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ASX Code: HTC Major shareholders:

Last share price: $0.019 PETER & VICKI KAZACOS 255m 19.3%
(o)
(5 s high: 50.05 FLAXTON HUNTER PTY LTD 182m 13.8%
HSBC NOMINEES 50m 3.8%

12 month low: S0.014
ANZ NOMINEES 50m 3.8%
Shares on issue: 1,323m FRANLOS A 3.4%
Fully Diluted : 1,441m MANAGEMENT 173m 13.0%

Peter Kazacos — Executive Chairman

llkka Tales — CEO

Campbell Corfe — Non-Executive Director
Top 50: 84.4% Steve McAllister — Non-Executive Director
Alan Chalmers — Non-Executive Director
Matthew Costello — Executive Director
Carlos Perez — Executive Director

Top 20: 69.4%

Total shareholders: 1,302




* 6 acquisitions in 6 months
e 5Star Telecom — 15t January
e OfficeLink Plus — 15t January
e Axxis—27% April
« Aspirence Technology — 18t April
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« Accord Technology — 22" April
* Anittel — 15% April

* From $S6m annual revenue in FY09 to over S6m average revenue per month for the
last quarter FY10

* 30 employees to 230 employees.

* Integration largely completed

* Focus on service delivery and cross selling to extensive client base




Financial Performance 2009 to 2010
* Revenues of $21.8m up 310%
* Operationally cash flow positive for Q4, 2010
* Net loss of $1.7m for full year, improved 78% from ($8.4m) in FYO9
 Significant turnaround of business

* Service Contract Segments
» Contracted Voice and Data up 206%, from $1.7m in FY09 to S5.2m
* Managed services (new segment) grew to $1.7 m

* Product Segments
* Hardware sales grew by 117%, from $3.6m to $7.8m
» Software sales (new segment) grew to $4.5m
* Professional services grew to $2.2m

* EBITDA of (51.2) million — improved 37 % from ($1.9m) in FY09
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Historical Performance
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Revenue $0.00 $0.10 $4.40 $5.30 $21.70
EBITDA (51.90) (52.60) (58.30) (51.90) (51.20)
FY10 Statutory Performance
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Recurring $0.40 $0.40 $1.90 $4.00 $6.70
Non-Rec $1.10 $0.40 $0.40 $13.10 $15.00
EBITDA (50.10) (50.90) (50.10) (50.10) ($1.20)

Revenue Growth

* Revenue up 310% due to six acquisitions during
2" half FY10

* Sustained organic growth in voice data since the
acquisition of 5Star and OfficelLink in January
2010

* Improved cross selling performance of data
services into the IT services client base

Significant profitability improvement

* Operational cash flow breakeven in May, the
first full month with all acquisitions
*  EBITDA for 2" half improved by 80%
e Underlying EBITDA for 2" half FY 10 was $0.5m
positive
* Dueto:
* Strong revenue growth
* Integration of back office functions
* Improved labour utilisation
e Cross selling across the base
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Non- recurrmg Underlying Underlying %

Revenue S21.8 S21.8 310%
EBITDA ($1.2) $0.8 (50.4) ($1.9) 375%
NPAT (51.7) S0.8 (50.9) (57.9) 788%

Underlying 2010 performance adjusted for one off non recurring items including;
|.  Fund raising expenses
|.  Capital Raising in March, costing $270,000

Il. Acquisition related costs
l. Including due diligence, redundancies and legal costs for the 6
acquisitions completed in 2" half of FY10 and 1 contemplated
acquisition in 15t half FY10 costing $500,000
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National Service Desk Back office integration complete
Anittel National

*One finance system
Req Scheduling eq Attention Esc Older than 30 days Older than 60 days

*One communications system
*One email system
*One team:
- one payments team
- one collections team
PSSRl - one HR team
- one finance team

Anittel Location (Tickets requiring action)
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- one sales team
18 offices reduced to 15

Front of house integration

*One customer facing brand — Axxis and Sholl to =
migrate |
*National service system m 4 ’
*National scheduling platform and time invoicing P Q ‘
*National performance management system
*One customer service view = -
To do: e e
v Consolidate data bases 2. i Fae
v" Quoting and sales tool implementation e — ne |0
v" Integration into finance and purchasing el =] e
systems o '




Anittel

Engineers 158
Sales 34
Support 30
Corporate 5
Total 227
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Engineers 14
Sales 1
Support 3
Brisbane
r
y Gold Coast
NSW
Dubbo Engineers
delaid Sales
P Orange & support
Bathurst Sydney
SA Albury & ACT
Engineers 17 [ e J ga Wagga Canberra Engineers
Sales 1 | 0 Sales
Support Melbourne Support
TAS o VIC
Engineers 27 Engineers
Sales 8 - Launceston Sales
Support 6 Support
Hobart
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’b\ *IP Telephony &

. O(\ unified comms
sc,\ *Server Storage &
Q(O‘\e Network Solutions

*Wireless solutions

*Site audit & reporting
*Architecture design & install

‘EXchange *Disaster recovery & continuity

*Project Management

*Microsoft LAR
*|T Strategic planning

*.net development & consultancy
() ) .
S eLicensing management
©
; *Microsoft Dynamics, GP/CRM
5
*Retail t t
A etail management systems
*Mobile apps development *Cabling
*Printers

*Website development

*Sharepoint LTS
*Servers HP/Dell

*Phone systems — Cisco/Avaya/Samsung

*Hardware as a service

'S' *|P Surveillance
eﬁdh/e *Networking
/7

e

*Carrier Vo/-
Ce
*Mobiles

0/;0,
*Handsets/Switch Oc?f
*WAN Multiple VPN 9
*Data ADSL, SHDSL + BDSL, Fibre
*VPN+MPLS network
*Data cabling

“Billing *Backup & restore
*|P Tel

*Site management
*Priority response SLA
*Server network performance mgt

*Proactive maintenance

*Qutsourced CIO

*DNS Servers

*Onsite staffing

S92IAJI9S pasdeue|n

*IP Telephony
*Offsite backup *Service desk
*Hosting Services

*Virtual server hosting

*Hosted Exchange & Sharepoint
*Domain name registration

*Server colocation Se(“
*Anti-spam email 006
*Email backup (’\

*Web hosting
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15 minute Three ring
response time Service

to IT faults policy

Customer 13001011 12
centric

National Service
Delivery
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Maintain the core : whilst aggressively growing the adjacent markets
Customers are central, we take them on the journey
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¢ Infrastructure
as a service

(

~
¢ Cloud based
services

Revenue

25% mmm) 15%
Software —_—

Revenue

40% ™) 359
\ Hardware

4 N
Customers

Managed
Services

Professional Voice & Data

Service

~

Applications
e Managed 20% mmm) 25%
services RETEIE

15% mem) 25%

Revenue




