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UNITED STATES
SECURITIES AND EXCHANGE COMMISSION

Washington, D.C. 20549

FORM 8-K

CURRENT REPORT
Pursuant to Section 13 or 15(d) of the Securities€hange Act of 1934

Date of Report (Date of earliest event reported): November 13, 2008

ISCO INTERNATIONAL, INC.
(Exact name of registrant as specified in its chaer)

Delaware 001-22302 36-368845¢

(State or other jurisdiction (Commission File Number) (I.LR.S. Employer
of incorporation) Identification Number)

1001 Cambridge Drive
Elk Grove Village, IL 60007
(Address of principal executive offices (Zip Code)

(847) 391-9400
(Registrant’s telephone number, including area cogl)

Not Applicable
(Former name or former address, if changed since & report)

Check the appropriate box below if the Form 8-lflis intended to simultaneously satisfy the §liobligation of the registrant under any of
the following provisions (see General Instructior2 Abelow):

o o O

Written communications pursuant to Rule 425 unberSecurities Act (17 CFR 230.4z2
Soliciting material pursuant to Rule -12 under the Exchange Act (17 CFR 240-12)
Pre-commencement communications pursuant to Rul-2(b) under the Exchange Act (17 CFR 240-2(b))

Pre-commencement communications pursuant to Rul-4(c) under the Exchange Act (17 CFR 240-4(c))




Item 7.01 Regulation FD Disclosure.

On November 13, 2008, ISCO Internatiphad. held a conference call to report its earsifay the period ended September 30, 2008.
The script for Mr. Gordon Reichard, Chief Executive Offices furnished as Exhibit 99.1. The Regulation FDcldisure will not be deemed
an admission as to the materiality of any informmaiin this Regulation FD Disclosure that is reqdite be disclosed solely by Regulation FD.

This information in this item, including the exHibiereto, shall not be deemed “filed” for purposéSection 18 of the Securities
Exchange Act of 1934, as amended (the “Exchang®,Amtincorporated by reference in any filing undee Securities Act of 1933, as
amended, or the Exchange Act, except as shall ppessly set forth by specific reference in suchiragt

Item 9.01 Financial Statemen&nd Exhibits.
d) Exhibits
Exhibit No. Exhibit

99.1 Script for conference call, November 13, 20




SIGNATURES

Pursuant to the requirements of the Securities &xgh Act of 1934, as amended, the registrant hgscdused this current report to
be signed on its behalf by the undersigned, théoedmly authorized.

ISCO INTERNATIONAL, INC.

By: /s/ Gary Berger

Name: Gary Berge
Title : Chief Financial Office
Date: November 13, 20(
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Exhibit 99.1

Certain statements in this presentation relatetioré results that are forward-looking statemerdasl@npursuant to the safe harbor provisions
of the Private Securities Litigation Reform ActX§95, the accuracy of which are necessarily subpagsks, uncertainties, and assumptions
as to future events that may not prove to be ateuFactors that could cause actual results terdiffaterially from those expressed or imp
include general economic conditions and the faad@sussed in our most recent FormKL@nd other filings with the Securities and Exche
Commission. We undertake no obligation to updatevise any forward-looking statements, whethea essult of new information, future
events, or otherwise.

PRESENTATION OF QUARTER 3 RESULTS
Presentation of Gordon Reichard, Jr., Chief BExeeufficer
Good morning everyone and thank you for attend8@Q International’s Q3 2008 earnings call.
| am taking the call from San Francisco today sineave been with our west coast customers all week

Consistent with our previous calls, | will divideymmomments today into three distinct categories:
I. First | will address Q3 results and immediate @vajkes facing the compar
Il. Second I will review the status of our longer testan to turn ISCO around and put it on a stablandayrowth path, an
lll. Third I will focus on execution. | will highlighturrent activities and successes because, white, sie are making progre
regardless of the terrible economy impacting us

In all cases there are customer specific successkactivities that | cannot disclose without jerlieing our business and our future with
those customers.

Please note, this morning’s call will be focused@dt entirely on ISCO’s core hardware business. vidipn and related forward looking
statements are exclusive to the ongoing core haediugsiness which will become our exclusive busines

As | indicated in last quarter’s earnings call amdther public disclosures, we have beearfimitted to continuing our analysis of all strade
options available to us for our various lines o$ibess.” This included, of course, the Clarityhsafe business.

| also stated previously, as a condition of thedfng we received in August, “we were to continuevaluate the company’s various lines of
business.” As result we continue to refine ouatelyy to spend our limited available funds whesy thill be most productive while reducing
or eliminating spending in non-core areas.

In line with these statements, we initiated a fdrpracess to sell Clarity. It was an extensivecpss that included discussions with a number
of potential buyers. We received and evaluatedmaher of offers and have now executed a non-binkdittgr of intent. We believe that a
definitive agreement will be executed by the entllofember and that the sale will be closed attiha or shortly thereafter.

This will be the last | speak of Clarity in my dission this morning, though | will answer your di@ss during the Q&A session as best |
can.

I. Let's look at Q3 and Immediate Challenges.

As you are aware from the Q3 results that Garyar@sdy shared with you, our top line revenue perémce for the hardware business was
weak but not surprising for a number of reasonswileeview this morning. But more importantly, keost and net income numbers are
beginning to reflect the positive results of adtdés we initiated as part of our turn around stygte

For the ISCO hardware business, the operatingho@8 was $1.35 million, an improvement of $221usand over Q3 2007. The gross
margin percentage also improved year over year fpgrdentage points.

Impacting revenue were three principal factors:

1. As was the case with any other manufacturer progidifrastructure equipment to the wireless serpiciders, capital spending |
been under pressure. Service provider spendirgttlirand immediately impacts our revenue. In &3global economic conditic
deteriorated and capital intensive businesses fdauditficult to secure financing and began to casts, the impact was negative.l I
come back to this topic in the next section anll &dout the sales plan we are putting in placestiuce the impact of quarte
swings in capital spendin

2. We had to rebuild our sales team from nearly treaigd up. During the quarter, we took our sales larginess development te
down to its core and started to rebuild with thefifg necessary to implement our l-term value driven, solutions sales appro:

3. And third, we were finalizing and then implementiagr plans to focus our activities and eliminatetlyodistractions from ol
business

We have had multiple initiatives and decisions shgwpositive results in the management of our dpegaxpenses:
1. The personnel reductions that occurred during @2lywed savings in Q3. This includes the expiratibseverance payments



reduced head cour

2. The use of the magis group versus hiring finle employees to design and implement our marggilan reduced overall operat
expenses. Using the magis resources providedsactestly alternative than the fultme equivalent dedicated resources. Once
top-line revenue starts showing results, we can higduh time employees

3. More important and certainly more exciting, we ¢oné to focus our efforts on our higherargin value add Adaptive Interferel
Mitigation products and we are starting to seatiwesreturns from that focu:

We are continuing to work closely with our lendergarding future funding. We continue to managecmsts, we have sufficient real
prospects in our pipeline and we are aggressivelking to close Q4 orders but, particularly givae state of the economy and the unknown
status of our customers’ budgets along with regehistry consolidation, we can not be certain tiatwill achieve all our short term revenue
goals.

We believe that our plan is been sound and that ot current AIM solutions and our new products aery promising. And though we still
have a very steep hill to climb, we have what wieelbe is a reasonably good chance to have a salidr@ we will continue to fight for the
revenues and funding we require to get us to dashgositive operations in 2009.

II. Now let’s review our long-term focus on gettinglSCO turned around and on a path to stable, consisnt growth.

Our strategy remains simple, we will focus on vaddd solutions that provide benefits to our custsmersus being purely a provider of
technology. Our solutions will improve the valdeoar customers’ networks by:
- increasing cell site capacit
- providing better utilization of their spectru
- improving the quality of their service by reducithgpped calls and improving data transfer re
increasing cell site coverage, ¢
doing all of this at a lower cost than is availatileugh alternative methoc

Our sales approach, supporting materials and pmogyedl focus on providing these value propositimneur customers. | have spent the last
60 days focused on our customers and marketirigtings and | can tell you first hand this approaairks and customer reception has been
positive. Customers have told me, “I did not kngou existed”, “We definitely have these problemd aae how your solutions can hefaid
“We should give ISCO a try since the value seemsonis.” This all supports the plan currently beingplemented. We need to touch our
customers more at both the corporate national lewelthe local market level and we now have theatfucture and the focus in place to do
it.

This is not easy because the message has to bewooated: it takes time and it takes the righésand support team, but it works. Once
the customer understands our value propositioy, ibaize their potential return on the investmesmd they begin to move to purchase our
product.

As stated before however, this all takes time auglires patience. And the general state of thaaug is not helping.

Regardless, our plan as | have reviewed with yadhérnpast includes adding more new customers f@mee diversification, adding new
distribution channels, increased awareness amamguttants and other influencers, establishing n&W@rrangements and expanding our
presence with our current customers. We are magkiogress on ALL fronts.

Since March to date:

1. we have added a significant new international aqustoTelesur who continues to show interest in oM Aroducts with continuin
plans to purchase more on an ongoing b.

. we have added a new significant north American leg® carrier who continues to increase purchasesrcAIM products,

. we have expanded our presence with existing custo® Cellular, Verizon and Allte

. we have signed a significant north American disttdlo that will be announced in concert with a costo promotional progra
before the end of this ye:

. we have started to rebuild our sales and marketiggne with our first two new hires coming on bodtating October

. We have a number of International prospects ergénito evaluations and trials starting as soorhasnhonth,

. we have delivered on our first OEM engagement withajor provider of medical devices helping thenpriove the performance
certain wireless products and are now discussiagéxt phase of the project to use our signal gging technology and associe
know how,

8. we have spoken at a number of industry engagenamatshaired conference calls with consulting firedcating the marketple

about ISCO and the benefits of our Adaptive Interiee Mitigation solution, ar

9. we have established a strategic partner in Indibase@ now actively working three opportunitieshattvery challenging marketplac
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We have honed our messaging and positioning, weiaeesifying our revenue, we are expanding ousenee and we are beginning the
building of our new sales marketing engine. Nat,ldaut we are still early in rebuilding processe Wave to deal with a very challenging
global economy and we have to become a solutidriglraquired by our customers versus a “nice teehéactical product purchased on an as
needed basis.

As | have stated before, we believe that estaligstiie foundation will result in the longer termstainable performance for our shareholders.

We are now into the third month of a twelve monidngo turn around and grow ISCO. The initial aibjees of the plan were cost reductic



staff related changes, creation of new channdiscusing on AIM products, new programs(?) and bieigig the transition to a sales &
marketing oriented organization. We are on our teagchieving each of these things and have bemsad positive results from our
initiatives.

[ll. This brings us to the final portion of this morning’s call — current activities, progress and sucesses.
While | have touched on some of the key activitibsve | want to expand on a few significant, keysifive activities currently underway.

With the agreement now signed, we are scheduliegrétining for our new North American distributosales force. They have a large sales
force that has the ability to sell our AIM produatst only in the U.S. but Internationally over tim&his distributor will significantly expand
our customer reach. We will likely not see incretaéorder activity or revenue from this distributbis year but we plan for them to play an
important role in 2009.

Now the news you have all been waiting to heaof@r 12 months. The first DIF units are completd have been shipped to Europe
evaluation and field trial. Key people from our R&taff are currently in Europe assisting with thie evaluation. If the evaluation is
successful, the units will be moved into the fiatdl go immediately into a field trial.

The product along with a new name will be launcimeiivo phases after the first of the year. We lmillnch the product first in Europe
followed by the U.S. introduction shortly thereeaft

This product is truly the first of its kind in thedustry and, if the trials are as successful apeleve they will be, ISCO will be able to
deliver a solution and value proposition not avdéarom any other source. In our lab, the Dlpésforming as designed and reacting to
interference within 150 micro second. This opehsst of new applications and markets to ISCO.

We are implementing a new sales strategy thaténded to move us towards achieving a “requiredycbdesignation” with our
customers. Early results from this approach asitige but we are less than 60 days into it.

We are disappointed with our success in Europeate but are optimistic about progress we are nayinbéng to see resulting from changes
that we have recently put in place. Pending néistresulting from our Try & Buy program coupledttwdifferent newly engaged SFE
agents are showing positive signs.

On balance we are executing successfully againgtatical objectives:
- the completed DIF is now in customer tri
- new programs have been launct
- new sales people have been hi
- new channels have been establisl
- new customers have been secu
- and so on

A successful DIF trial and subsequent product lagagcoupled with revenue contribution from our riéstributor and continuing traction
from our new sales strategy all point to a chamgaementum. So at this point, we are not satisfigll the year’s revenue performance but
we believe we have the right pieces in place tadpce positive results.

Thank you for your attention today and we are neady to answer your questions.



