has included
encouraging foreign trade and investment, and greater economic decentralization. However, the Chinese government may discontinue or change
these policies, and these policies may not be successful. Moreover, despite progress in developing its legal system, particularly as it relates to
foreign investment activities and foreign trade, enforcement of existing and future laws and contracts is uncertain, and implementation and
interpretation of such laws may be inconsistent. As the Chinese legal system develops, new laws and changes to existing laws may adversely
affect foreign operations in China. While Hong Kong has had a long history of promoting foreign investment, its incorporation into China means
that the uncertainty related to China and its policies may now also affect Hong Kong. The Philippines, Thailand and Indonesia have each also
had a long history of promoting foreign investment but have experienced economic and political turmoil and significant fluctuations in the value
of their currencies in the recent past. There is a risk that economic and political turmoil may result in the reversal of current policies encouraging
foreign investment and trade, restrictions on the transfer of funds overseas, employee turnover, labor unrest or other domestic problems that
could adversely affect us.

Our results can be affected by limited availability of components.

A significant portion of our costs is for electronics components. All of the products we manufacture require one or more components that
we order from suppliers of these particular components. In many cases, there may be only one supplier of a particular component. Supply
shortages for a particular component can delay production and thus delay revenue of all products using that component or cause price increases
in the products and services we provide. In the past, we have secured sufficient allocations of constrained components so that revenue was not
materially impacted. In addition, at various times there have been industry-wide shortages of electronic components. Such shortages, or future
fluctuations in material costs, may have a material adverse effect on our business or cause our results of operations to fluctuate from period to
period.

Restrictions on our ability to restructure quickly enough in some of our key manufacturing regions, such as Europe, can affect the timing
and effectiveness of our restructuring efforts.

We have operations in multiple regions around the world. As a result, we are subject to different regulatory requirements governing how
quickly we are able to reduce manufacturing capacity and terminate related employees, and these requirements are particularly stringent in
Europe. Restrictions on our ability to close under-performing facilities will result in higher expenses associated with carrying excess capacity
and infrastructure during our restructuring activities.

Our increased reference design activity may reduce our profitability.

We have recently begun providing reference design services, in which we design and develop off-the-shelf hardware that enables OEMs to
enhance their own products roadmaps with standard or easily customizable systems that we or our key technology partners develop. The success
of our product development efforts in 64-bit and other technologies is dependent on market acceptance and the adoption of these new
technologies, the competitiveness of our offerings and our investment levels. In connection with this undertaking, we have made investments in
the resources and assets necessary to design, develop and supply these products that are more significant than our typical service offerings, and
we may not generate sales sufficient to cover our expenses or earn any profits from these efforts if our customers do not approve the designs in a
timely manner or at all. We may design and develop products for our customers prior to receiving purchase orders or other firm commitments
from them, and sell standard products through distributors. Accordingly, we may purchase inventory for production runs before we have any
purchase commitments.
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Our customers may be adversely affected by rapid technological change which can adversely impact our business.

Our customers compete in markets that are characterized by rapidly changing technology, evolving industry standards and continuous
improvements in products and services. These conditions frequently result in short product lifecycles. Our success will depend largely on the
success achieved by our customers in developing and marketing their products. If technologies or standards supported by our customers'
products become obsolete or fail to gain widespread commercial acceptance, our business could be materially adversely affected.

Failure of our customers to timely pay the amounts owed to us may adversely affect our results of operations.

We generally provide payment terms ranging from 30 to 60 days. As a result, we generate significant accounts receivable from sales to our
customers, historically representing 22% to 26% of current assets. Accounts receivable from sales to customers at March 31, 2004 was
$931.4 million (December 31, 2003  $771.5 million; December 31,2002  $785.9 million; December 31, 2001  $1,054.1 million). At March 31,
2004, one customer represented 15% of our total accounts receivable (December 31, 2003  one customer represented 18% of total accounts
receivable; December 31, 2002  one customer represented 28% of total accounts receivable; December 31, 2001  two customers represented
14% and 26% of total accounts receivable, respectively). If any of our customers have insufficient liquidity, we may encounter significant delays
or defaults in payments owed to us by customers, and may extend our payment terms, which may have a significant adverse effect on our
financial condition and results of operations. We regularly review our accounts receivable valuations and make adjustments when necessary. Our
allowance for doubtful accounts at March 31, 2004 was $48.1 million (December 31, 2003  $50.3 million; December 31, 2002  $62.4 million;
December 31,2001  $74.6 million), which represented 4.9% of the gross accounts receivable balance (December 31, 2003  6.1%; December 31,
2002  7.4%; December 31,2001 6.6%). Historically, the credit-related accounts receivable adjustments have not been significant to our results
of operations. For the three months ended March 31, 2004, we wrote off accounts receivable of $1.0 million (December 31, 2003  $14.2 million;
December 31,2002  $30.0 million; December 31, 2001  $11.8 million) against the allowance for doubtful accounts in the normal course of
business.

Moving our manufacturing base to lower cost regions could have a material adverse effect on our financial condition and results of
operations.

With the significant and severe weakness in technology end markets over the past few years, our customers require significant cost
reductions in order to maintain sales and improve their financial performance. This environment has resulted in an accelerated movement of our
production from higher cost regions such as North America and Western Europe to lower cost regions such as Asia, Latin America and Central
Europe. This accelerated move could impact current and future results by such factors as increasing the risks associated with transferring
production to new regions where skills or experience may be more limited than in higher cost regions, higher operating expenses during the
transition, additional restructuring costs associated with the decrease in production levels in higher cost geographies and the risks of operating in
new foreign jurisdictions.

We may encounter difficulties completing or integrating our acquisitions which could adversely affect our results of operations.

A significant portion of our growth in prior years was generated through acquisitions. These transactions have involved acquisitions of
entire companies and acquisitions of selected assets from OEMs. These assets typically consist primarily of equipment, inventory and, in certain
cases, facilities or facility leases. OEM asset divestiture transactions also typically involve our entering into new supply agreements with OEMs.
Acquisitions may involve difficulties, including:

integrating acquired operations, systems and businesses;

maintaining customer, supplier or other favorable business relationships of acquired operations and restructuring
or terminating unfavorable relationships;

addressing unforeseen liabilities of acquired businesses;

lack of experience operating in the geographic market or industry sector of the business acquired;
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losing key employees of acquired operations; and

not achieving the anticipated business volumes.

Any of these factors could prevent us from realizing the anticipated benefits of the acquisition, including operational synergies, economies
of scale and increases in the value of our business. Our failure to realize the anticipated benefits of acquisitions could adversely affect our
business and operating results.

If our products are subject to warranty claims, our business reputation may be damaged and we may incur significant costs.

In certain of our contracts, we provide a warranty against defects in our designs or deficiencies with respect to our manufacturing processes.
A successful product liability claim in excess of our insurance coverage, or any material claim for which insurance coverage was denied or
limited and for which indemnification was not available, could have a material adverse effect on our business, results of operations and financial
condition.

We are subject to the risk of increased income taxes which could adversely affect our results of operations.

We conduct business operations in a number of countries, including countries where:

tax incentives have been extended to encourage foreign investment; or

income tax rates are low.

We develop our tax position based upon the anticipated nature and structure of our business and the tax laws, administrative practices and
judicial decisions now in effect in the countries in which we have assets or conduct business, all of which are subject to change or differing
interpretations, possibly with retroactive effect. Any such change would increase our income taxes and adversely affect our results of operations
and our liquidity.

We face financial risks due to foreign currency fluctuations.

The principal currency in which we conduct our operations is U.S. dollars. However, some of our subsidiaries transact business in foreign
currencies, such as Canadian dollars, Mexican pesos, British pounds sterling, Euros, Singapore dollars, Japanese yen, Chinese renminbi, Czech
koruna and the Thai baht. We sometimes enter into hedging transactions to minimize our exposure to foreign currency and interest rate risks.
Our current hedging activity is designed to reduce the variability of our foreign currency costs and consists of contracts to purchase or sell these
foreign currencies at future dates. In general, these contracts extend for periods of less than 25 months. Our hedging transactions may not
successfully minimize foreign currency risk, which could have a material adverse effect on our results of operations.

The efficiency of our operations could be adversely affected by any delay in delivery from our suppliers.

We rely on a variety of common carriers for materials and product transportation and for routing these through various world ports. A work
stoppage, strike or shutdown of any important supplier's facility, or any major port or airport could result in manufacturing and shipping delays
or expediting charges, which could have a material adverse effect on our results of operations.

If we are unable to recruit or retain highly skilled personnel our business could be adversely affected.

The recruitment of personnel in the EMS industry is highly competitive. We believe that our future success will depend, in part, on our
ability to continue to attract and retain highly skilled executive, technical, and management personnel. We generally do not have employment or
non-competition agreements with our employees. To date we have been successful in recruiting and retaining executive, managerial, and
technical personnel. However, the loss of services of certain of these employees could have a material adverse effect on us.

We may be unable to keep pace with technology changes.

We continue to evaluate the advantages and feasibility of new manufacturing processes. Our future success will depend in part upon our
ability to develop and to market manufacturing services which meet
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changing customer needs, to maintain technological leadership, and to successfully anticipate or respond to technological changes in production,
manufacturing and supply chain processes in cost-effective and timely ways. Our manufacturing and supply chain processes, test development
efforts and design capabilities may not be successful.

We may be unable to protect our intellectual property.

We believe that certain of our proprietary intellectual property rights and information give us a competitive advantage. Accordingly, we
have taken, and intend to continue to take, appropriate steps to protect this proprietary information. These steps include signing non-disclosure
agreements with customers, suppliers, employees, and other parties and implementing rigid security measures. Our protection measures may not
be sufficient to prevent the misappropriation or unauthorized disclosure of our property or information.

There is also a risk that infringement claims may be brought against us or our customers in the future. If someone does successfully assert
an infringement claim, we may be required to spend significant time and money to develop a manufacturing process that does not infringe upon
the rights of such other person or to obtain licenses for the technology, process or information from the owner. We may not be successful in such
development or any such licenses may not be available on commercially acceptable terms, if at all. In addition, any litigation could be lengthy
and costly and could adversely affect us even if we are successful in such litigation.

We may not be able to increase revenue if the trend of outsourcing by OEMs slows.

Future growth in our revenue depends on new outsourcing opportunities in which we assume additional manufacturing and supply chain
management responsibilities from OEMs. To the extent that these opportunities are not available, because OEMs decide to perform these
functions internally, our future growth will be limited.

Acts of terrorism and other political and economic developments could adversely affect our business.

Increased international political instability, evidenced by the threat or occurrence of terrorist attacks, enhanced national security measures,
sustained military action in Iraq, other conflicts in the Middle East and Asia, strained international relations arising from these conflicts and the
related decline in consumer confidence and continued economic weakness, may hinder our ability to do business and may adversely affect our
stock price. Any escalation in these events or similar future events may disrupt our operations or those of our customers and suppliers and may
affect the availability of materials needed to manufacture our products or the means to transport those materials to manufacturing facilities and
finished products to customers. These events have had and may continue to have an adverse impact on the U.S. and world economy in general
and customer confidence and spending in particular, which in turn adversely affects our revenue and results of operations. The impact of these
events on the volatility of the U.S. and world financial markets could increase the volatility of our stock price and may limit the capital resources
available to us and our customers or suppliers.

Our compliance with environmental laws could be costly.

We are subject to extensive environmental laws and regulations in numerous jurisdictions. Our environmental approach and practices have
been designed to ensure compliance with these laws and regulations in a manner consistent with local practice. Future developments and
increasingly stringent regulations could require us to incur additional expenditures relating to environmental matters at any of our facilities.
Achieving and maintaining compliance with present, changing and future environmental laws could restrict our ability to modify or expand our
facilities or continue production. This compliance could also require us to acquire costly equipment or to incur other significant expenses.

Certain environmental laws impose liability for the costs of removal or remediation of hazardous or toxic substances on an owner, occupier
or operator of real estate, even if such person or company was not aware of or responsible for the presence of such substances. In addition, in
some countries in which we have operations, any person or company who arranges for the disposal or treatment of hazardous or toxic
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substances at a disposal or treatment facility may be liable for the costs of removal or remediation of such substances at such facility, whether or
not the person or company owns or operates the facility.

Some of our operating sites have a history of industrial use. Soil and groundwater contamination have occurred at some of our facilities.
From time to time we investigate, remediate, and monitor soil and groundwater contamination at certain of our operating sites. In certain
instances where soil or groundwater contamination existed prior to our ownership or occupation of a site, landlords or former owners have
contractually retained responsibility and liability for the contamination and its remediation. However, failure of such former owners or landlords
to perform, as the result of financial inability or otherwise, could result in our company being required to remediate such contamination.

We generally obtained environmental assessments, or reviewed recent assessments initiated by others, for most of the manufacturing
facilities that we own or lease at the time we either acquired or leased such facilities. Our assessments may not reveal all environmental
liabilities and current assessments are not available for all facilities. Consequently, there may be material environmental liabilities of which we
are not aware. In addition, ongoing clean up and containment operations may not be adequate for purposes of future laws. The conditions of our
properties could be affected in the future by the condition of the land or operations in the vicinity of the properties, such as the presence of
underground storage tanks. These developments and others, such as increasingly stringent environmental laws, increasingly strict enforcement of
environmental laws by governmental authorities, or claims for damage to property or injury to persons resulting from the environmental, health
or safety impact of our operations may cause us to incur significant costs and liabilities that could have a material adverse effect on us.
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USE OF PROCEEDS

Our estimated net proceeds from this offering will be $341.7 million after deducting the underwriters' commissions and estimated offering
expenses.

We intend to use the net proceeds for potential repurchases of LYONS, either in the open market or upon the exercise of holders' rights to
require us to repurchase LYONs on August 2, 2005, and general corporate purposes, including future acquisitions. The repurchase price for the
LYONSs on August 2, 2005 will be $572.82 per LYON. We may elect to settle our repurchase obligation in cash or subordinate voting shares, or
any combination thereof.

Pending these uses, we will invest the net proceeds in short-term, interest bearing, investment-grade securities. We regularly review
acquisition opportunities. We have no contract or arrangement with respect to any material acquisition.
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CAPITALIZATION

The following table sets forth our actual capitalization and our capitalization as adjusted to give effect to this offering as at March 31, 2004.
This table should be read in conjunction with "Selected Financial Data" elsewhere in this prospectus supplement. This table was prepared with
Canadian GAAP information.

As at March 31, 2004

Actual As adjusted

(in millions)

Cash and short-term investments $ 831.0 $ 1,172.7

I I
Long-term debt)

Revolving credit facility due 2004 $ $
Revolving credit facility due 2005
New senior credit facility®
Senior subordinated notes offered hereby 350.0
Capital lease obligations 6.3 6.3
Other long-term debt

Total long-term debt $ 63 $ 356.3
Shareholders' equity®

LYONs® $ 609.0 $ 609.0

Subordinate voting shares® 3,402.6 3,402.6

(outstanding: 184.4 million shares)
Subordinate voting shares to be issued 5.9 5.9

(0.5 million shares)

Multiple voting shares 138.8 138.8
(outstanding: 39.1 million shares)
Warrants® 8.9 8.9
Contributed surplus? 133.2 133.2
Deficit (593.1) (593.1)
Foreign currency translation adjustment 30.9 30.9
Total shareholders' equity $ 3,736.2  $ 3,736.2
Total capitalization $ 37425 $ 4,092.5

€]

Includes current portion of long-term debt.

(@)
As at March 31, 2004, after giving pro forma effect to the offering of the notes, we would have had approximately $310 million of additional
borrowings available to us under our new senior credit facility, subject to compliance with our financial and other covenants under the terms of the
agreement governing our new senior credit facility.
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Our authorized capital consists of an unlimited number of preference shares, issuable in series, an unlimited number of subordinate voting shares and
an unlimited number of multiple voting shares.

The LYON:S are recorded as equity pursuant to Canadian GAAP. Under U.S. GAAP, the LYONs would be classified as long-term debt and,
accordingly, the accrued yield on the LYONSs during any period would be classified as interest expense for that period.

Does not include approximately (a) 26.4 million subordinate voting shares issuable upon exercise of outstanding options granted under our employee
share purchase and option plans, (b) up to 0.5 million subordinate voting shares that may be issued as compensation to our directors or (c) 6.6 million
subordinate voting shares reserved for issuance upon conversion of the LYONSs.

We have reserved approximately 1.1 million subordinate voting shares issuable upon exercise of outstanding warrants granted by MSL which we
assumed on March 12, 2004.

We have reserved approximately 2.1 million subordinate voting shares issuable upon exercise of outstanding options granted under certain stock option
plans of MSL which we assumed on March 12, 2004.
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RATIO OF EARNINGS TO FIXED CHARGES

The ratio of earnings to fixed charges for each of the periods indicated is as follows:

Three months ended

Year ended December 31 March 31
1999 2000 2001 2002 2003 2003 2004
(unaudited)
Ratio of earnings to fixed charges 5.1x 9.3x (0.5x) (18.0x) (13.2x) 2.0x (1.7x)
Deficiency of earnings available to cover fixed
charges ($ millions) $ 424 % 5371  $ 233.6 $ 10.1

For the purposes of computing the ratio of earnings to fixed charges and the deficiency of earnings available to cover fixed charges,
earnings consist of income (loss) before income taxes plus fixed charges. Fixed charges consist of interest expense and discount or premium
related to indebtedness, whether expensed or capitalized, and that portion of rental expense we believe to be representative of interest.

For purposes of computing the ratio of earnings to fixed charges and the deficiency of earnings available to cover fixed charges, we record
our LYONS as equity in accordance with Canadian GAAP and we have recorded the related accretion costs through retained earnings. If the
LYONSs were recorded as debt, the related accretion costs would be added to our fixed charges. The deficiency of earnings available to cover
fixed charges, treating the LYONSs as debt, would be as follows: $263.3 million for 2003; $578.8 million for 2002; $69.6 million for 2001; $16.2
million for the three months ended March 31, 2004; and $4.0 million for the three months ended March 31, 2003. For the year ended
December 31, 2003 and for the three months ended March 31, 2004, assuming completion of the offering (at an assumed interest rate), the
deficiency of earnings available to cover fixed charges would have been $260.7 million and $16.9 million, respectively.
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SELECTED FINANCIAL DATA

The following tables set forth certain consolidated financial data derived from our consolidated financial statements. The financial data as at
December 31, 2002 and 2003 and for each of the years ended December 31, 2001, 2002 and 2003, has been derived from our audited
consolidated financial statements for the years ended December 31, 2001, 2002 and 2003 and the unaudited financial data as at March 31, 2004
and for the three months ended March 31, 2003 and 2004, has been derived from our unaudited interim financial statements for the three months
ended March 31, 2003 and 2004 that are included in this prospectus supplement. The financial data as at and for the years ended December 31,
1999 and 2000 has been derived from our audited consolidated financial statements not included in this prospectus supplement.

In the opinion of management, our unaudited interim consolidated financial statements for the three months ended March 31, 2003 and
2004 contain all adjustments (consisting solely of normal recurring adjustments) necessary for a fair presentation of the results for such periods.
Interim results are not necessarily indicative of the results that may be achieved for the entire fiscal year. You should read the following selected
financial data together with "Management's Discussion and Analysis of Financial Condition and Results of Operations," our 2003 consolidated
financial statements (including the notes thereto), the other information included in this prospectus supplement and the information we
incorporate by reference.

Our consolidated financial statements have been prepared in accordance with Canadian GAAP. These principles conform in all material
respects with U.S. GAAP except as described in note 20 to our 2003 consolidated financial statements. For all the periods presented, the selected
financial data is prepared in accordance with Canadian GAAP unless otherwise indicated.

Three months ended
Year ended December 31 March 31

1999 2000 20010 2002 20030 2003 20040

(unaudited)

(in millions, except per share amounts)

Consolidated Statements of
Earnings (Loss) Data

(Canadian GAAP):

Revenue $ 52972 $ 97521 $ 10,0044 $ 82716 $ 67353 $ 1,5874 $ 2,0169
Cost of sales 4914.7 9,064.2 9,292.4 7,716.5 6,475.2 1,511.9 1,929.0
Gross profit 382.5 687.9 712.0 555.1 260.1 75.5 87.9
Selling, general and

administrative expenses® 202.2 326.1 3414 298.5 273.8 64.2 78.9
Amortization of goodwill and

intangible assets® 55.6 88.9 125.0 95.9 48.5 12.4 7.2
Integration costs related to

acquisitions® 9.6 16.1 22.8 21.1

Other charges® 273.1 677.8 175.4 (1.6) 10.9
Operating income (loss) 115.1 256.8 (50.3) (538.2) (237.6) 0.5 9.1)
Interest expense (income), net® 10.7 (19.0) (7.9 (1.1) 4.0) (3.4) 1.0

Earnings (loss) before income

taxes 104.4 275.8 42.4) (537.1) (233.6) 39 (10.1)
Income tax expense (recovery) 36.0 69.2 2.1 91.2) 33.1 0.7 (1.7)
Net earnings (loss) $ 684 $ 206.6 $ 40.3) $ (4459) $ (266.7) $ 32§ (8.4)
Basic earnings (loss) per share $ 041 $ 1.01 $ 0.26) $ (1.98) $ (1.23) $ 0.02 $ (0.06)
Diluted earnings (loss) per

share? $ 040 $ 098 $ 0.26) $ (1.98) $ (1.23) $ 0.02 $ (0.06)
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Three months ended

Year ended December 31 March 31
69.5 $ 1219 $ 193.1 $ 2128 $ 1720 $ 434 3 41.3
211.8 282.8 199.3 151.4 175.9 18.1 56.4
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Consolidated Statements of Earnings (Loss)
Data (U.S. GAAP)®:

Operating income (loss)

Net earnings (loss)

Consolidated Balance Sheet Data
(Canadian GAAP):

Cash and short-term investments
Working capital®

Capital assets

Total assets

Total long-term debt, including current
portion!?

Shareholders' equity

Consolidated Balance Sheet Data
(U.S. GAAP)®:

Total assets

Total long-term debt, including current
portion

Shareholders' equity

€]

Year ended December 31

1999 2000D) 2001 2002 2003
(in millions)
$ 1132 $ 2544 % (40.0) $ (569.8) $ (210.5)
66.5 197.4 (51.3) (494.9) (258.9)
As at December 31 As at March 31
1999 2000 2001 20020 2003 20040
(unaudited)
(in millions)
$ 3715  $ 883.8 $ 1,342.8 $ 1,851.0 $ 1,028.8 $ 831.0
1,000.2 2,262.6 2,339.8 2,093.2 1,513.6 1,506.7
365.4 634.0 917.1 730.2 681.4 732.2
2,655.6 5,938.6 6,634.9 5,809.2 5,136.5 5,684.6
134.2 132.0 147.4 6.9 34 6.3
1,658.1 3,469.2 4,745.0 4,202.3 3,466.1 3,736.2
$ 2,653.6 $ 59360 $ 6,640.3 $ 5,8054 $ 5,181.3
134.2 1,005.1 1,046.8 831.7 626.4
1,656.2 2,605.4 3,841.1 3,344.4 2,854.7

Effective January 1, 2004, we retroactively adopted the new Canadian Institute of Chartered Accountants (CICA) Handbook Section 3110, which
requires the recognition of liabilities for asset retirement obligations and the associated retirement costs, and have retroactively restated our results of
operations for all prior periods. The impact to our cost of sales and net earnings (loss) for Canadian GAAP for the year ended December 31, 2003 was

$0.9 million (2002  $0.7 million; 2001

$0.5 million; 2000  $0.1 million) and $0.2 million for the three months ended March 31, 2003. The impact on

1999 was immaterial. See note 23 to the 2003 consolidated financial statements.

The consolidated statements of earnings (loss) data for:

1999, 2000, 2001, 2002, 2003 and the three months ended March 31, 2003 and 2004 include the results of operations of International
Manufacturing Services, Inc. (IMS) acquired in December 1998, Signar SRO acquired in April 1999, greenfield operations established in
Brazil and Malaysia in June 1999, VXI Electronics, Inc. acquired in September 1999, the assets acquired from Hewlett-Packard's Healthcare
Group in October 1999, EPS Wireless, Inc. acquired in December 1999, and certain assets acquired from Fujitsu-ICL Systems Inc. in

December 1999;

2000, 2001, 2002, 2003 and the three months ended March 31, 2003 and 2004 include the results of operations of the assets of the
Enterprise System Group and the Microelectronics Division of IBM in Minnesota and in Italy acquired in February and May 2000,
respectively, NDB Industrial Ltda. acquired in June 2000, Bull Electronics Inc. acquired in August 2000, and NEC Technologies (UK) Ltd.

acquired in November 2000;
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2001, 2002, 2003 and the three months ended March 31, 2003 and 2004 include the results of operations of Excel Electronics, Inc. acquired
in January 2001, certain assets of Motorola, Inc. in Ireland and Iowa acquired in February 2001, certain assets of a repair facility of N.K.
Techno Co., Ltd. in Japan acquired in March 2001, certain assets of Avaya Inc. in Arkansas and Colorado acquired in May 2001, Sagem CR
s.r.0. acquired in June 2001, certain assets of Avaya Inc. in France acquired in August 2001, certain assets of Lucent Technologies Inc. in
Ohio and Oklahoma acquired in August 2001, Primetech Electronics Inc. acquired in August 2001, and Omni Industries Limited acquired in
October 2001;

2002, 2003 and the three months ended March 31, 2003 and 2004 include the results of operations of certain assets of NEC Corporation in
Miyagi and Yamanashi, Japan acquired in March 2002, and certain assets of Corvis Corporation in the United States acquired in
August 2002; and

the three months ended March 31, 2004 include the results of operations of MSL acquired in March 2004.
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Selling, general and administrative expenses include research and development costs. During 2003, we adopted the revised CICA Handbook

Section 3870, "Stock Based Compensation," which requires that a fair value method of accounting be applied to all stock-based compensation
payments to both employees and non-employees. In accordance with the transitional provisions of Section 3870, we have prospectively applied the fair
value method of accounting for stock option awards granted after January 1, 2003 and, accordingly, have recorded compensation expense of

$0.3 million in 2003 and $1.6 million for the three months ended March 31, 2004. Prior to January 1, 2003, we accounted for our stock options using
the settlement method and no compensation expense was recognized.

In 2001, the CICA approved Handbook Sections 1581, "Business combinations" and 3062, "Goodwill and other intangible assets." The new standards
under these sections mandate the purchase method of accounting for business combinations and require that the value of the shares issued in a business
combination be measured using the average share price for a reasonable period before and after the date the terms of the acquisition are agreed to and
announced. The new standards are substantially consistent with U.S. GAAP.

Effective July 1, 2001, goodwill acquired in business combinations completed after June 30, 2001 has not been amortized. We fully adopted these new
standards as of January 1, 2002, and discontinued amortization of all existing goodwill. We also evaluated existing intangible assets, including
estimates of remaining useful lives, and have reclassified $9.1 million from intellectual property to goodwill, as of January 1, 2002, to conform with the
new criteria.

Section 3062 requires the completion of a transitional goodwill impairment evaluation within six months of adoption. Any transitional impairment
would have been recognized as an effect of a change in accounting principles and would have been charged to opening retained earnings as of

January 1, 2002. We completed the transitional goodwill impairment assessment during the second quarter of 2002, and determined that no impairment
existed as of the date of adoption. Under U.S. GAAP, any transitional impairment charge would have been recognized in earnings as a cumulative
effect of a change in accounting principles.

Effective January 1, 2002, we had unamortized goodwill of $1,137.9 million which is no longer being amortized. This change in accounting policy is
not applied retroactively and the amounts presented for prior periods have not been restated for this change. The following table shows the impact of
this change as if the policy had been applied retroactively to 2001:

Year ended
December 31

2001 2002

(in millions, except
per share amounts)

Net loss as reported $ (403) $ (4459
Add back: goodwill amortization 39.2

Net loss before goodwill amortization $ (1.1) $ (4459)

Basic loss per share:

As reported $ (026 $ (1.98)
Before goodwill amortization $ (0.08) $ (1.98)
Diluted loss per share:

As reported $ (026 $ (1.98)
Before goodwill amortization $ (0.08) $ (1.98)

“)

®)

These costs include costs to implement new information systems and processes, including salary and other costs directly related to the integration
activities in newly acquired facilities.

In 2001, other charges totaled $273.1 million comprised of (a) a $237.0 million restructuring charge and (b) a non-cash charge of $36.1 million relating
to the annual impairment assessment of long-lived assets, comprised primarily of a write-down of goodwill, intangible assets and certain long-term
equity investments.
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In 2002, other charges totaled $677.8 million comprised primarily of (a) a $385.4 million restructuring charge, (b) a non-cash write-down of

$203.7 million relating to the annual goodwill impairment assessment, (c) a non-cash write-down of $81.7 million relating to the annual impairment
assessment of long-lived assets, primarily a write-down of intangible assets and capital assets and (d) a $9.6 million charge for the premium paid and
related deferred financing costs on the redemption of our senior subordinated notes.

In 2003, other charges totaled $175.4 million comprised primarily of (a) a $94.9 million restructuring charge and (b) a non-cash write-down of
$82.8 million relating to the annual impairment assessment of long-lived assets, primarily a write-down of intangible assets and capital assets.

Effective January 1, 2003, we adopted the new CICA Handbook Section 3063, "Impairment or Disposal of Long-Lived Assets" and the revised

Section 3475, "Disposal of Long-Lived Assets and Discontinued Operations," which are consistent with U.S. GAAP. These sections establish standards
for recognizing, measuring and disclosing impairment for long-lived assets held-for-use, and for measuring and separately classifying assets
available-for-sale. Previously, long-lived assets were written down to net recoverable value if the undiscounted future cash flows were less than net
book value. Under the new standards, assets must be classified as
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either held-for-use or available-for-sale. Impairment losses for assets held-for-use are measured based on fair value which is measured by discounted
cash flows. Available-for-sale assets are measured based on expected proceeds less direct costs to sell.

Effective January 1, 2003, we adopted the new CICA Emerging Issues Committee Abstracts EIC-134, "Accounting for Severance and Termination
Benefits," and EIC-135, "Accounting for Costs Associated with Exit and Disposal Activities," which establishes standards for recognizing, measuring
and disclosing costs relating to an exit or disposal activity. These standards are similar to U.S. GAAP. We have applied the new standards to
restructuring plans initiated after January 1, 2003. These EICs allow recognition of a liability for an exit or disposal activity only when the costs are
incurred and can be measured at fair value. Previously, a commitment to an exit or disposal plan was sufficient to record the majority of costs.

Interest expense (income), net is comprised of interest expense incurred on indebtedness and debt facilities, less interest income earned on cash and
short-term investments.

In 2001, we retroactively adopted the new CICA Handbook Section 3500, "Earnings per share," which requires the retroactive use of the treasury stock
method for calculating diluted earnings per share. This change results in an earnings (loss) per share calculation which is consistent with U.S. GAAP.

For purposes of the basic and diluted earnings (loss) per share calculations, the weighted average number of shares outstanding were:

Three months
Year ended December 31 ended March 31

1999 2000 2001 2002 2003 2003 2004

(unaudited)
(in millions)

167.2 199.8 213.9 229.8 216.5 227.0 2132
171.2 211.8 213.9 229.8 216.5 2302 2132

The significant differences between the line items under Canadian GAAP and those as determined under U.S. GAAP arise from:

for 1999: non-cash charges for compensation expense;

for 2000: non-cash charges for compensation expense, interest on the convertible debt we issued in August 2000 and classification of the
convertible debt as a long-term liability rather than as an equity instrument and retroactive recognition of asset retirement obligations for
Canadian GAAP;

for 2001: non-cash charges for compensation expense, interest on convertible debt classified as a long-term liability rather than as an equity
instrument, retroactive recognition of asset retirement obligations for Canadian GAAP, impairment charges to write-down certain assets and
gain on a foreign exchange contract;

for 2002: non-cash charges for compensation expense, interest on convertible debt classified as a long-term liability rather than as an equity
instrument, impairment charges to write-down certain assets, retroactive recognition of asset retirement obligations for Canadian GAAP and
gain on repurchase of convertible debt; and

for 2003: interest on convertible debt classified as a long-term liability rather than as an equity instrument, impairment on certain long-lived
assets, retroactive recognition of asset retirement obligations for Canadian GAAP, gain on repurchase of convertible debt and the adoption
of fair value accounting for stock compensation expense for Canadian GAAP only.

For 2003, net loss in accordance with U.S. GAAP reflects the accumulated effect of the change in accounting policy for asset retirement obligations.
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Calculated as current assets less current liabilities.

10)
Long-term debt includes capital lease obligations.

EXCHANGE RATE INFORMATION

The following table sets forth the exchange rates for the conversion of US$1.00 into Canadian dollars for the following periods. The rates
of exchange set forth herein are shown as, or are derived from, the reciprocals of the noon buying rates in New York City for cable transfers
payable in Canadian dollars, as certified for customs purposes by the Federal Reserve Bank of New York. The source of this data is the Federal
Reserve Statistical Releases.

1999 2000 2001 2002 2003
AverageV 1.4858 1.4855 1.5487 1.5704 1.3916
December January February March April May
2003 2004 2004 2004 2004 2004
High 1.3405 1.3265 1.3480 1.3480 1.3771 1.3970
Low 1.2973 1.2690 1.3108 1.3080 1.3095 1.3580

€]

Calculated by using the averages of the exchange rates as of the last day of each month during the period.
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MANAGEMENT'S DISCUSSION AND ANALYSIS OF FINANCIAL
CONDITION AND RESULTS OF OPERATIONS

Overview

We are a world leader in providing EMS services to OEMs in the computing, communications and other industries. We provide a wide
variety of products and services to our customers, including the high-volume manufacture of complex printed circuit board assemblies and the
system assembly of final products. In addition, we are a leading-edge provider of engineering, design and after-market services, supply chain
management and power products. We operate facilities in the Americas, Europe and Asia.

During the past three years, the EMS industry has experienced continued demand weakness, particularly in the computing and
communications end markets, as spending on higher complexity and infrastructure products was reduced or cut. Our concentration of business
with customers in these higher complexity products had an adverse effect on our revenue and margins for 2002 and 2003. The downturn also
created excess capacity in the EMS industry, resulting in continued pricing pressures as EMS providers competed for a reduced amount of
business. Declining end markets and volumes have led to lower utilization rates which continued to adversely impact margins. Our revenue for
2003 was $6.7 billion, down 19% from $8.3 billion in 2002 and down 33% from $10.0 billion in 2001.

During these difficult periods, we have responded by focusing on improving operating efficiency, rebalancing our global manufacturing
network, reducing capacity by restructuring, diversifying into new markets and expanding our customer base.

In 2001, we announced our first restructuring plan in response to the weakened end markets. As the downturn continued, we announced
further restructuring plans in 2002 and 2003. In April 2004, we announced an additional restructuring plan to be recorded over the next
12 months. The restructuring plans are focused on consolidating facilities and increasing capacity utilization in lower cost geographies. We
expect to have an improved balance in our global manufacturing network when all of the planned restructuring actions are completed. As a result
of our restructuring efforts, approximately 70% of our production facilities as of March 31, 2004 were in lower cost geographies, up from
approximately 50% at the end of 2002.

We have also added more than 80 new customers since 2002, with approximately one-third outside the traditional communications and
computing markets. For the first quarter of 2004, revenue from our non-top 10 customers approximately doubled from the first quarter of 2003,
representing approximately 34% of revenue. The cost of expanding into new markets and services and adding new customers in 2003 has
impacted margins in the near term. This, combined with depressed volumes, significant program transfers and ramping activities, reduced gross
margins for 2003 to 3.9%, down from 6.7% in 2002. As these activities stabilize, and restructuring benefits materialize, profitability is expected
to improve during 2004. Gross margins in the first quarter of 2004 were 4.4%.

In line with our strategy to diversify our revenue base, we recently completed the acquisition of MSL, a mid-tier EMS provider with a
broad customer base in diversified markets. We will continue to evaluate acquisition opportunities to support our future growth strategies. See
" Acquisition History."

We maintained a strong balance sheet in 2003 and finished the year with over $1.0 billion in cash. During 2003, we continued to utilize our
strong financial position to reduce debt by repurchasing convertible debt and expand our share repurchase program. Our stronger balance sheet
provides us with greater flexibility to grow our business and to continue our debt and share repurchase activities.

By the end of 2003, we began to see improvements in the technology end markets. This was evident by the number of program wins with
existing and new customers and increased volumes from existing customers. Throughout 2003, revenue continued to improve each quarter,
growing 21% from the first quarter to the fourth quarter. Sequentially, revenue in the first quarter of 2004 grew 5% from the fourth quarter of
2003.
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Critical Accounting Policies and Estimates

We prepare our financial statements in accordance with Canadian GAAP with a reconciliation to U.S. GAAP, as disclosed in note 20 to the
2003 consolidated financial statements.

The preparation of financial statements in conformity with GAAP requires management to make estimates and assumptions that affect the
reported amounts of assets and liabilities and related disclosures of contingent assets and liabilities at the date of the financial statements, and the
reported amounts of revenue and expenses during the reporting period. Significant accounting policies and methods used in preparation of the
financial statements are described in note 2 to the 2003 consolidated financial statements and updated in note 2 to the March 31, 2004 interim
consolidated financial statements. We evaluate our estimates and assumptions on a regular basis, based on historical experience and other
relevant factors. Actual results could differ materially from these estimates and assumptions. The following critical accounting policies are
impacted by judgments, assumptions and estimates used in preparation of the 2003 and first quarter 2004 consolidated financial statements.

Revenue recognition

We derive most of our revenue from OEM customers. The contractual agreements with our key customers generally provide a framework
for our overall relationship with the customers. We recognize product manufacturing revenue upon shipment as title has passed, persuasive
evidence of an arrangement exists, performance has occurred, customer specified test criteria have been met, and the earnings process is
complete. We have contractual arrangements with the majority of our customers that require the customer to purchase unused inventory that we
have purchased to fulfill that customer's forecasted manufacturing demand. We account for raw material returns as reductions in inventory and
do not record revenue on these transactions.

Allowance for doubtful accounts

We record an allowance for doubtful accounts related to accounts receivable that are considered to be impaired. The allowance is based on
our knowledge of the financial condition of our customers, the aging of the receivables, current business environment, customer and industry
concentrations, and historical experience. A change to these factors could impact the estimated allowance and the provision for bad debts
recorded in selling, general and administrative expenses.

Inventory valuation

We value our inventory on a first-in, first-out basis at the lower of cost and replacement cost for production parts, and at the lower of cost
and net realizable value for work in progress and finished goods. We regularly adjust our inventory valuation based on shrinkage and
management's estimates of net realizable value, taking into consideration factors such as inventory aging, future demand for the inventory, and
the nature of the contractual agreements with customers and suppliers, including the ability to return inventory to them. A change to these
assumptions could impact the valuation of inventory and have a resulting impact on margins.

Income tax valuation allowance

We record a valuation allowance against deferred income tax assets when management believes it is more likely than not that some portion
or all of the deferred income tax assets will not be realized. Management considers factors such as the reversal of deferred income tax liabilities,
projected future taxable income, the character of the income tax asset, tax planning strategies, changes in tax laws and other factors. A change to
these factors could impact the estimated valuation allowance and income tax expense.

Goodwill

We perform our annual goodwill impairment test in the fourth quarter of each year (to correspond with our planning cycle), and more
frequently if events or changes in circumstances indicate that an impairment
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loss may have been incurred. Impairment is tested at the reporting unit level by comparing the reporting unit's carrying amount to its fair value.
The fair values of the reporting units are estimated using a combination of a market approach and discounted cash flows. The process of
determining fair values is subjective and requires management to exercise judgment in making assumptions about future results, including
revenue and cash flow projections at the reporting unit level, and discount rates. We recorded an impairment loss in 2002. There was no
impairment identified in 2003. Future goodwill impairment tests may result in further impairment charges.

Long-lived assets

We perform our annual impairment tests on long-lived assets in the fourth quarter of each year (to correspond with our planning cycle), and
more frequently if events or changes in circumstances indicate that an impairment loss may have been incurred. We estimate the useful lives of
capital and intangible assets based on the nature of the asset, historical experience and the terms of any related supply contracts. The valuation of
long-lived assets is based on the amount of future net cash flows these assets are estimated to generate. Revenue and expense projections are
based on management's estimates, including estimates of current and future industry conditions. A significant change to these assumptions could
impact the estimated useful lives or valuation of long-lived assets resulting in a change to depreciation or amortization expense and impairment
charges. We recorded long-lived impairment losses in 2002 and 2003. Future impairment tests may result in further impairment charges.

Restructuring charges

We have recorded restructuring charges relating to facility consolidations and workforce reductions. The restructuring charges include
employee severance and benefit costs, costs related to leased facilities that have been abandoned or subleased, owned facilities which are no
longer used and are available-for-sale, the cost of leased equipment that has been abandoned, impairment of owned equipment available-for-sale,
and impairment of related intangible assets, primarily intellectual property. The recognition of these charges requires management to make
certain judgments and estimates regarding the nature, timing and amount associated with these plans. For owned facilities and equipment, the
impairment loss recognized was based on the fair value less costs to sell, with fair value estimated based on existing market prices for similar
assets. For leased facilities that will be abandoned or subleased, the estimated lease cost represents future lease payments subsequent to
abandonment less estimated sublease income. To estimate future sublease income, we worked with independent brokers to determine the
estimated tenant rents that we could realize. The estimated amount of future liability may change, requiring additional restructuring charges or a
reduction of the liabilities already recorded. At the end of each reporting period, we evaluate the appropriateness of the remaining accrued
balances.

Costs associated with restructuring activities initiated on or after January 1, 2003 are recorded in accordance with CICA Emerging Issues
Committee Abstracts EIC-134, "Accounting for Severance and Termination Benefits," and EIC-135, "Accounting for Costs Associated with Exit
and Disposal Activities."

Pension and non-pension post-employment benefits

We have pension and non-pension post-employment benefit costs and liabilities, which are determined from actuarial valuations. Actuarial
valuations require management to make certain judgments and estimates on expected plan investment performance, salary escalation,
compensation levels at the time of retirement, retirement ages, and expected health care costs. We evaluate these assumptions on a regular basis
taking into consideration current market conditions and historical data. A change in these factors could impact future pension expense.

Acquisition History

A significant portion of our growth in prior years was generated by strengthening customer relationships, building a global manufacturing
network, and increasing the breadth of our service offerings through asset and business acquisitions. We focused on investing strategically in
acquisitions that better positioned us for
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future outsourcing opportunities. Our most active year for acquisitions was 2001. With a global manufacturing network established, the
historical pace of our acquisitions did not continue in 2002 or in 2003, and may not continue in the future.

As a result of the downturn in technology manufacturing, some of the sites acquired in prior years have been closed or have experienced
headcount reductions. Supply agreements entered into in connection with certain acquisitions were also affected by order cancellations and
reschedulings, as base business volumes decreased. See discussion below in "Operating Results."

In March 2002, we acquired certain assets located in Miyagi and Yamanashi, Japan from NEC Corporation and signed a five-year supply
agreement. In August 2002, we acquired certain assets from Corvis Corporation in the United States and signed a multi-year supply agreement.
The aggregate purchase price for these acquisitions in 2002 of $111.0 million was financed with cash and allocated to the net assets acquired,
based on their relative fair values at the date of acquisition.

On March 12, 2004, we acquired all the shares of MSL, a full-service global electronics manufacturing and supply chain services company,
headquartered in Concord, Massachusetts. This acquisition provided us with an expanded customer base and service offering. This acquisition
also supports our strategy of diversifying our markets. MSL's customers come from diverse industries including industrial, commercial avionics,
automotive, retail systems, communications and network storage, and peripherals. The purchase price for MSL of $321.2 million was financed
with the issuance of 14.1 million subordinate voting shares, the issuance of options to purchase 2.1 million subordinate voting shares, the
issuance of warrants to purchase 1.1 million subordinate voting shares, and $51.6 million in cash. MSL contributed approximately $59 million in
revenue and $0.01 earnings per share for the first quarter of 2004.

In April 2004, we paid approximately $11 million in cash to acquire certain assets located in the Philippines from NEC Corporation.

We may at any time be engaged in ongoing discussions with respect to several possible acquisitions of widely varying sizes, including
small single facility acquisitions, significant multiple facility acquisitions and company acquisitions. We identify possible acquisitions that
would enhance our global manufacturing network, increase our penetration in several industries and establish strategic relationships with new
customers. There can be no assurance that any of these discussions will result in a definitive purchase agreement and, if they do, what the terms
or timing of any agreement would be. We expect to actively pursue and consider other acquisition opportunities.

Operating Results

Our annual and quarterly operating results vary from period to period as a result of the level and timing of customer orders, fluctuations in
materials and other costs, and the relative mix of value-add products and services. The level and timing of customers' orders will vary due to
customers' attempts to balance their inventory, changes in their manufacturing strategies, variation in demand for their products and general
economic conditions. Our annual and quarterly operating results are also affected by capacity utilization, geographic manufacturing mix and
other factors, including price competition, manufacturing effectiveness and efficiency, the degree of automation used in the assembly process,
the ability to manage labor, inventory and capital assets effectively, the timing of expenditures in anticipation of forecasted sales levels, the
timing of acquisitions and related integration costs, customer product delivery requirements, shortages of components or labour, the costs of
transferring and ramping up programs, and other factors. Weak end-market conditions began to emerge in early to mid-2001 and have continued
through 2003 for most of our communications and computing industries customers. This has resulted in customers rescheduling or canceling
orders which have negatively impacted our results of operations.
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The table below sets forth certain operating data expressed as a percentage of revenue for the periods indicated:

Three months

Year ended December 31 ended March 31

2001 2002 2003 2003 2004
Revenue 100.0% 100.0% 100.0% 100.0% 100.0%
Cost of sales 92.9 93.3 96.1 95.2 95.6
Gross profit 7.1 6.7 3.9 4.8 4.4
Selling, general and administrative expenses 32 34 3.7 3.8 3.7
Research and development costs 0.2 0.2 0.4 0.3 0.2
Amortization of goodwill and intangible assets 1.3 1.2 0.7 0.8 0.4
Integration costs related to acquisitions 0.2 0.2
Other charges 2.7 8.2 2.6 0.1) 0.5
Operating loss 0.5) (6.5) 3.5) 0.4)
Interest expense (income), net 0.1) 0.1) 0.2) 0.1
Earnings (loss) before income taxes 0.4) (6.5) (3.4) 0.2 (0.5)
Income taxes (recovery) (L.1) 0.5 0.1)
Net earnings (loss) 0% B4H% (BI9% 0.2% (0.4)%

Effective January 1, 2004, we retroactively adopted the new CICA Handbook Section 3110, which requires the recognition of liabilities for
asset retirement obligations and the associated retirement costs, and have retroactively restated our results of operations for all periods in 2003,
2002 and 2001. The impact to cost of sales and net earnings (loss) for the year ended December 31, 2003 is $0.9 million ($0.2 million for the
three months ended March 31, 2003; $0.7 million December 31, 2002; $0.5 million December 31, 2001). See note 2(ii) to the March 31, 2004
interim consolidated financial statements and note 23 to the 2003 consolidated financial statements.

Results of Operations Three months ended March 31, 2003 and 2004
Revenue

Revenue increased 27%, to $2,016.9 million for the three months ended March 31, 2004 from $1,587.4 million for the same period in 2003.
The most significant factors contributing to the increase were the increase in business volumes from some of our top customers, new business
wins and acquisition revenue, offset, in part, by a change in product mix and by continued reductions to prices of components and services. The
increase in base business volumes drove an increase in revenue of approximately 40%, while pricing reductions and changes in product mix
reduced revenue by approximately 17%. The MSL acquisition accounted for an increase of approximately 4% in revenue for the quarter.

We manage our operations on a geographic basis. The three reporting segments are the Americas, Europe and Asia. The following table is a
breakdown of revenue by reporting segment:

Three months ended March 31

2003 2004 % Increase

(in millions)

Americas $ 769.3 $ 861.5 12%
Europe 336.4 429.4 28
Asia 525.6 802.2 53
Inter-segment (43.9) (76.2)
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Three months ended March 31

$ 1,5874  $ 2,016.9
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Revenue increased for all regions for the three months ended March 31, 2004 compared to the same period in 2003. All regions have
benefited from new business wins from existing and new customers and, to a lesser extent, acquisition revenue. Asia continues to benefit from
the transfer of programs from other regions and its increased manufacturing capabilities. Program transfers account for approximately 10% of
the revenue increase in Asia.

The following table shows industry market segmentation as a percentage of revenue for the indicated periods:

Three months Three months
ended ended
March 31 December 31
2003 2004 2003
Enterprise communications 24% 27% 26%
Telecommunications 23 24 23
Servers 22 19 22
Storage 14 12 14
Other 9 13 9
Workstations and PCs 8 5 6

The following customers represented more than 10% of total revenue for each of the indicated periods:

Three months

ended March 31
2003 2004
Sun Microsystems X
IBM X X
Lucent Technologies X X
Cisco Systems X

Our top 10 customers in aggregate represented 66% of total revenue for the three months ended March 31, 2004, compared to 78% for the
same period in 2003. We have been focused on diversifying our customer base by adding new customers in areas outside of our major position
in communications and computing markets, such as aerospace and defense, automotive, industrial and consumer. Revenue from our non-top 10
customers represented in the aggregate 34% of total revenue for the three months ended March 31, 2004, up from 22% for the same period a
year ago.

We are dependent upon continued revenue from our top customers. There can be no assurance that revenue from these or any other
customers will not decrease in absolute terms or as a percentage of total revenue either individually or as a group. Any material decrease in
revenue from these or other customers could have a material adverse effect on our results of operations. See notes 15 (concentration of risk) and
17 to the 2003 consolidated financial statements.

We believe our growth depends on increasing sales to existing customers for their current and future product generations, and on
successfully attracting new customers. Customer contracts can be cancelled and volume levels can be changed or delayed. The timely
replacement of delayed, cancelled or reduced orders with new business cannot be assured. In addition, we have no assurance that any of our
current customers will continue to utilize our services, which could have a material adverse effect on our results of operations.

We have also focused on expanding our product and service offerings by investing in reference design activities for next generation servers,
workstations and other products. We have incurred start-up costs for this business which have negatively impacted the quarter's results. The cost
of this investment, included in cost of sales, selling, general and administrative expenses, and research and development expenses, totaled
approximately 0.5% of total revenue for the quarter. Revenue and profitability is expected to improve over
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the coming years, as we expand this new business and as the adoption of 64-bit computing gains broader deployment.
Gross profit

Gross profit increased 16%, to $87.9 million for the three months ended March 31, 2004 from $75.5 million for the same period in 2003.
Gross margin decreased to 4.4% for the three months ended March 31, 2004 from 4.8% for the same period in 2003. The gross margin decrease
was due principally to industry pricing pressures, a change in the mix of products manufactured (from higher complexity, higher value-add
products to lower complexity, lower value-add products), costs of ramping new customer programs, costs to support the new reference design
activities, higher costs to support current volumes, and higher costs in certain geographies due to the weakened U.S. dollar, which more than
offset the improvements due to higher volumes, the addition of MSL, and the savings from restructuring.

As of March 31, 2004, we have transitioned most of our high volume products to low cost geographies, with approximately 70% of our
production facilities in lower cost geographies, up from 50% at the end of 2002. Although asset utilization rates have improved, due to higher
volumes and reduction of capacity, certain operations continued to be affected by lower utilization levels and higher fixed costs. Additional
restructuring actions were announced in the Americas in the first quarter of 2004 to address these conditions. The Americas operations were also
affected by the investment in new product and service offerings, specifically the reference design activities. The European operations have
benefited from improved utilization and cost reductions. The Asian operations have benefited from higher production volumes offset, in part, by
program ramping costs and overall pricing pressures.

The nature of our business is that gross margin levels fluctuate based on product volume and mix, production efficiencies, utilization of
manufacturing capacity, geographic manufacturing mix, start-up and ramp-up activities, new product introductions, pricing within the
electronics industry, cost structures at individual sites, and other factors, including the overall highly competitive nature of the EMS industry.
Also, the availability of raw materials, which is subject to lead time and other constraints, could possibly affect our gross profit from quarter to
quarter.

Selling, general and administrative expenses (SG&A)

SG&A expenses increased 25%, to $74.5 million (3.7% of revenue) for the three months ended March 31, 2004 from $59.7 million (3.8%
of revenue) for the same period in 2003. The increase in SG&A, on an absolute basis, reflects the costs to support higher volumes and the new
products and new markets, higher costs in certain geographies due to the weakened U.S. dollar, and the inclusion of MSL's SG&A expenses
offset, in part, by the benefits from our restructuring programs.

SG&A was $69.6 million for the three months ended December 31, 2003. The sequential increase was primarily due to increased costs due
to the weakened U.S. dollar and the inclusion of SG&A expenses from MSL.

Research and development costs (R&D)

R&D was $4.4 million (0.2% of revenue) for the three months ended March 31, 2004, compared to $4.5 million (0.3% of revenue) for the
same period in 2003. R&D was $6.7 million for the three months ended December 31, 2003. The sequential decrease was due to spending cuts
and timing of program development activities.

Amortization of intangible assets

Amortization of intangible assets decreased 42%, to $7.2 million for the three months ended March 31, 2004 from $12.4 million for the
same period in 2003. In the fourth quarter of 2003, we recorded an impairment charge to write down our intangible assets. As a result of the
write down in 2003, the amortization expense for the first quarter of 2004 decreased. Amortization expense is expected to increase in future

periods as a result of the amortization of the intangible assets acquired in the MSL acquisition.
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Other charges
Three months ended
Year ended December 31 March 31
2001 2002 2003 2004 Total
(in millions)

2001 restructuring $ 2370 $ 19 § 79 § 04 $ 2472
2002 restructuring 383.5 15.7 2.6 401.8
2003 restructuring 71.3 1.0 72.3
2004 restructuring 9.5 9.5
Total restructuring 237.0 385.4 94.9 13.5 730.8
2002 goodwill impairment 203.7 203.7
Other impairment 36.1 81.7 82.8 200.6
Deferred financing costs and debt redemption
fees 9.6 1.3 10.9
Gain on sale of surplus land (2.6) 3.6) (2.6) (8.8)

$ 273.1  $ 67783 $ 1754 % 109 $ 1,137.2

I I I I

Further details of the other charges are included in note 11 to the 2003 consolidated financial statements and note 6 to the March 31, 2004
interim consolidated financial statements.

As of March 31, 2004, we have recorded charges in connection with four separate restructuring plans in response to the challenging
economic climate. These actions, which included reducing workforce, consolidating facilities and re-positioning the number and location of
production facilities, were largely intended to align our capacity and infrastructure to anticipated customer requirements for more capacity in
lower cost regions, as well as to rationalize our manufacturing network to the lower demand levels. We have recorded charges totaling
$247.2 million for our 2001 restructuring plan, $401.8 million for our 2002 restructuring plan, $72.3 million relating to our 2003 restructuring
plan, and $9.5 million in the first quarter of 2004 as part of our 2004 restructuring plan. A total restructuring charge of $13.5 million was
recorded in the first quarter of 2004, consistent with the $10.0 to $15.0 million pre-tax charge announced in January 2004.

We recorded a combined total of $730.8 million for our four restructuring plans. The focus of these restructuring plans was in the Americas
and Europe, as they were hit the hardest by the downturn. As of March 31, 2004, a total of 18,717 employees have been released from the
business in connection with these restructurings. Approximately 1,000 employee positions remain to be eliminated by the end of 2004 relating to
the restructurings previously announced. Approximately 70% of the employee terminations were in the Americas and 30% in Europe. A total of
31 facilities were closed or downsized in the Americas and Europe, and included the transfer of programs from these higher cost geographies to
lower cost geographies. The remaining lease facilities costs are estimated to be paid out through 2015. All cash outlays are expected to be
funded from cash on hand.

We have benefited and expect to continue to benefit from the restructuring measures taken in prior years through reduced depreciation,
lease and labour costs in cost of sales and SG&A expenses. These year-over-year incremental benefits amounted to approximately $40 million in
the first quarter of 2004 of which approximately 75% was realized in lower cost of sales and the balance in lower SG&A. We have completed
the major components of the 2001 and 2002 restructuring plans, except for certain employee termination costs in the Americas and certain
long-term lease and other contractual obligations. We expect to complete the 2003 restructuring actions in Europe by mid-2004, and our first
quarter 2004 restructuring actions in the Americas by the end of 2004 or early 2005.

We will continue to evaluate our operations and could propose future restructuring actions as a result of changes in the marketplace,
including the possibility of exiting service offerings no longer sought by our customers. In April 2004, we announced that we will incur further

restructuring charges to better align our
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capacity with customer requirements and accelerate our margin expansion plans. We expect to record total pre-tax restructuring charges over the
next 12 months of between $175.0 million and $200.0 million. As part of this charge, $13.5 million has been recorded in the first quarter of
2004. We expect to reduce our manufacturing footprint and reduce our global workforce by approximately 10% to 15% over the next 12 months.
We estimate that approximately 75% of the charges will be cash costs.

We have decided to consolidate some of the acquired MSL facilities, resulting in a workforce reduction. The cost of this restructuring totals
$35.4 million and was recorded as part of the purchase price. See note 3(ii) to the March 31, 2004 interim consolidated financial statements.

We conduct an annual review of goodwill and long-lived assets in the fourth quarter of each year to correspond with our planning cycle,
absent any triggering factors which have necessitated a review earlier in the year. In the course of finalizing our annual plans, we made certain
decisions regarding our restructuring plans and the transfer of customer programs from higher cost to lower cost geographies. These actions,
coupled with weakened end markets, significantly impacted forecasted revenue and reduced the net cash flows for certain sites, resulting in
impairment when compared to the carrying value of long-lived assets. In the fourth quarters of 2003, 2002 and 2001, we recorded non-cash
charges against goodwill, intangible assets and capital assets. There was no impairment for the first quarter of 2004.

We may continue to experience goodwill and long-lived asset impairment charges in the future as a result of changes in the electronics
industry, customer demand and other market conditions, which may have a material adverse effect on our financial condition.

Interest income, net

There was no net interest income for the three months ended March 31, 2004, compared to $4.6 million for the same period in 2003. The
reduction in interest income is due to lower cash balances being invested at lower interest rates compared to the prior period. Interest income
was offset by interest expense of $1.0 million for the three months ended March 31, 2004, compared to $1.2 million for the same period in 2003.

Income taxes

Income tax recovery for the three months ended March 31, 2004 was $1.7 million, compared to a tax expense of $0.7 million for the same
period in 2003, both periods reflecting an effective tax rate of 17%.

Our effective tax rate is impacted by the mix and volume of business in lower tax jurisdictions within Europe and Asia, tax holidays and tax
incentives that have been negotiated with the respective tax authorities (which expire between 2004 and 2012), restructuring charges, operating
losses, the time period in which losses may be used under tax laws, and the impairment of deferred income tax assets. The tax holidays are
subject to conditions with which we expect to continue to comply.

The net deferred income tax assets as at March 31, 2004 of $219.8 million ($225.0 million as at December 31, 2003), arises from available
income tax losses and future income tax deductions. Our ability to use these income tax losses and future income tax deductions is dependent
upon our operations in the tax jurisdictions in which such losses or deductions arose. Management records a valuation allowance against
deferred income tax assets when management believes it is more likely than not that some portion or all of the deferred income tax assets will
not be realized. Based on the reversal of deferred income tax liabilities, projected future taxable income, and the character of the income tax
assets and tax planning strategies, management has determined that a valuation allowance of $245.5 million, is required in respect of our
deferred income tax assets as at March 31, 2004 ($185.3 million as at December 31, 2003). Included in the valuation allowance is $58.1 million
attributable to the acquisition of MSL, which may be subject to refinement upon finalization of the purchase price allocation. In order to fully
utilize the net deferred income tax assets of $219.8 million, we will need to generate future taxable income of approximately $628.0 million.
Based on our current projection of taxable income for the periods in which the deferred income tax assets are deductible, it is more likely than
not that we will realize the benefit of the net deferred income tax assets as at March 31, 2004.
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Results of Operations  Years ended December 31, 2003, 2002 and 2001

The higher cost manufacturing geographies in Europe and North America experienced the greatest declines in revenue and operating profits
due to declining volumes, significant pricing pressures and inefficiencies associated with our product transfer activities to lower cost
manufacturing sites. Our Asian operations had production levels that enabled the region to maintain profitability throughout 2003. Asia
benefited from higher demand and from product transfers from Europe and North America, as customers wanted the benefits of that region's
lower cost structure.

Revenue

Revenue decreased 19%, to $6.7 billion in 2003 from $8.3 billion in 2002. The most significant factors causing the decline were the
reductions in volume as a result of the prolonged weakened end-market conditions and reduced prices on components and services caused by
continued excess capacity in the EMS industry. The reductions in volume accounted for approximately 75% of the revenue decrease and the rest

was reduced pricing driven primarily by lower component costs.

We manage our operations on a geographic basis. The three reporting segments are the Americas, Europe and Asia. The following table is a
breakdown of revenue by reporting segment:

Year ended December 31

2001 2002 2003

(in billions)

Americas $ 63 $ 46 $ 3.1
Europe 3.0 1.8 14
Asia 1.0 2.1 2.5
Inter-segment 0.3) 0.2) (0.3)
Total $ 100 $ 83 % 6.7

Revenue from the Americas operations decreased 33% from 2002. Revenue from European operations decreased 22% from 2002.
Operations in the Americas and Europe were significantly impacted by customer order reductions due to the downturn in end-market demand for
their products as well as severe pricing pressures. We have completed the majority of our 2003 plans to reduce manufacturing capacity in these
geographies by downsizing and/or closing facilities. In addition, the customers' continued demands for significantly lower product
manufacturing costs has resulted in the transfer of programs from higher cost geographies to lower cost geographies, which further reduced the
revenue in these higher cost geographies. Revenue from Asian operations increased 17% from 2002. Our Asian operations have benefited from
new business wins, the transfer of production from other geographies and the flow-through of acquisitions. Offsetting this is the impact of
continued softness in end markets and pricing pressures. Of the net increase in Asian revenue, approximately half resulted from the transfer of
programs and from the flow-through of the acquisition in Japan which closed on March 31, 2002.

In 2002, revenue decreased 17% from 2001, primarily due to a reduction in base business volumes as a result of the prolonged weakened
end-market conditions. Excess capacity in the EMS industry put pressure on pricing for components and services, also reducing revenue.
Revenue from the Americas operations decreased 27% from 2001. Revenue from European operations decreased 40% from 2001. Americas and
European operations were hardest hit by customer cancellations and delays of orders because of the downturn in end-market demand for their
products, as well as the customers' demands for lower product manufacturing costs. We had initiated restructuring actions in 2002 to reduce the
manufacturing capacity in these geographies, which included downsizing and closure of manufacturing facilities. The restructuring actions also
included transferring programs from higher cost geographies to lower cost geographies. Revenue from Asian operations increased 113% from
2001, primarily due to acquisitions and an increase in base business volumes.
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The industry market segmentation as a percentage of revenue for 2003 is: enterprise communications 25%, telecommunications  23%,
servers  22%, storage  13%, other 10%, and workstations and PCs  7%. At the beginning of 2003, as we continued to diversify into new
markets, we separated our communications market segment into enterprise and telecommunications and also separated storage from other. The
prior year's comparatives have not been adjusted to reflect the new market segmentation. The industry market segmentation as a percentage of
revenue for 2002 is: communications 45%, servers 26%, storage and other 22%, and workstations and PCs  7%. For 2001, the industry market
segmentation as a percentage of revenue is: communications 36%, servers 31%, storage and other 18%, and workstations and PCs  15%.
Historically, revenue is highest in the fourth quarter, with the exception of 2002, when we were hardest hit by the downturn. Throughout 2003,
revenue continued to improve sequentially each quarter, with a 17% increase in the fourth quarter of 2003 over the third quarter.

The following customers represented more than 10% of total revenue for each of the indicated periods:

Year ended December 31

2001 2002 2003

Sun Microsystems X X
IBM X X
Lucent Technologies X X
Cisco Systems

Our top ten customers represented in the aggregate 73% of total revenue in 2003, compared to 85% in 2002 and 84% in 2001. There has
been a steady decline in revenue from our top three customers over the past year, as their volumes were most negatively impacted by the
broad-based reductions in corporate spending for computing and communications infrastructure products. At the same time, we have been
focused on diversifying our customer base by adding new customers in areas outside of the traditional communications and computing markets,
such as aerospace and defense, automotive, industrial and consumer. Revenue from our non-top ten customers represented in the aggregate 27%
of total revenue in 2003, up from 15% a year ago.

XK R

We are dependent upon continued revenue from our top customers. There can be no assurance that revenue from these or any other
customers will not decrease in absolute terms or as a percentage of total revenue either individually or as a group. Any material decrease in
revenue from these or other customers could have a material adverse effect on our results of operations. See notes 15 (concentration of risk) and
17 to the 2003 consolidated financial statements.

We believe our growth depends on increasing sales to existing customers for their current and future product generations, and on
successfully attracting new customers. Customer contracts can be cancelled and volume levels can be changed or delayed. The timely
replacement of delayed, cancelled or reduced orders with new business cannot be assured. In addition, we have no assurance that any of our
current customers will continue to utilize our services, which could have a material adverse effect on our results of operations.

We have also focused on expanding our product and service offerings. During the year, we announced that we would make investments to
support our reference design activities for next generation servers, workstations and other products. Revenue earned during the year was
minimal, however, management expects revenue to increase as we expand this new business. Our start-up costs for this business negatively
impacted the year's results. The cost of the new investments included in cost of sales, selling, general and administrative expenses, and research
and development expenses totaled approximately 1% of total revenue for 2003.

Gross profit
Gross profit decreased 53% to $260.1 million in 2003 from $555.1 million in 2002. Gross margin decreased to 3.9% in 2003 from 6.7% in
2002. Gross margin decreased disproportionately due to the significant reduction in business volumes and corresponding low asset utilization

rates, industry pricing
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pressures, a change in the mix of products manufactured (from higher complexity, higher value-add products to lower complexity, lower
value-add products), costs of ramping new customer programs, costs of transferring programs to other geographies and costs to support the new
reference design activities. Lower volumes contributed to approximately a 65% decrease in gross profit from 2002, with the remainder, primarily
pricing, mix and the cost of new investments, reducing gross profit by approximately a further 20%. This decrease was offset in part by the
benefits from our restructuring programs and various other cost reduction initiatives. The benefits from restructuring amounted to approximately
$250 million in 2003 of which approximately 75% was realized in lower cost of sales.

Our higher cost operations in the Americas and Europe were significantly impacted by reductions in higher complexity and higher
value-add products due to the weak demand from our computing and telecommunications customers. As a result of these conditions, volumes
declined and pricing pressure increased, driving the majority of the gross margin declines.

European operations continued to be the most adversely affected by lower utilization levels and higher fixed costs. Most of the planned
restructuring actions for Europe were announced by year-end 2003. Although we realized some benefits of the restructuring during the latter part
of the year, further savings are expected to be realized in 2004, as we complete our planned restructuring actions by mid-2004. Americas
operations have also been affected by significant volume reductions, the cost of transferring programs and investments in new product and
service offerings, specifically in reference design activities. Asian operations have been affected by program ramping costs and overall pricing
pressures offset, in part, by higher production volumes.

Gross profit decreased 22%, to $555.1 million in 2002 from $712.0 million in 2001. Gross margin decreased to 6.7% in 2002 from 7.1% in
2001, primarily due to the significant reduction in business volumes and industry pricing pressures. European operations were most adversely
affected as they were operating at lower levels of utilization and higher fixed costs for the year. The volume reductions tended to impact higher
value-add products disproportionately, further adversely affecting the European margins. In addition, costs for our European operations were
higher than expected due to delays in transferring programs, the slower pace of restructuring and some process scrap and related inventory
issues, in the latter part of the year. The margin declines in our European operations were offset partially by improved margins in the Americas
and Asian operations. The Americas improved its operating efficiencies, had higher value-add product mix and benefited from restructuring
actions. Asian margins improved on higher volumes and utilization rates.

By the end of 2003, we had transitioned most of our high volume products to lower cost geographies, with approximately 70% of our
production facilities in lower cost geographies, up from 50% a year ago. Capacity utilization has improved to between 55% to 60% at the end of
2003 from 45% to 50% at the end of 2002.

For the foreseeable future, our gross margin is expected to be impacted by product volume and mix, production efficiencies, utilization of
manufacturing capacity, geographic manufacturing mix, start-up and ramp-up activities, new product introductions, pricing within the
electronics industry, cost structures at individual sites, and other factors, including the overall highly competitive nature of the EMS industry.
Over time, margins at individual sites and for us as a whole are expected to fluctuate. Also, the availability of raw materials, which are subject to
lead time and other constraints, could possibly limit our revenue growth. Through the fourth quarter of 2003, increased volumes and improved
capacity utilization have stabilized pricing on components and our services. This, together with the continued restructuring benefits, should add
to our future profitability.

Selling, general and administrative expenses

SG&A expenses decreased 11%, to $249.8 million (3.7% of revenue) in 2003 from $280.3 million (3.4% of revenue) in 2002. SG&A as a
percentage of revenue increased as a result of a significant reduction in revenue, higher spending in sales and marketing to support diversified
markets, as well as the benefits from our restructuring activities lagging behind the revenue decline. The decrease in SG&A, on an absolute
basis, reflects the benefits from our restructuring programs, offset by higher costs, largely to support new products and new markets.
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SG&A expenses decreased 14%, to $280.3 million (3.4% of revenue) in 2002 from $324.3 million (3.2% of revenue) in 2001. SG&A as a
percentage of revenue increased as a result of a significant reduction in revenue and the benefits from our restructuring activities lagging behind
the revenue decline. The decrease in SG&A, on an absolute basis, reflects the benefits from our restructuring programs and a reduction in
spending, which more than offset the increase in expenses due to operations acquired in the latter part of 2001 and in 2002.

Research and development costs

R&D increased 32%, to $24.0 million (0.4% of revenue) in 2003 from $18.2 million (0.2% of revenue) in 2002. The increased spending in
R&D was principally to support our reference design activities for next generation servers, workstations and other products.

R&D costs increased slightly to $18.2 million (0.2% of revenue) in 2002, compared to $17.1 million (0.2% of revenue) in 2001.
Amortization of intangible assets

Amortization of intangible assets decreased 49%, to $48.5 million in 2003 from $95.9 million in 2002. In the fourth quarter of 2002, we
recorded an impairment charge to write down our intangible assets. As a result of the write down in 2002, the amortization expense decreased in
2003. The decrease in expense is partially offset by amortization of intangible assets arising from the 2002 acquisitions.

Amortization of goodwill and intangible assets decreased 23%, to $95.9 million in 2002 from $125.0 million in 2001. The decrease in
amortization is the result of a change in accounting for goodwill, offset in part by the amortization of intangible assets arising from the 2001 and
2002 acquisitions. Effective January 1, 2002, we adopted the new accounting standards for goodwill and discontinued amortization of all
goodwill effective that date. Amortization of goodwill for 2001 was $39.2 million. See note 2(q)(i) to the 2003 consolidated financial statements
for the impact of the change in policy on net loss and per share calculations.

Integration costs related to acquisitions

Integration costs related to acquisitions represent one-time costs incurred within 12 months of the acquisition date, such as the costs of
implementing compatible information technology systems in newly acquired operations, establishing new processes related to marketing and
distribution processes to accommodate new customers, and the salaries of personnel directly involved with integration activities. All of the

integration costs incurred are related to newly acquired facilities, and not to our existing operations.

There were no integration costs in 2003, compared to $21.1 million in 2002 and $22.8 million in 2001. Integration costs vary from period to
period due to the timing of acquisitions and related integration activities.
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Other charges
Year ended December 31
2001 2002 2003 Total
(in millions)

2001 restructuring $ 2370 $ 19 §$ 79 $ 246.8
2002 restructuring 383.5 15.7 399.2
2003 restructuring 71.3 71.3
Total restructuring $ 2370 $ 3854 % 949 § 717.3
2002 goodwill impairment 203.7 203.7
Other impairment 36.1 81.7 82.8 200.6
Deferred financing costs and debt redemption fees 9.6 1.3 10.9
Gain on sale of surplus land (2.6) 3.6) (6.2)

$ 273.1 % 6778 $ 1754 $ 1,126.3

Further details of the other charges are included in note 11 to the 2003 consolidated financial statements and note 6 to the December 31,
2003 interim consolidated financial statements.

As of December 31, 2003, we have recorded charges in connection with three separate restructuring plans in response to the challenging
economic climate. These actions, which included reducing workforce, consolidating facilities and changing the number and location of
production facilities, were largely intended to align our capacity and infrastructure to anticipated customer requirements for more capacity in
lower cost regions, as well as to rationalize our manufacturing network to the lower demand levels. We have recorded charges totaling
$246.8 million for our 2001 restructuring plan, $399.2 million for our 2002 restructuring plan and $71.3 million relating to our 2003
restructuring plan.

We recorded a combined total of $717.3 million for our three restructuring plans. The focus of these restructuring plans was on the
Americas and Europe, as they were hit the hardest by the downturn. A total of 18,510 employees have been released from the business as of
December 31, 2003. Approximately 620 employee positions remain to be eliminated by mid-2004. Approximately 70% of the employee
terminations were in the Americas and 30% in Europe. A total of 29 facilities were closed or downsized in the Americas and Europe, which
included the transfer of programs from these higher cost geographies to lower cost geographies. The remaining lease facilities costs are
estimated to be paid out through 2015. All cash outlays are expected to be funded from cash on hand.

We have benefited and expect to continue to benefit from the restructuring measures taken in prior years through reduced depreciation,
lease and labour costs in cost of sales and SG&A expenses, and reduced amortization of intangibles. These benefits amounted to approximately
$250 million in 2003, of which approximately 75% was realized in lower cost of sales and the balance in lower SG&A and amortization of
intangibles. We have completed the major components of the 2001 and 2002 restructuring plans, except for certain employee terminations in the
Americas and certain long-term lease and other contractual obligations. We expect to complete the remaining 2003 restructuring actions in
Europe by mid-2004.

We will continue to evaluate our operations, and could propose future restructuring actions as a result of changes in the marketplace,
including the possibility of exiting service offerings no longer sought by our customers. In April 2004, we announced that we would incur an
additional pre-tax restructuring charge of between $175.0 million and $200.0 million to be recorded over the next 12 months. We expect to
reduce our manufacturing footprint and reduce our global workforce by approximately 10% to 15% over the next 12 months. We estimate that
approximately 75% of the charges will be cash costs.

We conduct an annual review of goodwill and long-lived assets in the fourth quarter of each year to correspond with our planning cycle,
absent of any triggering factors which would have necessitated a review earlier in the year. In the course of finalizing our annual plans, we made
certain decisions regarding our restructuring plans and the transfer of customer programs from higher cost to lower cost geographies. These
actions, coupled with weakened end markets, have significantly impacted forecasted revenue and have reduced the net cash flows for certain
sites, resulting in impairment when compared to the carrying value of
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long-lived assets including intangible assets and capital assets. In the fourth quarter of 2003, we recorded non-cash charges against intangible
assets of $25.3 million, and $57.5 million against capital assets, which included an impairment of $14.3 million relating to the purchase of a
leased facility. In the fourth quarter of 2002, we recorded non-cash charges of $203.7 million against goodwill, $69.0 million against intangible
assets, and $12.7 million against capital assets. In 2001, we recorded non-cash charges totaling $36.1 million, primarily against goodwill,
intangible assets and other assets.

We may continue to experience goodwill and long-lived asset impairment charges in the future as a result of changes in the electronics
industry, customer demand and other market conditions, which may have a material adverse effect on our financial condition.

Interest income, net

Interest income in 2003 decreased to $9.4 million compared to $17.2 million in 2002. The reduction in interest income in 2003 is due to
lower cash balances being invested at lower interest rates compared to 2002. Interest income was offset by interest expense of $5.4 million in
2003, compared to $16.1 million in 2002.

Interest income in 2002 amounted to $17.2 million, compared to $27.7 million in 2001. Interest income decreased for 2002 compared to
2001, primarily due to lower interest rates on cash balances. Interest income was offset by interest expense incurred on our Senior Subordinated
Notes and debt facilities. Interest expense decreased from $19.8 million in 2001 to $16.1 million in 2002, due to the redemption of the Senior
Subordinated Notes in August 2002.

Income taxes

Income tax expense in 2003 was $33.1 million on a net loss before tax of $233.6 million, compared to a recovery of $91.2 million on a net
loss before tax of $537.1 million in 2002. The effective tax rate for 2003 was negative 14.2%, compared to an effective tax rate of 17% in 2002.
The tax rate and resulting tax expense were impacted by the increase in the valuation allowance, primarily recorded against existing European
deferred tax assets ($35.3 million) and 2003 European restructuring charges and European operating losses.

In addition, our effective tax rate is impacted by the mix and volume of business in lower tax jurisdictions within Europe and Asia, tax
holidays and tax incentives that have been negotiated with the respective tax authorities (which expire between 2004 and 2012  see note 12 to the
2003 consolidated financial statements), restructuring charges, operating losses, the time period in which losses may be used under tax laws, and
the impairment of deferred income tax assets. The tax benefit arising from the tax holidays and tax incentives is approximately $17.6 million, or
$0.08 diluted per share, for 2003 and $24.9 million, or $0.11 diluted per share, for 2002. Such tax holidays are subject to conditions with which
we expect to continue to comply.

The net deferred income tax asset for 2003 of $225.0 million ($274.3 million as at December 31, 2002), arises from available income tax
losses and future income tax deductions. Our ability to use these income tax losses and future income tax deductions is dependent upon our
operations in the tax jurisdictions in which such losses or deductions arose. Management records a valuation allowance against deferred income
tax assets when management believes it is more likely than not that some portion or all of the deferred income tax assets will not be realized.
Based on the reversal of deferred income tax liabilities, projected future taxable income, and the character of the income tax assets and tax
planning strategies, management has determined that a valuation allowance of $185.3 million is required in respect of our deferred income tax
assets as at December 31, 2003 ($76.6 million as at December 31, 2002). In order to fully utilize the net deferred income tax assets of
$225.0 million, we will need to generate future taxable income of approximately $642.5 million. Based on our current projection of taxable
income for the periods in which the deferred income tax assets are deductible, it is more likely than not that we will realize the benefit of the net
deferred income tax assets as at December 31, 2003.
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Liquidity and Capital Resources

In 2003, operating activities utilized $158.5 million in cash, compared to providing $982.8 million in cash in 2002. Cash from operations
was negatively impacted by depressed volumes and program transfers. $252.6 million was used to support higher inventory levels. Inventory
was purchased earlier in the cycle to ensure adequate supply in response to increased customer demand in the fourth quarter of 2003, as well as
to support the increasing sales momentum going into the first quarter of 2004. Investing activities for 2003 included capital expenditures of
$175.9 million, primarily to expand manufacturing capacity in Asia and to purchase the building in Fort Collins, Colorado which we previously
leased. Investing activities for 2002 included capital expenditures of $151.4 million and asset acquisitions of $111.0 million, offset, in part, by
proceeds from the sale-leaseback of machinery and equipment, and the sale of our Columbus, Ohio facility.

For the three months ended March 31, 2004, operating activities utilized $76.3 million in cash, compared to providing $85.4 million in cash
for the same period in 2003. Cash from operations was used to support higher accounts receivable and inventory levels. Inventory was purchased
in response to increased customer demand. Investing activities for the three months ended March 31, 2004 included capital expenditures of
$56.4 million, primarily to expand manufacturing capabilities in lower cost geographies such as Malaysia, Thailand and the Czech Republic.
Investing activities also included $51.6 million paid as consideration in the MSL acquisition, offset in part by MSL's cash on hand at closing.
Financing activities included a $38.1 million repayment of loans assumed in connection with the MSL acquisition.

We continue to focus on efficiency including improving cash cycle days and inventory turns. Our average cash cycle, calculated as
accounts receivable days plus inventory days minus payable days (defined as current liabilities excluding interest bearing items), for 2003 was
7 days, an improvement of 11 days over 2002. Average cash cycle for the three months ended March 31, 2004 was 16 days, compared to 10 days
for the fourth quarter of 2003. This increase in days is primarily a result of carrying higher inventory, particularly earlier in the quarter, and
accounts receivable balances.

We may, from time to time, repurchase LYONSs in the open market. In 2003, LYONs with a principal amount at maturity of $435.9 million
were repurchased at an average price of $512.75 per LYON, for a total cash outlay of $223.5 million. A loss of $2.8 million was recorded for the
year. There were no repurchases in the first quarter of 2004. Through March 31, 2004, we repurchased LYONSs with a total principal amount at
maturity of $658.8 million, for a total cash outlay of $323.8 million. We currently have pre-approval to spend up to an additional $126.2 million
to repurchase LYONSs, at management's discretion. The amount and timing of future purchases cannot be determined at this time.

As at March 31, 2004, we have outstanding LYONs with a principal amount at maturity of $1,154.7 million payable August 1, 2020.
Holders of the instruments have the option to require us to repurchase their LYONs on August 2, 2005, at a price of $572.82 per LYON, or a
total of $661.4 million. We may elect to settle our repurchase obligation in cash or shares, or any combination thereof. See further details in
note 8 to the 2003 consolidated financial statements.

In April 2003, we amended our Normal Course Issuer Bid (NCIB) to permit us to repurchase up to 10% of the public float, or 18.6 million
subordinate voting shares, for cancellation, over a period from August 1, 2002 to July 31, 2003. This program was completed in July 2003. In
July 2003, we filed a new NCIB to repurchase up to an additional 10% of the public float, or 17.0 million subordinate voting shares, for
cancellation, over a period from August 1, 2003 to July 31, 2004. Under these programs, shares are purchased at the market price at the time of
purchase. The number of shares to be repurchased during any 30-day period may not exceed 2% of the outstanding subordinate voting shares. A
copy of the notices relating to the two NCIB programs may be obtained from us, without charge, by contacting our Investor Relations
department at clsir@celestica.com. In 2003, we repurchased 20.6 million subordinate voting shares at a weighted average price of $13.35 per
share. There were no share repurchases in the first quarter of 2004. Through March 31, 2004, a total of 22.6 million subordinate voting shares
have been repurchased pursuant to these NCIBs. All of these transactions were funded with cash on hand.

As of December 31, 2003, we had 169.8 million outstanding subordinate voting shares and 39.1 million outstanding multiple voting shares.
As of March 31, 2004, we had 184.4 million outstanding subordinate voting shares and 39.1 million outstanding multiple voting shares.
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In 2002, we redeemed the entire $130.0 million of outstanding Senior Subordinated Notes which were due in 2006 and paid the contractual
premium of 5.25%, or $6.9 million, on redemption.

Since we began our share and debt repurchase activities in the third quarter of 2002, a total of $768.1 million was spent to repurchase senior
subordinated notes, subordinate voting shares and LYONs.

Capital Resources

At December 31, 2003 and March 31, 2004, we had two credit facilities: a $500.0 million four-year revolving term credit facility and a
$250.0 million (reduced from $350.0 million in October 2003) 364-day revolving term credit facility which were to expire in July 2005 and
October 2004, respectively. The credit facilities permitted us and certain designated subsidiaries to borrow funds directly for general corporate
purposes (including acquisitions) at floating rates. Under the credit facilities, we were required to maintain certain financial ratios. Based on the
required minimum financial ratios, at December 31, 2003 we were limited by these facilities to approximately $140 million of additional debt
incurrence ($120 million at March 31, 2004). Additional borrowing amounts would have been available to support the funding of acquisitions or
to support certain other potential refinancing needs. No borrowings were outstanding under the revolving credit facilities and we were in
compliance with all covenants at December 31, 2003 and March 31, 2004. On June 4, 2004, we entered into an agreement to amend our existing
364-day credit facility by increasing the size of the existing facility from $250.0 million to $600.0 million and extending the expiry to June 2007.
Concurrently with this amendment, we terminated our $500.0 million four-year revolving term credit facility. Based on the minimum financial
ratios under our new senior credit facility, we currently are limited to approximately $660 million of debt incurrence (or approximately
$310 million after giving effect to the notes offering).

Certain subsidiaries and we have additional uncommitted bank overdraft facilities which total $55.1 million that are available for operating
requirements at December 31, 2003 ($61.6 million at March 31, 2004).

We believe that cash flow from operating activities, together with cash on hand and borrowings available under our new senior credit
facility, will be sufficient to fund currently anticipated working capital, planned capital spending and debt service requirements for the next
12 months. At December 31, 2003, we had committed $18.7 million in capital expenditures ($9.1 million at March 31, 2004), principally for
machinery and equipment and facilities in Asia. We expect capital spending for 2004 to be in the range of 1.5% to 2.5% of revenue and it will be
funded from cash on hand. In addition, we regularly review acquisition opportunities and, as a result, may require additional debt or equity
financing.

We have an arrangement to sell up to $400.0 million in accounts receivable under a revolving facility which is available until
September 2004. As of December 31, 2003, we generated cash from the sale of $359.3 million in accounts receivable ($389.5 million at
March 31, 2004). The purchaser of the accounts receivable is a division of a Schedule "A" Canadian bank, with a Standard & Poor's Ratings
Service rating of A and stable outlook, and had assets under management of over $50.0 billion as of the date of its last annual filing. The terms
of the arrangement provide that the purchaser may elect not to purchase receivables if our corporate credit rating falls below BB- as determined
by Standard & Poor's Ratings Service.

During 2003, both Moody's and Standard & Poor's revised their outlook on us from stable to negative, as a result of reduced revenue and
operating profit performance. During the quarter ended March 31, 2004, Standard & Poor's revised our credit rating to BB. In May 2004,
Moody's revised our senior implied rating to Ba2. A further reduction in our credit ratings could impact our future cost of borrowing.

We price the majority of our products in U.S. dollars, and the majority of our material costs are also denominated in U.S. dollars. However,
a significant portion of our non-material costs (including payroll, facilities costs, and costs of locally sourced supplies and inventory) are
denominated in various currencies. The majority of our cash balances are held in U.S. dollars. As a result, we may experience transaction and
translation gains or losses because of currency fluctuations. We have an exchange risk management policy in place to control our hedging
programs and do not enter into speculative trades. At December 31, 2003, we had forward foreign exchange contracts covering various
currencies in an aggregate notional amount of $623.2 million with expiry dates up to January 2006. The fair value of these contracts at
December 31, 2003
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was an unrealized gain of $49.8 million. At March 31, 2004, we had forward foreign exchange contracts covering various currencies in an
aggregate notional amount of $584.8 million with expiry dates up to January 2006. The fair value of these contracts at March 31, 2004 was an
unrealized gain of $27.1 million. Our current hedging activity is designed to reduce the variability of our foreign currency costs in the regions in
which we have manufacturing operations and generally involves entering into contracts to trade U.S. dollars for various currencies at future
dates. In general, these contracts extend for periods of up to 25 months. We may, from time to time, enter into additional hedging transactions to
minimize our exposure to foreign currency and interest rate risks. There can be no assurance that such hedging transactions will be successful.
See notes 2(n) and 15 to the 2003 consolidated financial statements.

As at December 31, 2003, we have contractual obligations that require future payments as follows:

Total 2004 2005 2006 2007 2008 Thereafter

(in millions)
Long-term debt $ 34 $ 27 $ 07 $ $ $ $

Operating leases 255.2 60.8 43.1 30.1 21.8 18.9 80.5
As at December 31, 2003, we have commitments that expire as follows:

Total 2004 2005 2006 2007 2008 Thereafter

(in millions)

Foreign currency contracts $ 6232 $ 5856 $ 349 § 27 $ $ $
Letters of credit, letters of guarantee and surety

and performance bonds 55.9 32.6 16.9 4.0 24
Capital expenditures 18.7 18.7

Cash outlays for our contractual obligations and commitments identified above are expected to be funded by cash on hand. Purchase
commitments are not included in the above table as non-cancelable purchase orders are generally short-term in nature and longer term purchase
orders are typically cancelable.

Our pension funding policy is to contribute amounts sufficient to meet minimum local statutory funding requirements that are based on
actuarial calculations. We may make additional discretionary contributions based on actuarial assessments. During 2003, we made pension
contributions of $33.8 million ($13.5 million in 2002), of which $26.7 million was discretionary ($6.7 million in 2002). We estimate the 2004
statutory pension contribution to range from $7.0 million to $10.0 million and the voluntary pension contribution to range from $8.0 million to
$10.0 million.

We have also provided routine indemnifications, whose terms range in duration and often are not explicitly defined. These may include
indemnifications against adverse effects due to changes in tax laws and patent infringements by third parties. The maximum amounts from these
indemnifications cannot be reasonably estimated. In some cases, we have recourse against other parties to mitigate our risk of loss from these
indemnifications. Historically, we have not made significant payments relating to these indemnifications.

In 2003, we expensed management-related fees of $1.4 million charged by our parent company, based on the terms of a management
agreement. See note 13 to the 2003 consolidated financial statements.
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Recent Accounting Developments
Stock-based compensation and other stock-based payments

Effective January 1, 2003, we adopted the revised CICA Handbook Section 3870. See note 2(q)(ii) to the 2003 consolidated financial
statements and note 2(i) to the March 31, 2004 interim consolidated financial statements.

Hedging relationships
In January 2002, the CICA issued Accounting Guideline AcG-13. See note 2(r) to the 2003 consolidated financial statements.
Impairment of long-lived assets

In October 2001, FASB issued SFAS No. 144, "Accounting for the Impairment or Disposal of Long-Lived Assets." Effective January 1,
2003, we adopted the CICA Handbook Sections 3063 and 3475 which are similar to SFAS No. 144. See note 2(j) to the 2003 consolidated
financial statements.

Guarantees

In November 2002, FASB issued FIN 45, "Guarantor's Accounting and Disclosure Requirements." Effective January 1, 2003, we adopted
the new CICA Accounting Guideline AcG-14 which harmonizes Canadian GAAP to the disclosure requirements of FIN 45. See notes 20(1)
and 16 to the 2003 consolidated financial statements.

Consolidation of variable interest entities

In January 2003, FASB issued FIN 46. In June 2003, the CICA issued Accounting Guideline AcG-15 which is similar to FIN 46. See
notes 2(r) and 20(1) to the 2003 consolidated financial statements. In December 2003, FASB revised FIN 46. The CICA reaffirmed its plan to
harmonize with the revised U.S. guidance, and expects its standard to be effective for 2005.

Restructuring charges

Effective January 1, 2003, we adopted the CICA Abstracts EIC-134, "Accounting for Severance and Termination Benefits," and EIC-135,
"Accounting for Costs Associated with Exit and Disposal Activities," which are similar to the FASB standards. See notes 2(p) and 20(1) to the
2003 consolidated financial statements.

Asset retirement obligations

Effective January 1, 2004, we retroactively adopted CICA Handbook Section 3110, which is similar to the FASB standards. See notes 2(r),
20(1) and 23 to the 2003 consolidated financial statements and note 2(ii) to the March 31, 2004 interim consolidated financial statements.

Liabilities and equity

In November 2003, the CICA revised Handbook Section 3860, "Financial Instruments Presentation and Disclosure." See note 2(r) to the
2003 consolidated financial statements.

Revenue recognition

In December 2003, the CICA issued EIC-141, "Revenue Recognition" and EIC-142, "Revenue Arrangements with Multiple Deliverables."
The FASB has similar standards. See note 2(r) to the 2003 consolidated financial statements.

Generally accepted accounting principles

In July 2003, the CICA issued Handbook Section 1100, "Generally Accepted Accounting Principles." See note 2(r) to the 2003
consolidated financial statements.
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BUSINESS

We were incorporated in Ontario, Canada under the name Celestica International Holdings Inc. on September 27, 1996. Since that date, we
have amended our articles of incorporation on various occasions, principally to modify our corporate name and our share capital. Our legal name
and commercial name is Celestica Inc. We are a corporation domiciled in the Province of Ontario, Canada and operate under the Ontario
Business Corporations Act. Our principal executive offices are located at 1150 Eglinton Avenue East, Toronto, Ontario, Canada M3C 1H7 and
our telephone number is (416) 448-5800. Our website is http://www.celestica.com. Information on our website is not incorporated by reference
in this prospectus supplement.

We are a world leader in the delivery of innovative electronics manufacturing services. We operate a highly sophisticated global
manufacturing network with operations in Asia, Europe and the Americas, providing a broad range of services to leading OEMs. A recognized
leader in quality, technology and supply chain management, Celestica provides competitive advantage to customers by improving
time-to-market, scalability and manufacturing efficiency.

As an important IBM manufacturing unit, we provided manufacturing services to IBM for more than 75 years. In 1993, we began providing
EMS services to non-IBM customers. In October 1996, we were purchased from IBM by an investor group, led by Onex, which included our
management.

Business Overview

Our goal is to be the "partner of choice" in EMS. We believe we are well positioned to achieve this goal given our position as one of the
major EMS providers worldwide and our widely recognized skills in our core areas of competency. Our strategy is to (i) steadily improve our
operating margins and increase operating efficiency by driving costs lower and providing supply chain solutions that capture value for us and
our customers, (ii) leverage our position in the areas of technology, quality and supply chain management, (iii) develop and enhance profitable,
strategic relationships with leading OEMs, (iv) broaden the range of the services we provide to OEMs in areas that can reduce their
manufacturing, supply chain and product development costs, (v) continue to diversify our end markets, serving a wide variety of OEMs, and
(vi) selectively pursue acquisitions that enhance the company's EMS and supply chain strategies. We believe that the successful implementation
of this strategy will allow us to achieve significantly improved financial performance and enhance shareholder value.

We have operations in the Americas, Europe and Asia. We provide a wide variety of products and services to our customers, including the
manufacture, assembly and test of complex printed circuit assemblies (PCAs), the full system assembly of final products and order fulfillment.
In addition, we provide a broad range of EMS services from product design to worldwide distribution, order fulfillment and after-market service
and support.

We have historically targeted industry-leading OEMs primarily in the computing and communications sectors. In addition to this, we are
increasing our diversification across other markets, such as aerospace and defense, industrial, consumer and automotive, to reduce the risk of
reliance on those sectors. We supply products and services to over 160 OEMs. In the aggregate, our top ten customers represented 73% of
revenue in 2003. The products we manufacture can be found in a wide array of end products, including: cell phones and pagers, electronic
metering devices, hubs and switches, LAN and WAN networking cards, laser printers, mainframe computers, mass storage devices, medical
products, modems, multimedia peripherals, PBX switches, personal computers, PDAs, photonic devices, routers, scalable processors, servers,
switching products, video broadcasting equipment, wireless base stations, wireless loop systems and workstations.

Our principal competitive advantages are our advanced capabilities in the areas of technology and quality, our flexible manufacturing
network and our effective supply chain management. We are an industry leader in a wide range of advanced manufacturing technologies, using
established and emerging process technologies. We believe our test capabilities are among the best in the industry and enable us to produce
highly reliable products, including products that are critical to the functioning of our customers' products and systems. Our size, geographic
reach and leading expertise in supply chain management allow us to purchase
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materials effectively and to deliver products to customers faster, thereby reducing overall product costs and reducing the time-to-market.

We believe that our highly skilled workforce gives us a distinct competitive advantage. Through innovative compensation and an employee
stock ownership plan, we have developed an entrepreneurial, participative and team-based culture.

Electronics Manufacturing Services Industry
Overview

The EMS industry is comprised of companies that provide a broad range of manufacturing services to OEMs. As the capabilities of EMS
companies evolved from manufacturing components or partial assemblies to providing complex manufacturing services, an increasing number
of OEMs adopted and became increasingly reliant upon manufacturing outsourcing strategies. Today, the leading EMS companies have global
footprints with worldwide supply chain management and offer end-to-end services for the product lifecycle, including front-end design and
product development, advanced manufacturing, final system assembly and test, direct order fulfillment, and after-market service and support. By
outsourcing their manufacturing and related services, OEMs are able to focus on their core competencies, including product development, sales,
marketing and customer service, while leveraging the expertise of EMS providers.

According to International Data Corporation, the global EMS market was estimated to be $92 billion in 2003 and is expected to grow to
$144 billion by 2007, representing a compounded annual growth rate of 11.8%. We see numerous industry trends that are fueling this growth.
These include the continuing trend of computing and communications companies to outsource their electronics manufacturing and to divest
manufacturing assets; the more widespread adoption of an electronic manufacturing outsourcing strategy by the industrial, aerospace and
defense and consumer electronics industries; and OEMs increasingly looking to the EMS industry to reduce their overall cost of goods sold. We
believe increased outsourcing adoption by OEMs will continue because it allows OEMs to:

Reduce Operating Costs and Invested Capital

OEMs are under significant pressure to reduce manufacturing costs and capital expenditures as electronics products have become more
technically advanced and the manufacturing process has become increasingly automated, which requires greater levels of investment in capital
equipment. EMS companies enable OEMs to gain access to advanced manufacturing facilities, supply chain management and engineering
capabilities, additional capacity, greater flexibility for both product ramp-up and changeover, and the economies of scale which EMS companies
provide. As a result, OEMs can reduce overall operating costs, working capital and capital investment requirements.

Focus Resources on Core Competencies

The electronics industry is experiencing greater levels of competition and rapid technological change. In this environment, many OEMs are
seeking to focus on their core competencies of product development, sales, marketing and customer service, and to outsource design,
manufacturing and related requirements to their EMS partners.
Speed Time-to-Market

Electronics products are experiencing increasingly shorter product lifecycles, requiring OEMs to continually reduce the time required to
bring products to market. OEMs can significantly improve product development cycles and enhance time-to-market by benefiting from the
expertise and infrastructure of EMS providers. This includes capabilities relating to design services, quick-turn prototype development and rapid

ramp-up of new products to high volume production, with the critical support of worldwide supply chain management.
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Utilize EMS Companies' Procurement, Inventory Management and Logistics Expertise

OEMs that manufacture internally are faced with greater complexities in planning, procurement and inventory management due to frequent
design changes, short product lifecycles and product demand fluctuations. OEMs can address these complexities by outsourcing to EMS
providers that (i) possess sophisticated supply chain management capabilities and (ii) can leverage significant component procurement
advantages to lower product costs.

Access Leading Engineering Capabilities and Technologies

Electronics products and electronics manufacturing technology have become increasingly sophisticated and complex. As a result, OEMs
increasingly rely on EMS companies to provide design and engineering support and manufacturing and technological expertise. EMS
companies' design and engineering services can assist OEMs with the development of a new product concept, as well as with improvements in
performance, cost and time required to bring products to market. In addition, OEMs gain access to high quality manufacturing expertise and
capabilities in the areas of advanced process, interconnect and test technologies.

Improve Access to Global Markets

OEMs are generally increasing their international activities in an effort to expand sales through access to foreign markets. EMS companies
with worldwide capabilities are able to offer such OEMs global manufacturing solutions, to meet local content requirements, distribute products
efficiently around the world and lower costs.

Celestica's Strategy

Our goal is to be the "partner of choice" in the EMS industry. To achieve this goal, we work closely with OEM customers to proactively
identify and fulfill each of their requirements, and exceed their expectations in areas such as service offerings, reliability and serviceability,
quality and delivery. By deploying the following strategy, we believe that we will maximize customer satisfaction, achieve superior financial
performance and enhance shareholder value:

Steadily Improve Operating Margins and Increase Operating Efficiency

Operating margins and working capital performance deteriorated in 2003 as demand hit three-year lows for us. To address this challenge,
management is committed to applying strategies and processes designed to improve margins around the world. We are executing our plan to
improve overall financial margins by (i) completing our restructuring program, (ii) leveraging corporate procurement capabilities to lower
materials costs, (iii) increasing utilization of facilities to take advantage of significant operating leverage, (iv) deploying corporate cost reduction
and productivity enhancement initiatives on a global basis, (v) applying best practices throughout our operations worldwide, (vi) moving
production to lower cost regions and (vii) compensating our employees based, in part, on the achievement of earnings targets. In order to drive
greater efficiency, we are also committed to the deployment of lean manufacturing and Six Sigma techniques, designed to improve
manufacturing processes by reducing waste and redundancy within our manufacturing facilities. We will continue our intensive focus on
maximizing asset turnover, which, combined with the margin enhancements measures described above, we believe will increase our return on
invested capital.

Leverage Expertise in Technology, Quality and Supply Chain Management

We are committed to meeting our customers' needs in the areas of technology, quality and supply chain management. Our modern plants
across the world and leading technological capabilities enable us to produce complex and highly sophisticated products to meet the rigorous
demands of our OEM customers. Our commitment to quality in all aspects of our business allows us to deliver consistently reliable products to
our OEM customers. The systems and processes associated with our expertise in supply chain management enable us to rapidly ramp operations
to meet customer needs, flexibly shift capacity in response to product demand fluctuations, and effectively distribute products directly to end
customers. We often work closely
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with many suppliers to influence component design for the benefit of OEM customers. We have been recognized through numerous customer
and industry achievement awards.

Develop and Enhance Profitable, Strategic Relationships with Leading OEMs

We seek to build and sustain profitable, strategic relationships with industry leaders in sectors that can benefit from the delivery of our
innovative electronics manufacturing services. In addition, we are focused on identifying and developing new customer relationships. To this
end, we pursue opportunities which exploit our competitive advantages in the areas of technology, quality and supply chain management. We
conduct ourselves as an extension of our customers' organizations, which enables us to respond to their needs with speed, agility and a
commitment to deliver results. This strategy has allowed us to establish and maintain strong manufacturing relationships with a wide range of
leading OEMs such as Cisco Systems, Inc., IBM, Lucent Technologies, Inc. and Sun Microsystems, Inc. Going forward, we believe our existing
OEM customer base will be a strong source of growth for us as we seek to strengthen these relationships through the delivery of additional
products and services.

Expand Range of Service Offerings

We continually look to expand the breadth and depth of the services we provide to OEMs in areas that can reduce their design,
manufacturing, supply chain and product costs. Although we traditionally offered our services in connection with the production of higher-end
and more complex products, we have significantly broadened our offering of services to facilitate the manufacture of a broader spectrum of
products and to support the full product lines of leading OEMs. In the past few years, we have acquired additional capabilities in prototyping and
PCA design, embedded system design, full system assembly, logistics, fulfillment and after-market services. We have also developed reference
designs for servers and workstations based on next-generation 64-bit microprocessors. We will expand our capabilities and service offerings on a
global basis based on potential returns to the company and in response to the changing needs of our customers.

Continue to Diversify End Markets and Customer Base

We have a diversified customer base whose products serve the communications, server, storage and other, workstation and personal
computer industries. In 2003, revenue by end-market users was as follows: enterprise communications 25%j; telecommunications  23%;
servers 22%; storage  13%; other 10%; and workstations and personal computers 7%. We target industry-leading OEMs, primarily in the
computing and communications sectors. In addition to this, our strategy includes increasing our diversification across other markets, such as
aerospace and defense, industrial, consumer, and automotive, to reduce the risk of reliance on certain sectors. As a result of our acquisition of
MSL, our customer base has expanded to include commercial avionics, automotive, retail systems and peripherals.

Selectively Pursue Strategic Acquisitions

We have completed numerous acquisitions. We will continue to selectively seek acquisition opportunities in order to (i) further develop
strategic relationships with leading OEMs, (ii) expand our capacity and capability, (iii) diversify into new market sectors, (iv) broaden our
service offerings and (v) optimize our global positioning. We have developed and deployed a comprehensive integration strategy to support our
acquisitions. This includes establishing a common culture at all locations with broad-based workforce participation, providing a single marketing
"face" to customers worldwide, deploying common information technology platforms, leveraging global procurement and transferring best
practices among operations worldwide.

Celestica's Business
EMS Services

We are positioned as a value-added provider within the EMS industry with a full spectrum of products and services to capitalize on our
extensive technological know-how and intellectual capital. We believe that
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our ability to deliver this wide spectrum of services to our OEM customers provides us with a competitive advantage over EMS providers
focused in few service areas. We offer a full range of manufacturing services including those discussed below.

Supply Chain Management

We utilize our fully integrated enterprise resource planning and supply chain management system to enable us to optimize materials
management from supplier to end customer. Effective management of the supply chain is critical to the success of OEMs as it directly impacts
the time required to deliver product to market and the capital requirements associated with carrying inventory.

Design

Our design team works with OEM product developers in the early stages of product development. The design team uses advanced design
tools to enable new product ideas to progress from electrical and ASIC design, to simulation and physical layout, to design for manufacture.
Electronic linkages between the customer and our design group and our manufacturing group help to ensure that new designs are released
rapidly, smoothly and cohesively into production.

Reference Designs

Reference designs are off-the-shelf hardware that enable OEMs to enhance their own product roadmaps with standard or easily
customizable systems developed by us and our key technology partners. Increased product design activity is one of the additional services
OEMs are requesting from EMS companies, and our strong track record in the manufacture of advanced information technology should allow us
to be effective in this area. An example is the major initiative that we have taken in the area of 64-bit reference designs, where we have
developed server and workstation products based on next-generation, industry-standard microprocessors from Advanced Micro Devices (AMD)
and Intel Corporation.

Prototyping

Prototyping is a critical stage in the development of new products which is enhanced by linkages between OEM and EMS engineers. Our
prototyping and new product introduction centers are strategically located, enabling us to provide a quick response to customer demands,
facilitating greater collaboration between our engineers and those customers, and providing a seamless entry into our larger manufacturing
facilities.

Product Assembly and Test

We use sophisticated technology in the assembly and testing of our products, and have continually made significant investments in
developing new assembly and test process techniques and improving product quality, reducing cost and improving delivery time to customers.
We work independently and with customers and suppliers to develop leading assembly and test technologies.

Full System Assembly

We provide full system assembly services to OEMs. These services require sophisticated logistics capabilities to rapidly procure
components, assemble products, perform complex testing and distribute products to customers around the world. Our full system assembly
services involve combining a wide range of sub-assemblies (including PCA) and employing advanced test techniques for various sub-assemblies
and final end products. Increasingly, OEMs require custom build-to-order system solutions with very short lead times. We are focused on
exploiting this trend through our advanced supply chain management capabilities.

Product Assurance

We provide product assurance to our OEM customers. Our product assurance team performs product life testing and full circuit
characterization to ensure that designs meet or exceed required specifications. We
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are accredited as a National Testing Laboratory capable of testing to international standards (e.g., Canadian Standards Association and
Underwriters Laboratories). We believe that this service allows customers to attain product certification significantly faster than is customary in
the EMS industry.

Failure Analysis

Our extensive failure analysis capabilities concentrate on identifying the root cause of product failures and determining corrective action.
Root causes of failures typically relate to inherent component defects or design robustness deficiencies. Products are subjected to various
environmental extremes, including temperature, humidity, vibration, voltage and rate of use, and field conditions are simulated in failure
analysis laboratories which also employ advanced electron microscopes, spectrometers and other advanced equipment. We are proficient in
discovering failures before products are shipped and, more importantly, our highly qualified engineers are very proactive in working in
partnership with suppliers and customers to develop and implement resolutions.

Logistics

We are able to leverage our expertise, relationships and global scale in manufacturing, supply chain management and fulfillment to provide
a fully integrated logistics solution to meet every need. Our logistics offering includes warehouse and distribution, freight management, logistics
consulting services, product and materials visibility and reverse logistics.

Packaging and Global Fulfillment

We design and test packaging of products for bulk shipment or single end customer use. We have a sophisticated integrated system for
managing complex international order fulfillment that allows us to ship worldwide and, in many cases, directly to the OEM's customers.

After-Market Services

We offer a wide range of after-market support services. This support can be individualized to meet each customer's requirements and
includes field failure analysis, product upgrades, repair and engineering change management.

Quality Management

One of our strengths has been our ability to consistently deliver high quality services and products. We have an extensive quality
management system that focuses on continual process improvement and achieving high customer satisfaction. We employ a variety of advanced
statistical engineering techniques and other tools to assist in improving product and service quality. All of our principal facilities are ISO

certified to ISO 9001 or ISO 9002 standards. Most of our principal facilities are also certified to ISO 14001 (environmental) standards.

In addition to these standards, we are committed to deployment of lean manufacturing and Six Sigma techniques throughout all of our
manufacturing network. The implementation of lean production systems should result in increased efficiencies and greater operating leverage.

We believe that our success is directly linked to high customer satisfaction. As a result, a portion of the compensation of employees is
based on the results of extensive customer satisfaction surveys conducted on our behalf by an independent consultant.

Geographies

In 2003, approximately 44% of our revenue was produced in North America. Facilities in Asia and Europe generated approximately 36%
and 20%, respectively, of our revenue in 2003. A listing of our principal locations is included in "Business Description of Property." We are
focused on expanding our resources and capability in lower cost geographies. We believe that locating in lower cost geographic regions
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such as Central Europe and Asia complements our service offerings by providing lower cost manufacturing solutions to our OEM customers for
certain price-sensitive applications.

Certain information concerning geographic segments is set forth in note 18 to the Consolidated Financial Statements.
Sales and Marketing

We have adopted a focused marketing approach targeted at creating profitable, strategic relationships with leading OEMs in our end
markets. Our sales and marketing is an integrated set of processes designed to provide a single "face" to the customer worldwide. Our
coordination of efforts with key global customers has been enhanced by the creation of customer-focused units each headed by a group general
manager to oversee the entire relationship with such customers. We have a global network comprised of direct sales representatives, operational
and project managers, account executives and supply chain management, as well as senior executives. Our sales resources are directed at
multiple management and staff levels within target accounts. Sales offices are located in proximity to key customers and markets.

Customers

We have targeted industry-leading customers primarily in the computing and communications sectors. We supply products and services to
over 160 OEMs, including such industry leaders as Avaya Inc., Cisco Systems, Inc., EMC Corporation, Hewlett-Packard Corporation, IBM,
Lucent Technologies Inc., Motorola, Inc., NEC Corporation, and Sun Microsystems, Inc.

During 2003, our four largest customers, Cisco Systems, Inc., IBM, Lucent Technologies Inc. and Sun Microsystems, Inc., each represented
in excess of 10% of total revenue and in the aggregate represented 44% of total revenue. During 2002, our three largest customers, IBM, Lucent
Technologies Inc. and Sun Microsystems Inc., each represented in excess of 10% of total revenue and in the aggregate represented 48% of total
revenue. Our top ten customers represented approximately 73% of total revenue in 2003 (compared with 85% in 2002).

We generally enter into supply arrangements in connection with our acquisition of facilities from OEMs. These arrangements generally
govern the conduct of business between the parties relating to, among other things, the manufacture of products which were previously produced
at that facility by the seller itself. Such arrangements, which in certain instances contain limited overhead contribution provisions or limited
revenue or product volume guarantees, range from one to five years. There can be no assurance that these arrangements will be renewed. As a
result of the weak economic environment over the past three years, these supply agreements have been affected by order cancellations and
rescheduling as our customers' base business volumes have decreased.

We derive most of our revenue from OEM customers. The contractual agreements with our key customers generally provide a framework
for our overall relationship with the customers. We have contractual arrangements with the majority of our customers that require the customer
to purchase unused inventory that we have purchased to fulfill that customer's forecasted manufacturing demand.

Technology and Research and Development

We use advanced technology in the assembly and testing of the products we manufacture. We believe that our processes and skills are
among the most sophisticated in the industry, which provides us with advantages over many of our smaller and less sophisticated competitors.

Our customer-focused factories are highly flexible and are continually reconfigured to meet customer-specific product requirements. We
have extensive capabilities across a broad range of specialized assembly process technologies. We also work with a wide range of substrate
types from thin flexible printed circuit boards to highly complex, dense multilayer boards.

Our assembly capabilities are complemented by advanced test capabilities. Technologies include high speed functional testing, burn-in,
vibration, radio frequency, in-circuit and in-situ dynamic thermal cycling
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stress testing. We believe that our inspection technology, which includes X-ray laminography, three-dimensional laser paste volumetric
inspection and scanning electron microscopy, is among the most sophisticated in the EMS industry. Furthermore, we employ
internally-developed automated robotic technology to perform in-process repair.

Our ongoing research and development activities include the development of processes and test technologies as well as some focused
product development. We are proactive in developing manufacturing techniques that take advantage of the latest component and product designs
and packaging. We often work with industry groups to advance the state of technology in the industry.

We have recently increased our research and development spending as a result of our participation in reference designs. Reference designs
are off-the-shelf hardware that enable OEMs to enhance their own product roadmaps with standard or easily customizable systems developed by
us and our key technology partners. Reference design is a major initiative for us. In the area of 64-bit reference designs, we have developed
server and workstation products based on next-generation, industry-standard microprocessors from AMD and Intel. Over time, our investment in
research and development activities could fluctuate based on the level of development activity we have in our reference design service offering.

Supply Chain Management

We have strong relationships with a broad range of suppliers. We use electronic data interchange with our key suppliers and ensure speed
of supply through the use of automated receiving and full-service distribution capabilities. During 2003, we procured and managed
approximately $5 billion in materials and related services. We view this size of procurement as an important competitive advantage as it
enhances our ability to obtain better pricing, influence component packaging and design, and obtain supply of components in constrained
markets.

We utilize two fully integrated enterprise systems which provide comprehensive information on our logistics, financial and engineering
support functions. One system is used in Asia, Europe and several locations in the Americas and the other system is common throughout the rest
of our operations. These systems provide management with the data required to manage the logistical complexities of the business. These
systems are augmented by and integrated with other applications such as shop floor controls, component database management and design tools.

We employ a strategy of risk minimization relative to our inventory and generally order materials and components only to the extent
necessary to satisfy existing customer orders. We have implemented specific inventory management strategies with certain suppliers such as
"supplier managed inventory" (pulling inventory at the production line on an as-needed basis) and "real-time component pricing" (the ability to
obtain the advantage of the most recent price change in component pricing) designed to minimize the risk to us of cost fluctuations. In providing
contract manufacturing services to our customers, we are largely protected from the risk of fluctuations in inventory costs, as these costs are
generally passed through to customers.

All of the products we manufacture or assemble require one or more components. In many cases, there may be only one supplier of a
particular component. Some of these components could be rationed in response to supply shortages. We attempt to ensure continuity in the
supply of these components. In cases where unanticipated customer demand or supply shortages occur, we attempt to arrange for alternative
sources of supply, where available, or to defer planned production in response to the anticipated unavailability of the critical components. In
some cases, supply shortages will substantially curtail production of all full system assemblies using a particular component. In addition, at
various times there have been industry-wide shortages of electronic components. There can be no assurance that such shortages, or future
fluctuations in material cost, will not have a material adverse effect on our results of operations, business, prospects and financial condition.
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Intellectual Property

We hold licenses to various technologies which we acquired in connection with acquisitions from Fujitsu-ICL, Hewlett-Packard, IBM,
NEC Corporation and other companies. We believe that we have secured access to all required technology that is material to the current conduct
of our business.

We regard our manufacturing processes and certain designs as proprietary trade secrets and confidential information. We also have
intellectual property associated with our reference design activity and may develop additional intellectual property based on the products we
may produce in the future with this service offering. We rely largely upon a combination of trade secret laws, non-disclosure agreements with
our customers and suppliers and our internal security systems, confidentiality procedures and employee confidentiality agreements to maintain
the trade secrecy of our designs and manufacturing processes. Although we take steps to protect our trade secrets, there can be no assurance that
misappropriation will not occur.

We currently have a limited number of patents and patent applications pending. However, we believe that the rapid pace of technological
change makes patent protection less significant than such factors as the knowledge and experience of management and personnel and our ability
to develop, enhance, and market manufacturing services.

We license some technology from third parties which we use in providing manufacturing services to our customers. We believe that such
licenses are generally available on commercial terms from a number of licensors. Generally, the agreements governing such technology grant to
us non-exclusive, worldwide licenses with respect to the subject technology and terminate upon a material breach by us of the terms of the
licensing agreement.

Competition

We compete on a global basis to provide electronics manufacturing services to OEMs in our end markets. Our competitors include a large
number of domestic and foreign companies, such as Flextronics International, Hon Hai Precision Industry, Sanmina-SCI Corporation, Solectron
Corporation and Jabil Circuit, as well as smaller EMS companies that often have a regional, product, service or industry specific focus. In
addition, in recent years, ODMs, companies that provide design and manufacturing services to OEMs, have been increasing their share of
outsourced manufacturing services provided to OEMs in several markets, such as notebook and desktop computers, personal computer
motherboards, and consumer electronic products, such as cell phones. While we have not to date encountered significant competition from
ODMs, such competition may increase if our business in these markets grows or if ODMs expand further into or beyond these markets.

We could also face competition from current and prospective customers which evaluate our capabilities against the merits of manufacturing
products internally. We compete with different companies depending on the type of service or geographic area. Certain of our competitors may
have greater manufacturing, financial, research and development, and marketing resources than we do. We believe that the primary basis of
competition in our targeted markets is manufacturing technology, quality, responsiveness, the provision of value-added services and price. To
remain competitive, we believe we must continue to provide technologically advanced manufacturing services, maintain quality levels, offer
flexible delivery schedules, deliver finished products on a reliable basis and compete favorably on the basis of price.

Human Resources

As of December 31, 2003, we employed over 40,000 permanent and temporary (contract) employees worldwide. Given the variable nature
of our project flow and the quick response time required by our customers, it is critical that we be able to quickly ramp our production up or
down to maximize efficiency. To achieve this, our strategy has been to employ a skilled temporary labor force, as required.

Culturally, we are team-oriented, values-driven, empowerment-based, dynamic and results-oriented, with an overriding sensitivity to
customer service and quality at all levels. This environment is a critical factor for us to be able to fully utilize the intellectual capital of our

employees. We believe that our employee relations
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are good. Certain of our employees in the United Kingdom, France, Italy, Mexico, U.S., Japan and Brazil are represented by unions.
Environmental Matters

We are subject to extensive environmental, health and safety laws and regulations, including measures relating to the release, use, storage,
treatment, transportation, discharge, disposal and remediation of contaminants, hazardous substances and wastes, as well as practices and
procedures applicable to the construction and operation of our plants. We believe that we are in compliance in all material respects with current
environmental laws. However, there can be no assurance that we will not experience difficulties with our efforts to maintain material compliance
at our facilities, or to comply either with currently applicable environmental laws or environmental laws as they change in the future, or that our
continued compliance efforts (or failure to comply with applicable requirements) will not have a material adverse effect on our results of
operations, business, prospects, and financial condition. Our need to comply with present and changing future environmental laws could restrict
our ability to modify or expand our facilities or continue production and could require us to acquire costly equipment or to incur other significant
expense.

Some of our operating sites have a history of industrial use. As is typical for such businesses, soil and groundwater contamination has
occurred. From time to time we investigate, remediate and monitor soil and groundwater contamination at certain of our operating sites.

Except for the facilities we acquired in the Omni transaction, Phase I or similar environmental assessments (which involve general
inspections without soil sampling or ground water analysis) were obtained for most of the manufacturing facilities we lease or own in connection
with our acquisition or lease of such facilities. Where contamination is suspected, Phase II intrusive environmental assessments (including soil
and/or groundwater testing) are usually performed. We expect to conduct such environmental assessments in respect to future property
acquisitions where consistent with local practice. These environmental assessments have not revealed any environmental liability that we
believe, based on current information, will have a material adverse effect on our results of operations, business, prospects or financial condition,
nor are we aware that we have any such material environmental liability, in part because of the contractual retention of liability for some
contamination and its remediation by landlords and former owners at some sites. It is possible that our assessments do not reveal all
environmental liabilities or that there are material environmental liabilities of which we are not presently aware or that future changes in law or
enforcement standards will cause us to incur significant costs or liabilities in the future.

Backlog

Although we obtain firm purchase orders from our customers, OEM customers typically do not make firm orders for delivery of products
more than 30 to 90 days in advance. We do not believe that the backlog of expected product sales covered by firm purchase orders is a
meaningful measure of future sales, since orders may be rescheduled or canceled.

Seasonality

With a significant exposure to computing and communications infrastructure products, we have historically seen a level of seasonality in its
quarterly revenue patterns. This seasonality has generally resulted in lower volumes in our first quarter, gradually increasing throughout the year,
culminating in higher revenue in the fourth quarter. Seasonality is also reflective of the mix and complexity of the products manufactured. As a
result of this mix and our efforts to diversify our revenue base, it is difficult to predict the extent and impact of seasonality on our business.

Litigation

We are party to litigation from time to time. We currently are not party to any legal proceedings which management expects will have a
material adverse effect on the results of operations, business, prospects or financial condition of Celestica.
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Description of Property

The following table summarizes our principal facilities as of April 1, 2004. Our facilities are used to manufacture printed circuit boards,
assemble and configure final systems and for other related manufacturing and customer support activities.

Manufacturing
Facility Square Footage Owned/Leased

(in thousands)

Toronto, Ontario 888 Owned
Montreal, Quebec 180 Owned
Denver, Colorado 235 Leased
Little Rock, Arkansas 424 Owned
Fort Collins, Colorado 200 Owned
Chippewa Falls, Wisconsin) 127 Owned
Salem, New Hampshire 278 Leased
San Jose, California 131 Leased
Mt. Pleasant, Iowa 85 Leased
Milwaukie, Oregon 61 Leased
Charlotte, North Carolina 273 Leased
Raleigh, North Carolina 70 Leased
Arden Hills, Minnesota 158 Leased
Austin, Texas 51 Leased
Dallas, Texas 69 Leased
Kidsgrove, England 100 Owned
Telford, England 50 Owned
Galway, Ireland 133 Leased
Vimercate, Italy 550 Owned
Saumur, France 142 Owned
Guerande, France 130 Owned
Rajecko, Czech Republic 170 Owned
Kladno, Czech Republic 166 Owned
Barcelona, Spain 58 Leased
Valencia, Spain® 518 Leased/Owned
Monterrey, Mexico® 327 Leased/Owned
Reynosa, Mexico® 481 Leased
Queretaro, Mexico 77 Leased
Aquadilla, Puerto Rico 94 Leased
Jaguariuna, Brazil 134 Leased
Shanghai, China 392 Owned
Dongguan, China 331 Leased
Suzhou, China® 516 Owned/Leased
Xiamen, China 25 Leased
Shatin, Hong Kong 82 Leased
Indonesia 48 Leased
Johor Bahru, Malaysia® 497 Leased
Kulim, Malaysia 324 Owned
Singapore® 315 Owned/Leased
Japan® 491 Owned/Leased
Laem Chabang, Thailand 437 Leased
Rayong, Thailand 41 Leased
Cebu, Philippines 125 Owned

)

As part of our restructuring plans, we have announced that we will close this site by the end of 2004.

(@)

This represents two facilities.

3



This represents three facilities.
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Our principal executive office is located at 1150 Eglinton Avenue East, Toronto, Ontario M3C 1H7. All of our principal facilities are ISO
certified to ISO 9001 or ISO 9002 standards. Most of our principal facilities are also certified to the ISO 14001 (environmental) standards.

The leases for our leased facilities expire between 2004 and 2056. We currently expect to be able to extend the terms of expiring leases or
to find replacement facilities on reasonable terms.

As part of our restructuring plans, we have consolidated facilities and changed our strategic focus as to the number and geography of sites.
We have rationalized our global manufacturing network to increase the percentage of our facilities in lower cost geographies.
See "Management's Discussion and Analysis of Financial Condition and Results of Operations Operating Results" for additional information
concerning our restructurings.
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MANAGEMENT
Senior Management

Our executive officers are appointed annually and serve at the discretion of the board of directors. The following table sets forth certain
information regarding our senior officers.

Name Age Position with Celestica
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