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Professional Business
34% of Revenue and 28% of Segment EBITA
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Consumer Business

16% of Revenue and 19% of Segment EBITA
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Occupational Business |
50% of Revenue and 53% of Segment EBITA
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Summary Grid - F’05 v F’'04




Asia Pacific

Europe*

Americas




F’06 Performance to Date

With 4 Months Results..

+# Sales Tracking Reason

# EBITA while still Grc

»Latex Costs
»Occupati




»Vibe
»Dermaprene




Strategic Evolution

From meeting multi-year S
advancing Ansell Grow

Methodology:




2006 and Beyond

# 0rganic — New product
# Geographic — Market exps
markets

/# Technology — New
combination w

- Acquisitio




Communication







