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Breakthrough Features
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A safer, high speed,
fully enclosed brake

Exposed wior and pads Retrofit, fully enclosed brake
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Company Activities

« Manufacture and sale of a unique high
value product

 Active supplier to mining and mining
service companies

» Developer of advanced braking
solutions for mining, transport and
iIndustrial applications



Recent Achievements

« Successful completion of $9 million fund raising
« Acquisition of 100% of IP Rights

« Business planin place to achieve break even operation
this calendar year

« Stable and ongoing supply of quality product from Thai
operation.

« ADR Design Approval for Landcruiser Range
« ISO 9001 quality accreditation
« Marked increase in inquiry rate for Landcruiser brakes

« Serious discussion with several 3 parties for new
product applications

« Scheduling ASX trading on or before March 31



Overview of Development Activity (1

« Light Commercial Vehicles
— Toyota Land Cruiser (LCV1)
« Frozen Design
— Toyota Hilux

» Modification of LCV1
under development

» Initial development for
rear only

— Other
+ Pajero

+ lsuzu Development will
» Canter ,

. Nissan Patrol proceed subject to
. Ford 250 market demand

« GMC




Overview of Development Activity

+  Mining Equipment
— Un-A-Trac
» Frozen Design
— Heavy Axle Brake
« New Development
« Basis for Truck Brake
— Truck Brake
» Requires product development
» Industrial Equipment
— Gearbox Brake
« Base design established
— Other
 Dirill rig
» Heavy haulage trailer




Track Record - Products in Field

Over 700 units in the field
« LCV1 — Landcruiser

« UN-A-TRAC

+ OTHER — gearbox brake

Trial Units under current evaluation (LCV1)

— BHP, Newcrest, Placer, Xstrata, St Barbara,

Macmahons, Worsley, Minara, Roche, Freeport, Ok
Tedi.



Sales Activity

« Two Australian Re-sellers active
DBT (USA) — Un-a-trak

Mobile

BHP B
— guide

Parts (Canada) — modified LCV1
liton’s “Fatal Risk Protocol”

ine to incorporate “Fail-Safe” brakes on

personnel carriers operating underground capable
of carrying more than 2 personnel.

— SIBS fulfills this guideline on Toyota Landcruisers.
Development projects for 3 new products

being discussed with 3 parties in Australia
and overseas.



Production Activity

« Assembly Operation in Thailand
« All vendors selected and qualified
« Continuous quality improvement
« Production processes confirmed

* Production Capacity — 150 — 200
sets p.m.

« Cost down program showing good
savings — COGS and head count

« Producing 40 sets per month




Growth Strategy

Establish core business out of current mature
products (LCV1 and Un-A-Trac)

Develop spare parts business

Develop derivatives of mature products (eg
Hilux,Canter, Pajero, etc)

Develop new products with customer support

Seek to offset R & D spend with customer or grant
funding

Establish engineering as a profit center
Gain revenue from application engineering

Seek to grow market penetration and revenue by
licensing 3 parties




Corporate

 New Management Team in place
— CEO — Ken Johnsen
— CFO - Ross Blakey
— Director of Sales — Joe Davey

« Trading on ASX imminent
» Most legacy issues resolved
« Simplified structure now in place



Financial

Focusing of near term profitability and positive
cash flow from mature products

Operational costs under constant review

Active in securing 3" party contribution to new
product development

Business plan assumes sales doubling from 35
set per month to 60 sets by August 06 rising to
200 per month over 18 months

Breakeven at 60 - 70 per month

Forecast following based on assumed sales —
not confirmed orders



MARRATIVE
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Current Priorities

« Focus on a roll out of current mature products

 Build on growing customer confidence and
excellent in-field performance

 Deliver quality products

* Implement growth strategy

« Establish investor confidence
 Achieve positive cash flow



Safe Effect Technologies Limited

www.Safeeffect.com

Email: info@safeeffect.com
Phone: +61 8 9240 2713
Fax: +61 8 9240 1577



