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* Chairman’s address
 CEO address
* Business of the meeting
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» Total Integration success accelerates
— Two new programmes commenced
— Five Total Integration programmes in progress

* International Expansion continues
— Sales
— Manufacturing and Logistics

* Engineering Growth




Revenue up 28% to $5.1m
— Six month period to 31 December 2007
— Service (engineering and licensing) revenue up 291%;

Loss at $3.9m
— In line with Company expectations
— Up from $2.9m for the comparative six months

Investment in Organisation Growth

Post balance date investment of $12.8m from UBS'’s
Global Innovator Fund

Working Capital increases by $1.2m
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Global Trends

— Sustainability
— Energy Saving

Products

— ECR Success (Commercial Refrigeration)
— DD range for Ventilation

— First Fan Filter Unit major shipment

Total Integration

Investing in Delivery
— Sales Organisation

— Singapore Manufacturing
— Advanced Electronics




« 2011

— Current contracts: lead to 15m+ units
— Much work remains to secure this level of business

» Potential Revenue and Profit
— At stable supply to customers, industry averages today
are
— Price of $US20
— Operating EBIT of 8-12%
— We are targeting to outperform industry averages

Slide 7

» Demand growth

» Breakeven projected for second half of 2009
— Revenue growth is first priority

* Good Progress

» Building the capability to support large contracts
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Ross Green
CEO
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* Good sales growth

» Refrigeration stands out
— Especially ECR electricity-saving motors

» Effect of large orders not yet seen
— Comes through in 2" half 2008




» Additions to sales team
— Internationally

* Engineering effort
— Deployed to support sales

* Lead generation
— Sales cycle shortening i

» Choose where to compete
— Refrigeration / ECR

* Drive for volume
— ECR motors for supermarkets
— ECR motors for convenience stores

» “Halo” effect
— Cost reduction
— Helps buyer confidence




» To related areas
Refrigeration compressors
Air conditioners

Air handling

Others...

* Dominate segments in succession
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* Volume capability crucial

* Customers want to move 100%
— But capacity must exist

* Premium but realistic prices

» Manufacturing & logistics investments




¢ Customers want to move
— But move progressively
— Won't start unless they can move 100%

* Investments in capacity
— Necessarily in advance of sales
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* Fixed overheads
— For any production

» Amortization of overheads
— Greatly improves as volumes increase

» Customers gain confidence
— To accept cost-reducing design changes
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$1.75 million from Foundation for Research, Science &
Technology

Cost reduction focus

“Silicon system”
— Reduced material

Enhanced features
— Market expansion

Slide 17

Special designs for exact fit to customers’ products

Industry leaders targeted
— Large volume potential

Additional projects
— Efficient way to sell

Long pipeline
— Production by Wellington in whole or in part
— Reduces costs across our range
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