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= (Chairman’s Address
= CEO’s Address

= Q&A

= Formal Business

= O&A

= Morning tea

Page 4



Chairman’s Address
Robert Stewart




Financial Performance 2006




120

100 $103.8m
80
$m OFTR
60 O WebCentral
m Melbourne IT
40
20

2003 2004 2005 2006

= (Continued strong revenue growth
= Revenue up 42% on 2005
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O WebCentral Group
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EBIT up 39% on 2005
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EPS 4.18¢ 7.34¢ 9.87¢ 10.47¢

2006 Melbourne IT NPAT excludes $4.5m profit on the sale of Neulevel in THOB
2005 Melbourne IT NPAT includes $350k Swedish tax credit received in 2H05
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$43.1m

2003 2004 2005

B Deferred Gross Margin B Deferred Revenue

2006

= Deferred Revenue up 23% on 2005
= Deferred Gross Margin up 38% on 2005

= 59% of 2006 Deferred Revenue to be recognised in 2007
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= (Continued strong cash generation
= (Operating cash up 38% on 2005
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- 2003 2004 2005 2006
Dividend 12% 75% 16% 96%™
Payout Ratio

= Fully franked final dividend of 4.5 cents
= Total 2006 dividends 8.0 cents

* 2006 Dividend Payout Ratio was 96% as WCG shareholders received interim and
final dividends post-acquisition
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Divisional Performance 2006




& Consumer (B&C)

2006 2005 Change
Revenue $25.6m $24.4m 5%
Contribution Margin $5.1m $4.0m 29%
Transactions per Month 22,731 18,415 23%
Total Customers 243,224 234,398 4%

= Focus on bundling has created higher margin per customer and additional
contribution margin for Business & Consumer

= 7006 focus on monetising current customers through increased up-selling has
delivered results

= 2005 revenue excludes $0.7m one-off revenue related to Geographic Names
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2006 2005 Change
Revenue $43.9m $36.3m 21%
Contribution Margin $4.1m $2.8m 45%
Names Under Management 4.1m 3.3m 24%

= Strong growth in revenue and contribution margin, notwithstanding higher
Australian dollar exchange rate throughout most of 2006
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Brand Services (CBS)

2006 2005 Change
Revenue $14.1m $10.9m 29%
Contribution Margin $0.95m $0.98m -3%
Names Under Management 106,250 67,741 57%

= Strong revenue growth
= 30,000 names migrated in 2006

= Profitability impacted by large number of client names requiring migration
which stretched resources and systems

= Systems enhancements in Znd half have significantly improved the rate of
migration, which is up 150%
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Sep- Dec 2006

Hevenue - - | $150m

Shared Hostmg
Managed Hostmg
Wholesale

Major Contract _______ $O7m

Contribution Margin $0.5m
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Sep — Dec 2006

Revenue $3.8m

Contribution Margin $0.4m
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i Re-engineering investment for the WMergers & Acguisitions
Profit Performance , . future and sustainable
the business
arowth
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-essful Integration of WebCentr O isoume by

= Formal 100 day integration completed in December 2006
» Consolidated operating plan
» No key customer chumn
» Additional 70,000 small and medium business customer accounts
= 240 staff have joined the combined group
* Process and system integration
» New divisional structure
» |ncreased sales focus Business & Consumer WebCentral Brand
» Consolidated general ledger
= Daily reporting on WebCentral sales
= Performance-based culture created

» The number of WebCentral staff with an ‘at risk’ component of remuneration
has more than doubled
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= We will continue to seek to acquire complementary businesses
= Corporate brand management opportunities in Europe and USA
= Dedicated and shared hosting services

= M&A drivers for 2007
= Market consolidation
= (Critical mass/scale
= New market opportunities
= |everage customer base by adding new products and services

= Qur balance sheet is strong
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governance

= Framework of ethical business practices

= Ongoing review at Board level of company’s activities

= Local and international compliance

= Recognise and manage risk

= Awareness of IFRS and Accounting Standards in our markets
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= 2006 was another year of outstanding growth
= All divisions outperformed expectations

Melbourne IT is a stronger and more scalable global company
following the acquisition of WebCentral Group

Further M&A to accelerate growth in key markets
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2006 was a transformational year for Melbourne IT

With the integration of the WebCentral businesses, we have
significantly boosted our scale, strength and capability

2007 represents the dawn of a new era for our company

We are well positioned to take advantage of emerging opportunities
to drive growth

We have begun 2007 strongly and as a unified company
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Business & Consumer (Direct)

| Reseller

| Corporate Brand Services
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OUR CUSTDMERS

THESE OPERATIONAL
UNITS PRO\/IDE

‘Truster




= Qur corporate culture unites us
= Qur Values & Behaviours guide us and are a key factor in sustainability

VAI_UES L BEHA\"OURS s
Integrity Deliver Results
Excellence Optimise Processes
Collaboration Provide Leadership
Innovation Develop People

Commercial Discipline

= \We recognise and reward staff who perform

= Leadership group have goals aligned to growth, profit, developing our
people & creating shareholder wealth
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ustet for Onling Sccess’

“To create a successtul and dynamic global
company that i1s a leader in provisioning T
services via the internet to small and medium
business customers through to corporate ¢
government clients”
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Industry Outlook




main Name Growth

= Continuing strong global
growth in domain name
market

= QOver the past 3 years:

= The .com domain space has
grown by more than 30% pa

= Melbourne [T's share of this
market has remained steady
at 5.6%

= The number of registrars has
grown from 150 to 800

Source: The Verisign Domain Report — March 2007
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et Take-Up Continue

Trends in Internet Connectivity - Australia
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= |nternet connectivity in medium businesses is almost at 100%
= Small business uptake continues to grow, 90% in 2006

Source: 2006 Sensis E-Business Report Page 34
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~ommerce Adoption is G
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= More than 50% of Australian SMEs are receiving payments online
= SME online business presence is increasing in sophistication

Source: 2006 Sensis E-Business Report Page 35
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vertising is Booming

= In 2006, online advertising in Australia grew 61% to $1billion’
= Search Engine & Online Directories
« Up 81% to $399m

= Within 3 years, search marketing is predicted to be the largest
online advertising sector?

= Estimated worth: $1billion

Sources: 1. 2006 Online Advertising Expenditure Report, Audit Bureau of Verification Services; 2. “Big Boys new online rivers of gold,”
The Austratian, 17 April 07 Page 36
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Software as a Servi

= Saas applications market in Asia Pacific is expected to grow at
CAGR 84% between 2005 and 2008"

= Two out of three business worldwide are either buying or
considering buying software via a subscription model

= Not only small and medium businesses
= 55% of respondents had revenue >US$100m

Sources: 1. Springboard Research, The Software as a Service market in Asia Pacific, 2005-2008; 2. InformationWeek Research, 2007 Page 37



nd Infringements are Gr

= |n 2006, there was a 25% increase in cybersquatting complaints
registered with the UN copyright agency

= 1,823 complaints in 2006

= Financial, technology, pharmaceutical, fashion and entertainment
Industries were most affected

= More than 1,400 online brands were hijacked

Sources: World Intellectual Property Organization {WIPQ) Page 38



= Melbourne IT is perfectly positioned to take advantage of the
business opportunities created by these trends

= \We have what it takes to drive continuing growth:

ties for Melbourne IT

People

Technical expertise

Products

Systems and

Customer service excellence
Established and recognised brand
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= Each day as a global business we:

Manage more than 5 million domain names

Take care of more than 300,000 customer accounts
Deliver more than 3 million emails

Flter more than 1.5 million spam messages
Manage more than 1,500 servers

Answer more than 2,500 customer calls

Employ almost 500 people

Operate 14 offices

Provide 24 x 7 phone and online support

Generate $160,000 in export income for Australia
(total of $63m in 2006)
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= Through our Corporate & Government division we provide email and
Internet service to the entire Queensland public school system:

= More than 1,350 schools
= More than 550,000 students

= Through our Corporate Brand Services division, we provide brand
management and protection services to many of the world's leading
brands:

Volvo Car Corporation AB Electrolux LEGO Group Inter IKEA Systems BY Toyota Australia
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= (Global business, with a strong presence in Australia
= 14 offices
= Almost 500 staff

Z
San Francisco

“Melboume. giyesingion

i
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Divisional Outlook







ess & Consumer (B&C) Posi T s by

» Helps small and medium businesses achieve success on the
internet

= 300,000 customer accounts

= Products can be split into two categories:

1. Products to assist our customers to market their business onling, e.g.:
* [omain names
»  Web sites
*  Email marketing
» Search engine marketing

2. 'One stop shop’ for managed IT services, e.9.:
*  Premium emall
» Customer Relationship Management (CRM)
» E-commerce

Page 45



etitive Advantage

Breadth of products and expertise
Range of brands

Consultative selling approach
= We listen to our customers and recommend solutions
= Builds customer loyalty

High levels of customer service

Our aim is to replicate this model in new geographies and brands to
accelerate growth

tral

BURKE IT COMBANY

MELBOURNE by IVE AT N e
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sted for Online Success 3

- MELBOURN

12% of customers who buy a new .com.au domain name also buy
hosting, compared with 46% in 2006

54% growth in web site design products compared to 2006

80%+ of our Search Engine Marketing customers are ranked on the
15t page of Google after 6 months

More than 5,000 customers are now using our Software as a
Service products:

= 13% growth in Managed Exchange since the start of the year to almost
18,000 mailboxes

= More than 70 customers signed up to our new Managed SharePoint
product in its first month

Expect double-digit growth in revenue and profit in 2007
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ositioning

= 5% |argest registrar in the world

= Strategic alliances with global online solution providers
= Range of online products & solutions
= White label services they, in turn, resell

Page 49



mpetitive Advantage

Qtrennth nf relatinnghing with axistinn kav recellare:

A

Proven domain name and shared hosting systems

Range of resellers:

= Multinationals and telcos

= Small & medium businesses — web developers and technology advisers
Breadth of products and expertise

= Domain names

= Web hosting

= \Web site design

= Software as a Service (Saas)
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007 Qutlook

Domain names under management have grown by 7% since
January 2007 to 4.4m

Asia is a key emerging market and we are already recruiting alliance
partners in this region, e.g. Yahoo! India

Expanding product uptake in existing resellers
Rising AUD/USD exchange rate is a key challenge
= Many offshore alliances are agreed in USD contracts
= Natural hedge and currency cover through our USD expenses
= But each 1 cent rise in the AUD impacts profit negatively by $120k

We expect Reseller to have flat revenue growth in 2007 because of
the exchange rate

We expect benefits from our scale and new product initiatives to
contribute to a modest profit improvement
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' Brand Services (CBS) |

5th largest corporate domain management company in the world

Provides corporate domain management and online brand
management services to help clients to:

= Minimise risk
= Protect valuable intellectual property

Focus on sales & high quality service to grow this business into the
leading provider in the global market
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nling Success’

1petitive Advantage i v

= Systems and experience built up
over 10 years in this market are
critical to success

= Complexity of managing, e S -
monitoring and protecting online |
brands is escalating

= Strong client relationships, quality
advice have resulted in a customer
retention rate of more than 99%

eooat e BRIl et
P
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In 2006, CBS signed up 119 new clients. So far in 2007, more than 30 new
clients have been contracted, including:

Saab AB Vodafone New Zealand

We seek to acquire businesses in the corporate domain management market to
drive growth & enhance our market position

* |n January 2007, we acquired UK-based IDR Management Services
European expansion - launched new office in Copenhagen in May 2007

For 2007, we expect CBS to deliver double-digit revenue growth but profit will
remain flat as we are investing heavily in growth
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Government (C&G) P

= Provides high value, outsourced infrastructure hosting services to
large clients

= Web hosting
= Application hosting
= High performance requirements
= Manage infrastructure to help clients minimise risk

= More than 800 clients

Page 57



petitive Advantage

= Expertise and personalised support

= Superior range of services
= ‘On demand’ infrastructure services
= Rapid deployment
= Service level agreements
Packaged or custom solutions
= 24x7 support
= High quality data centre facilities U e

= Experience providing solutions to
existing client base
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‘Trusted for Online Success’

In 2006, C&G signed up 140 new clients. So far in 2007, we have
added 47 new clients, including:

= |eading multimedia company C4, a member of the listed Photon Group
Expanding our data centre facilities by establishing a presence in
Sydney
Increase in demand for high value custom solutions which can have
a total contract value in excess of $400k

In 2007, we expect C&G to deliver double-digit growth in revenue
and profit

Focus on attracting new clients in key verticals of Media, Finance,
Telco and Government
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ecord (FTR) Positionin

= |eading global provider of rich media content management solutions
for courtrooms, hearing rooms and public meeting venues

= More than 16,500 installed systems worldwide
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petitive Advantage

More than 14 years experience

Prestigious client base:
= High Court of Australia
= World Court, The Hague

= The Old Bailey, London
= Hong Kong Law Courts

Patented technology
Innovative product development

The Oid Bailey, London

World Court, The Hague
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= We have indicated in the past that our ownership of FTR was under
review

= Having examined the position closely over recent months, we
pelieve that shareholders interests will be best met by integrating
FTR into the Melbourne IT Group

= We will implement a range of initiatives to help FTR to realise its full
potential in the future:
= Restructure
= Expansion into the law enforcement market
= (3eographic expansion into Japan and Europe
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-Acquisitions

= |n January this year, we acquired UK-based based
corporate brand management specialist, IDR
Management Services

= We will continue to seek to acquire complementary
businesses In:

= Dedicated and shared hosting services in Australia and
New Zealand

= Corporate brand management opportunities in Europe
and North America

= (ur balance sheet is strong and we believe that

opportunities exist for us to accelerate growth in our
B&C, C&G and CBS divisions

MANAGEMENT SERVIGES

# Metbourne 1T company

Page 65



“Trusten Tor Or

= \We continue to invest in our business to ensure our sustainability
= Qur people
= (Our systems
= Qur brand

= Qur products and innovation

* In 2006, we launched 20 new products, including:
* New domain name types

Enhanced web site design products

Managed applications & Software as a Service

Corporate Exchange

Virtualisation services
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Forecast

» We have begun 2007 well

= For the first half of 2007, we expect to report EBIT of
more than $8.5m

$8.5m
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* We expect to outperform this result in the second
half of 2007

* \We expect to maintain our historic dividend payout
ratio of 70%+ for the foreseeable future
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2007 will be our 5™ year in a row of strong growth in revenue and
profit

Business conditions in our key markets are positive
We are a provider of choice in a range of markets across the globe

We have the expertise and products to help our customers to
succeed online

We will continue to invest in systems, innovation and people to
ensure our future sustainability
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Business of the Meeting




atements and Repo

= To receive and consider the Annual Report, Financial Statements
and the reports of the Directors and the Auditor for the year ended
31 December 2006
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atements and Repo

= Resolution 1 - Election & Re-election of Directors

a)

D)

d)

Mr Sean Howard was appointed by the Board as a Director of the
Company in accordance with rule 9.9 to hold office until the next
shareholder meeting. Mr Sean Howard, being eligible, now offers himself
for election

Ms Lucy Turnbull was appointed by the Board as a Director of the
Company in accordance with rule 9.9 to hold office until the next
shareholder meeting. Ms Lucy Turnbull, being eligible, now offers herself
for election

Mr Rob Stewart retires by rotation and, being eligible, offers himself for
re-election

Professor lain Morrison retires by rotation and, being eligible, offers
himself for re-election
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atements and Report

= Resolution 2 - Adoption of Remuneration Report by ordinary resolution
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= Philosophy
= The performance of the company depends heavily on the quality of
its Directors, Executives and Staff

» The company must therefore attract, motivate and retain highly
skilled people

= The Human Resources, Remuneration and Nomination Committee
(HRRNC) is responsible for determining and reviewing remuneration
for Directors, Executives and Staff

= Structure

* |n accordance with best practice governance, the structure of Non-
Executive Director and Executive remuneration Is separate and
distinct.
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ive and Senior Manager " versoumne by

= The Company rewards Executives and Senior Managers with a
level and mix of remuneration commensurate with their position
and responsibilities so as to:

1.
2.
3.

Provide competitive rewards to attract high calibre Executives
Link Executive rewards to shareholder value

Have a significant portion of Executive remuneration “at risk”,
dependent upon meeting pre-determined performance benchmarks
(KPls)

Establish appropriate, demanding performance hurdles for variable
Executive remuneration
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and Senior Manager T vELsOURN

= Remuneration consists of the following key elements:
= Fixed remuneration (salary)

= \ariable remuneration

» Short-Term Incentive (STI) — based on performance against
KPls

» Long-Term Incentive (LTI) — share options with a performance
hurdle

* Pre 21 April 2006 — EBIT performance hurdle
= Post 21 April 2006 — EPS performance hurdle
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aff Remuneration

= Remuneration consists of the following key elements:
= Fixed remuneration (salary)

= \ariable remuneration

= Long-term incentive (LTI) — options with no performance hurdle.
The option exercise price is based on the share price at the
date of issue of the options.
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ive Director (NED) Re

= (bjective

» The board sets aggregate remuneration at an appropriate level to attract
and retain Directors of the highest calibre at an acceptable cost

= Structure

» Fach NED receives a fixed fee and sits on at least one Board committee. An
additional fee ($7,000 in 2006) is paid for chairing a Board committee, in
recognition of the additional time commitment and responsibility required

» NEDs are encouraged to hold shares in the Company (purchased by them on
market)

» NED fees are reviewed every two years
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ive Director (NED) Re:

To align NED rewards with Shareholder returns, prior to 2006 options were

used as long-term incentives (LTls), with a performance hurdle based on
EBIT growth

In 2006, no options were granted to directors as part of a transition to a
new LTl scheme in 2007, which is a Deferred Share Plan. Directors will
purchase shares on-market with a value of at least 15% of their annual fees

To compensate for loss of the LTI Option Plan, Directors’ fees were
increased in Jan 2007 as part of the bi-annual review

For 2007, the NED base fee is $72,000 with an additional $10,000 for Board
Committee Chairs

The Board Chairman’s fee is set at 2.3 x NED base fee.
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= (Questions?

= To adopt the Remuneration Report for the year ended 31 December
2006
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