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1     Q.  And you said that part of your education came
2  through industry experience so if I can have you walk
3  me through the industry experience you had since high
4  school if you can go back that far.
5     A.  If you want to go back that far, I can go back
6  that far.
7     Q.  Well, how about this. Let me narrow it more.
8  Can you give me the benefit of any industry experience
9  that has helped you in the role you play with CalAmp.
10     A.  Okay. Right out of school I worked for a
11  number of years in the communications industry,
12  specifically two-way radio, conventional communications
13  of the day. That was initially precellular technology
14  days. Then I moved into the -- actually the video
15  industry where I was involved with various control
16  systems in both hardware and software design, in that
17  area, not directly pertinent to what I do today but
18  working with a lot of the same technology building
19  blocks.
20       In the mid-'90s I got involved in
21  semiconductors and ultimately back into the
22  communications industry in the context of wireless data
23  communications working with both cellular technology as
24  well as local area network types of technologies. In
25  my role there I was essentially responsible for product
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1  management, the definition of new product solutions
2  and architectures ultimately leading up to the design
3  of a radio module that was used for embedded cellular
4  technology applications.
5     Q.  All right. And after the semiconductors and
6  the communications industry where next?
7     A.  That business was actually spun out of Philips
8  Semiconductors who was my employer at the time. As a
9  stand-alone business under a division of another

10  operating company of Philips, we actually brought that
11  product to market, and in fact the resulting module
12  of that was used in a wide variety of applications
13  including mobile tracking applications, combining that
14  with GPS. In fact the first product that was developed
15  or that was offered by Omega was developed by a customer
16  of mine and actually included our module.
17     Q.  All right. Which product was that that you're
18  referring to?
19     A.  This was Omega's original tracker. I believe
20  they referred to it by a number. I think it was perhaps
21  2000. I'm not 100 percent certain.
22     Q.  Do you know when that was?
23     A.  That would have been roughly -- I believe it
24  would have been early 2000, perhaps 2000/2001. It may
25  have started slightly earlier than that.

Page 11
1     Q.  GPS 2000?
2     A.  Yes.
3     Q.  And you say that the cellular -- was it -- the
4  cellular radio in the GPS 2000 was something that you
5  worked on?
6     A.  Yes. Yeah, that was my product.
7     Q.  And was that sold by Philips or was that sold
8  by somebody else?
9     A.  By that point it was sold by a company called

10  Standard Communications.
11     Q.  And what specifically did you -- I don't
12  suppose you recall the -- strike that.
13       I don't suppose you recall the name of the
14  cellular radio that you're referring to?
15     A.  That would have been a model CUA1K.
16       THE REPORTER: A?
17       THE WITNESS: K like King.
18  BY MR. SANTURRI:
19     Q.  CU81K?
20     A.  Yes.
21     Q.  Okay. And what did you specifically do with
22  regards to developing the CU81K?
23     A.  Okay. I was actually responsible for defining
24  the architecture of that product. I ran the wireless
25  data division of Standard Communications. I had
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1  engineers on my staff both here in the U.S. as well as
2  in Japan who comprised the actual design team that did
3  the direct development of the device.
4     Q.  What does that mean you defined the
5  architecture?
6     A.  As far as the -- how the device worked, kind
7  of the block diagram of the various elements within the
8  design and how it interfaced to the outside world.  I
9  defined the communications protocols that were used to
10  interface with the device.
11     Q.  And when you say you defined the
12  communications protocols, you mean you selected known
13  communications protocols or you came up with all the --
14     A.  This was a proprietary interface.
15     Q.  Okay. And so these were -- so these were
16  newly developed communications protocols by Standard
17  Communications?
18     A.  Yes.
19     Q.  And how did you go about developing new
20  communications protocols for the CU81K?
21     A.  It was essentially based on a need -- this was
22  a -- this particular device was based on a technology
23  called control channel technology which utilized the
24  old analog cellular network and utilized elements of the
25  control side of that network to transmit small amounts
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Page 13
1  of data.
2       Because of the way that data transmission
3  was constrained, there was a need to have fairly
4  specialized interfaces to the device to make sure that
5  that information could be efficiently communicated over
6  the air, so we took that -- I took those needs in terms
7  of getting the size down and being able to control what
8  was being sent as well as to configure the radio as it
9  was needed at any given point and defined the specific

10  messaging schemes that were necessary to conduct those
11  activities.
12     Q.  So did you define goals for the technology --
13  requirements for the technology? Is that what you mean
14  when you defined the architecture for it?
15     A.  I am the author of the interface specification
16  including how the packets are framed, you know, to --
17  you know, from, you know, I want this function to --
18  exactly actually how the packets are framed. On the
19  hardware side I did the original block diagram that went
20  to the actual hardware design engineers who did the
21  circuit design.
22     Q.  So when you say a block diagram, you mean
23  basically the -- well, let me just strike that.
24       When you say block, you prepared the block
25  diagram. What form does that take?

Page 14
1     A.  It's a typical hardware device block diagram
2  that would include identifying the major component
3  elements within that device, the controller, the key
4  elements of the radio, the key elements of the external
5  interface circuitry at that level and what those, you
6  know, interfaces might be, the power supply, you know,
7  again the major -- the major blocks not down to the
8  individual, you know, circuit schematic level.
9     Q.  You weren't doing the circuit semantics and
10  the component selection, that side of it, right?
11     A.  Generally, not. On the -- some of the key
12  components selection, I did then and I even do today,
13  but the actual in-circuit implementation, I have a
14  hardware design team that does that all day long.
15     Q.  Going back to some of the other experience you
16  mentioned, you talked about control systems in the video
17  industry. What in particular did you work on in the
18  video industry?
19     A.  The systems I was involved with were image
20  storage systems. Prior to the days of being able to
21  do images readily on PCs, the images that might be used
22  in news production, for example, put up behind the
23  newscaster that says train crash or, you know, some
24  other piece of information or photograph, those images
25  were all stored in digital format and recalled using

Page 15
1  very specialized systems.
2       And I was responsible for the design of a
3  newer generation of that platform that included a new
4  method of controlling the device where it could be
5  controlled by a dedicated control panel, but also it
6  was able to be controlled by external equipment. For
7  example, the switching panels that are used in a TV
8  studio, we could automate that -- the operation of our
9  unit to be controlled actually by these external units.

10     Q.  You also talked about doing in the '90s
11  wireless data communications I think is what my notes
12  say. Is that the same thing that -- is that basically
13  the same category as the cellular radio that you worked
14  on for Standard Communications?
15     A.  The cellular module activity was actually
16  an outgrowth of my involvement in the semiconductor
17  industry. I went to work for Philip Semiconductors
18  where I was responsible for their -- from a technical
19  marketing perspective -- their networking product.
20       Shortly after I joined them, I was asked to
21  lead a program where they could more effectively present
22  their traditional components that were used in cell
23  phones and other wireless technology to traditionally
24  datacom types of companies, so they had a great presence
25  in selling to cell phone manufacturers, for example, but
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1  they didn't have -- there was this new emerging wireless
2  data technology out there with the -- with Wi-Fi and
3  other technology starting to break out, and they wanted
4  to extend their wireless capability, their wireless
5  components into that marketplace.
6       So we were into the datacom marketplace, so
7  we were pitching companies who make routers and modems
8  and things like that, and so I developed a strategy
9  for presenting those products to that marketplace;
10  and as a result of that, we developed some reference
11  application -- you know, I defined specific reference
12  applications that were needed, and we actually designed,
13  did -- I had the engineering team design a reference
14  design.
15       But what we found was that when we went to
16  go present to these non-RF, nonwireless types of
17  companies, this highly technical RF technology-based
18  solution, they weren't comfortable with that. In fact
19  if you've ever seen a block diagram of a radio, you
20  know, we've got a lot of shapes and lines and so forth,
21  and that's all they perceived was shapes and lines.
22       They didn't understand that these were, you
23  know, these elements reflect, you know, a mix or an
24  amplifier and various other blocks. They said -- you
25  know, the response we would typically get is "That's all
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1  fine. See the dashed line around all those funny
2  shapes? Just give me something that fits -- that does
3  that."
4       And so out of that we basically took that
5  reference design the next layer, the next step forward,
6  and out of that was born the idea that we offer it as a
7  module. Unfortunately, we weren't able to offer that
8  as Philips Semiconductors, and it was at that point that
9  that concept basically got moved out, got spun out of

10  Philips Semiconductors, and that became the business
11  that I ultimately ran under Standard Communications.
12     Q.  What was your title at Standard
13  Communications?
14     A.  I was director of wireless datacom division.
15     Q.  Earlier you said in the semiconductor work
16  that you did you developed some ideas from a technical
17  marketing perspective. I think that was the term
18  you used. What do you mean by technical marketing
19  perspective?
20     A.  The two roles that I actually had while I was
21  at Philips were product manager and technical marketing
22  manager. Initially I was in the technical marketing
23  role. It's very similar to product management, but
24  that was the working title that I had when I was driving
25  the wireless data activities.

Page 18
1       The focus there was more on developing more
2  of a go-to market strategy for a portfolio of products,
3  so I wasn't -- it wasn't like I was product managing a
4  specific product. We had products coming from several
5  different groups, and I was basically responsible for
6  developing the approach to that new marketplace, to the
7  wireless data marketplace, with components coming from
8  several different groups.
9     Q.  Well, but I'm trying -- I'm just trying to
10  make sure that I understand technical marketing
11  perspective. Is that basically just -- is it
12  essentially a marketing or advertising role where you're
13  trying to identify the need, whatever the technical
14  needs of customers and potential customers are out in
15  the market? Is that the idea?
16     A.  That was a piece of the role but not all of
17  it. Again, you know, it came down to defining very
18  specific solutions, so it wasn't just the market side
19  but also defining, you know, the actual solutions that
20  we would implement to address those markets.
21     Q.  So when you're trying to develop these
22  solutions, that basically means you're determining what
23  features and functionality the market wants to see,
24  and you're calling out those features for a particular
25  product; is that right?

Page 19
1     A.  That was included in the role. Again, you
2  know, in that role I did go to, you know, actually
3  blocking out exactly what was needed, not just at a spec
4  level, but at a -- kind of a high level, architectural
5  level as well and then defining the needs of those
6  blocks that would be utilized within the design or
7  within the solution that was offered.
8     Q.  Is that common in the industry that a
9  nonengineer would be designing architecture at the level
10  you're talking about?
11     A.  It's not uncommon. It's -- my experience has
12  been it's not the norm, but my career has not been the
13  norm when it comes to that either.
14     Q.  All right. And we got through working with
15  Standard Communications. Was there anything else before
16  CalAmp?
17     A.  That business actually went through several
18  different iterations. It was spun out of Standard
19  Communications, went independent under an angel investor
20  for a couple of years and then was acquired by CalAmp
21  in -- I believe it was April of '06.
22     Q.  And so you came in to CalAmp as a result of
23  that acquisition?
24     A.  That's correct.
25     Q.  Okay. In your role as the director of systems

Page 20
1  engineering and technology do you have any direct
2  reports?
3     A.  No, I don't.
4     Q.  All right. Who do you report to?
5     A.  I report to the general manager and senior
6  vice president of our mobile resource management
7  division.
8     Q.  And is that the same person, the GM and senior
9  VP?
10     A.  Yes.
11     Q.  And who is that?
12     A.  Greg Gower.
13     Q.  G-o-w-e-r?
14     A.  Yes.
15     Q.  And you said that he's the GM and senior VP of
16  the division; is that right?
17     A.  Of the business. It's actually the mobile
18  resource management, and we refer to it as MRM business
19  unit.
20     Q.  And can you remind me in addition to MRM what
21  the other business units of CalAmp are?
22     A.  Within the wireless datacom division we have
23  MRM, and we have what we refer to as wireless networks,
24  and then a sep- -- there's a separate division for
25  satellite.
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1     Q.  Okay. Now if you can look at Attachment A,
2  and the first column says "Name," and certainly I see
3  some references to the LMU-3000 or 3030, but can you
4  tell me who defined the name that shows up in that
5  column?
6     A.  That -- the -- that particular field or
7  that column is a free form text field that is just a
8  descriptive name given to that particular script by
9  either the application engineer who developed it or the

10  customer who it is for or who developed it. There's
11  really no standard for the naming convention there.
12  Scripts are actually managed with an individual --
13  within an individual customer account and identified
14  by a script identification number and configuration
15  identification number which are in the other columns.
16     Q.  All right. Well, that was going to be one
17  of my next questions. We have a script column that has
18  numbers like 3, 12, 30, 50. Can you explain what that
19  script number is?
20     A.  That is basically the identifier for that
21  script. Again it's not an automatic sequence or a
22  controlled sequence. Customers may implement their own
23  conventions for identifying or differentiating between
24  different scripts. Some may do it based on certain
25  features. Some may do it based on, you know, what
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1  client of theirs that particular script is for, but it
2  is essentially a unique identifier for that specific
3  script.
4     Q.  A unique identifier for the particular
5  customer?
6     A.  Yes.
7     Q.  But that's not a -- the script numbering is
8  not defined by CalAmp; is that right?
9     A.  No, it is not.
10     Q.  Okay. I mean I know that there are other
11  companies that have script numbers for particular events
12  that are defined and then within the script it can be
13  changed, so this is -- the numbering that we have here
14  is a number that was defined by the customer; is that
15  right?
16     A.  That is correct.
17     Q.  And the config number, is that also defined by
18  the customer?
19     A.  Yes, it is.
20     Q.  And do you know how this -- well, strike that.
21       From what source was the data that we have in
22  Exhibit 16 pulled?
23     A.  This data was pulled by a database query from
24  our PULS Device Management System.
25     Q.  And is the PULS Management System able to

Page 47
1  determine whether reports were actually generated based
2  on the scripts we have in Exhibit 16?
3       MR. KAUTH: Objection to form.
4       THE WITNESS: Yeah. I was going to ask to
5  please clarify what --
6  BY MR. SANTURRI:
7     Q.  Okay.
8     A.  -- you're looking for.
9     Q.  Sure. Is there any way to -- strike that.
10       Does PULS know whether a -- the scripts that
11  we have listed in Exhibit 16 have actually created or
12  generated an event report as a result of the script?
13     A.  No.
14     Q.  We know that -- but we do know that the
15  scripts have actually been deployed in the units for
16  these particular customers.
17     A.  That is correct. Part of the selection
18  criteria for this report was that that script has been
19  applied to a unit that is online and regularly reporting
20  into PULS.
21     Q.  And PULS has the actual text of the script for
22  these -- each of these items listed in Exhibit 16?
23     A.  There is no text to a script --
24     Q.  Okay.
25     A.  -- for an LMU.

Page 48
1     Q.  All right. So there's some format that a
2  script is written in, right?
3     A.  That is correct.
4     Q.  Okay. And what do you call that format?
5     A.  Well, it's essentially a comma-delimited data
6  file. What you see is small numeric strings that are
7  comma delimited that basically describe the actions
8  and modifiers and triggers that we discussed earlier.
9     Q.  And that specific data is within PULS
10  obviously.
11     A.  Yes.
12     Q.  Does PULS indicate whether any of these, the
13  scripts we have in Exhibit 16, were written or prepared
14  by CalAmp versus by the customer?
15     A.  No, it does not.
16     Q.  Does the -- does PULS associate a particular
17  field application engineer with scripts or customers?
18     A.  No.
19     Q.  Is there a document somewhere at CalAmp
20  that identifies the or associates particular field
21  application engineers with particular customers?
22     A.  That's managed within the individual sales
23  teams.
24     Q.  But the individual sales teams have some sort
25  of list of what field application engineer services what
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Page 137
1  not my product. I'm not familiar with the details.
2     Q.  Do you know whether there are other end user
3  facing portals that are offered by the wireless network
4  group?
5     A.  There are several.
6     Q.  Do you know what the names of the others are?
7     A.  Not by specific name, but by function there
8  is -- they have a solution for the vehicle finance
9  business that we talked about that was originally
10  offered under the Aercept name. Then there is a
11  solution relative to the remote start product that we
12  work with Direct Electronics on.
13     Q.  Okay. What remote start product do you do
14  with Direct Electronics?
15     A.  Basically we provide a wide area trigger
16  capability for their existing remote start product that
17  you guys are familiar with.
18     Q.  What do you mean a wide area solution?
19     A.  Essentially over cellular, so, you know, they
20  can -- previously the remote start stuff that they were
21  doing was all long range key fob-type stuff. We provide
22  a cellular connection interface essentially to their
23  box.
24     Q.  So you have a -- so there's a cellular module
25  that you provide DEI for the remote start module that's
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1  fixed in the car?
2     A.  Yes. There's a black box that is essentially
3  a variant of the LMU that is used in two forms. In its
4  simple form it's literally just a communication gateway
5  to get the commands and acknowledgements back and forth
6  from that platform. In the second implementation that
7  capability is expanded to be able to do actual vehicle
8  tracking, you know, GPS-type stuff as well.
9     Q.  And do you provide both of those options to
10  DEI?
11     A.  Yeah.
12     Q.  Do you know what the name of that DEI product
13  is?
14     A.  I don't believe I do.
15     Q.  You mentioned vehicle finance. Is that like
16  the buy here/pay here type of agreement?
17     A.  That's correct.
18     Q.  And then do you know what industry
19  FleetOutlook is used for?
20     A.  I believe that is primarily used in the truck
21  and service fleet, you know, fleet management type of
22  sector.
23     Q.  Do you know whether the wireless network group
24  offers an end user portal for the insurance industry?
25     A.  I don't believe they have one.

Page 139
1     Q.  And what about for the auto club industry we
2  talked about earlier?
3     A.  No.
4     Q.  They don't have one?
5     A.  No. Their core business is more of a
6  middleware-type solution. They are capable -- you know,
7  they obviously acquired Wireless Matrix and the
8  associated product there, but their focus is more on
9  middleware, providing the datapipe and the connectivity
10  so that the customer -- the end solution provider
11  doesn't have to deal with that, the complexities of
12  that layer; but they can add their own value on the
13  user facing side, but we do have the capability and do
14  occasionally offer that.
15     Q.  Do you know whether the sales of the wireless
16  network group that include LMU units and the full
17  package system, how -- do you know how those are priced?
18     A.  I know nothing about their pricing or the
19  breakdown of their cost or offers.
20     Q.  Do you know whether they -- whether when those
21  solutions are offered they're offered with an LMU at
22  CalAmp's cost as opposed to a marked-up product?
23     A.  They -- their offerings are typically a
24  bundled solution type of offering. So, you know,
25  whether or not there's specific pricing identified to

Page 140
1  the LMU or not, I don't know any specifics to that or
2  whether they do or not.
3     Q.  When did you first become aware of Omega
4  Patents?
5     A.  I've been familiar with Omega for many years.
6  I personally have known Ken Flick since the late '90s,
7  so --
8     Q.  And you knew him in his role as running Omega
9  R&D?
10     A.  Yes.
11     Q.  And did you know him as a result of working on
12  that GPS 2000?
13     A.  Yes.
14     Q.  Were there other products that you worked on
15  for Mr. Flick?
16     A.  No.
17     Q.  And were you familiar with Omega Patents going
18  back that far?
19     A.  I know of -- going back that far I knew that
20  he, you know, was involved with, you know, the creation
21  of patents associated with his business, but not
22  specifically as a -- operating as an IP holding company,
23  which I'm not sure that was even his business model
24  until after he sold the product business.
25     Q.  Do you know or do you recall when you first
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1     A.  Just online searching.
2     Q.  Did you search the USPTO database?
3     A.  That is one of the sources I used.
4     Q.  Do you know what else you searched?
5     A.  Tip- -- typically I use PTO and Google. They
6  both have pros and cons as far as, you know, their
7  ability to use for research.
8     Q.  When you say Google, you mean Google Patents?
9     A.  Google Patents, yeah.
10     Q.  Did you identify products in the OBD space to
11  counsel?
12     A.  I -- I don't believe I identified any specific
13  products in the OBD space.
14     Q.  Were you aware of any products that combined
15  GPS tracking and OBD functionality prior to Mr. Flick's
16  patents?
17     A.  Not specifically that combination that I
18  recall.
19     Q.  Did you work with anybody else at CalAmp to --
20  as part of your review of the prior art?
21     A.  On the CalAmp side the majority of the prior
22  art review was done by myself and by Gallin Chen and
23  some by Pete Hergesheimer as well.
24     Q.  And was that -- was that something you took
25  upon yourself or was that task assigned to you to do the

Page 146
1  prior art review?
2     A.  That was -- my involvement was tasked to me.
3     Q.  By who?
4     A.  By my GM basically to support this whole
5  activity.
6     Q.  Mr. Gower?
7     A.  Yes.
8     Q.  Who's Garo, G-a-r-o, Sarkissian,
9  S-a-r-k-i-s-s-i-a-n?

10     A.  Garo is our senior VP of corporate
11  development. He is also Gallin Chen's boss.
12     Q.  Did you interface with him for purposes
13  of the invalidity or noninfringement analysis?
14     A.  He has been involved in some of those
15  conversations, yes.
16     Q.  He was involved in conversations with you?
17     A.  Yes.
18     Q.  But you didn't talk directly to any lawyers at
19  this firm?
20     A.  At this firm?
21     Q.  Yes, sir, for purposes of the noninfringement
22  and invalidity.
23     A.  I sent them information, you know, so yes,
24  there was dialogue.
25     Q.  Was that in person, via phone, e-mail?
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1     A.  Primarily by phone.
2     Q.  And how did you send all the prior art that
3  you located to counsel?
4     A.  It was probably all by e-mail.
5     Q.  Was it with Mr. Bailey or somebody else?
6     A.  I don't recall offhand.
7     Q.  Did you study issues of noninfringement or
8  just the invalidity side?
9     A.  We -- I looked at it in both angles both
10  in terms of contrasting how we did things as well as
11  anything that might have, you know, predated.
12     Q.  All right. Well, I understand that for the
13  purposes of providing prior art you can just send that
14  on to your lawyers, right?
15     A.  Uh-huh.
16     Q.  But what information did you provide your
17  lawyers for purposes of the noninfringement side of the
18  analysis?
19       MR. KAUTH: Can we just clear it up? We're
20  talking about the opinion letters, right?
21       MR. SANTURRI: Right, yeah. We're talking
22  about the opinion letters that were prepared in this
23  case.
24       THE WITNESS: Okay. In those cases it was
25  primarily -- for example, in the case of the geofence,
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1  you know, providing clarity that, you know, the majority
2  of our geofencing activity is not using the point
3  radius. You know, while we do have that capability and
4  we do have some customers using it that we have other
5  methods that are noninfringing.
6       So, you know, we look at how it's implemented,
7  you know, versus, you know, how it's patented and
8  identified. You know, basically those that are -- you
9  know, where there might be clearly noninfringing and

10  then those that could be construed as being within that;
11  and if we have -- you know, if they fall into that
12  category, you know, obviously we need to look more
13  closely.
14  BY MR. SANTURRI:
15     Q.  Is there a -- for geofencing purposes within
16  CalAmp's LMU-3000 and 3030, is the -- and specifically
17  that point radial mechanism or methodology --
18     A.  Uh-huh.
19     Q.  -- is that reference location stored within
20  the LMU device itself --
21     A.  Yes.
22     Q.  -- as opposed to some companies who just send
23  position location and a back end determines whether a
24  geofence boundary has been crossed? Do you guys --
25     A.  When we talk -- when we talk about geofencing,
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1  we talk about internal determination of a geo- -- of a
2  geoboundary crossing. So there is an identified point,
3  and this is another area where we've provided you
4  with a superset of information.
5       Your client claims a specific method of
6  setting that center point. We give it all because it
7  could be sent that way, but it could also be sent other
8  ways, and there is a radial distance from that. We'll
9  calculate where the current position is versus that
10  radial perimeter, if you will, and make a determination
11  within the box, you know, are we inside of it or are
12  we outside of it? Are we transitioning one way or the
13  other?
14     Q.  Is there an advantage to using the point
15  radial geofence versus the other mechanisms?
16     A.  It depends on the application. That
17  particular method is quick and easy to use when you're
18  trying to, you know, set a simple boundary around a
19  current location. One of the applications is, you know,
20  the vehicle is parked, and you want to set a boundary
21  around it to see is it moved out of that area, you know,
22  has it's been towed away or, you know, stolen, hot
23  wired, whatever. So you set a boundary around the
24  current location. There's not even any server
25  interaction in that particular case. The vehicle goes
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1  passive. It takes its current location, sets the center
2  point and protects itself around that.
3     Q.  How is that implemented? How is it -- let's
4  break it down. How does one go about implementing a
5  geofence based on that location without interaction with
6  the server?
7     A.  It's scripted within PEG the script. It's
8  basically set to the current location as the center
9  point.

10     Q.  So you do a script that would set a geofence
11  based on the location if it's been there for longer than
12  30 minutes or something like that?
13     A.  It could be based on time. It could be based
14  on criteria as simple as the ignition was turned off,
15  and now I set a geofence around it. I set my center
16  point at whatever defined distance that I want to
17  protect it to and arm that, and it stays armed with that
18  geofence in place until the ignition is turned back on,
19  and it's done automatically. There's no interaction
20  with the server. In many applications it doesn't even
21  tell it that it's been parked. It's totally passive
22  within the device.
23     Q.  And scripts set up like that would be amongst
24  the set that you provided in the interrogatory
25  responses?
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1     A.  Yes.
2     Q.  Is there is a particular industry or type of
3  service -- strike that.
4       Are there particular industries in which that
5  type of point radial geofencing is more common?
6     A.  It's -- as a percentage of usage of that type
7  of feature, it's more common within the stolen vehicle
8  recovery types of applications; however, stolen vehicle
9  protection is of interest to many of our market

10  segments, you know, be it insurance, be it fleet
11  management or otherwise, so that type of functionality
12  you could find implemented in just about any market
13  segment's applications.
14     Q.  Do you know whether -- we talked earlier about
15  the bundled solutions for the wireless network group.
16  Do you know whether CalAmp has some sort of web service
17  plans that generate continuing revenue based on the sale
18  of those bundled solutions?
19     A.  Well, it's service bundled with hardware, so I
20  would expect that there would be.
21     Q.  So people don't just pay for the, sort of the
22  upfront payment on the software/hardware bundle. The
23  customer may also pay for an ongoing basically server
24  costs for using CalAmp's servers?
25     A.  Yeah. It's a service business, so I would
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1  expect that to be a normal part of what they're offering
2  and their business model would be.
3     Q.  Is there a -- is there an ongoing maintenance
4  or service contract that CalAmp sells on the MRM side --
5     A.  No.
6     Q.  -- for the units?
7     A.  No. It's a straight hardware sale as far as
8  MRM is concerned.
9     Q.  And there's no -- do customers pay for --

10  strike that.
11       Do MRM customers pay for post sale service,
12  integration, support, that sort of thing?
13     A.  Generally not.
14     Q.  Are there instances where they do?
15     A.  There are some instances where they might pay
16  for out-of-warranty repairs or upgrades, but our PULS
17  server and its associated services and, you know,
18  customer technical support, as far as our customer, not
19  the end customer, are all included as part of the basic
20  sales support.
21     Q.  And that sales support includes access to the
22  field application engineers?
23     A.  Yes.
24     Q.  And their assistance in either writing or
25  troubleshooting scripts?
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Page 157
1     Q.  Well, let's start with manufacturing costs
2  like basically the cost of goods sold, the materials of
3  labor going into the actual manufacturing. Do you know
4  what level of detail is tracked for purposes of that
5  cost information?
6     A.  At that level we typically work with a --
7  with the standard cost which is mated with a
8  prenegotiated flat rate cost with our factory offshore,
9  so that particular element, you know, stays very

10  repeatable. The only exception to that would be if we
11  had a change that we asked them to do, and those will
12  come -- you know, we'll see that supplemental charge
13  come in either in terms of an adjusted product unit cost
14  or an exception cost that comes in.
15     Q.  So the manufacturing cost for the Chinese
16  manufacturer, is that on a per unit or per hundred
17  units? How is that broken out?
18     A.  It's on a per unit basis.
19     Q.  And there's -- and that's a flat rate. It
20  cost, let's say, $5 per unit and however many units,
21  it's just $5 times the number of units?
22     A.  Yes.
23     Q.  And then do you know whether freight is
24  tracked on a product or platform basis?
25     A.  Generally not because we commingle freight
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1  coming in.
2     Q.  So you'd get a whole container full of
3  products, and there may be a mixture of multiple
4  products within the container?
5     A.  That's correct. Internally we account for
6  that on a global allocation basis. It's not tracked on
7  an individual product basis. The exception to that
8  would be if we were expediting something by air freight
9  rather than putting it on a boat, you know, where

10  there's a direct correlation with a particular shipment.
11     Q.  And then once the product gets back to the
12  U.S., do you -- how do you track costs at that point?
13     A.  The product -- the costs are -- again are
14  tracked. Again it's not my area, so I can't give you,
15  you know, specifically accurate details; but in general
16  they -- the normal amount of handling and time that it's
17  on the test floor is rolled up into our standard cost,
18  and so just routine units flowing through, you know, it
19  will be, you know, the standard -- the standard finished
20  product cost will be a roll up of what we paid China
21  for the product plus the cost of test plus an internal
22  overhead allocation. If there are exceptions to that
23  flow, like the rework scenario I described, where there
24  is additional cost associated with a particular work
25  order which normally tracks to a specific product, those
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1  costs will be allocated specifically to that product,
2  and there should be visibility of that.
3     Q.  In terms of the manufacturing cost that you
4  incur once the product gets back to the U.S., is that
5  all labor or are there some additional materials that
6  are added in at that point?
7     A.  It depends on the product. In most cases
8  with standard product what comes in from China is the
9  complete material package, so what is added here on the
10  U.S. side is, you know, purely labor and facility cost.
11  There are some situations where we might be kiting
12  an accessory or some other material along with that
13  particular device, you know, where there may be some
14  hardware, some physical costs associated with it as
15  well.
16     Q.  For the 3000 and 3030 is that -- is all the
17  material cost going to be incurred in the manufacturing
18  on the China side?
19     A.  In the case of the 3000 and the 3030 the
20  majority is. The exception to that would be the
21  inclusion of SIM cards for a particular cellular
22  carrier and possibly custom packaging. There's a small
23  allocation for, you know, labels and packing material,
24  but that's the -- in the normal routine of things that's
25  the only hardware cost associated with the U.S. side.

Page 160
1     Q.  And when the 3000 and 3030 arrive from China,
2  is there a dedicated line or set of employees who
3  specifically work on the 3000 and 3030 for purposes
4  of testing and provisioning and all those things?
5     A.  There is a dedicated work cell to that type
6  of product.
7     Q.  And so are you able to track labor expenses
8  specific to the 3000 and 3030 product line?
9     A.  I believe they have that traceability.
10     Q.  And is it still true that the -- that with
11  the 3000 and 3030 they are manufactured in China,
12  provisioned in the U.S. and then shipped to customers in
13  the U.S.?
14     A.  Yes.
15     Q.  And I assume any freight charges and taxes and
16  those sorts of things, these will be paid by your
17  customers?
18     A.  That's the normal model. That's obviously,
19  you know, negotiated on a customer-by-customer basis,
20  but the default is that the customer pays shipping.
21     Q.  With your particular customers, are they --
22  are their orders handled on a -- sort of every order has
23  a new purchase order or do you have ongoing fulfillment
24  with certain customers?
25     A.  It's done both ways. In some cases they give
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Page 161
1  us specific individual orders, and other cases they may
2  give you a blanket order with, you know, scheduled
3  releases sort of a situation.
4       MR. SANTURRI: All right. Why don't we take a
5  quick break so I can take a look at my notes.
6       MR. KAUTH: Cool.
7       THE VIDEOGRAPHER: Off the record at 3:31 p.m.
8       (Recess.)
9       THE VIDEOGRAPHER: Back on the record at 3:44

10  p.m.
11  BY MR. SANTURRI:
12     Q.  All right, sir. If you can go back to Exhibit
13  19 there and take a look at Exhibit A to 19. That was
14  CalAmp 303, the first of the two pricing spreadsheets.
15     A.  Yes.
16     Q.  If I can ask you to check my math, but the
17  monthly revenue appears to be about hundred bucks a
18  unit. Does that sound right? Strike that. Let me say
19  that again.
20       By my math the per unit price, the average
21  per unit price appears to be about hundred bucks, maybe
22  a hundred and one. Does that sound right to you?
23     A.  It actually sounds a little bit high.
24     Q.  Do you know -- why do you expect it to be less
25  than that?

Page 162
1     A.  Well, it may vary depending upon the mix of
2  products, but the -- based on our -- on our -- a number
3  of our customers who have reached volume are
4  substantially under that hundred dollar number.
5     Q.  Do you expect -- the price of the 3000 is
6  more, right?
7     A.  I believe so, but again I don't know the
8  specifics. I don't normally quote product.
9     Q.  The first month that we have on CalAmp 303 we
10  have six units for no revenue and some product costs
11  there. Do you know what the typical payment terms are
12  for these products?
13     A.  They're typically -- our standard terms are
14  net 30.
15     Q.  So it could be that in this April month that
16  you built and sold six but you hadn't been paid for
17  them?
18     A.  It's possible that they weren't paid for.
19  It's also possible that they might have been -- because
20  that was literally first shipments, that might have been
21  some first pass, you know, beta test units that might
22  have gone at no charge.
23     Q.  Do you know whether the monthly product costs
24  are the same costs that CalAmp uses for its audited
25  financials?

Page 163
1     A.  I don't -- I don't know.
2     Q.  Do you know why the gross margin on the 3000
3  and the 3030 seem to be less than what CalAmp reports as
4  the typical margins in this segment?
5     A.  I can't explain this particular variance.  I
6  know that CalAmp typically reports at a macro level when
7  it comes to financials such as these; so, you know, if
8  these are low, then there's something else in the
9  product line that may be offsetting it to result in an

10  average level consistent with what's stated publicly.
11     Q.  Do you know whether -- strike that.
12       Do you know which of CalAmp's products are --
13  carry a higher margin?
14     A.  Not comprehensively. Just as an example
15  perhaps a product like our 4000 series products, the
16  LMU-4200, 4250-type products, those are going into those
17  higher value markets and often will have, you know, a
18  higher margin associated with them.
19     Q.  So it's more geared towards the industry in
20  which the product is being sold?
21     A.  Oftentimes, yes.
22       MR. SANTURRI: I don't think I have any more
23  questions for you.
24       MR. KAUTH: All right.
25       THE WITNESS: All right.

Page 164
1       MR. KAUTH: I have no questions. I'd like to
2  designate the transcript "Attorneys' Eyes Only" or
3  "Highly Confidential, Attorneys' Eyes Only" under the
4  protective order.
5       MR. SANTURRI: Okay. And will he read or
6  waive?
7       MR. KAUTH: He will read.
8       MR. SANTURRI: Okay. And the copy can go --
9       MR. KAUTH: The copy can come to me, and I'll
10  get it to him for signature.
11       MR. SANTURRI: All right.
12       THE WITNESS: That will work.
13       THE VIDEOGRAPHER: Off the record at 3:49 p.m.
14       (The proceedings concluded at 3:49 p.m.)
15
16
17
18
19
20
21
22
23
24
25
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1           REPORTER'S CERTIFICATE

2

3     I, Sheryl Hilton Meyer, Certified Shorthand

4  Reporter in and for the State of California, do hereby

5  certify:

6

7     That the foregoing witness was by me duly sworn;

8  that the deposition was then taken before me at the

9  time and place herein set forth; that the testimony

10  and proceedings were reported stenographically by me

11  and later transcribed into typewriting under my

12  direction; that the foregoing is a true record of

13  the testimony and proceedings taken at that time.

14

15     IN WITNESS WHEREOF, I have subscribed my name

16  this 11th day of March, 2015.

17
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21            _________________________________

22            Sheryl Hilton Meyer, CSR No. 2852

23

24

25

Page 166
1           DEPOSITION ERRATA SHEET

2  Assignment Number 294665

3  OMEGA PATENTS, LLC

     v.

4  CALAMP CORP.

5

6        DECLARATION UNDER PENALTY OF PERJURY

7      I declare under penalty of perjury that I have

8  read the entire transcript of my deposition taken in

9  the captioned matter or the same has been read to me,

10  and the same is true and accurate, save and except for

11  changes and/or corrections, if any, as indicated by

12  me on the DEPOSITION ERRATA SHEET hereof, with the

13  understanding that I offer these changes as if still

14  under oath.

15      Signed on the _______ day of __________________,

  20___.

16

            ____________________________

17               STEPHEN HALL

18

19

20

21

22

23

24

25

Page 167
1           DEPOSITION ERRATA SHEET
2  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
3  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
4  ________________________________________________________
  Reason for Change:______________________________________
5  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
6  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
7  ________________________________________________________
  Reason for Change:______________________________________
8  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
9  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
10  ________________________________________________________
  Reason for Change:______________________________________
11  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
12  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
13  ________________________________________________________
  Reason for Change:______________________________________
14  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
15  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
16  ________________________________________________________
  Reason for Change:______________________________________
17  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
18  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
19  ________________________________________________________
  Reason for Change:______________________________________
20  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
21  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
22  ________________________________________________________
  Reason for Change:______________________________________
23
24  SIGNATURE:____________________________DATE:____________
           STEPHEN HALL
25

Page 168
1           DEPOSITION ERRATA SHEET
2  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
3  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
4  ________________________________________________________
  Reason for Change:______________________________________
5  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
6  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
7  ________________________________________________________
  Reason for Change:______________________________________
8  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
9  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
10  ________________________________________________________
  Reason for Change:______________________________________
11  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
12  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
13  ________________________________________________________
  Reason for Change:______________________________________
14  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
15  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
16  ________________________________________________________
  Reason for Change:______________________________________
17  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
18  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
19  ________________________________________________________
  Reason for Change:______________________________________
20  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
21  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
22  ________________________________________________________
  Reason for Change:______________________________________
23
24  SIGNATURE:____________________________DATE:____________
          STEPHEN HALL
25

Case 6:13-cv-01950-PGB-DCI   Document 297-5   Filed 09/24/19   Page 42 of 43 PageID 19674

Page 42 of 43 OMEGA EXHIBIT 2006 

STEPHEN HALL Highly Confidential-Attorneys' Eyes Only
OMEGA PATENTS vs. CALAMP CORP

March 11, 2015

800.211.DEPO (3376)
EsquireSolutions.com

STEPHEN HALL Highly Confidential-Attorneys' Eyes Only
OMEGA PATENTS vs. CALAMP CORP

March 11, 2015
165–168

800.211.DEPO (3376)
EsquireSolutions.com



Page 169
1           DEPOSITION ERRATA SHEET
2  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
3  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
4  ________________________________________________________
  Reason for Change:______________________________________
5  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
6  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
7  ________________________________________________________
  Reason for Change:______________________________________
8  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
9  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
10  ________________________________________________________
  Reason for Change:______________________________________
11  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
12  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
13  ________________________________________________________
  Reason for Change:______________________________________
14  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
15  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
16  ________________________________________________________
  Reason for Change:______________________________________
17  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
18  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
19  ________________________________________________________
  Reason for Change:______________________________________
20  Page No._____Line No._____ Change to:___________________
  ________________________________________________________
21  Reason for Change:______________________________________
  Page No._____Line No._____ Change to:___________________
22  ________________________________________________________
  Reason for Change:______________________________________
23
24  SIGNATURE:____________________________DATE:____________
          STEPHEN HALL
25

Case 6:13-cv-01950-PGB-DCI   Document 297-5   Filed 09/24/19   Page 43 of 43 PageID 19675

Page 43 of 43 OMEGA EXHIBIT 2006 

STEPHEN HALL Highly Confidential-Attorneys' Eyes Only
OMEGA PATENTS vs. CALAMP CORP

March 11, 2015

800.211.DEPO (3376)
EsquireSolutions.com

STEPHEN HALL Highly Confidential-Attorneys' Eyes Only
OMEGA PATENTS vs. CALAMP CORP

March 11, 2015
169

800.211.DEPO (3376)
EsquireSolutions.com


