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 Revenue of $51 million — up 54%

« EBITDA of $7.2 million —up 70%

 NPAT of $4.2 million — up 46%

 Earnings per share of 3.3 cents — up 33%

e Fully franked interim dividend of 2 cents per share
« EBITDA growth exceeded revenue growth

 Platform for strong FYO08, continued growth in FYQ09
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ASX code ASZ

Shares on issue 128.03 million

Options on issue 17.57 million

Share price (30 Apr 08) $1.26

12 month trading range $1.08 — $2.00

Market capitalisation $160 million
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’ 'ASG Corp()rate OverVi ew Advance | Succeed | Grow

 Leading Australian player in IT services and solutions

 Focus on long term, multi-year prime contracts
generating recurring revenue in growth sectors

o Efficient, low cost timely delivery through a national
platform

« Established provider of IT application and infrastructure
managed services

 Geographical diversity — strong presence in major
markets

e Strong government and private sector client base

o Strong track record of profitable growth both organically
and through acquisition

« Key vendor relationships positioning our service
offerings and application technology leadership

 Very Large Scope for Growth
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« ASG Manages the Clients’ Strategic Information Assets
« Growing bank of long-term contracts (up to 10 years)

 Fee based structure for supplying and/or managing
customers Infrastructure and Application related assets

 Investment in national IT platform supports delivery of
large scale IT utility services

 Scaleable platform supports significantly higher activity
levels

e« Secure, long-term annuity revenue streams with
government and blue chip corporates
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« Cumulative Revenue Model delivers revenue, earnings
certainty

« Long-term IT contracts de-risks high growth rate

 Investment in national IT platform supports high growth
with margin protection

« Focus on building long-term revenue streams with
enduring asset value

 Natural hedge against changes in sentiment, pricing
decisions in short term contract market

« Greater investor confidence in long term growth,
sustainability of the business model
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P ASG National Footprint Advance

M Western Region

[ southern Region

& Northern Region

@ National Service Centres

® ASG Offices
Brisbane

. T "Canberra ( Federal Region )
» . M

elbourne

Perth




Major Clients

VicUrban

N remamber the futuna
R

Royal Perth

Hospital ("5‘? . :
] Department of Corrective Services
nh Government of Western Australia
\/‘

Australian Government

! AR Department of Infrastructure, Transport,
Regional Development and Local Government

Department of Health Qﬂﬂms

Government of Western Australis
S Rt Austrana AIRSERVICES AUSTRALIA e wre
-'""

Australian Government

RGO et D ep artment of Department of the Prime Minister and Cabinet

Yictoriaptureste:

MELBOURMNE

ERICSSON 2

De = t of

Imr:r?irg :;ﬁgn%( TAKING YOU FORWARD

mMulticultaral &
Indigenous

Affairs

Eatate ek .
e partrmend of

ViCtGI’ Ia Treasury and Finance

. P o
BB Hutchison 5 a Department of the Attorney General Department of Western

Government of Western Australia . SERY Education & Training Australia
HHE Telecoms ‘s R




’ ASG Reven ue GI‘OWth Advance | Succeed | Grow

e Cumulative revenue model:
- Predictable cash flows

ASG Historical Annual

Revenue - Operating rather than capital
- budget
. - Up to 70% of revenue rolls
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Dec 2006 Dec 2007 % Change
Revenue $33 million | $51 million + 54%
NPAT $2.9 million |%$4.2 million + 46%
EBITDA $4.2 million | $7.2 million + 70%
EPS 2.5 cents 3.3 cents + 33%
Dividend 1.5 cents 2 cents + 33%
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Forward revenue locked in through long-term contracts

@ Existing Contracts

$24.4m O Projects - Existing Contract
Customers
O New Contracts
. $40.8m @ Projects - New Customers

$60.0m

FYO04

FYO5

FYO6

FYO7

FYOS8

 Revenues based on non-discretionary spending by clients
« Shift to prime contractor status

e Specialisation in growth sectors of the market
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 Unique business model in the Australian market

* Vision to invest in infrastructure and shape new utility
style of IT Managed Services

« Focused on areas of non-discretionary and recurrent
spending

« Concentration on high growth specialties (eg Health,
Education, Shared Services)

 Prime contractor position
 Deep and successful client relationships

 Referencability and capability — track record on major
clients
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Leveraging established national network and
Infrastructure

Converting strong opportunity pipeline into new
business

Pursuing specialist application areas in high growth
sectors such as Education, Health and Shared Services

Targeting select acquisitions that meet strict criteria:
— Access to profitable client-base
— Consistent with ASG strategy

— EPS accretive

Focusing on building cumulative revenues, delivery of
long term utility style services
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e Pure services company

o Differentiated service offering with outstanding
applications expertise

 Shared services capability and established high end
track record

 Credible prime contractors with multinational
subcontractors (CSC, IBM, Deloitte, Oracle)

 Flexible, agile and proactive with customers — big and
small

 Major investment and capability in high growth sectors




P ASC
Key Trends

Market worth ERP software
$17.3b 13% pa

Offshore

Outsourcing SEER t(2)2%/row at
6 pa

Growth prospects

are excellent.

Further
consolidation Selective
during the next sourcing
two years
Clients
switching to Second
_more and third
flexible and generation

responsive outsourcing
organisations contracts

Advance | Succeed | Grow

The Selective Outsourcing
Model is driving re-bid and
break-up of very large
contracts and changing the
landscape of IT services and
outsourcing

Emerging trends will drive
continued growth

— Software as a Service

— Automation and
Standardization

— 1S020000 Standard for IT
Service Management

— Shared Services

— Technological
Connectivity

— Enterprise Applications
Consolidation
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 |IT market momentum and critical mass
« Scale benefits allow enhanced service delivery to clients

 Unique ability for Australian-based company to bid for
major scale contracts as prime

 Established reference sites in government and corporate
sectors

e Strong, proven, flexible delivery capability
 Resistant to economic cycles

 Focus on areas of essential spending by customers

e Focus on Iong term, secure revenue streams
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